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Colonial Design 
Set Cat. No. 866 
illustrated 
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In Canada; Dexter Lock Canade Lid., Guelph, Ontario 









Dexter Tie 
Bolt Locks 
now feature this 
“bull-nose” bolt. 


The Regal Line by Dexter includes this Colonial Design Tie Bolt 
Key-in-Knob Set with 6” dia. rose outside, 2%” dia. rose inside and 5” backset. 4 
Available with pin or disc tumbler cylinder, deadlocking or 
spring latch. This new Dexter Lifetime Lock has solid brass exterior, cold-rolled 
steel interior parts. In standard or two-tone finishes. 

Knobs armored brass, steel reinforced. Lock reversible for any hand of 
door without disassembly. Requires only 1%” dia. hole through door. 


Attractive mounted displays available in Decorator Colors: red, blue, green or ivory. 


NO LOCK INSTALLS FASTER THAN A DEXTER 





DEXTER LOCH DIVISION Grond Rapids, mith. 


OEXTER 'ROVUSTRICS, Inc. 





; 





In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., Mexico Cily 
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Huge Sugar Pines on the Camino 
ree Farm 


> 
The stately Sugar Pine of El Dorado county 
called the King of Pines—-was noteworthy 
over a century ago. John Charles Fremont 
in exploring the vast timberlands now the 
Michigan-California Tree Farm wrote in his 
records of Feb. 25, 1844-—"The forest was 
imposing today in the magnificence of its 
trees. Some of the Pines, bearing large 
cones, were over 10 feet in diameter.” 


(For more data on advertised products {ill in coupon on page 308) Sepiember 5, 1955, 
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Modern plant, and equipment like this 9-ft. Band Big Side. and careful kiln drying add up to Camino Quality 


FOR HALF A CENTURY THE HOME OF 


CAMINO QUALITY PRODUCTS 


Green gold!! Mountain upon mountain of centuries-old Pines and Firs in 
El Dorado County, once the heart of the gold stampede, are the source 
today that provides raw lumber material for every use; High grade 
Pattern Stock—excellent interior finish—paneling—Shop lumber—and 
general all around building material. Michigan-California’s 85,000 acre 
Camino Tree Farm abounds in this mature timber. Progressive forest man- 
agement policy will enable Michigan-California to produce high ele- 
vation Camino Quality products without interruption for years to come. 
“Soft-textured’’ Camino Quality products, surfaced or rough, are a rich 
vein of value and quality. 
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Herbert A. Vance a atin 
ASSISTANT TO PUBLISHER ACT A CU 


A. W. Boulton By Advertising: ADservice for 
Oc tober 78 December 
EDITOR November 79 Januar 
Arthur A. Hood Signs Do a Selling Jot 
EXECUTIVE EDITOR... Richard W. Douglass Let the Postman Deliver Your Sales Pitch 
os ee ae iat 
MANAGING EDITOR... Gordon J. Lawler oR rhe Lereyie = sts Pa ~~ any” 
WASHINGTON Robert Y. Kerr ee ee ee ee 
ASSOCIATE EDITORS. . Donald O. Carlson Special Promotions: 


Walter Veneigh Dealer Special Events Acquire that Hollywood Touch 96 
Robert E. Russell Get Ready for Christmas! 101 
ASSISTANT EDITOR Esther W. Lewis 
annutinne mek SALES PLANNER AND CALENDAR 
George F. Van Zevern October 103 December 107 
ASS'T PRODUCTION EDITOR. ..R. Lundahl November 105 January 109 


y 


BUSINESS DEPARTMENT CREATING A SALES ATMOSPHERE 117 
MANAGER Eall Display Materials in Action! 119 
W. G. Simpson Dealers Staae Practical Demonstration 122 
PROMOTION MANAGER H, Royal Lee Sawdust Parties Help Sell Power Tool 128 
ADVERTISERS’ SERVICE Gene Burroughs Barqains—People Love ‘Em! 132 
ADVERTISING PRODUCTION Louise Pliska Do-It-Yourself Program and New Store Jump Sales. 134 
CLASSIFIED ADVERTISING. A. M. Schwab Short Lengths Equal Long Profits 138 
EASTERN: Tom Lindsey, Bob Monetti, Grand Basic Wal! Unit (American Lumberman Fixture Series). 147 
Central Terminal, 70 E. 45th St., Room 


5622, New York 17, N. Y., Teleph 
ee ee ee elephone SALES TRAINING... 


CENTRAL: Harry L. Gebauer, Room 536, Easy Steps to Better ( u romer Relation 154 
Bulkley Bldg., 150! Euclid Ave., Cleve- Send an Employe to Hawa 156 
land, Ohio, Telephone Prospect 1-3235 

MIDWEST: Duke Lynch, Bruce McGregor, SELLING THE PACKAGE 165 
Thomas F. Hannon, 139 N. Clark St., Chi- ae Ld34* ~, Ctl. 
cago 2, Ill., Telephone Financial 6-5380 Atti, “4 sll se R ew a 

SOUTH: T. L. Williams, 1000 Bouldercrest A me 174 Nisa 68. 19 
Drive, S.E., Atlanta, Ga., Telephone Dixie soa laa r Koon eo 6 
5829 Bathroon 180 Storm Window 200 

PACIFIC: Charles W. Hoefer, 1664 Emerson Porch Enclosure 184 Paint 202 
St., Palo Alto, Calif., Telephone Daven- Cc, Storaae Building This Fall 204 


rt 4-266! ‘i 
* 6 Advantage of Garage Pac kage 208 
CIRCULATION DEPARTMENT Sell 10 Houses, 10 Cottages and 25 Garages 210 
MANAGER Elmer O. Olin Se $685 in Material for Do-It-Yourself Kitchen 217 
peo Pian Dacwnents Mat, in Darhank Salted 
SERVICE E. B. Cunningham le Pay Key ackage Selling 222 
Your Trade Association Secretar 63 
y 


‘ 
e e ess 


* (i): Cut Overhead—Make the Yard a Selling Machine 72 
. ¢ @ 


‘oene™ DEPARTMENTS 


acide Newscast Lumber Prices 
Associated Nows New Products 
PD ce «pe Washington Report What's Your Answer? 
— ' Editorial Page Sales Aids 
bermen end Building Pr duct Cocum New Equipment 
sf hed every other Mor . 
madicen tuubadmnn, tax anes Manufacturers News New Literature 
Chicago 2, Ill. Subscriptions: one Dealers News Classified Ads 
S. and Canado, $4 (26 issues), $6 Wholesaler News What's New Coupon 
years 2 a ese Soe. Sere Lumber Market Advertisers’ Index 


one yé¢ gle current copy, 50¢ 
+ Dealer Products File 


s, $1, exces 


s $2. Entered as second class matter 
2. 1946 at the Post Office at Chi 


; _ 
jer the Act f March 3, 1879 Vi 
y PUBLICATION 


on Lun t ermar 


MERCHANDISER 





_ For Every 
Building 
Need 


ROSEBURG LUMBER 


eoccretrnr ee 


| ROSEBURG LUMBER CO., ROSEBURG, OREGON 


| (CD Please send us the nome of the nearest Roseburg Lumber Wholesaler or Jobber. 


(C) Please send us the name of the nearest Roseburg Plywood Wholesaler or Jobber. 
tek} 4-07 Te es 

Firm. 
mel i - i 4 geoiek 


= 


Street 


Order from your nearest 
Roseburg Wholesaler or Jobber. 


City - ——- - - State _ 
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LATE AND IMPORTANT Developments of the Industry 


Housing starts drop. 

An 11% decline from housing starts in June was recorded for July. Starts in 
July were 115,000, which is 1,000 less than in July, 1954. The government 
attributes the more than seasonal June-July drop to voluntary, industry mortgage 
tightening rather than restraints announced by FHA-VA in July. On July 50, the 


government had raised down payments for homes 2% and shortened mortgage periods 
from 30 to 25 years. 








Effects of tightening may be good. 

Many authorities in the home building industry feel the long-range effects 
of the credit tightening may be good. The government announced it had tightened 
credit as an anti-inflationary move. This action, coupled with the credit 
tightening already imposed by lending institutions, will contribute to holding 
the price line on building materials. John Q. Public may not be able to buy a 
house as easily as before, but, when he does buy, he will be paying less and 
getting greater value for his money. This usually means a healthier, more eco- 
nomically sound building industry. 


Mortgage money Supply to drop. 

W. Warman, vice-president, U.S. Savings and Loan League, tells the American 
Lumberman that mortgage money supply for homes will continue to drop. He says 
that for the remainder of 1955, the demand for expansion and improvement money 
by business, industry and state and local governments will further dry up supply 
sources for home mortgage loans. Also, the raising of interest rates by Federal 
Reserve banks will have an effect on mortgage money Supply. The impact of these 
factors, sayS Warman, will not be felt fully until 1956. Housing starts may 
continue to decline. 


The NAHB is critical. 

The National Association of Home Builders leveled some strong criticism at 
the government for tightening up on credit terms. They say in their Washington 
Letter that the government's move may cut housing starts down 100,000 units for 
next year. Pitas 

Flatly stating that the government move was not economically justified, NAHB 
comments: “It is clear that the cumulative effect of these new regulations is to 
deprive thousands of American families in 1956 and beyond of the opportunities 
to own their own homes." 














Package selling--deluxe. 

The heights to which package selling can rise is limited only by dealers’ 
imaginations. In Arizona, some homes are being sold to include a chicken house 
and a starter flock. In Illinois, some garage sales include provision for a 
down payment on a used car. 

Many dealers contend the house sale should always include the plumbing, air- 
conditioning, heating and electrical package--all supplied by the dealer. It's 
smart business to include the kitchen cabinets as well as a full complement of 
appliances. The next logical step is a power mower and a package of lawn and 
garden tools, seeds, shrubs and fertilizer. Inclusion of gift-discount certifi- 
cates for furniture, food and clothing is not outlandish to conceive. 


Dealers can help builders find lots. 

Several builder groups are encouraging their members to seek help from their 
lumber dealers in finding land. Many dealers are already providing this service 
to both builders and consumer customers. Progressive dealers have their own 
real estate departments. 


Employment at all-time high. 

Employment in the United States in July rose to 65 million--a record for the 
month. This represents the fifth straight monthly gain. High figure was 
attributed in part to the brisk hiring of students for summer work. 


(continued on next page) 
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Floods Further Tighten 
Supply of Building Materials 


Flood damage in the northeast- 
ern states is expected to result in 
an even tighter market for many 
key building materials. 

Cement, steel, insulation board, 
gypsum board and lumber are just 
a few of the essential products 
which will be still shorter in 
supply as a result of widespread 
damage. Estimates on damage to 
homes, factories, schools and office 
buildings is now well over $1 bil- 
lion and the total is still rising. 

Early reports indicate that 
scores of lumberyards in the cen- 
ter of the storm area were either 
seriously damaged or totally de- 
stroyed. A complete report on this 
phase of the disaster with photo 
graphs will be in the next issue of 
American Lumberman. 

Manufacturers already on a 
three shifts a day, seven days a 
week production schedule frankly 
admit that only drastic changes 
in allocations for the rest of the 
country will materially help the 
flooded states. 

Gives Priority 

In New York City, 8. W. Anton- 
ville, president, United States Ply- 
wood Co., pointed out that the 
firm’s warehouses in Boston, Provi- 
dence, East Hartford, and Pittston 
and Scranton, Penna.—areas hit 
by the flood—all have normal in- 
ventories. In addition Antonville 
said, “We have been working to 
assure adequate supplies to those 
areas through giving them top 
priority on shipments.” 

In Buffalo, N. Y., Melvin Baker, 
chairman of the board, National 
Gypsum Co., said, “National’ Gyp- 
sum is appalled by the death and 
the destruction. We stand ready to 
divert the shipments of building 
materials into the stricken areas 
where these materials will be 
needed in the gigantic job of re- 
construction. At present we feel 
that despite the fact that our 
plants in the northeast are oper- 
ating at capacity, and despite or- 
der backlogs. that we can meet the 
need for building materials in the 
repair field. When new buildings 
are started it may be necessary to 
divert production from plants out- 
side the northeast into areas dev 
astated by the floods.” 

A spokesman for Johns-Manville 
Corp., said that while the company 
always follows a policy of giving 
priority to shipments for disaster 
areas, many of its building mate- 
rials are in good supply. Citing 
that there is always a lag between 
plans for building and the need 
for certain materials J-M said they 
expected to be able to take care 


8 


of orders as fast as homes are 
built in the northeastern states. 


Adequate Roofing 

Herbert Abraham, chairman of 
the Ruberoid Co., was also opti- 
mistic and he pointed out that the 
disaster resulted in very little 
wind damage reducing demands 
for abnormal! use of roofing. Roof- 
ing is one product in adequate 
supply. 

American Steel & Wire Co., is 
moving its mills in the Chicago, 
Cleveland and Pittsburgh areas 
into overtime production schedules 
to meet a possible surge in orders 
for nails, guard rails, electric 
cables, fencing and wire mesh. 
U. S. Steel is also making special 
plans to divert as much steel as 
possible to customers in the dis- 
aster areas. 

A spokesman for Weyerhaeuser 
Sales Co., St. Paul, said no emer- 
gency shipments have been 
planned from the firm’s west coast 
mills. Proper evaluation to the ex- 
tent of the flood damage will take 
several weeks, he said, and during 
this time small New England mills 
can step up production to meet 
local shortages. 


Ample Lumber 

A. N. Frederickson, who heads 
Wevyerhaeuser’s eastern division 
said there are ample supplies 
available in the flood areas. 

“At present, we have ample 
supplies in our yards,” he said. 
“The devastation is so widespread 
that the increased demand will be 
spread over a long period and I 
don’t anticipate a critical lumber 
shortage.” 

Henry W. Collins, executive vice- 
president, Celotex Corp., Chicago, 
said adequate inventories were 
available in the area and if re- 
quired supplies will be diverted to 
meet the situation. 

E. L. Bruce Co., Memphis, Tenn., 
flooring manufacturer, has_re- 
ceived calls from dealers in the 
stricken area alerting them to the 
anticipated increased demand for 
flooring. 

A spokesman for the firm said 
Bruce is heavily committed 40 to 
60 davs in advance, but dealers in 
the flooded areas will get some 
preference. Though top grades of 
flooring are scarce there is plenty 
of the lower grades available. 


Car Shortage Anticipated 
C. E. Devlin, managing director, 
National Plywood Distributors As- 
sociation, Chicago, spoke to sev- 
eral distributors in the disaster 
area. 


September 5, 


“The distributors I talked to,” 
Devlin said, “had trouble with lost 
railroad cars. They don’t know 
what materials they have in trans 
it and the situation is so confused 
that even the railroads don’t know 
where the cars are.” 

Several lumber manufacturers 
expressed concern about the an- 
ticipated car shortages brought 
about by this year’s near-record 
harvests. In an emergency open 
cars can be used to speed deliv- 
eries, but these cars won’t move 
as fast as boxcars. 


July Housing Starts 
Fall 11% from June 


Nonfarm housing starts de- 
clined more than seasonally in 
July to 115,000 units, the U.S. 
Labor Dept. reports. This was 
1,000 units below the July, 1954 
figure, but exceeded the July level 
for all other years except the 
record year of 1950. 

The 11% decrease from June to 
July this year was shared by all 
sections of the country. July starts 
were off for both government- 
assisted and conventionally fin- 
anced housing. 

“The June-July decrease prob- 
ably reflects some voluntary ad- 
justment in mortgage credit, be- 
cause the increases announced on 
July 30 in down payments required 
and shorter maturities on govern- 
ment assisted housing could not 
have affected units started in 
July,” says the Labor Dept. 

Privately owned housing starts 
in July were 114,200 representing 
a seasonally adjusted annual rate 
of 1,202,000. This is well below 
the average annual rate for the 
three preceding months which was 
1,325,000. 


Hoo-Hoo to Hold Meet 
In Detroit, Sept. 12-16 


The 1955 convention of the Inter- 
national Concatenated Order of 
Hoo-Hoo will be September 12- 
16 in Detroit. Michigan’s lumber 
industry and state Hoo-Hoo mem- 
bers are cooperating with the De- 
troit Hoo-Hoo Club No. 28 in plans 
for entertaining the 500 visitors. 

The keynote of the meeting is 
expressed in the newly adopted 
slogan “Through Hoo-Hoo — A 
United Lumber Industry.” The Su- 
preme Snark of the Universe, John 
H. Doleater 37373, will preside. 

General chairman of the conven- 
tion committees is Thomas Osborne, 
53376. James J. Byrne, 53869, and 
George B. Lowrie, Jr., 53422, are 
entertainment and program chair- 
men respectively. Mrs. W. C. Re- 
strick, Jr. is in charge of the special 
program for the ladies and C. R. 
Ashton, 53424, is registrations and 
reservations chairman. 
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Two-Day Store Merchandising Clinic 
Is a Main Event at NRLDA Exposition 


A two-day clinic on modern store 
merchandising is one of the main 
attractions planned for dealers at 
the NRLDA Building Products Ex- 
position at Cleveland, Ohio, October 
11-14, 

First day of the clinic will in- 
clude presentations on store layout 
and display fixtures. The editors of 
American Lumberman will discuss 
the latest trends in store merchan- 
dising and will show the new dis- 
play fixtures they designed specifi- 
cally for retail lumber and building 
materials stores. 

Features of the second day in- 
clude: displays arranged by the 
United States Plywood Corp. and 
the Lucas Paint Co.; a demonstra- 
tion and discussion of the NRLDA 
display panels developed by Russell 
W. Nowels, Nowels Lumber and 
Coal Co., Rochester, Mich., who is 
chairman of the clinic; facts on 
point-of-sale selling and sales train- 
ing; and a program on handling 
the do-it-yourself trade. 

The clinic will be in Cleveland’s 
Public Auditorium where the ex- 


position is being staged. Here are 
some of the subjects to be covered 
in detail during the store mer- 
chandising clinic: 

1. “The Showroom for Today 
and Tomorrow,” by Gordon Lawler, 
managing editor, American Lum- 
berman. Lawler will describe the 
basic trends that must influence the 
design and layout of a dealer’s 
showroom. He will show slides de- 
fining the merchandising methods. 

2. ‘Designing a Successful 
Building for Retailing Lumber and 
Building Materials,” by James N. 
Lindenberger, the new architec- 
tural consultant for American Lum- 
berman. 

3. “Planning the Store Interior,” 
by Gordon Lawler. He will give de- 
tails of the latest information on 
interior lighting, air conditioning, 
interior colors and floor coverings. 

4. “Store Layout and Merchan- 
dising with Your Fixtures,” by 
Gordon Lawler. He will describe 
how a dealer can estimate the 
amount of floor and wall space that 
can be devoted to various products. 


American Lumberman Display Fixtures 
To Be Unveiled at NRLDA Exposition 


Described as “the greatest ad- 
vancement in fixtures for retail 
building materials yards in de- 
cades,” the American Lumberman’s 
new store fixtures will be unveiled 
for the first time at the NRLDA 
Exposition at Cleveland’s Public 
Auditorium, October 11-14. 

Booth 379, to be known as the 
showroom idea center, will contain 
more than a dozen of the American 
Lumberman’s island, wall and sus- 
pended drum display fixtures. Each 
of the fixtures will be stocked with 
merchandise by manufacturers in 
a special effort to show how the 
display units can be utilized. 

The showroom idea center will 
occupy a 20’x32’ space. Using plans 
and specifications supplied by 
American Lumberman, the various 
building materials manufacturers 
actually built the fixtures for their 
products themselves. 

Working in cooperation with 
Paul J. Ergang, director of the 
store planning division, Reflector 
Hardware Corp., Chicago, and 
many other experts, the editors of 
the American Lumberman spent 
more than a year developing. fix- 
tures that would be versatile 
enough to meet the precise require- 
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1, DISPLAY FIXTURES, designed by 


Lumberman, will be un- 
NRLDA Exposition, 


American 
veiled at 


ments of building materials mer- 
chandising. 

The showroom idea center will 
be open each day of the NRLDA 
Exposition. Editors of the Ameri- 
can Lumberman and manufactur- 
ers’ representatives will be on 
hand to explain the multiple uses 


September 5, 


5. “How to Stock and Merchan- 
dise with Your Fixtures,” by Paul 
Ergang, director, store planning 
division, Reflector Hardware Corp. 
Ergang, who served as a top con- 
sultant in designing the American 
Lumberman store fixtures for deal- 
ers, will show how the fixtures can 
be used. He will give demonstra- 
tions on placement, pricing and 
identification for products on the 
fixtures. 

Other subjects will include: “Dis- 
plays that Tell and Sell,” Richard 
J. Brown, sales promotion manager, 
United States Plywood Corp.; “Sea- 
sonable Displays for Big Profit 
Package Selling,” by Donald Brann, 
Easi-Bild Pattern Co.; “How to 
Sell Paint,” H. F. Lee, advertising 
manager, Lucas Paint Co.; “Cash- 
ing in on Retail Store Selling,” by 
William Hillwig, S & H Merchan- 
dising Service and “Meeting and 
Beating Your Competition,” by 
Herbert Daltmer, S & H Merchan- 
dising Service. 

In addition to Nowels, chairman, 
other officers for the store merchan- 
dising clinic are Robert A. Jones, 
executive vice-president, Middle At- 
lantic Lumbermen’s Association 
and T. Merritt Ludwig, Merritt 
Lumber Yards, Inc., Reading, 
Penna. 


of the new store fixtures and to de- 
scribe how various products can 
best be shown on them. Informa- 
tion will be available on how the 
fixtures can be arranged in exist- 
ing or new showrooms. 

Here are some of the products 
that will be exhibited on the fix- 
tures: hand and power tools; metal 
building products; gypsum prod- 
ucts; doors; paint and accessories; 
hardwood flooring; plastic lami- 
nates; resilient floor covering; in- 
sulation; plywood; builders hard- 
ware and cabinet hardware. 


Requests the Names of 
Profit Sharing Firms 


A. Fletcher Marsh, president, 
Marsh & Truman Lumber Co., Chi- 
cago, is anxious to know the names 
of retail lumber companies which 
have profit sharing plans. 

In particular, Marsh would like 
to have the name of the officer 
handling these details for his 
company in order to invite him to 
chapter meetings of the Council 
of Profit Sharing Industries. 
Marsh igs treasurer of this organ- 
ization. ‘ 

Please send names to: A. Flet- 
cher Marsh, president, Marsh & 
Truman Lumber Co., Dept. AL, 
9 _— Michigan Ave., Chicago 

(continued on page 227) 
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@ INDIVIDUALLY PACKAGED items are clus- 
tered together in groups of six each for 
convenient handling. 


FOR SELF-SERVICE, your customer 
simply separates the number desired 
from the cluster by ripping along the 
tear groove. See illustration at left. 








€ PLastic skIN covers back and sides, 
and is raised along the sides and front 
of the item to protect the face, yet 
leaving the face uncovered so the cus- 
tomer may see the true beauty of Wash- 
ingtonw Line Cabinet Hardware finishes 
without removing the product from the 
package. 
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TYPICAL USE OF CLUSTRE-PaAc in Paint 
Department is shown at right. This 
helps stimulate related item sales. Copy 
on display suggests re-painting your 
kitchen or home; why not put on new 
hardware and give your kitchen a brand 
new look. 
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Now! Biggest Advertising Ever! 


Again in 1955 ABC leads the 
field with powerful, consistent 
advertising in the leading 
magazines your customers read. 
Together these big magazines 
reach more than 14,000,000 
readers. And all sales leads 
are sent right to you! 


Insure Profits 6 Ways 
with ABC Jalousies? 


ql 1 _KD Saves Freight, Space Boe sant WS 


ae , Up to 10 times 


more storage 
space, plus 
ireight savings, 
with Knockdown 
(KD) units. Fast 


“ = 

‘ 8-screw assembly. Standard, special widths 

} Simple sawcut 15” to 43”, plus in-between 
r for odd sizes. 











































sizes. Heights from 14’’, 
—_ with 4” increments to 192", 


é 3 Consumer-Tested Features q Complete Sales Helps 


® Heavy extruded frames 
heat-treated for top strength! 
® Patented spring-clip is 
heat-treated, eliminates 
bending clip. Gives 


pase seal, too! 4 

recision-balanced louvers ~ Mats, color catalogs, 3-D 
for fingertip operation! > viewers, window banners, 

® Koroseal weatherstripping! ©) TV-radio aids, installation 


@ Easy-draining sloped sill! a details---for big sales! 


Pa py oy a “"; SB4ay Aare ; «Je 
" 4) 4 . he 1 dled 4 sy 
16 Immediate Delivery : 

: 


Tested against water and 
air infiltration by 




















University of Miami, and Partin he ADB pad 
° NT OR 4 Rirunp Pittsburgh Testing Lab! ’ 
© Guaranteed by @ 
Good Housekeeping ) Free Details! MAIL COUPON TODAY! 
ras apyepnisto WES ee ee 















bee ADAMS ENGINEERING CO., INC. 
World’s Largest Jalousie Factories! Dept.A-9. Box 936 Little River Branch 

Two giant Miami, Fla., plants (below) include 340,000 square Miami 38, Florida 

feet to serve you! Plus-- Gentlemen: I am interested in learning about a i 

profitable ABC jalousie dealership. Please rush 

full details without obligation 
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MIAMI, FLORIDA « 5S. HACKENSACK, NEW JERSEY 
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New Low Priced 
Aluminum Level 


» (STANLEY 


In 
Line 


oe 





H1298 


The new 24” H1298 rounds out the 
Stanley Handyman line of levels and 
gives you an item priced right for the 
occasional tool user. A good level in its 
own right——4 glasses for all around 
reading, bright red enamel and alumi- 
num finish, rust-proof protectors — 
H1298 is a natural starting point for a 
“sell up” switch to one of the fine Stan- 
ley professional quality levels. 








Fully Adjustable No. 233 — The No. 233, 

shown here, has 6 glasses that are fully 

adjustable at any point in 360°, and 

they are enclosed in dust-proof, water- 

tight casing. 24” size lists at $9.00, 28” 
$9.70. 


Non-Adjustable No. 313— No. 313 is a 
Stanley Aluminum Level with non- 
adjustable glasses — other features same 
as No. 233. Available in 28”, 24”, 18” 
and 12” sizes from $7.50 to $5.00 list. 





Torpedo Level No. 264 — For all mechan- 
ics and the home handyman. This handy 
9” level has 3 glasses — plumb, level 
and 45° mitre — solid set in plaster. It's 
lightweight, strong, and easy to pocket. 
List price $2.50. 


For full particulars on these and all 
Stanley Levels see your wholesaler or 
write Stanley Tools, 129 Elm St., New 


Britain, Conn 


THE STANLEY WORKS 


a 








A Set Up 
With GET UP 
And SELL! 


This Stanley Electric Tool merchan- 
diser belongs in your store. You'll 
build a sales high spot using only 42” 
x 17” on counter or island. There’s 
no extra expense to you. With 5 square 
feet of space and this new IRHA 
approved merchandiser you can dis- 
play and sell all these Stanley Electric 
Tools and many automatic tie-in 
accessories. 


The tools on the H-1 Merchandiser 
are: 

Va" Drills 

Vo” Drill 

Router 

Plane 

7” Saw 

Guide 

Router Manuals 


CoOwwws a=W 


See your Stanley wholesaler now. 


Place your order for the H-1 Mer- 
write 


129 Myrtle 


chandiser. For more 
Stanley Electric Tools, 
Street, New Britain, Conn. 


details 
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Screw-Mate.. 
Easy To Sell 4 
Easy To Buy 





This combination wood drill and 
countersink does 4 jobs in 1 operation, 
and does each one perfectly. 24 sizes at 
75¢ each retail, 2 large sizes retail at 
$1.25 each. 


EASY 
TO 


SELL 





Screw-Mate Set No. 1525A — This self- 
selling package of 5 popular sizes has 
“how-to-use” copy right on card. $3.70 
retail. 





Screw-Mate Merchandiser No. 1525D — 
This $7.00 display case is free with your 
order for the full assortment which in- 
cludes 2 each of the No. 1525 line, 2 
each of the 10 No. 1524 counterbores 
and 6 of the No. 1523 plug cutters. 
Retail value of tools — $85.50. See your 
wholesaler. He has Screw-Mates now. 


NEW BRITAIN, CONNECTICUT 


LUMBERMAN AND 
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New Garage Door Hardware! Low Headroom 
Set Needs Only 4” Clearance For Perfect Fit! 











Fig. 1° 


os10n Spring —— easily adjusiad 
pteterred balance of 




















Fig. 2 


\y applied, easily 
ted spring and 
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No. 2722 is a brand new set of low 
headroom roll-up garage door hard- 
ware. Only 4” clearance is needed to in- SALES HELPS THAT WORK! 
stall this roll-up door with “Free-Way” id 


action one. : 
_— This descriptive literature is yours free .. . imprinted 


with your name and address on request. The big, 
illustrated folder (Form G81) describes hardware 
and available door designs, explains features and 
Stanley quality. The stuffer (Form G80) is perfect 
as an enclosure with monthly statements or as an 
across-the-counter handout. Write Advertising 
Department, The Stanley Works,for your supply of 
Folder G81 and Stuffer G80. If you want imprint, 
please print clearly lines wanted and allow 2 weeks 
for delivery. 


Complete, illustrated, step-by-step in- 
structions packed with every set. All the 
hardware, including track, ts in one car- 
ton. Doors available in 6 sizes and 8 
designs including Colonial, Modern and 
Ranch styles. 


Call your distributor, or write Garage 
Hardware, The Stanley Works, 129 
Lake St., New Britain, Conn., for com- 
plete details on Set No. 2722. We'll 
include particulars on the companion 
sets Nos. 2720, 2721 and 2726. 





HARDWARE ©@® TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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EVERYTHEENG HEENCES ON HAGER... 


vee(t Theenk) 


C. Hager & Sens Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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Help yourself with 


these Flintkote 
Merchandising Helps... 


Want sales promotion help? What kind? 

Name it! Flintkote has it! 

We can’t show all the Flintkote merchandising 
helps here, of course. There are so many, hundreds 
of them. And many can be imprinted with your name 
and address. 

Use Flintkote literature and samples to show off 
the beautiful Flintkote line. They give you the edge 
in selling such products as roofing, siding, decorative 
insulation board and tile. 

Tell your Flintkote Representative to lay all our 
merchandising aces on the table. Then order and use 
everything you need to help increase your sales... 
and profits. 


THE FLINTKOTE COMPANY, Building Materials 
Division, 30 Rockefeller Plaza, New York 20, N. Y. 


FLINTKOTE (43 
Style aud Color Leader tinee 1901 





* 


$” Guaranteed by ‘ 
Good mma 
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SELL ANY SIZE ROOF! 


Just 2 widths of QSM Cross Corrugated Aluminum 
in Rolls, 28’ and 48’, is a complete roofing 
inventory. You can offer the customer the exact 
length of roof he needs, cutting to the very foot! 
And he gets a roof that rolls on like a mug with 
one solid piece of aluminum running the full 
length of the roof...and there are NO SIDE 
LAPS to leak. Here’s a roof that lays flat and 
stays on even in the highest winds. 


on ith BEry Big, 
Ye Amazing New 
a js 





SELL SOLID FENCING 


This terrific market, Drive-In and Industrial, is 
a natural for Aluminum in Rolls. One sale will 
lead to many more when people see that beautiful, 
rust-proof installation. 


Cross Corrugated Aluminum 


| 

é 

F in Rolls” 
Keeps Profits Rolling in 
‘ 

4 


HOMES, FARMS, STORES, GARAGES, INDUSTRIAL BUILD- 
INGS—YOUR MARKET IS TERRIFIC WITH QSM PATENTED 
CROSS CORRUGATED ALUMINUM IN ROLLS! 


, 

i 

a 

with Hundreds of New Uses! 
q 

| 


* Ochiltree Patent No. 2,369,487 SELL POLE CONSTRUCTION 


Cross Corrugated Aluminum in Rolls has a huge 
QUAKER STATE potential in popular pole building installation. 
Adaptable for both roofing and siding, it costs 
less because it takes less time for application, 


and it never needs painting. 


COMPANY 


. aan PENNSYLVANIA o 


Send this coupon and Get the Facts on 
QSM Aluminum Rolls 


eS eee aa — eae ae ara ere 


QUAKER STATE METALS COMPANY 
Dept. 24, Lancaster, Pennsylvania 


| want te know more about the new QSM Cross Corrugated 


l 

l 

| 

! 

Alemlaum ta Rell. SELL DECORATING JOBS 
! 

! 

! 

l 

L 


ne Here’s the perfect do-it-yourself, home-decorating 
material. For patios, bars, sun porches, fireplace 
Addie a fences— wherever aluminum can do the job, QSM 
Cross Corrugated Aluminum in Rolls can do it 
City State easier and better. 


PR a Ee 
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Greater Strength, Uniform Thickness and Color 


help you sell more 


FILON 


THE FIRST FIBERGLAS AND NYLON 


REINFORCED PLASTIC PANELS EVER PRODUCED 


STRONGER, MORE UNIFORM By 
adding nylon strands FILON is by far 
superior in strength and uniformity to 
any comparable material. 


UNIQUE PRODUCTION METHOD 
FILON is produced by a fully automatic 
electronically controlled process, in the 
world’s largest and most modern plant 
in its field. 


CONTINUOUS LENGTHS FILON 
is produced in all standard sizes as well as 
any length panels, limited only by con- 
venience of handling. 


LOWER PRICES Every FILON dealer 
is in a position to meet all competition, 
attract volume sales at greater profits. 


MORE COLORS FILON offers 20 
beautiful colors to meet all require- 
ments. Leading architects acclaim 
FILON’S colors the best in the field. 


MORE SALES Aggressive national 
and local advertising plus effective 
“point-of-sale” materials create more 
sales for each dealer in his own area. 


Write or Wire Today 


for name of distributor near you witt 
complete stock and prompt service. 


FILON PLASTICS CORP 


The world’s largest plant in its field 
2051 E. Maple Ave., El Segundo, California 
270 Park Ave., New York 17, New York 
228 North La Salle Street, Chicago 1, Illinois 


Unlimited Uses 
(mu 
Do-It-Yourself, 
Residential 
and Industrial 


For patios, For awnings, For carports, For industrial 
Markets porches, lanais canopies, partitions fences, greenhouses skylights & sidelights 
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Gate City’s New “Type H” Wood Awning Window 
contains Important “asked-for features! 


NEW SIZES —New, more popular sizes —13 
stock sizes— will be stocked for immediate 
shipment. (48 other sizes available on order.) 


CARTON PACK AGING— All stock units are 
carton packed, 2 per carton. Carton includes 
screens, extension jambs, cranks and 
escutcheons. Windows completely assembled 
and glezed. 





"Type H" unit ures tased on 
day- b-day auggulionr pow 
arch litte, tubdenn, heabnrwe 
and home wun; ard 


taunchuchad 


nate ip 


ENCLOSED HARDWARE—Redwood covers 
enclose hardware in jambs and sill. Offers 
proven advantages of Gate City's sturdy 
dyal-action hardware PLUS beauty. 


WOOD GLAZING BEAD—Glass is bedded 
in putty with wood bead exterior glazing. 
Completely eliminates all putty problems. 


REDWOOD EXPOSED PARTS—Ali exposed 
ports ore made of Redwood for superior 
durability and workability. Available in 
matched, heart Redwood at slight extra 
cost when specified. 


REMOVABLE DOUBLE GLAZING — Aluminum 
framed individual storm sash easily applied 
to each vent. Provides efficient double 
glazing when desired. 


THERMOPANE RABBETING — Standard sash 
rabbeting will take Thermopane glass, 
which can easily be installed with wood 


glass mold. 


EXTENSION JAMB GROOVING — Backside 
of windew jambs are grooved to take 
extension jambs. Tongued extension jambs 
are furnished with each unit. 


In addition to the above features, the new “Type H” window embodies all the qualities, all 
the advantages that have made Gate City the standard of the awning window industry —fixed 
hinge operation; simple, sturdy dual-action hardware, inside screens, Perma-Treated wood. With 
more thon 40 years’ experience as window craftsmen, it’s easy to see why more architects, 
builders and contractors specify Gate City with confidence. 


Every one of the big features of the New "Type H” Window are hitting sales points for you. 
And to help even more, Gate City offers you a wealth of merchandising and sales aids. Just 


clip the coupon below. 


If you are not yet a Gate City dealer and are interested in more information on how many 
ways Gate City sells for you write: 


AWNING WINDOWS 


GATE CITY SASH & DOOR CO., DEPT. AL9 
P.O. Box 901, Fort Lauderdale, Florida 
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Nome 
| Address___ 


Gentlemen: | would like complete information on 
() Gate City’s New “Type H’” WOOD Awning Window. 
() The Gate City “Push-Button” ALUMINUM Awning Window. 
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Now’s the time to et 
get set for MOE Light’s iim 
big fall promotion... 


BIG, FULL-PAGE 
4-COLOR ADVERTISING 
(i in House Beautiful, Better Homes and Gardens and Sun 


( ) 


M-1096—$24.95* 


“SHOW-HOUSE’ 


DOUBLE-PAGE COLOR SPREADS 
in the POST and LIVING! 


Post—Oct. 8...Living, House Beautiful, Sunset—October 
Better Homes & Gardens and Living—November 


reaching 37,276,416 readers 
M-1057—$14.75* coast-to-coast 


“Prices slightly higher Denver end West PROMOTIONS LIKE THIS... backed-up with saleable mer- 


RIGHT TIME FOR SURE... because when this big, chandise, priced to move...are just part of the big Moe 
Light plans for you! Remember—this big Moe Light Fall 


Promotion belongs to you. Watch for the national ads, 


impressive Moe Light Promotion on Inspiration- 
Lighting breaks (and first issues will hit news- 
aii in October) there'll be thousands of use them in your store displays and windows. Talk Moe 
Lights to every customer. MAKE THIS PROMOTION 
MEAN PROFITS TO YOU! 


families right in your community looking for 
the Home Lighting Centers that display Moe 
Lights. 


I7’S SMART SALES STRATEGY...be ready with 

Moe Light displays bright and orderly, plenty of MO Originators of Inspiration-Lighting 
stock. Tell store personnel about the big Moe 

Light Fall advertising push...suggest they get Division of THOMAS INDUSTRIES INC, 


‘ : | Offi 4) th Thi isville . k 
thoroughly familiar with the Moe Light Catalog. General Offices, 410 South Third St., Louisville, Kentucky 
In Canada: 1401 The Queensway, Toronto 14, Ontario 
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CABINET HARDWARE BY 


NEW BEAUTY TREATMENT FOR BUILT-INS 
that takes the buyer’s eye instantly . . . adds 
extra sales appeal to every room! It’s easy 
to get individualized, custom-styled effects 
by installing “Contemporary” Hardware 


on standard cabinet work. ‘‘Look-alike”’ 


interiors are eliminated by mounting in 
different positions for unusual and 
decorative effects. Rich ebony black 


with gleaming gold accents—sales 


magic for your builder-customers. 
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DISPLAY SIZE 11" x 13"... SHOWN 4 ACTUAL SIZE ABOVE 


PICTURE FRAME DISPLAY 
FREE with purchase of 
INTRODUCTORY STOCK 


No. S500 DEAL —LIST PRICE $42.30 


WHEN your customers 


see Contemporary in 
POST— October 8 omen ses 
1 doz AD427 Pull... 
LIVING—November 1 doz AD527 Knob 


Yy doz A33010 Knob 
1 doz. pr A7636 Hinges 
1 doz. pr A7663 Hinges 9.00 


BE SURE they see this raped 


(Retail Value of Mounted Hardware $2.35) 
TOTAL RETAIL VALUE.... 


display in your store. DEALER COST . 25.38 
DEALER PROFIT (on stock), ..$16.92 
Shipping weight complete 14'/. Ibs 


Quantity No. and Description 





No. 550 Display Only 


List price $3.90 Dealer cost $2.34, shipping weight 2% ths 


Ask your Amerock Wholesa/er 


AMERICAN CABINET HAROWARE CORP., ROCKFORD, ILL. 
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Atlas Plywo 
page ad as 


reaches 
ready-to-buy 


MILLION 
families! 
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We're pre-selling your customers! 


Here's a star flush door salesman with 
@ great sales story. Four million Better 
Homes and Gardens families see for 
themselves thac versatile Atlas Plywood 
flush doors add enduring beauty to any 
decor, any room. And this striking color 
ful ad tells them to ask for these quality 
doors boosting business for builders 
and you 

You get even more. To help you tie in 
to this promotion there are free display 
cards, reprints, mats, advance copies of 
the Better Homes and Gardens 
salesmen booklet: 


even 


24 
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You'll sell Atlas Plywood flush doors 
fast and they'll stay sold, because 
they're quality controlled from American 
forest to finished product. That means 
guaranteed customer satisfaction 
surest way to build profits. 


your 


Atlas Plywood 


CORPORATION 
FROM AMERICAN FOREST TO FINISHED PRODUCT 


Cash in on this pre-selling. Sell the 
door that gives you and your customer 
more. Order your complete Atlas Ply- 
wood promotion kit now. Write Dept. 
AML-9, 1432 Statler Bldg., Boston 16, 


Massachusetts. 
»* 


=. 


if 


® 


Boston 16, Mass. Distributors in ali principal cities “4 


September 


; 
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Straignt LUMBER 


Straight QUALITY 


Ozan supplies you with these important values... and, in famous 
Arkansas Soft Pine. 


Ozan Lumber is straight, because our logs are selected with an 
eye to the particular items to be produced from each and 
because our specialized method of ripping by-passes the 


natural causes for crook. 


Ozan quality is straight, because of closely supervised up- 
to-the-minute manufacture; accurate drying to prescribed 
moisture content; ultimate refinement in machine 
work, scrupulously controlled grading to SPIB 


requirements. 


Result: Uniform excellence a/ways—from dimen- 
sion and boards to trim, mouldings and pine 
paneling, plus the customer appeal of soft 
texture, clean stock, bright color and attrac- 

tive figure in which genuine Arkansas 


Soft Pine is inherently superior. 


Inquiry invited 


MBER 
Esco 


S 
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Recommend Marlite 


...for do-it-yourself customers! 


- 


kes 


Make the most of 
Marlite — the 
profitable paneling 
for every interior 


MARLITE PLANK & BLOCK PATENT APPLIED FOR 


You make more profit because Marlite Plank and Block require 
less handling and selling time. This plastic-finished paneling 

is pre-packaged in handy “carry-out” cartons . . . pre-sold through 
extensive national advertising. Marlite Plank and Block reduce 
delivery costs—increase profitable across-the-counter sales. 

Your customers benefit from Marlite Plank and Block, too. 

The exclusive tongue and groove joint makes installation easy. 
Soilproof baked finish resists smudges and stains; wipes clean with 
a damp cloth. And Marlite’s “Companion Colors” styled by 
Raymond Loewy Associates, plus exciting wood and marble 
patterns, make it suitable for any room in the home. 


Marsh Wall Products, Inc., Dept. 941, Dover, Ohio 


Marlite plastic-finished wall paneling 
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Standard Panel 
12 wide x 8 long 
Here's the 
Market... 


HOME— 
Living Room 
Bedrooms 
Recreation Room 
Bathrooms 
Kitchen 
Basement 

Attic 

Nursery 

Laundry Room 


BUILDINGS— 
Motels 

Hotels 

Hospitals 
Schools 

Stores 

Bars 

Lounges 
Recreation Spots 
Club Rooms 
Offices 
Corridors 


PRODU« 


TEV PANEL 








Sales Opportunities 


my my ifttry 
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the ALL PLASTIC Interior Finish 


that’s as New as Tomorrow! 


| ~ 
OUTSTANDING Color and B 


Here it is. . 





. the amazing new lifetime finish designed for every room in the home. . 


eouity. .. HI-IMPACT Durability. 


. every 


building interior, PLASTEX PANEL opens the way for unlimited year ‘round sales to builders, 


remodelers, tile installers and the do-it-yourself homeowner. 


PLASTEX PANEL enhances any 


interior with its beautiful striated design and harmonizing color that goes completely through 
the panel. Positively no other material can equal the everlasting durability of solid, high im- 
pact Styrene plastic, which can take hardest abuse without denting, chipping or cracking and 


never needs refinishing. 


PLASTEX PANEL GOES OVER ANY SURFACE — 


brick, block, 


concrete, 


plaster, 


plaster 


board, 


composition board, plywood or any solid wall 
with little or no preparation. 


IT’S EASY TO APPLY 


wainscof. 


on walls, ceiling or as 
Simply spread mastic and set panels. 


No hammering or sawing — panels cut to any 


shape by scoring and snapping off. 


Matching 


trim strips add a finishing touch. 


ATTRACTIVE FREE SALES 
HELP counter card 12’'x20” 


with actual 


color 


somples 


attached and literature 


pocket, 


DEALERS— JOBBERS 


MANUFACTURER'S AGENTS 


We urge you to mail the at- 
ached coupon on your letter- 
head at once as only a limit- 
ed number of authorized 
PLASTEX PANEL sales outlets 
will be appointed, 


rs MERCHANDISER 


THE e 
GE SINCE 1939 


THE PLASTEX CO. 


NO VISIBLE JOINTS appear on a PLASTEX PANEL 
wall due to the special overlap design feature 
which gives a completed section the appearance 
of one solid surface. 


FACTORY FINISH repels dust, dirt and stains. 
This finish can be maintained forever by an oc- 
casional washing with liquid detergent solution. 


7 DECORATOR COLORS selected by outstanding 
color authorities to harmonize with both conventional 
and ultramodern interiors. 


CARTON PACKED for easy, convenient stocking, 
handling and merchandising. 
co. 


LASTE 


402 Mt. Vernon Ave Columbus 3, Ohio 


Please send complete information on PLASTEX PANEL and how | can become 


an authorized Dealer (] 


Name 
Firm 
Address 
City 


Jobber (] Mfgrs. Agent C) 
Title .. 
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Here's a beating your truck will never have to take. This INTERNATIONAL 
Truck is pounding over the Belgian Block course . . . a torture track so 
bumpy that, at only 12 miles per hour, it slams wheels up and down 1,400 
times a minute—so rugged thot drivers are replaced every 20 miles of the 
400-mile test. 


You save the BIG money in building supply hauling with all-truck built 
INTERNATIONALS. 11 pickup models and 15 stake models from 4,200 to 
16,000 Ibs. GVW, plus every other truck type. Famous Comfo-Vision cobs. 


Axle and transmission ratios for every need 


All Truck Built 
fo save you 
the BIG money! 


Top TV Comedy! Renold Colman and 
Benita Hume in ‘The Malls of ivy CcBas.TV 
See your paper for dote, time and channel 


International Harvester Builds McCORMICKS Farm Equipment and FARMALL & Tractors 
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to save you the BIG money 


We torture INTERNATIONAL Trucks this way to be 
sure that sheet metal, cabs, springs and all running parts 
will stand up longer. So that our trucks will have 

utmost roadability, minimum wheel fight, maximum 
comfort. It’s all a part of INTERNATIONAL engineering 
and design to save you the BIG money — the operating 
and upkeep money. 


INTERNATIONAL engineers are never called upon to 
adapt passenger car engines or components. They design 
INTERNATIONALS with extra margins of strength—build 
them to save you the BIG money in the long run. 


Yet with all this all-truck extra value, INTERNATIONALS 
are competitively priced. Let your INTERNATIONAL 
Dealer or Branch show you the right INTERNATIONAL 
for you — all-truck built to save you the BIG money! 


INTERNATIONAL HARVESTER COMPANY « CHICAGO 


INTERNATIONAL 
TRUCKS 


Motor Trucks... industrial Power... Refrigerators and Freezer 


September 5, 1955, 


AMERICAN LJ! 





BIRD ARCHITECT 
Shingles 


pes 


) 
| 


Public Building Shingle! 


TRIPLE COVERAGE — THICKNESS OF STANDARD SLATE 


obs for public buildings that of architects specified — quality by quality Ask your distributor today for further 


ind economy along with superior for top performance and beaut details —or write t¢ BIRD Son, int., 


y construction and beauty, you have Dept. AL-9, East i alpole, Mass. 


wer in BIRD’s famous Architect 


the asphalt shingle with the 


Thickness of standard slate 
15” width 

% 5” he adlap 
300-lb. Working weight 


Three layers of protec tion 


yf standard slate 
vith bigger (3 times 
ch give a more in- 
and a much deeper 50° longer life 
possible with the ordinary * Deeply textured Rainbow Colors 
FHA-A« epted for root slop s of 


‘ 4a “a 
ngle that a nationwide panel 3° in 12° or more 


QUALITY PRODUCTS SINCE 1795 * EAST WALPOLE, MASS., NEW YORK, N.Y., CHICAGO, ILL., SHREVEPORT, LA., CHARLESTON, S. C. 








PLAN NOW FOR BIGGER FALL PROFITS 


Mh BETTER HOMES & GARDENS 


Tandy vans | 


THE BEST SILENT SALESMEN YOU EVER PUT TO WORK! 
| SELL HUNDREDS BIG 3070 PROFIT 


OF DOLLARS WORTH AND EVERY PLAN 


OF HARDWARE AND SELLS GOODS FOR YOU! =| = 
BUILDING EQUIPMENT tga OUT ON THE GREAT NEW PROFIT OPPOR- ,, ' 


. which Better Homes & Gardens is helping 
FOR you ! to promote! Millions of home owners will be eagerly 
° buying up the 105 plans from 45 outstanding designs 
retailing at 50¢ and $1... many of them will be your 
biggest unit-sale customers! Big national advertising ; = 
campaign creates the demand for these HANDY PLANS ‘\\ \\t rer 
eet mas 


all you have to do is donate a few inches of floor or 
\ ‘= 
\\) om eats pa te 0 





counter space to the FREE display! Customers wait 
on themselves! What's more, every Better Homes & 
Gardens HANDY PLAN IS A SALESMAN FOR YOU! Yes, 


each plan lists 10 to 17 tools needed plus supplies . . . \\" a —h 
everything from plywood, saws, drill, clamps to nails, Soham 6 
screws, hinges, finishing materials! Every buyer of a 


HANDY PLAN becomes a walking gold mine. . . for 
YOU! So cash in NOW... stock up, talk up, put up 
the FREE display racks! Rush coupon or check 
hardware wholesaler! 


This assortment puts you in profitable Handy Pian floor rack, > 


business for only $49. 105 pattern plans (from 45  5'7" tall, takes 
outstanding designs), retailing at 50¢ and $1. only 16" x 16" 


2 copies of “Handyman’s Book floor space 

5 copies of “Handyman’s Idea 

Retails at $75.90 : 

Cost to you $49.33 counter rack is 

YOUR PROFIT $26.57 29" wide, 13" 
" . 

PLUS YOUR CHOICE OF DISPLAY RACK high, 7" deep 

. . handsome floor model or handy counter rack v 





Better Hlomes & Gardens Handy Plans 
Des Moines 3, lowa 


Please put me in touch with nearest Handy 
Plan wholesaler {/so, send full details on new 
Better Homes A Cardens Handy Plans. 





icc ode nau ht veers vbacedaneeeben 
STRERT 
CITY STATE 
AL? 
qpanap anes an anasenanasanasasanehasanas 
30 (For more data on advertised products {ill in coupon on page 308) Sepfember 5, 1955. Awerican |.UMBERMAN AND 





Annout?!"] NEW DU PONT 
CUSTOM COLORS 


572 Colors Ce 7. 
in ODORLESS" ——e 


Flat Enamel 
Semi-Gloss Enamel 
Gloss Enamel 
All ALKYD formulas 


plus over 
200 FLOW KOTE® 





Rubber Base Wall Paint Colors 


plus 
174 Exterior House Paint Colors 








Now you can make your store the Color Capi- 

tal in your community with Du Pont Custom 

Colors, on a small investment in White Bases 

and Custom Tinting Color Tubes. Easy to mix 

... easy to sell. Dramatically displayed, with ow ae 

take-home chips and selling aids for painters, | E. I. du Pont de Nemours & Co. (Inc.) 


| Finishes Division 
decorators and home owners. Dept. AL-59, Wilmington 98, Del 


*Odorless during application. A faint resin odor may be I'd like to know more about Du Pont Custom Colors. 


noticed during the final drying stages. Name. 


| 
| 
| 
| Address 
| 
! | City 
| 
| 
| 











116.4 s.ranonw State. 





BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


BUILDING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 308) 





= 
SSN 


== 


So 


Comes in 
roll form 
in choice 
of widths 
to eliminate 
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long-lasting 


® 


























original do-it-yourself plastic laminate 


Beautifies tables, counter tops, 
window sills, wall panels, etc. 
Conolite is flexible enough to form curves and 
coves, attaches with a lasting grip. No special 

tools needed; just score and break to fit. 


4 


Conolite is dent-proof, fully-resistant to boiling 
water, acids, grease and alcohol. A sponge or 
wet cloth keeps it beautiful. 


CONTINENTAL 
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Anyone who can handle a brush and a file can bond Conolite to 
wood, metal or press board and produce a beautiful plastic sur- 
face the very first try. (The brush is for applying the adhesive; 
the file for quick, accurate trimming.) For low per-square-foot 
price, Conolite is outstanding. All your customer needs for any 
job can be rolled up and tucked under one arm. Available in a 
rainbow of colors, and a wide choice of textures, including scrim, 
marble and wood effects. Cover one of your own counters with 
Conolite . . . it'll serve you well and coax extra sales! 


MAIL POSTCARD FOR THE PROFIT STORY 


Don't have to turn away customers when 
they ask for Conolite. Send for full de- 
tails today, Complete “sales booster” now 
available contains mats, ads, signs, fold- 
ers, etc. 


E CAN COMPANY 


CONOLITE DIVISION 


205 WEST 14TH STREET, WILMINGTON 99, DELAWARE 


LUMBERMAN AND 





“Our Carrier paid for itself — FAST!” 


Says T. F. CARTER, Carter-Lee Lumber Co., Indianapolis, Indiana 


“* .. The fact that our Carrier paid for itself in 
less than a year is a very conservative statement. 
Were it not for the Carrier we could not be doing 
the volume of business that is now being trans- 
acted,”’ reports Mr. Carter. 

‘“‘Here’s an example of our savings: To unload a 
car of 12-ft., Sheetrock used to require eight men 
13 hours. Now, with mechanized facilities, it takes 
two men only 40 minutes to do the same job.” 


CLAR 


EQUIPMENT 


Benton Harbor 40, Michigan 


BUILDING Propucts MERCHANDISER 


ROSS CARRIER DIVISION, 
CLARK EQUIPMENT COMPANY 


That’s typical customer reaction to a Carrier 
operation. With one man you can load, deliver, 
unload . . . handle tremendous capacities at truck 
speeds .. . save yourself a lot of time, money 
and manpower. 

Get full details! Ask your local Clark-Ross 
dealer for the free 16 page booklet containing 
details on 21 industrial applications of the Ross 
Carrier. You'll find him listed in the Yellow Pages 
under ‘““Trucks, Industrial.”’ 


© ur r.Ly 
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Defender 


Standard Duty 
Cylindrical Locks 


The lasting beauty, security, 
and smooth, trouble-free opera- 
tion of the CORBIN Defender 
make it the first choice among 
builders of finer homes, apart- 
ments, motels, and stores. The 
smart, distinctive Defender 
designs ... exclusive luxury 
features .. . superior materials 
...and moderate price are 
outstanding reasons why it's the 
most ADVANCED lock in 

its class! 

Four basic Defender designs are 
available in 13 functions to 
meet all requirements. A strik- 
ing selection of Rose Plates and 
lock accessories enables you — 
with but a few numbers in 
stock — to offer your customers 
a variety of Defender lockset 
combinations and finishes. 


Dexciusive “vetver-cuoe’ 


ACTION . Bearing Latch 
Retractor for long life and smooth, easy 
knob action. No other maker puts this 
luxury lock feature on locks in this 
price class! 


; j 1 eh DUAL BEARINGS . . . on each knob 
Make Extra Sale a ty dais prevent knob wobble. Brass to steel 
with CORBIN a ' ates earing for longest life. 

pas ret eae 100% REVERSIBLE .. . without us- 
elite) Aids Se aa tea ah es ON ; ing key, for rapid installation, 
: CORBIN 5 PIN TUMBLER SECURITY 
++» can be Master-Keyed with other 
Corbin cylinders. 


SELF-ALIGNING . . . thrust bearing 
on knob spindle prevents binding. 


NO DIE CAST PARTS... cases and 
all internal ris are heavy, pressed 
zine-plated dichromated steel, 

"HANDSOME DESIGN ... all ex- 
terior parts of time-enduring brass, 
bronze, of aluminum. 


- ail - 
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Cash in on this “do-it-yourself” promotion .. . 
it’s featured in leading consumer magazines! 





Get all this 
tie-in material 


INSTRUCTION 
FOLDERS 


Contains detailed 
working plans, dia- 
grams, list of materi- 
als and step-by-step 


instructions, 


3-WAY 
COUNTER 
CARDS 


Quickly set up, its 
message can be seen 
from any position on 
counters or ‘in win- 


dows. 


WINDOW BANNERS 


You can build this 
carefree NEVAMAR 
Colle tsble 
for less then $12 


Attractive 8 x 23-in. paper banners 
with photo of table and inviting message 
for “do-it-yourselfers”, 


NEWSPAPER 
MATS 


For use in your 
regular ads or as 
seporate ads. One 
and = two-column 
sizes. 
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Show Your Customers 
How To Build This 
Coffee Table With 





NEVAMAR 


the colorful, carefree surfacing material 


Here's a “do-it-yourself” project 
that's building sales for Nevamar 
dealers everywhere . . . not only 
for Nevamar, but for all the 
related materials that go with it. 
We started it rolling this Spring 
through the pages of Good House- 
keeping . . . requests poured in. 
It's proven to be such a terrific 
sales stimulant, we're giving it a 
bigger bang this Fall to an even 
greater audience in LIVING, GOOD 
HOUSEKEEPING and HOME MAIN- 


NEVAMAR DIVISION: 


TENANCE. This easy-to-build coffee 
table will tickle the pride of every 
do-it-yourselfer ... bring 'em back 
to you for repeat business. Because 
once they've used Nevamar, they'll 
find dozens of uses for it. That's 
a fact! It's perfect for kitchens, 
bathrooms and furniture surfaces. 
Nevamar packs a powerful sales 
potential for every dealer who 
stocks it. Write today for all the 
facts and establish yourself as a 
bona fide Nevamar dealer. 


& 7% NATIONAL Haile (hyalait Company 


ODENTON, MARYLAND 


Manufacturers of NEVAMAR High-Pressure Laminates * SARAN Filaments * WYNENE Molded Products 
EMPIRE STATE BLDG., NEW YORK 1, N.Y. © WEST COAST DIV: 5025 HAMPTON ST., LOS ANGELES 58, CALIF. 
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. Red Leggs Merchandising Tips: 
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Screening is 


still in season! 
“ge alll 


. .. $0 keep those rolls 
with the familiar 


Cyclone “Red Tag” Label 
always on display! 


Buying habits change. And often to your advan- 
tage. For instance, Fall—the traditional time to 
take down screens—used to mean that dealers, 
too, could forget screening business until next 
Spring. Folks just didn’t buy after the insect 
season. 

Now, perhaps due to the current “do-it-your- 
self” craze, the progressive store can still sell a 








lot of wire screening right on through the Fall 
and Winter months. For the indoor season gives 
your “home-carpenter” customer an opportun 
ity to do his re-screening himself . . . in his 
leisure time. What a promotional theme! Use 
the idea on show cards and in your ads. We 
believe it will bring you some welcome extra 
business! 


CYCLONE HARDWARE CLOTH CYCLONE INSECT WIRE SCREENING 

















This top quality woven cloth features a flat welded The firm and evenly woven mesh of its straight parallel wires 
selvage that fits snugly under mouldings. It welds easily and its smooth, clean finish, keeps it looking attractive years 
to steel. Wires are straight and even. Heavily galvanized longer. Its improved multiple selvage insures snug, flat fit . . 

for long life. Available in 2 x 2,3 x 3,4 x 4 and 8 x 8 mesh and a neater job. Available in Galvanized, Bronze and Alu 


sizes. Also in %” and %” heavy grades .. . in 24, 30, 36 minum ... in standard 18 x 14 mesh. . . in 24, 26, 28, 30, 32, 


and 48-inch widths. 34, 36, 42, and 48-inch widths. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST + UMITED STATES STEEL EXPORT COMPAMY, NEW YORK 


USS CYCLONE ‘ped 707" 
HARDWARE PRODUCTS 


CATCH-ALL of 
198 Separate 





ENING - 
ae scre MATS 
wesc? T  ovenst Aluminum FLEXIBLE STEEL De 

Clean Bett 


Galwomee 
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WORLD’S LARGEST MANUFACTURER OF QUALITY 


Capiiols 


AMAZING SUCCESS 
WORKS FOR YOU 


producing increased sales and profits 


; a 
o = —s a all 


WE MAKE THE BEST PRODUCT 


+ = 
> 7a — 
’ vA 


WE GIVE THE BEST SERVICE 


Capitol gives you the finest quality aluminum 
combination doors on the market... in a com- 
plete range of styles ... in sizes to fit most every super-service lets you cash in on every sales de- 
home. Capitol means Quality your customer can 


see ... that’s why Capitol Doors sell on sight for mand and still keep your inventory at an econom- 
dealers all over America. ical level. 


let's Grow... with 


Capitol’s own fast fleet of modern trailer trucks 
speed Capitol Doors from factory to you. Capitol’s 


. as you read this Capitol is breaking ground 


for another large plant addition 











AT YOUR SERVICE... 


Capitol’s great new Mechanicsburg 
factory . .. the world’s largest de- 
voted exclusively to the manufacture 
of Aluminum storm-screen doors... 
is completely at your service. Over 
100,000* square feet of floor space, 
the most modern production equip- 
ment, and more than 1,000,000 man- 
hours of skilled experience helps 
dealers all over America to meet 
the ever growing demand for 
Capitol Doors. 





WE HAVE THE LOWEST PRICES 





COMMENSURATE WITH PER POUND 

OF ALUMINUM QUALITY... 

Capitol Doors are designed, engineered and 
produced to the highest quality standards.. . 
yet realistically priced to assure a fast, profit- 
able turn-over in today’s competitive market. 
Feature for feature, dollar for dollar... you 
can’t beat Capitol Doors 


YOUR SALES WILL GROW WHEN YOU 
BUILD ON THE FIRM FOUNDATION 
OF CAPITOL’S SUCCESS 


ALCOA 
ALUMINUM 


. . Mail Today 


Clip Coupon 





CAPITOL PRODUCTS CORPORATION 

Mechanicsburg 4, Pa. 

Please send me full details on Capitol Doors 

and Capitol's complete PROFIT PRODUC- 

ING PROGRAM, 

name 

company 

addres 

city re 
Distributor {] Dealer 
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ine Products mean Fine Profits’ 


BARCLAY PRODUCTS RANK FIRST ON EVERY COUNT... 
Patented 
“590” Painstaking attention to every detail; 
the most complete engineering and 
laboratory supervision; trained, long- 
Assures Uniform service personnel in all depart- 
ments; the best components— 
plus our 25 years of experience 
—are your GUARANTEES OF 
SATISFACTION. 


BARCLAY SQUARE 3.010005 000108 to 


For lasting beauty and durable surfaces where you need them, 
nothing is easier to work with than Barclay Square 16”x16” 
plasticoated panels. Choose from 8 “home-blended” colors, 7 
selected woodgrains 


BARCWOOD 


choice of 7 selected wood grains authentically and magnifi- 
cently reproduced on treated hard board. Exclusive Melamine 
finish. Won't crack, check or fade. 4 ft. wide by 4’, 6’, 8’ long 


BARCLITE 


Shatterproof Rigid Translucent Plastic-reinforced Fiberglas 
Panels in handy standard construction sizes, 13 decorator colors 
Saw, drill, nail, bolt. Easy to work 


BARCWALL 


prefinished insulated planks 16” x8’ Mount with concealed 
clips on studs or old wall; combine patented surface finish, in 


Process 


High Quality 


sulation, vapor-sound barrier. In 4 colors, 4 woodgrains 


BARCLAY PANEL 


12 beautiful colors in three distinctive styles. Barclay’s durable, 
mar-proof Melamine formula assures permanent lustre. 4’ wide 
by 4’, 6,8 


TILE PATTERN 
4 inch squares 
SOLIDTONE 
Solid colors. 
STREAMLINE 


Scored 12” apart 
horizontally. 


HOME IMPROVEMENT AT LOW COST 


Any Barclay product can be recommended with the assurance that your 
customers will like it for home, commercial and industrial applications. For 
more beauty, more durability, more values... specify BARCLAY. 














Ask your distributor or write us tor his name 


BARCLAY MANUFACTURING CO., INC. 


®NATIONAL ADVERTISING = ___Dept. 95A — Barclay Building, New York $1, N.Y. 
BARCLITE CORPORATION OF AMERICA — Aiffilicte 
e POWERFUL PROMOTIONS in Canada: Primco, Ltd., 15 Fournier Bivd., Hull, Quebec 


* COOPERATIVE PROGRAMS 25 YEARS EXPERIENCE IN MANUFACTURING HIGH QUALITY BUILDING MATERIALS 
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KOCHTON 


has the right Plywood 


at aa Roe ot 


for all your needs 


Let us fulfill all of your requirements for DOUGLAS FIR PLYWOOD 
in the size, thickness and grade specified for your job. We can 
supply fir plywood in thicknesses from Y%”" to 1”, widths from 24” 
to 60”, lengths from 48” to 192”. 


Fir plywood sheathing is available in interior or exterior type for 
roof, wall and floor construction. Concrete Form plywood is han- 
died in the BB Grade for normal use; in the plastic-faced panel 
for the smoothest surfaces and greatest number of re-uses. Decora- 
tive plywoods in the brushed or embossed patterns are excellent 
for natural or duotone finishes. 


Call us for the new EVERSIDE EXTERIOR PLYWOOD BEVELED 
SIDING. This new overlaid fir plywood siding assures greater 
strength, increases nail-holding qualities and will not split or sliver. 
Application costs are reduced because the siding covers large 
areas with widths of 12”, 16”, 20” and 24”. The prime coat of 
Penta WR and the tough overlaid surface make it easy and 
economical to paint. Be the first in your locality to sell this PROFIT- 
MAKING product! 


Contact us today for your building material needs in carload, 
L.C.L. or warehouse shipments from any of our 14 conveniently 
located warehouses. 


CALL US ON CARLOADS OF 
LUMBER & MOULDINGS 


Se 


Bude 


PLYWOOD awo VENEER CO., INC 
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Calls to your prospects 


é 
Pik Se 1 


Attention-getting displays Customer-convincing samples Radio and T’V spots, films A complete ad mat service 


se wn 0 He Oe »\ ite! MASONITE %, 


In Me, =a 


Full-fledged publicity program Posters, calendars, broadsides | Continuous national advertising All types of good leads 


Masonite helps you 
tell more...to sell more! 


There’s a Masonite merchandising aid for every sales problem—just as there is a 
Masonite Presdwood® product for every panel need. 

Each one of the helps shown above—and many others—is a dealer-tested, 
dealer-approved profit builder. 

National advertising and publicity creates prospects...plants the Presdwood 
idea in people’s minds... tells them to get it from you. 

Then Masonite furnishes you materials to turn them into customers...your 
customers...with fact-filled sales tools to appeal to each segment of your market. 

When you promote, display and sell Presdwood, you get all the advantages of a 
complete hardboard line, plus a complete array of business producing tools. Let 
your Masonite representative give you the full story. 
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and the tools to make them click! 


MASOWITE 6 BOARD 


gAGOW TERT S1GIRE 





Photo Courtesy John Schroeder Lumber & Supply Co. 


Presdwood sells itself in novel “Profit Corner!’ 


It seems like everybody is interested in Presdwood these days. It’s a “hot” line 
with new products, new appeal for all kinds of customers. So why not set up this 
Presdwood display to capitalize on the trend? It shows the products in use, gives 
helpful information, lowers selling costs. It’s a real ‘Profit Corner.” 

You can use this profitable idea to cash in on the growing interest in Presdwood 
products—new Shadowvent Siding, new Ridgewood, new Panelgroove—as well as 
the phenomenal Masonite Peg-Board* panels and other Presdwood best-sellers. 

Your Masonite representative will help you gather in more of the ready profit 
from Presdwood. Masonite® Corporation, Dept. AL-95, Box 777, Chicago 90, III. 


Sell This Man—He Makes The Difference 


MASONITE CORPORATION 


MANUFACTURER OF PRESDWOOD PANEL PRODUCTS 
*T. M. Reg. U. S. Pat. Off., B. B. Butler Mfg. Co., Inc, 
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easy to show. 


easy to sell 


genuine DRIHOME shakes 


H KK Cc O LO R S *PEARL GREY, FOREST GREEN, DAFFODIL, TURQUOISE, 
MAROON, CAMEO, SLATE GREY, CHOCOLATE, WHITE, RUST 
eee 
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DriHome Cepar SHAKES answer today’s de- 
mand for a natural product, plus cheery, friendly 
color schemes in home construction and mod- 
ernization. 

These are the factory colored shakes that have 
become the architects’ standard in many regions. 
And with good reason. 

DriHome Shakes are manufactured from the 
nd along the Pacific 
ike is individually 


prime stands of cedar fou 
slope of Canada. Each: sh 
squared to assure perfect fil, and striated to pro- 
vide a more beautiful appearance in use. They 
are then dipped in a high quality, linseed base 


*DriHome Shake Paint is also available in any 
of our 10 modern colors for use in coloring 


sidewall shakes, shingles or rough sawn lumber. 


DriHome Shakes are sold through retail lumber 


dealers only. Write us for information about 


mixed car shipments. 
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made from our own 
/1 Certigrade 
Red Cedar Shingles 


color coating, and slow-dried to make certain of 
completely uniform coverage. 


You may recommend DriHome Shakes with 
full confidence that no finer quality exists in the 
market. So take full advantage of the return to 
real wood exteriors. Show and sell genuine 
DriHome Shakes . . . the products that save so 
much in application, decoration and mainten- 
ance costs, give so much in utility and beauty. 


Duitfome 
SHAKES 


Product of CANADIAN FOREST PRODUCTS LTD. 
HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street - Vancouver, B. C., Canada 


1955, 





AMERICAN LUMBERMAN AND 


The complete line 
of profit-building 
aluminum products 











u SLIDE-TITE HORIZONTAL SEPARATE SCREENS 3 COMBINATION 4 COMBINATION WINDOWS 
PRIME WINDOWS AND STORM PANELS DOORS 2 OR 3 TRACK 


New aluminum and glass jalousies make Winter Seal 8 WINTER SEAL J ALOUSIES 


the complete line—put you in business across the board! 


The newest profit-maker 
Jalousie porch and breezeway enclosures, windows, and 


doors, have nationwide appeal—have long been style in this profit-packed line. 
favorites in the West and South. Now WINTER SEAL 
has made them completely practical for any climate. Here’s 
a new profit opportunity that’s sure to grow .. . and 
another big advantage when you GO WINTER SEAL. 
Winter Seal’s unusually full line is produced in a huge 
plant in Detroit (equipped with TWO giant extrusion 
presses), where maximum quality control is constantly 
exercised. A large fleet of trucks assures fast delivery; and 
our central Midwestern location is convenient to the entire exvausentcaasumacvenens- 
market area for most satisfactory factory-dealer relations. Aluminum combination storms and 
Yes, Winter Seal puts you in business across the se lonel end teend Yop Cnbinaton 
board! All WINTER SEAL products can be shipped Doors—-Separate Screen and Storm 


. . Panels Prime Slide-Tite Gliding Win 
either assembled or KD, saving you time and money! dows Jalousies - Windows and Doors. 


write for information on available distributor franchises 
WINTER SEAL CORPORATION . 14575 Meyers Rood + Detroit 27, Michigan + Winter Seal of Canada, Toronto 15 
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more than 7,000,000 installations 


and over 100 years of 
woodworking experience 
are back of every 


















air-vented all-wood grid core 


FLUSH DOOR 


Here’s the one flush door you can count on to 
stay sold after it’s installed! And there’s more to 
REZO’s beauty than meets the eye because, hid- 
den inside the richly grained, hand-matched faces 
is REZO’s exclusive, all-wood grid core—mortised 
into stiles and rails — that assures light weight, 
strength and rigidity for a lifetime of trouble-free 
service. You can’t sell a better door at any price 

. a door that’s backed by more than 7,000,000 
installations and over 100 years of woodworking 


Flush doors may look alike but only experience. 
the Paine REZO door has a fully 
ventilated all-wood grid core to allow 





rapid stabilization of moisture con- 
tent throughout the entire door. 

Designs are limited only 
by the imagination ... 
one of many reasons why 
architects and builders 


specify REZO flush doors. 
No other door on the 


market is made like 
REZO with its air- 
vented all-wood grid ° 
core mortised into 
rails and stiles for 
strength, rigidity and 
light weight. 











LUMBER COMPANY, LTD. 


ESTABLISHED 1853 © OSHKOSH, WIS. 
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AMERICAN FENCE has the features 
every farmer wants... 


Thats why there’ more in use 
than any other brand! 


MERICAN FENCE stays tight once it’s stretched. 
The full gauge line and stay wires are heavily 
galvanized to resist rust and corrosion. The tension 
curves hold their shape, keep the fence straight and 
true. And American Fence gives the kind of long, 
maintenance-free service that every practical 
farmer wants. 

Farmers know all about American Fence. That’s 
why they beat a path to the door of smart “Ameri- 
can” dealers every year at fence-buying time. If 
you are one of those dealers you'll reap your share 
of the profits. 

Although American Fence sells itself in many 
ways due to its desirable features and fine reputa- 
tion, U.S. Steel helps it along with consistent 
farmer testimonial advertisements appearing in 
leading national and farm magazines. Radio and 
TV commercials, plus dealer hand-out literature 
and direct mail pieces help round out this strong, 
solid merchandising program. 

So put that American sign out where it can be 
seen. Then, with a good supply of American Fence 
and Posts on hand, you'll be ready to supply your 
customers with the best in the field. 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 
UNITED STATES STEEL EXPORT COMPANY, REW YORK 


HERE ARE SOME OTHER PROFIT-MAKING ‘AMERICAN’ PRODUCTS 
YOU'LL WANT TO HAVE IN STOCK: 





USS American Hex-Cef 
Poultry Netting USS American Galvanized USS American Tie Wire 
Barbed Wire for Automatic Bolers 


USS Americon “U" ond 
Studded ‘'T” Posts 


© @ 2. >. +,8.o BaF 
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Heres how our good name can serve youre 


DISPLAY CARD 

If you use Zegers Dura-seal . . . the Combination Wherever window units . . . equipped with Zegers 
Metal Weatherstrip & Sash Balance ... you get Dura-seal are displayed and sold . . . attention 
complete advertising and sales promotion support. getting display cards call attention to the name of 
You get advertising in trade publications and con- the window unit manufacturer and to Dura-seal . . . 
sumer publications . . . display cards and window the nationally advertised equipment! 

stickers. You benefit by using an identified product 
that home buyers are looking for! 


as seen in 


Better Homes 


and Gardens 








PERMANENT IDENTIFICATION 

“Zegers Dura-seal’’ is embossed on the parting 
stop! This assures everyone, including the ultimate 
home buyer that they are getting the genuine, 
quality product! 


NATIONALLY ADVERTISED IN 


A.B.C. MILLWORK 
BETTER HOMES AND GARDENS winsow omit 
erry wm wArmn) Mont ATRL 


Millions of prospective home buyers are reading Zegers ZEGERS Zr ond 
Dura-seal ads telling them to look for this quality product 
as it reflects the quality of the entire house! 


Write today for complete information on: 


WINDOW STICKER 
Window stickers are available for use by the win- 


dow unit manufacturer — imprinted with his name 


Combination and identified as equipped with ‘‘Zegers Dura-seal” 
Whe > Metal Weatherstrip 


ti i] i 
Sash Balance e nationally advertised equipment. 


ZEGERS, INCORPORATED 
8088 South Chicago Avenue, Chicago 17, Illinois 
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Still time to cash in with 
Weldwood’s new Fall campaign! 


New 3-step program helps you sell more high-profit hardwood plywood 
than ever before—and helps you make more profit on every sales dollar! 


STEP 1: WELDWOOD NATIONAL ADVERTISING TO BUILD DEMAND! STEP 2: LOCAL ADVERTISING AIDS AND PUBLICITY 


TO DELIVER PROSPECTS TO YOUR YARD! 


PLANKWELD AD MATS help 
you tie-in with national ad- 
vertising, tell customers 
exactly where they can get 
this wonderful wood panel- 
ing ... at your yard. Send 
coupon for mats today! 


PLANKWELD COLOR BOOK- 
LETS are perfect for cus- 
tomer bill stuffers, counter 
top giveaways. They show 
5 Plankweld rooms, give 
step-by-step installation in- 


6000 News structions. Send coupon! 
for 00.'T. voOuesar he om tap wap enw Gs cop aati « 


OECORATORS: 


STEP 3: POINT-OF-SALE AIDS 
TO CLOSE SALES! 


Even with ten thumbs you can put up real wood paneling like this 


Weldwood Plankweld ~22-:*= 


B AMERICAN 


ARCHITECTURAL RECORI 


Better tomes 
Interiors 


Practical Builder 


Mouse beautiful 


house home 


AMERICAN HOMI 


NEXT MONTH this full color Plankweld ad will appear in the list of consumer, 
architect-designer and builder publications shown above. It shows a 
room styled by famous designer Russel Wright, shows how easy it is to 
put up Plankweld, how many woods are available, tells readers to see 
you—their neighborhood lumber dealer! 


SEND NOW 


for your Weldwood Profit Package 


‘ah, 





FULL COLOR POSTER of ad 
shown ties in with national 
advertising, is a Plankweld 
“silent salesman” in your 
showroom. Poster is part of 
the Weldwood Profit Pack- 
age—see coupon! 


New York 36, N. Y. 








Weldwood’ 


The best known name in Plywood 


BUILDING PropucTs MERCHANDISER 


NAME. 


COMPANY 


ADORESS 


PLANKWELD DISPLAY shows 
how Plankweld clips hold 
panel firmly to wall. 
Customers see how over- 
lapping of Plankweld 
panels hides clips and nails 
and ends joint problems. 


UNITED STATES PLYWOOD CORPORATION 
Weldwood Building, 55 West 44th Street, 


AL-9-5-5 


RUSH DETAILS telling me how | con get my Weldwood 
Profit Package. | now handle Plankweld [ 
do not handle Plankweld [ 
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THE F.C.RUSSELL COMPANY 


ANNOUNCES 
A COMPLETE NEW LINE OF 





Y HORIZONTAL SLIDE WINDOW 
Y VERTICAL SLIDE WINDOW 
Y FULVUE VENTILATING WINDOW 





Y MULTI-LITE VENTILATING PICTURE WINDOW 
VY AWNING-TYPE WINDOW 
VY GLASS JALOUSIE LOUVERED WINDOW 


Here—in one complete line—is the hottest news in the 
building business today! Now you can merchandise and 
sell your customers the most complete line of ALUMINUM 
Prime Winvows all under one nationally known Brand 


Name—THERMOSEAL! 


These precision-built THERMOSEAL Windows manufac- 
tured from the finest quality, sturdy extruded aluminum, 
are backed by Tue F. C. Russett Company—World’s 
largest manufacturer of residential metal windows 
and doors! 


With Thermoseal you enjoy a full profit from your window 
sales because you sell your customer a line of complete, 
ready-to-install Aluminum Prime Windows with these 
cost-saving advantages: 


@ No on-the-job glazing 

@ Lower labor costs—installed in minutes 

@ No fitting or later adjusting 

@ No painting 

@ Completely felt weatherstripped and watertight 


@ Fiberglass screens that won't rot, corrode or stain 


As AN OPTIONAL FEATURE—You can sell Thermoseal 
Prime Windows with INSULATING SAsH which provides 
finger tip controlled year ‘round, rainproof, draft- 
free ventilation. 


NEW THERMOSEAL DISPLAY UNIT 
CARRIES OWN SALES PUNCH! 


This compact salesmaker, 
offered to THERMOSEAL deal- 
ers and distributors, has been PRIME WINDOWS 
carefully tailored to the recom ici er 
mendations of the NATIONAL 
RETAIL LUMBER DEALERS 
ASSOCIATION, Geared to make 
your valuable floor space pay 
off in salesmaking impact, this 
lightweight, extremely well- 
made unit allows you to sell 
more impressively, visually. 
Customers can actually see the 
benefits of THERMOSEAL prod- 
ucts in perfectly scaled-down 
action! Hailed as a remarkable 
advance in point-of-purchase 
selling! 
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New THERMOSEAL aluminum HORIZONTAL SLIDE PRIME WINDOW 


The finest aluminum window in America 


Here’s a brand new Prime Window made of finest quality 
satin-smooth extruded aluminum that really gives you the 
greatest selling opportunity you've ever had! This window has 
everything you and your customers ever locked for in a Prime 
Window! Available in both single slide and composite units. 


For one story or split-level homes—it’s an ideal space-saving 
window for bedrooms or bathrooms where high-window treat- 
ments are called for! 


With every quality feature possible—plus its beauty and prac- 
tical advantages—this new Horizontal Slide Prime Window is 
the hottest sales item you ever dreamed of! 


Dealer and Distributor Opportunities 


Write, wire or phone today for details of big profit opportunities now 
available. Get in on the hottest deal in the Building Products field 
including Thermoseal Prime Windows, Combination Windows, 
Awnings, Door Canopies and Screen and Storm Door Combination, 


Write for free Thermoseal Literature 


P on Prime Windows, Combination BY INVITATION MEMBER 
Windows, Awnings, Door Canopies 

and screen and Storm Door Combi 

nation. With THERMOSEAL you can 

sell a complete line! 


Thermoseal Prime Window Division 


THE FC. RUSSELL COMPANY 


Dept. 5-AL95, Cleveland 1, Ohio 


BUILDING Propucts MERCHANDISER 


In Canada: Toronto 13, Ontario 


WARRANT OF GUALITY 
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CERTIGRADE 


TRADE MARK 


Red Cedat 
See oce & a 


A LABEL SIMILAR TO THIS, DESIGNATING 

GRADE AS NO. 1 BLUE LABEL, RED LABEL 

OR NO. 3 BLACK LABEL, IS ATTACHED TO 
ALL CERTIGRADE SHINGLES 





RED CEDAR SHINGLE BUREAU 


COPVRIGCHT 1935 





QUALITY YOU CAN COUNT ON 


RED CEDAR SHINGLES produced by member mills 
of the Red Cedar Shingle Bureau are identified by a 
label on every bundle bearing the word CERTIGRADE 
Only manufacturers who meet the grading standards of 
the Bureau can obtain or use these labels, which certify 
that the shingles so identified have been inspected and 


guaranteed as to grade by the Red Cedar Shingle Bureau. 


To build your reputation for quality, to assure 
satisfied customers, and to protect yourself make 


certain you specify CERTIGRADE On every shingle order. 


RED CEDAR SHINGLE BUREAU 
510 WHITE BUILDING, SEATTLE 1, WASHINGTON 


i25 HOWE STREET, VANCOUVER 1, CANADA 
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, | it x 

The Do-It-Yourself 

Floor_Sander with Guaranteed 
PERFORMANCE, 














Dealers like yourself who acknowl- 

edge our growing do-it-yourself 

economy and cater to the needs of 

their customers, ring up top profit 

dollars every week with American 

Rental Sanders! This rental tool 

service helps you t6 get the consumer to 

spend money in your store! If you haven’t seen 

the amazing all-new American AMR Sander, 

drop us a note today.and we'll be glad 40 bring one to you 
so you can look it over. The AMR is the oply rental sander with 
adjustable-remoyable handle requiring no tools. It is 
super-streamlined, tamper-proof and virtually wear-proof. 


It is the No. 1 rental tool, backed by a tested plan for profit! 





We Help You Pull for Profit... All the Way, All the Time! 


Special Promotion Kit! Boost your sales for only $1.70! Get big sander rental 
sales promotion kit, including poster, counter cards, window banner, book- 
lets, stuffers, pad, pictured at right—and more! Check or money-order for 
$1.70 must accompany order. Send now—be sure to state whether you want 
kit for tilt-type or lever-type sander. 


] 


14 x 18” poster, 3-color, promotes 
floor sender, seal and wax 





11 x 14” 4-color counter card 
sells new Noor beauty. 





Two 8 x 24” 
window banners. 





Fifty colorful stuffers 
for give-away or mailings. 





100 How-To booklets save time, 
insure customer satisfaction, 








All-new streamlined 
rental record pad. 





PERFORMANCE PROVED DO-IT-YOURSELF 
RENTAL TOOLS... 
WORLO-WIDE SALES AND SERVICE 





MERICAN 


FLOOR SURFACING MACHINE CO. 


€eSTABLISHED 


19 @3 








521 So. St. Clair S$t., 


rs MERCHANDISER 


Toledo 3, Ohio 
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Jaegers will sell 
more for you, too 


ready mixed concrete should be 
why more of it is sold in Jaeger 
any other method, A few reasons 


Anyone interested in 
interested in knowing 


truck mixers than by 


for this strong preference are shown here. Your Jaeger 
distributor will gladly give you complete information and 
figures applicable to your plant and type of operation, 
local conditions, highway load limitations and payload 
requirement, See him or send, today, for Catalog. 





JAEGER MOUNTINGS are designed to take the stresses of 
off-the-road operation as encountered on this Voit & Sons pour 
for Madison, Wisconsin housing project. Jaeger drums, too, 
are built for 8 to 10 years service. 





NOTE JAEGER SEALED END LOADER on this Boston 
Sand & Gravel Co. mixer pouring concrete for Islington, 


Massachusetts school. This sealed loader is trouble-free; 


permits hauling full capacity drum loads. 





oo 


NOTE THE JAEGER 
discharging and no spillage on the road, 


54 








OPEN END “MAXI-LOADER” on 
this Boozer Transit Mix unit working at Tupelo, Mississippi. 
It is tops in open-end loaders for fast, clean charging and 








OPERATORS FOR CONCRETE SUPPLY CO., delivering 
2000 cu. yds. for this warehouse floor in Charlotte, North 
Carolina, made good use of Jaeger finger-tip single lever 
clutch and brake control. Faster water for mixing, tempering 
and flushing is also provided by Jaeger’s high pressure jet 


in drum-head. 





THE JAEGER “DUAL MIX” drum is without equal for the 
mixing and fast, clean, controlled discharge of low slump 
concrete — an advantage on such jobs as this Service Rock 
Co., Riverside, California curb and gutter pour. 





FOR DISCHARGING INTO BUCKET on this U. S. Route 
66 cut-off at Guthrie, Oklahoma, operators for Oakes Materials 
Co. used the Jaeger chute head. To meet conditions, they al- 
ways have a choice of 5’, 8’, 10’ or 13’ combinations in Jaeger’s 
3-piece to-the-spot chute — or complete chute swing-away for 
direct dumping. 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


AIR COMPRESSORS 
PAVING MACHINES 


LOADERS @ 
PUMPS © MIXERS © 


oa 
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Farmers and roofers know that USS 
StormSeal is the ideal galvanized roof- 
ing and siding material. They know 
how easy it is to install, how strong it 
is in high winds, how it stands up for 
years in all kinds of weather. Storm- 
Seal gives maximum protection against 
fire, too, and lightning when properly 
grounded. These are the qualities your 
customers want in roofing, and these 
are the qualities you can give them 
when you handle USS StormSeal. 

USS StormSeal is available in both 
the standard galvanized coating, and 
the extra-heavy, extra-long life Seal 
of Quality coating. And you can carry 
StormSeal accessories to give every in- 
stallation a “custom-fit” look. 

When pointing out the advantages 
of StormSeal, make a point of show- 
ing your customers these five signifi- 
cant design features available only in 
StormSeal: 


U N 


3UILDING PrRopUCTS MERCHANDISER 


ss es. © 


1. Pressure Lip. Slight depression in lower end 
of sheet for pressure contact between over- 
lapping sheets at end laps. Eliminates seepage 
of wind-driven rain and snow. 


2. Triple Cross Crimp. Three dams to stop 
rain from being blown under end laps, or 
drawn in by capillary action. 


3. Twin Drain. Double safety drains—double 
insurance. They trap any moisture that might 
get into lap areas and drain it off. 


4. Flat Top Seams. Make nailing easy. 


5. Tension Curve. Slight arch to each sheet 
makes it fit snugly to roof decking. 


In addition to StormSeal, U. S. Steel 
makes top quality 144,” and 2%” cor- 
rugated and 5-V Crimp Sheets for roof- 
ing and siding, available in both stand- 
ard galvanized and Seal of Quality 
coatings. 


USS 


USS Formed Roofing and Siding products 
are made from steel sheets, coated with 
a certified, uniform, protective zinc 
coating, produced in accordance with 
American Society for Testing Materials 
Specification ASTM A-361. 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh, Pa. 


RM-aAL 


uss Ji>- SE 


SY A.A 


> Vea 
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Ra. ‘? 


and these other 


MERCHANDISING 
-HILL | 
BALDWIN-H HELPS 


M ¢ “HOW-TO-INSTALL’ BOOKLET 

for your ‘‘do-it-yourself’ market 

ae SWEET’S CATALOG REPRINT 
SELL LIKE MAGIC SALES LITERATURE 


DECALS 
PACKAGED SAMPLES 
GOOD HOUSEKEEPING 
Put this counter display, with the flying “Spin-Du”, to work GUARANTY 


and you'll catch the eye—and the interest of your insulation 





customers. After that, it’s easy to sell them on the lightweight See us at the 


and firm, resilient body of B-H Magic Blanket. It is installed 1955 ge 


so fast and easy, you'd almost believe the hand is quicker than in Cleveland, Oct. 11-14 


the eye. It speeds stock turnover, too. So get in touch with 


your B-H wholesaler for your next insulation 


You can do'it 
purchase. | 


Counter display 
holds supply of 
these folders for 
pick-up by 


customers 


56 (For more data on advertised products fill in coupon on page 308) September 5, 1955, AMERICAN LUMBERMAN 





Cummins 
POWER TOOLS 


4 4 9 
mean Big Business for me 
— Says Les Povlich, Manager, Modern-Bilt Lumber Co., South Milw., Wis. 
Mr. Les Povlich 


“Sold one man $520 of materials 
after sellinghina MAXAW ” 


Here’s a dealer who’s found the key to more profits in to- 
day’s booming do-it-yourself market. Cummins Power 
Tools! He sold a customer a Cummins MAXAW for 
$49.95, turned a neat profit on the saw, and then cashed 
in big when the saw gave the customer home remodel- 
ing ideas. Look at the sales slip! A $570 sale! 


This money-making line of famous tools can mean big 
business for you, too. They’re the finest home power 
tools made—backed by the most powerful dealer 
promotion program in the industry. Get in on the 
profitable Fall program starting soon. Mail coupon 
below— Now! 


w {set these profitable Cummins 
No Tools —back by powerful 
LOCAL and NATIONAL ADVERTISING ! 


Comins Portable |e0/s 


pase "2 poh Ae... we 


Here’s the saw that didit for Mr. Cummins Model 304 %” Cummins Model 3052 Drill-Saw 
Povlich! Cummins MAX AW 717 drill, with geared chuck Kit. Big value—big seller! 35 
with exclusive magic-pivot. The and key. Compact design. pieces, all easy to remove from 
top-rated home power saw, in Famous shock-proof case, put back in place—to drill, 
performance, in value. Makes Perm-Align gears can’t saw, sand, pat buff, polish, 
every cut in 2” dressed lumber. be knocked out of line. mix paint. Perm-Align drill 
Only $49.95. Other MAXAWS; $24.95. One of many pop- has full 4-finger handle. Steel 
Model 737, $59.95, Model 757, ular Cummins pistol- cabinet-style case mounts on 
$69.95. Finest power saw line grip drills available. wall, carries to job. $39.95. Other 
you can sell! Others $19.95 to $34.95. models from $24.95 to $49.95 


: “ = FREE Merchandising Package Includes Traffic-Stopper Display Stand 
ae 2 
iA 


Se my 


John Oster Manufacturing Co., Dept. CP 


Cummins Portable Tools 5055 N. Lydell Ave. Milwaukee 17, Wis. 


: Gentlemen: Please rush complete details about | 
‘ MADE BY the Fall 1955 Cummins Power Tools program 
: 


Name 








Has power, long life of costlier MANUFACTURING CO. 
drills. Geared chuck and key 5055 N. Lydell, Milwaukee 17, Wis City State 
Popular seller, only $39.95 in Coneda, 334 Lauder Ave., Toronto 10 an as an GPanan em 4» a= as aw an eam an an @» 





| 
| 
: , oer l 
Cummins Model 351 2” drill Address | 
| 
J 
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Report from 


Why FHA-VA Terms Were Tightened . . . No Desire 
To Snag Housing Boom .. . Public Works May Lag 


Tightening of loan terms by the 


FHA and VA, for insured mort- 
gages has been described as “a mild 
and temporary precautionary meas- 
ure which seeks to assure that the 
housing market will not contribute 
inflationary measures to the econ- 
omy.” 
* * * 


FHA announced that the ratios 
of loan to value are reduced two 
percentage points for home mort- 
gages. On existing houses the new 
regulations provide for a maximum 
mortgage of 88% of $9,000 plus 
73% of the value in excess of 
$9,000, The term of the mortgage 
can't exceed 25 years or three- 
fourths of the commissioner’s esti- 
mate of the remaining economic life 
of the property, whichever is the 
lesser. A rather similar annoUunce- 
ment has been made by the VA. The 
minimum down payment on Gl 
home loans is now 2%. 


a  S 


The Federal Reserve increased 
the discount rate by varied amounts 
from a quarter toa half of 1% 
early in this month. This is another 
traditional “anti-inflationary step.” 
In fact the administration has been 
described as entering on a concerted 

policy of restraints on credits, 


x«* * +* 


There is supposed to be fear in 
official quarters that prices, which 
have been fairly stable for a couple 
of years, may start running away 
unless Uncle puts his big hand on 
the brake. In addition to these quite 
slight pressures on the federal 
brake, the report is that big New 
York banks have increased the in- 
terest rates charged their biggest 
business borrowers who have the 
best credit rating. This increase 
brought the business rate to 314%; 
which indicates higher interest 
charges for other borrowers. 


* * * 


However, mortgage regulations 
for houses are pretty mild; and the 
federal action is considered little 
more than a lenient warning to 
pause and reflect. While there is 
some worry about the rapid creation 
of new debt, reports indicate that 


58 


old debts are getting paid off almost 
as rapidly. 


So oie 


The treasury and the Council of 
Economic Advisers, so to speak, 
have suggested merely that borrow- 
ers, both individuals and local gov- 
ernments, refrain from cooking 
their estimated income figures and 
keep their economic clothes but- 
toned. This page once heard the 
noted writer, Esther Forbes, say 
that, “No one wearing orthopedic 
shoes is ever convicted of a crime of 
passion.” Or we might say that no 
country whose borrowings really 
fit ever gets fiscal bunions. 


+ + * 


There’s no desire in official circles 
to stop the building boom. The coun- 
iry doesn’t yet have enough good 
housing. It hasn't overtaken the 
cumulative demand, nor has it pro- 
vided shelter for the natural in- 
crease in population. Americans still 
need a lot of housing construction, 
and the economy needs the construc- 
tion payrolls. We don’t need to over- 
do the construction job; hence the 
mild curbs. 


+ + * 


Few persons, it seems, believe the 
tightening of the rules will have 
much effect upon the volume of 
house construction. A recent poll of 
savings and loan executives, made 
by the United States Savings and 
Loan League, indicates that these 
officials think the liberal terms for 
home buying, in effect during the 
past year, probably were not neces- 
sary to rack up the big housing 
sales. 


> | # 


These liberal terms refer to the 
minimum down payment and maxi- 
mum loan maturity arrangements. 
It’s been fairly hard to get indi- 
vidual capitalists or lending insti- 
tutions to take no-down-payment 
loans or 30-year maturities. Hence 
a whole lot of houses have been 
financed with down-payment loans 
and shorter maturities. 
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1955, AMERICAN 


But one out of five U. S. Savings 
and Loan areas reported that no- 
down-payment financing was im- 
portant in maintaining local build- 
ing volume; and only one out of 
seven thought a minimum down 
payment of 5% on VA loans or of 
10% on FHA loans would reduce 
local housing construction substan- 
tially. Similar surveys brought just 
about the same reports. 
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If these people are correct, the 
new rules will not make much dif- 
ference in the number of houses 
built. They’ll be in effect a blinking 
yellow light at the intersection. 
They may cause a few families with 
insufficient earning potential to 
pause and look left and right with a 
little more care before pushing out 
into the financing cross traffic. Con- 
struction volume for 1955 seems 
likely to pass the $40-billion figure. 


oe 


Experts in these fields are saying 
the first serious effects of the 
tighter-money business will appear 
in public works; roads, sewers, 
water systems, schools. Spending 
by state and local governments in 
these divisions are said to amount 
to about $30 billion a year; which 
isn’t hay, even in the U. S. economy. 
These expenditures have increased 
steadily by about 50% during the 
past five years. 
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Slum clearance is swinging into 
a faster pace now with 53 cities 
already eligible to apply for various 
federal assistance programs. Latest 
cities to prepare a slum clearance 
program for federal approval are 
Denver; Elizageth, N. J.; McKees- 
port, Penna., and Evansville, Ind. 
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Garage facilities for two cars are 
being recommended to builders. A 
financing official recently predicted 
that 7.5 million families will be 
multiple-car owners by 1960, com- 
pared with 4.5 million today, and 
1.1 million in 1948. 


LUMBERMAN AND 





& Millwork Co 


an 
= 


A dealer can make money on insulation when he 
can hand across his counter one small package con- 
taining 1,000 sq. ft. of the most effective insulation 
made. He profits 3 ways by this single transaction: 


1 Minimum handling. 
2 Minimum storage space required. 
3 Minimum delivery costs. 


Infra:—scientific, multiple-layer aluminum, is a 
multiple-pur pose insulation. It insulates with great 
efficiency summer and winter against vapor-fiow, 
heat-flow, and destructive condensation. Moisture, 
as you know, foments timber rot, peeling paint, 
crumbling plaster. 


This insulation is lower in price; more quickly 
and easily installed; and enjoys great prestige 
among architects, engineers, and builders, who 
have already used over 250 million sq. ft. in the 
past 10 years. 


LIGHT, COMPACT AND EFFECTIVE 

20,000 square feet of Infra Type 4 can easily be 
put into the passenger automobile of a builder or 
applicator, saving the dealer loading and delivery 
costs. (Infra cartons of 1,000 sq. ft. occupy only 1% 
cu. ft., weigh but 45 Ibs.). The home-owner can 
toss a couple of cartons into the trunk compartment 
of his car, with loads of room to spare. One million 
sq. ft. could be stored in a 10’ x 15’ shack 


A complete inventory of insulation can now be 
stocked with a minimum of storage space by any 
dealer — including one who does a large business 
with builders and insulation contractors. 


Compactly packaged Infra contains little air. But 
when installed, it creates layer after layer of air, 
opening up automatically with UNIFORM DEPTH 
into multiple layers of EDGE-TO-EDGE aluminum 
and fiber, as well as reflective air spaces. 


YOU'LL FIND IT EASY TO EXPLAIN THE ADVANTAGES 

of SCIENTIFIC Infra. We give dealers complete sales 
ammunition. For example, against radiant heat 
flow, which is the greatest factor in a building’s 
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Mr. Thomas Blesedell of Blesedell Lumber 
Ledgewood, N. J., hands 
1000 sq. ft. of insulation to his customer. 





YOU'LL DO WELL WITH IT! 








heat loss in winter and heat intrusion in summer, 
the aluminum surfaces have 97% reflectivity, 3% 
absorptivity, and 3% emissivity. CONDUCTION 
is slight because of the preponderant and deep air 
spaces of low density. Layers of multiple aluminum 
retard both inner and outer CONVECTION, plus 
the flow of latent heat in vapor. These constitute 
ALL and the ONLY methods of heat flow in Nature. 


ALMOST IMPERVIOUS TO VAPOR 

The tough, continuous aluminum sheets, up to 
750° long, being metal, are almost completely im- 
pervious to vapor flow. Under the flat, stapled 
flanges, infiltration is slight. Condensation forma- 
tion on or within the insulation is minimized by the 
scientific construction of Infra. 


Write for samples of our interesting consumer 
literature, displays, newspaper ad mats, etc. With 
these selling aids you will sell more insulation. We 
can supply literature in quantity for your distribu- 
tion, with no charge to you; and you can imprint 
your own nameplate. 


The American Society of Heating & Air Condi- 
tioning Engineers has published a valuable book- 
let which describes convection, conduction, and 
radiant heat flow in ordinary building spaces, and 
what happens when they are subdivided by reflec- 
tive metals. It is entitled, “Insulating Effect of 
Successive Air Spaces Bounded by Bright Metallic 
Surfaces.” Fill out coupon for a free copy. 


INFRA INSULATIONS CAN BE PURCHASED 
from 3¢ to 10¢ per sq. ft. 


depending on the type. 


INFRA INSULATION, INC., 525 Bway., N.Y., N.Y. Dept. U-9 
Please send [} ASHAE booklet, “Insulating Effect etc.” 


Samples of [) New Infra (7) Literature, Ad Mats, Displays 
() Consumer folders 


Name 
| Firm 


I Address 
L 
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ves indeed... 


we re always ready 
with a good supply 
of Trinity White 


The use of Trinity White Cement is a constantly 

expanding source of sales for material dealers. 

It is the whitest white cement... whitest in the 

bag... whitest in the mix . . . whitest in the 

completed job. Sell Trinity White for architec- 

THE WHITEST tural concrete units; stucco; terrazzo; cement 
WHITE. CEMENT paints; and to homeowners for white concrete 
around the home. For information write Trinity 


White Cement, 111 W. Monroe St., Chicago. 


. — 
BB. Sk 
By 


DEALERS! 


Send for your copy of this new 
popular booklet for consumers. 


@ product of GENERAL PORTLAND CEMENT CO. 
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CHICAGO + DALLAS + CHATTANOOGA + TAMPA + LOS ANGELES 
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the Sign of 
G00D BUSINESS 


a Preferred product 





means Repeat Sales 





and Bigger Profits! 





QUALITY LUMBER 
douglas fir W ponderosa pine 
Lumber buyers everywhere know . 
sugar pine 


the sign of good business: It’s re- white fir 


‘incense cedar 


peat sales from satisfied custom- 
ers. 


For the sign of quality lumber, it's MEDCO 
preferred! Five species provide a one-stop 
source of textures and grains for nearly all 
building jobs. A lumber of uniform quality 

. distinguished by precision milling, careful 
kiln drying, inspection and grading, and 
straight and mixed car shipments. 


ORDER TODAY 


So for the sign of good business, display the 
- MEDCO preferred. FROM YOUR NEAREST 
MEDCO REPRESENTATIVE. 


sign of quality lumber . . 


SS hoa Send for your FREE 
r) ; eF = color booklet on the 
is itt ge “BIG Picture of MEDCO” 


a LITY tuMBeR NA... 


ADVERTISING DEPT., MEDFORD CORPORATION 
Medford, — 


ORPOR., ATION T ton LJ Please send us the name of our nearest MEDCO representative 
MEDFORD; OREGON () Please send us 0 copy of the "Big Picture of MEOCO 
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~RQUGLAS FIR 


——“"ANVal copecity. 
a 70 milion Teer 








AS FIR + SUGAR PINE + PONDEROSA PINE 
| WHITE FIR_» INCENSE CEDAR ~~ 





Nome 
Firm 
Addre 


Ch ence 


— Stote 


Member of West Coast Lumbermon's Assn., West Coast Bureou of Lumber Grodes & Inspection, Western Pine Assn. 
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How often 
do you miss 


sales like this? 


CCsorry, we're out of 7's and 1l's—just 
don't have space to stock all roofing 
lengths. °” 





Make more 
sales this way 


...With a one-item 


inventory! 





CC ves—we have what you need.. . Ceco 
Cross—Corrugated Roll Roofing will 
cover your roof regardless of 
dimensions. 99 


Coco cross-corrugated toll roofing 


Galvanized — Comes in One Length — 31’— Meets Any Size Requirement 


The biggest seller in roofing today, one that is sweep- 
ing the nation, is Ceco Cross-Corrugated Roll Roof- 
ing. And that’s easy to understand because it saves 
your customers up to 25°) in metal—saves up to one- 
quarter in erection costs—saves sheathing, too. It’s 
leak-proof—adhesive lap-sealer comes attached to 
roll. And it’s easy to apply —rolls out across the roof! 
So, to build sales fast, stock and sell Ceco Cross- 
Corrugated Roll Roofing. It comes in continuous 
rolls—full rolls, 30” wide by 31° long; half rolls, 15” 
wide by 31’ long. This means you can cover every 
sales need with extremely low inventory. Specially 
corrugated Ridge Roll is made to match Roll Roof- 
ing. Extra Sealer is available in 60’ rolls for use with 


accessories. Galvanized—zinc coated in accordance 


with ASTM Specification A-361. Patented, with 
patents pending. (se) 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 


General Offices: 5601 West 26th Street, Chicago 50, Illinois 


See how easy 
it is to stack 
full rolls and 
half rolls for 


inventory. 


In construction products CECO ENGINEERING makes the big difference 





Your Trade Association Secretary 
May Be Keeping You Out of Jail! 


Reprinted from 
SALES MANAGEMENT 


Maybe, someday, trade associa- 
tion secretaries will hold a sym- 
posium on a subject already hot 
and getting hotter: “How to keep 
our members out of jail without 
hurting their feelings.” Some of 
these members like to suggest pro- 
grams which, unfortunately, in- 
volve breaking the antitrust laws. 
They hint that a more enterprising 
secretary could needle through all 
these statutes, court opinions and 
what not, without really doing 
anything illegal. 

The member opens, “You did a 
great job, Harry, on that promo- 
tion and that was a neat piece of 
tariff lobbying. But...” The sec- 
retary knows what’s coming as 
soon as he hears himself praised: 
The association should put the 
price-cutting chiselers out of busi- 
ness, or it should do some practical 
cost accounting, on which they 
can base prices. 

Unless he’s unusually sure of 
himself, the experienced secretary 
does not talk back. He qualifies his 
spontaneous burst of enthusiasm 
with a cautious “Let’s ask our 
lawyer,” whom he later telephones, 
“Say, at the next meeting will you 
scare hell out of some members 
who want to break the Sherman 
Act?” 

At this meeting, the lawyer 
doesn’t mention those members. 
He refers anonymously to “other 
associations” that hanker for 
crime, and suggests that “it would 
be of interest to members” that 
this and that Supreme Court de 
cision rule out their hopes. 

Law library custodians say that 
more lawyers with trade associa- 
tion retainers are looking up anti- 
trust cases. 

Jeing cited in an antitrust case 
is, indeed, one of the hazards of 
the trade association secretary’s 
job. In the secretary’s head is a 
sorry statistical fact: Almost one 
out of three complaints names an 
association. Convictions, true, are 
rare. But this high ratio indicates 
the risk of an investigation, which 
may involve opening files to an 
FBI man—a painful move if the 
files hold tactful correspondence 
with a member who prefers above- 
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board price fixing to all this high- 
falutin research. 


Exactly how members want to 
break the law or, to put it another 
way, how they’d like the law ac 
commodated to what they want to 
do, depends on their lines. 


Suppose your plant turns out a 
homogeneous product cement, 
salt, sugar— which, despite the 
gaudy phrases your advertising 
man may dream up, is just like 
your competitors’ product. A cus- 
tomer tells your salesman: 


“ABC Co. quoted me half a cent 
less.” Before you discount that 
half cent, you want to check. You 
know perfectly well that you can’t 
simply swap quotes with ABC. 


Exchanges Envied 


It is with envy that you regard 
the people who trade on exchanges, 
where price quotations and even 
bids and offers are immediately 
circulated. Why can’t the trade 
association rig up an equivalent? 

Secretaries are asked, impor- 
tuned, ordered over and over again 
to set up some system to keep 
members abreast of the market. 
There are all sorts of proposals. 
A typical one is to post “basic” 
price lists, deviations from which 
must be reported at once to the 
association. 

The courts do allow associations 
to collect and report prices, ship- 
ments, average costs, etc., if the 
figures they receive and give out 
are too stale to act on. But even 
this may be dangerous. It’s hardly 
strange that standard material 
usually sells at about the same 
price everywhere. A spell of uni- 
form prices without enough allow- 
ance for freight is bad news indeed 
for a trade association secretary 
whose reporting is expert. 


A trade association secretary 
may feel quite certain that he has 
done nothing wrong. But how can 
he know that he won’t be accused? 
How can he be sure that to a fu- 
ture FTC his cost reporting won't 
look like the tiny seed which later 
grew into a great conspiracy? The 
last thing he wants is to win a 
case. Several years ago chinaware 
makers switched to mass produc 
tion of restaurant ware. This 
switch changed relative unit costs. 


Vitrified China Association made a 
survey and was accused of price 
fixing. Though cleared, the Asso- 
ciation was not reimbursed. 

An association made up of mem- 
bers who manufacture branded 
products ordinarily does nothing 
that remotely resembles allocating 
territory or fixing prices. How can 
you fix prices when each brand 
name refers to a product that’s 
unique, inimitable? 

Though nobody puts it just that 
way, there are impulses to boycott. 
There’s an almost desperate search 
for ways to deal with “chiselers,” 
“bootleggers’”—the people who sell 
out to discount houses and the like. 
Can’t a trade association at least 
publish lists of honest firms that 
are not run by sellout artists? 
Shouldn’t the “wholesalers” who 
deal only with the consuming pub- 
lic and never with retailers be run 
out of town? Shouldn’t there be 
some way to deal with cheats who 
fake trademarks, and who pirate 
styles? 

It’s a rare trade association man 
who’ll tell you that he personally 
wants to police these things and 
would do so gladly but for the anti- 
trust laws which prohibit even the 
most self-righteously expressed re- 
straints. The talent of the average 
trade association man is for media- 
tion rather than enforcement. The 
office of industry czar doesn’t 
sound like a comfortable berth. 


Boycotting Illegal 


In general, businessmen get in 
trouble if they try to enforce 
the antitrust laws themselves or 
through their associations. It is 
illegal to boycott manufacturers 
who grant illegal discounts, who 
enforce Fair Trade agreements 
spasmodically or not at all. 

Sometimes, Government will do 
for you what it won’t permit you to 
do directly or through a trade or- 
ganization. Probably it would be 
conspiracy for competitors to 
agree to observe the Robinson 
Patman Act—unless, under a Fair 
Practice Code, FTC promulgated 
the agreement. Again, it might be 
illegal for competitors to create a 
standard of workmanship to the 
injury of those who don’t follow 
it. But, if you agree to a standard, 
Department of Commerce will give 
it official sanction. 
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Sombbination has to build 


complete self-storing 











No struggle. No strain. No fighting 
with storms or screens at spring and 

fall change-over time. Lower storm 
panel on the new Andersen Self-Storing 
Combination Window slides easily and 
effortlessly to top of the unit for storage 
during summer months. Can quickly be 
done from inside in a matter of seconds. 











Screen panel easily re- Full length screens are Triple glazing is possible 
movable. For winter easily obtained with the when desired. All you do 








storage screen panel can Andersen Self-Storing is order two extra upper 
be left in place or can be Combination. Simply or- storm panels and slip 
stored in upper half of der an extra screen panel them into place on the 


unit. for the unit. unit. 





Tops 
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convenience 


FOR ANDERSEN 
PRESSURE SEAL 

UNITS AND MANY 

OTHER MODULAR 
DOUBLE HUNG OPENINGS 
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Andersen 


self-storing 
Combination 
window 
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Sturdy 11/2" treated frame 
with aluminum center 
bar. Nylon strikes for 
screen and top storm 
panel installed. Plastic 
guide for bottom storm 
panel installed. Hangers 
and locks for applying 
to frame. 


One screen panel. Panel 
has all-weather alumi- 
num frame. Fasteners 
already applied at fac- 
tory. Penske are wired 
with rugged Alclad 
aluminum screen cloth. 
Will withstand year 
‘round exposure. 


Fits Pressure Seals exactly! The 
new combination window is 
made to go with Andersen Pres- 
sure Seals. They team up to 
offer the best looking, most 
weathertight, most convenient 
double hung unit on the market. 


Two storm panels. Each 
panel made of quality 
window glass set in nar- 
row aluminum frame. 
Designed to be good 
looking, strong, yet light 
in weight to assure ease 
of handling whenever 
necessary. 


Easy sash removability of all 
Andersen Pressure Seal Units 
makes the new Self-Storing Unit 
a doubly easy-to-use combina- 
tion window. All panels can be 
removed, all cleaning can be 
done from inside the home. 


There's a wide selection of sizes offered 
by the Andersen Self-Storing Combina- 
tion Window. Just look over the size 
table. You'll find 28 sizes (marked x) 
designed to fit perfectly with Andersen 
Pressure Seal Units. What’s more, you'll 
find 10 extra sizes (marked o) have been 
added to the line to make it adaptable 
to most modular stock size windows. 








No complicated installation 
problems. The Andersen Com- 
bination Window hangs just 
like any standard storm win- 
dow or screen. 


Cleaning and painting is a 
cinch. The entire window unit 
swings out for easy sill clean- 
ing. Or you can lift unit off 
entirely for painting. 


Get winter ventilation when- 
ever desired. Lower storm 
panel on the Andersen Combi- 
nation can be locked in your 
choice of five open positions. 


Plastic guides for bottom storm 
panel assure smooth and easy 
operation. No galling metal- 
to-metal contact. Panel slides 
at a touch. 


Rainy weather ventilation is 
possible in summer time... 
and with no fear of water 
damage to furniture, floors or 
draperies. 


easy 
installation 


easy 
operation 


All panels removable. Thanks 
to the easy sash removability 
of Pressure Seals, all screens 
and storm panels can be taken 
out, cleaned and stored any 
place homeowner wishes. 


ndowalls 


TRADEMARK OF ANDERSEN CORPORATION 


ANDERSEN CORPORATION 
BAYPORT - MINNESOTA 
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Tool Rental Schedule 
Is Easy to Read 


A handy supporting post at the 
Wright-Bachman Lumber Co., In 
dianapolis, Ind., makes an ideal 
place for a price list on tool rent- 
als. Background of the sign is red 
and the tools and prices are print- 
ed in white letters. The left hand 
column of figures lists the deposits 
required on each tool rental. The 
right column lists the charge for 
each day's rental. The list is a 
convenience for both customers 
and employes. 





Rack Stores Sheet Products On-End 


Located near the receiving ramp, 
this sectionalized, end-storage 
rack at the George C. Jacobs Co., 
Eureka, Calif., is ideal for storing 
sheet products. 

The rack is 12 feet high and di- 
vided into numerous sections for 
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Informative Signs 


To make it easier for customers 
to order fencing, Barker-Lubin 
Co., Springfield, Ill., marks each 
section of fencing displayed across 
the street from its showroom with 


September 5, 


RUS 


1955, 


handling plywood, wallboard pan- 
els, corrugated plastic sheets, 
plastic laminates and other sheet 
products. 

In the photo, salesman Ralph 
Moon shows how the sheets slide 
in and out. 


CE &§ 
‘A044 Homestead Split Dickt 
6% Der7 Section inc. | Post 
Barker-{ubinCo. - 


Sell Fencing 


an order number, description and 
price per seven-foot section. The 
legible signs are easily read by 
passing motorists. Inset shows 
typical sign. 
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PROFIT-BUILDER AT WORK... 











VERY sale of Wheeling Metal Lath means another 
E profit-builder goes to work for you. That’s be- 
cause your customers are sure to be pleased with 
their lathing jobs. 

Every sheet is uniformly flat and rigid, no buck- 
ling, no fishtailing. And every sheet is a perfect rec- 
tangle, machine cut for true, right angle corners, 
with a minimum selvage edge to cut waste and pre- 


And you save with Wheeling’s exclusive “Engi- 
neered” Metal Lath Package, 50 sturdy lifts of 
10-sheet bundles, all in one tight, compact unit. 
Unloads faster, stores easier, identifies quicker, 
counts surer. 

That’s why it’s good business to stock Wheeling 
Metal Lath and Accessories — and the full line of 
Wheeling Building Materials—the outstanding choice 


vent overlap bulges. 


RS. 


Don't forget to stock and sell 


WHEELING 
CHANNELDRAIN oe 

Cop-R-Loy Galvanizec 
Soon and LaBelle Cut Nails. 
And remember, Wheeling’s vast 
warehouse network means 
speedy on-time delivery. Cal 
the Wheeling office or ware- 
house for prompt service. 











of over 60 years. 















WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 
BUILDING MATERIALS DIVISION 
For your convenience, warehouse stock immediately available ot these locations: 
Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Lovisville, Minneapolis, New 
Orleans, New York, Philadelphic, Richmond, St. Lovis. Seles Offices: Atlanta, Houston, 
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EDITORIAL: 


Cut Overhead --Make the Yard a Selling Machine 





Can you reduce your over- 
head? Or perhaps we should 
ask, “Can’t you reduce your 
overhead?” You may not be able 
to cut your secretary’s personal 
telephone calls, and we wouldn’t 
suggest that you stint on the 
Old Fitzgerald for contractors. 
But it’s a good bet that you can 
slice impressive sums from your 
costs by making more efficient 
use of all your facilities—the of- 
fice, store, warehouse, shop and 
yard. Promotion in these areas 
will increase consumer sales. All 
the ideas suggested below were 
developed by dealers for other 
dealers in management work- 
shops sponsored by American 
Lumberman. 


Exterior 


Eye catching signs the public 
can’t miss. 

Adequate, easy and convenient 
parking. 

Nationally advertised brands 
identified by signs. 

Entrance that speaks “Wel- 
come.” 

A front that makes the whole 
store a show window. 

Fences, walls and gates used 
for advertising. (Various de- 
partments can be featured as 
well as convenient terms). 

Trading area signs directing the 
public to the store. 

A meaningful slogan coupled 
with identification signs such 
as: 

“Men, Money and Materials 
to Build Anything” 

“Department Store of Build- 
ing” 

“Everything to Build Any- 
thing” 

“A One-Stop Building Service 
Station” 

Prepare for the automotive 
shopper pedestrian traffic 
is less important these days. 


Yard and warehouse 
Convenient, uncluttered drive- 
ways. 


Orderly, symmetrical piles and 
bins. 


Merchandise that shouts quality. 


Obsolete and shopworn items in 
a Bargain Corner. 


Piece prices on every bin. 


Materials and products organiz- 
ed for quick service to self- 
delivery customers. 


Flow of merchandise to store ef- 
ficiently organized. 


Uniforms for employes. 


Suggestions for store, office 


A complete assortment of 
merchandise that can be profit- 
ably sold to local customers. 

Department signs and depart- 
ment directional signs that can 
be seen from any point in the 
store. 

Products exhibited as end-use 
packages. 

Pictorial exhibit of end-use 
packages that cannot be physi- 
cally displayed. 

Identified bargains scattered 
through store, warehouse and 
yard. 

Merchandising tags that tell 
the benefits in the product. 

Self-service and self-selection 
counters, islands and signs — 
self-selling merchandise that is 
easy to buy. 


Piece, package, unit or linear 
foot prices on everything that is 
bought in these forms by con- 
sumers. 


On any unit over $50, dis- 
play the monthly payment price. 


Put private offices and cash- 
ier’s counter at back of store so 
customer will pass as much mer- 
chandise as possible. 


Convenient check-out place 
with cash register. 


Adequate lighting and spot 
lighting checked periodically by 
lighting engineer. 

Every cubic foot of window 
space used to sell items in cur- 
rent demand. 


Every square foot of floor and 
wall space analyzed for selling 
potentially and continually so 
used. 


Coordinate counters, islands, 
floor and window displays and 
advertising with current and 
seasonal consumer interest. 


Suggestive streamers and 
signs that suggest buying action 
in strategic spots in store, ware- 
house and yard. 

Have a color engineer periodi- 


cally analyze sales’ effectiveness 
of your use of color. 
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Every cubic foot of store in- 
terior analyzed for practical 
sales purposes and so used. 


Develop a weekly store-yard 
merchandising calendar, making 
weekly changes indicated in dis- 
plays and arrangement of mer- 
chandise. 

As merchandise is unpacked 
in receiving department, ana- 
lyze most effective way to dis- 
play it to arouse customers’ de- 
sire for purchase — and follow 
through. 

Colorful smocks for sales per- 
sons. 


Reminder signs of financing 
service like “A Million Dollars 
to Lend.” 

Good housekeeping, clean, at- 
tractive (product demonstrat- 
ing) rest rooms. 

The latest and most practical 
mechanical equipment for ef- 
fective selling. 

Counter, shelf, table and 
island arrangements which will 
get the best weekly sales results 
for space used. 


Have some colorful foliage 
and plants that will give a 
“home” atmosphere to store and 
yard. 


Dealers who implement this 
check list are securing a steadily 
growing volume of profitable 
consumer sales. 





Ss High Winds 
oS” Rain & Sleet 
1S” Heavy Snow 
Ss” Cold Wave 


---add up to BIG DOOR CLOSER VOLUME 


TO SELL — ae 
THE MOST 
SELL THE 


BEST... LOCKWOOD 
Each year automatic door Ball 


control gains wider ac- 


ceptance, more users... Bearing 


in commercial, industrial 
and institutional Closer 
establishments . . . and 

this year will set a record. 





Now is the time 

when the weatherman 

becomes your star door closer 
salesman. You won’t miss a sale 

if you’re stocking the leader of 
them all... LOCKWOOD’s famous 
rack and pinion ball bearing closer. 


@ Ball-bearing suspension 





@ Leak-proof gland and splash 


chamber {22> This is the season for 
@ Oversize 1-piece shaft and pinion 
COMBINATION DOOR HARDWARE, too— 
@ Super powered spring 
@ 2-year guarantee check your stock and 


reorder from LOCKWOOD’s 


complete line, now. 











HARDWARE MANUFACTURING CO. 
LO CK WOOD 1 esters, Mosscchuse 
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Bondex 


Every batch of Bondex—from the raw 
materials through every step in production 
to the finished product—must pass many 
tests in our Quality Control Laboratories. 
So exacting are our specifications, that 
our quality test permits absolutely no 
deviation from the standard. 


A BONDEX CUSTOMER IS A SATISFIED 
CUSTOMER, because of this Quality Con- 
trol. When a customer comes to you with 
the problem of wet cellar walls or water 
penetration of outside masonry surfaces, 
recommend Bondex with confidence, 
because Bondex performance will build 
customer confidence in your company. 
Bondex offers complete protection and 
decoration. Bondex is the original cement 
paint and the only cement paint made with 
the double waterproofed formula, an 
exclusive process developed by our re- 
search chemists. 


AVAILABLE IN 12 COLORS AND PURE WHITE 


fo ov 


water probler 


commend 


HEAVY DUTY 
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passes 


rigid quality control 


with 


tote] Me] meio). tag Y. ied 4 


ADHESIVENESS 


HARDNESS 


WATERPROOFING 
PROPERTIES 


ORDER BONDEX— DISPLAY BONDEX 

Profit by this comprehensive national advertising program 

LIFE * BETTER HOMES & GARDENS * PARADE * WOMAN'S DAY 
AMERICAN WEEKLY * LIVING FOR YOUNG HOMEMAKERS °* FAMILY 
WEEKLY * SUNSET MAGAZINE 


THE REARDON COMPANY St. Louis « Los Angeles + Kearny, New Jersey 
Chicago + Montreal, Quebec 


AMERICAN |UMBERMAN 














Helping You Boost 
Your Fall Sales 


The role of the retail lumber dealer as a supplier of 
goods and services has gradually changed since Ameri 
can Lumberman published its first Fall and Winter 
Merchandising Issue seven years ago. 

New markets have evolved; new products have been 
developed; new customers are demanding attention 
All of these developments come at a time when the 
cost of doing business is increasing, when competition 
is sharper than ever before and when the demands 
on a dealer’s time and energy exceed anything he has 
experienced before 

No longer is the dealer operating the relatively 
simple business of a few years ago. The complexity 
of today’s operation requires the best management 
and merchandising knowledge available 

That’s where American Lumberman’s Fall and Win 
ter Merchandising Issue comes in. It has been pre 
pared to furnish dozens of ideas that will give zip to 
your sales program in the months just ahead. Our 
hope is that this special issue fulfills that purpose 


The Editors 





HOMEMAKERS 
* HOBBYISTS / CK 


LDERS ‘ 
“pms EDAGES 
~ YOURSELFERS a 


because it's 


NATIONALLY ADVERTISED 


Q QUID GLUE 
64 NEWSPAPERS No. 32 
THROUGHOUT THE COUNTRY 


ct 


A HOUSEHOLD WORD 
for nearly 100 YEARS 


That's why your customers are pre-sold on 
LePage’s! TIE IN WITH LEPAGE’S BIG FALL 
PROMOTION! Carry the one brand that offers 
the — 
MOST DIVERSIFIED —- BEST- KNOWN 
LINE OF ADHESIVES 


t AG E LEPAGE’S, INC., Gloucester, Mass. 
p s New York + Decatur * San Francisco 

Liquid Glue « Sure Grip White Glue « Miracle Mender 
gees we Mucilage « White Paste « Aeroplane Give « Liquid Solder 
‘*" Guaranteed by © 


Good Housekeeping Sav-a-Lot Wallpaper Remover « Wall Size « Paperhangers 
Leas sovranse OF Wheat Paste « Industrial Adhesives 


WHITE GLUE} 
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HOW TO ATTRACT A CUSTOMER 


after years of mere talk, package sell. 
ing is coming into its own. Here are 
all the latest slants on selling profitably 
big ticket home improvement iobs. 


# 











Fo SUGGESTED ADS FOR 


+ 
hf 8 col. x 15 in. ad using ADservice 
mats nos, 169, 157, 172, 171, 159, 


161, 160, 7 


YOUR NAME OR SIGNATURE CUT HERE 


OCTOBER only a few weeks left to 
“Get set for winter” is an effective fall promotional 


theme because it ties in closely with the current ac- GET SET FOR WINTER! 


tivities and interests of homeowners. They’re buying 
winter clothing . . . getting heating plants in order 
. +» filling oil tanks and coal bins. And they’re in 
the market for many items you stock that will protect 
their homes and add to cold-weather comfort. 

These suggested layouts show how you can use AD- 
service mats to build timely, attractive ads of any 
size. 














2 col. x 12 in. ad using ADservice 
mats nos. 144, 158, 93, 174, 253 


STORM WINDOWS ; INSULATION 
SIGNATURE CUT HERE 
1 col. x 10 in. ad 














using ADservice 
mats nos. 176, 

175, 178, 177, 155, WINTER is on the way... 
saad WEATHERPROOF YOUR HOME NOW! 























cold weather 


ahead... 
GET READY NOW! 





































































































YOUR NAME 
































Good illustrations are the difference between an ad that’s 
00 overlooked and one that attracts readers. Mats of all draw- 
ings shown on this and following pages are available to 
dealers exclusively from American Lumberman (see coupon 
YOUR NAME on page 81 showing suggested January ads). Your news- 

YOUR NAME paper can set up the ads exactly as shown, or you can use 


them as layout patterns only, substituting other ADservice 
mats and changing headlines. 




















September 5, 1955, AmericAN LUMBERMAN AND 





YOUR FALL AND WINTER CAMPAIGN 


NOVEMBER 1 col. x 12 in. ad 


2 col. x 12 in. ad using ADservice using ADservice 

r . ¢ 

Your Retail Sales Planner on page 105 recommends mats nos. 13, 90, 102 — nos. 81, 80, 
special emphasis on projects this month. Of ccurse 
promotion of home modernization packages is a year 
‘round program—but because of approaching winter SIGNATURE CUT HERE Still time to build 
and holidays, many prospects will be weighing the before winter! 
question of whether to do it now or “wait ’til Spring” / 
—and a job put off is often a job never done. Ads , 00. 7 WERE’S THE GARAGES 
like these will help induce readers to “do it now” 
and to come to you for the complete package. Many » e room NO MONEY DOWN! 
other suggested project ads are shown in the AD- a“ — YOU NEED! 
service book (turn to page 81 for coupon). 











Prinnrry wR "3 col. x 13 in. ad using ADservice'}| ||}! 


SR mats nos. 112, 3, 79, 15 A: bi sh Hi il 











YOUR NAME OR SIGNATURE CUT HERE 





let our experts help you plan | |; - = 


Home Improvements We'l help you plan an ATTIC ROOM 


COMPLETE 


FREE PLANS — cort" setow a 
AND ESTIMATES PER MO. 


ADD A ROOM 
© JOB COMPLETE ———2 


on materials only i! — “co” - ieee 























* NO MONEY DOWN 


© SMALL MONTHLY 
PAYMENTS 


NEW MODERN RITCHER 


cor*% aad ae .- 





























400 pee mo. 


a —y YOUR NAME YOUR NAME 


as cow as S00) Per MontH 


























. $$$ — — a tin = 
> ASLOW AS 00 » PER MO 





— (brand) ceiling tile... or you may 
Home improvement begins in the prefer plywood walls and ceilings 
kitchen most used room in the . . « (brand) flooring. Come in and 
house. And a modern, convenient talk it over — get started soon and 
kitchen saves steps and time, makes have it ready for use this winter! 
work easier and more pleasant. Mr. “Cc” 
(fill in name), our kitchen pianning 
specialist, will custom-design it just This may be the answer to your 
for you from floor to ceiling — space problems an all-purpose 
with famous (brand) cabinets, room added on to your present home, 
(brand) counter tops, (brand) floor We'll help you plan it to suit your 
tile. See our complete model kitchens family’s needs exactly — and make 
on exhibit complete arrangements for financing 

and construction, 























———— . _ 
astowas CQ) rer mont: . That unused attic has marvelous D 
" ASLOW AS 00 Pern MO possibilities! Our room-planning ex- Why let valuable space go to waste 
perts will show you how it can be most of the year - when you can 
transformed into an attractive bed- economically convert it into a beau 
room den, TV room, or even two tiful, comfortable room! Just bring 
YOU eR NAM bE rooms! Your choice of modern, in @ snapshot and measurements of 
economical materials knotty pine the porch and we'll give you de 
or (brand) insulating plank da sign suggestions! 
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SUGGESTED FALL AND WINTER ADS 


DECEMBER 


Practically every newspaper reader is a prospect 
for you this month. People are giving ads close at- 
tention looking for answers to the question of YOUR Wha OR SIGNATURE CUT HERE 
“what to buy and where.” 

Most dealers have a wide selection of merchandise 
with gift appeal—but prospects have to be told about 
it. If you let other merchants do all the suggesting, 
all the advertising, they’!! make the sales. Best way 
to get your name on gift buyers’ shopping lists is to 
run ads as frequently and as large as your ad budget 
permits. 


> | te ND FAMIL 
2 col. x 9 in. ad f OME A Y 
using ADservice ms: 
mats nos. 202, s 


zat, 226, 218, 217 | PRACTICAL GIFTS 


for Christmas ond a lifetime of use! 


3 col. x 15 in. ad using ADservice 
mats nos. 213, 209, 220, 215, 223, 219 








1 col. x 12 in. ad 
using ADservice 
mats nos. 168, 
224, 212, 208 


"PRACTICAL 
GIFTS 













































































YOUR NAME 


2 col. x 5 in. ad using ADservice 
mat no, 221 

















BUILD YOUR GIFTS trom our 
FLUSH BIRCH DOORS 

















FINEST QUALITY 


TOOLS 























YOUR NAME 























COPY “A” 
Looking for high-quality gifts that will be sure to please 
... that will be as useful and valuable years from now as 
the day you give them? Then it will pay you to visit our 
store ... see our selection of gifts for everyone on your list 
. all wonderful values! For example: 


YOUR NAME YOUR NAME Unpainted furniture: Chests $00 to $00 . . . bookcases 


$00 to $00. (List and price other gifts items) 
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JANUARY 


“January Sales” have become a national annual 
merchandising event spearheaded by department 
stores, and participated in by clothing, shoe and 
many other specialty stores. 

With the public accustomed to (and often actually 
waiting for) January specials, this is the ideal time 
for lumber dealers to move odds-and-ends, discon- 
tinued lines and slow-moving merchandise at bargain 
prices. And, of course, by increasing store traffic 
you can expect to get extra business on many other 
items at regular prices. 

3 col. x 14 in. ad using ADservice 
mats nos. 94, 188, 187, 163, 236, 
167, 121, 34, 35, 109, 11, 110, 98, 
249, 142 


YOUR NAME OR SIGNATURE CUT HERE 


Bargains galore! Limited time only! 


mid-winter CLEARANCE 





















































YOUR NAME 








2 col. x 11 in. ad using ADservice 


7 OF 929 OF 99 7 
mats nos. 201, 252, 250, 92, 70 1 col. x 10 in. ad 
using ADservice 
mats nos. 153, 
147, 240, 37, 186, 
120 


YOUR NAME 





SAVE ON 109 BARGAINS 


mid-winter 














| 


| 


| 
| 


PLYWOOD 


HANDY PANELS 





YOUR NAME YOUR NAME 


HOW TO GET MATS 
SHOWN IN THESE 13 ADS 


Send coupon for your free copy of 
big 48-page ADservice book. Shows 
complete series of 254 mat illustra- 
tions—plus layout and copy sugges- 
tions. You select mat pages you 
want and order from American 
Lumberman. All mats in stock for 
immediate shipment. 


























please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


COMPANY 


ADDRESS .. 
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known by your customers / 














You see “Red Brand” everywhere! And, best of all, -” FA : 

it can be where it will count the most in your profit —_ 

picture—right in your store at the point of sale. The r/ 

complete Red Brand fence line of woven wire with /} Hf 

the distinctive red top wire, barbed wire with red ij } 

barbs, and red topped steel posts moves fast from Me 

your store right on to the farm. Customers want 7 di 

i] f and look for Red Brand. it ve 

5110 wit 

lf TF 

ul § | known for top quality - 

+ ae 

| The reason why farmers prefer the Red Brand Fence aD } 

line lies in its long-lived ruggedness. Both the woven i 

wire and barbed wire are made from hard, copper- i = 

~'} bearing steel, Galvannealed by a special Keystone | oe 
wr process that fuses a deep layer of zinc right into the - 

nN \ metal. Red Top Steel Posts are made from tough rail te 

\ steel that keeps them looking new for years. i \ A} 

\\\ Bear | 
Tiras 

\ known as a profit maker Ne 

Red Brand is backed by national and local adver- tT = 

tising programs to help you sell more of this fast- ' \\) \ 

moving line. This includes hard-hitting radio , AY 

campaigns in your own area. Another Keystone > 

exclusive is the Practical Land Use Program that K A 


brings farmers to you. You are the program leader = 
in your community. See how Red Brand brings more =~ 
sales. Write today. We’ll show you the facts. 






oS oe 
—_———-. =a = te ete th ee, 3 ee < “« 
eee a 











KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 
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Makers of RED BRAND FENCE RED BRAND BARBED wip 4 
BALE TiE NA r TRY NETTIN RNAMENTAL FEN 
y i la z 
GATES KEY MESH we VY ebal ey RNER i , : 
f v 
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PLASTIC LET- 
TERS, which are 


backlighted 
removable, ms 


this 
and a 


ike 


a versatile 


ttractive 


ad 


vertising media 


DO-IT-YOURSELF, easy 


finan 
are 


Penn 
Co., 


cing and 


store hours 


stressed in neon 
lighted sign 


Lumber 


Baltimore, 


in front of 
and Supply 
Md. 


HOW 10 ATTRACT A CUSTOMER 
By Special Promotions 





Signs Do a Selling Job . 


Here are some samples which illus- 
trate the advantage of different types of 
signs and how they can be used. 


SCALE-MODEL HOME calls attention 
to Siegel Lumber Company’s sweat- 
equity program in the Chicago area. 
Showroom entrance simulates a home. 


od We Are! site Res ¢ 


JOB SIGNS displayed at the Ly 3 
construction site carry the - 

Grossman name _ throughout es LUMBER C CO. / 
New England 


ROOFING HARDWARE Pain Ww 





HUMAN-INTEREST TRADE. 
MARK is used to call attention to 
Joseph Lumber Company’s store in 
Chicago. 


OUTDOOR LIVING and patio shop are featured 
in billboard sign pointing the way to Romney’s, 
Salt Lake City. 
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CARNIVA 


K E N ' I LE Yes, lumber dealers all over the country are roll- 





ing up new flooring sales records with Carnival 
Kentile — the newest style triumph in tile floors. 


° e And, no wonder! Here’s eye-catching sales-ap- 
j bed $ peal to brighten every room in the house... easy 
Ral self-installation for every customer. Here's the 

em i O 


smartest new design in easy-to-clean, stay-clean- 
— longer floor tiles with the famous Kentile Guar- 
; antee for a sales-clincher! 
Order now at regular Kentile price from your 
wholesaler or Kentile, Inc. Representative. 
Carnival’s new different styling makes it non- 
competitive with any other flooring, so take 
advantage of this unique opportunity to 
really roll up extra profits. 








er 
\ 


LZ 


C4. 
4 RS 


. 


CARNIVAL 


KENTILE 


~~ 


f)) ~s 

WA ~~) 

YK RK ’ : ; 
——— i a = —_ 
° oo ie, 

aaebitas | (¢ : | KENTILE 

; / —" , - the Asphal Tie of Enduring Boouty CP 


KENTILE, INC., 56 SECOND AVENUE, BROOKLYN 15, NEW YORK . 350 FIFTH AVENUE, NEW YORK 1, NEW YORK ® 708 ARCHITECTS BUILDING, 
7TH AND SANSOM STREETS, PHILADELPHIA 3, PENNSYLVANIA * 1211 NBC BUILDING CLEVELAND 14, OHIO * 900 PEACHTREE STREET N. E.. ATLANTA 8, GEORGIA 
1016 CENTRAL STREET, KANSAS CITY 5, MISSOURI * 4532 SO. KOLIN AVENUE CHICAGO 32. ILLINOIS * 4501 GANTA FE AVENUE, LOS ANGELES 66. CALIFORNIA 


BUILDI Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 308) 85 





How SK/Z Builds 


The year’s greatest promotion- 
SKIL GRAND PRIZE CONTEST 


Nothing attracts prospects like a big free contest with valuable 
prizes in cash and merchandise! 

It means high traffic... customer excitement. . . extra sales of 
high profit power tools' Your prospects just tell in 25 words or less 
why they’d like to own a particular SKIL power tool They must 


come into your store... they must be familiar with at least one of 
your SKIL products to enter! 


And, there’s nothing for you to buy or do' Big national consumer 
ads announce the SKIL Grand Prize Contest, and direct prospects 
in your community to your store' So stock up on SKIL products 
Then sit back and let the customers come! 


‘Look at This Sparkling Promotion 


Th 
i ra of Dollars in Prizes 


customers, 


A Battery of Full Pages in LIFE 


broadcasting the news. 
© Come to You 


tell them your store is the 
fficial entry blanks, 


. B 
A Com nal — * 


anain 
to ratte Ki prize form 





— 


Customers Have t 


to enter because we 
Place to geto 


n 
Up as Contes, md Blank; 
Srters. 


eee and just look at this complete line of 
SKIL Builders Tools... 


ae 


Skil Drills, 3 Models Skil Drill Kits, 2 Models Skil Sanders, 2 Models 
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Your Store Traffic 


OVER TWO HUNDRED GREAT PRIZES 


Over $4500 in cash and as 
much traffic as your store will 


hold. 










A Ford Victoria! $1,000.00 in 
FOR cash! An Amana Freezer! A 
Bendix Washer-Dryer' And, 

100 — $25.00 merchandise cer- 

YOUR CUSTOMERS tificates paid for by SKIL, 
good for trade in your store. 


FULL pages in LIFE Maga- 
WHAT A PROMOTION azine —reaching 26,000,000 


people with each ad. And a 
Just Look At battery of ad mats, mailing 

a: * ¢« sac ; ic 
This Advertising I pieces, radio spots and display 


material to bring the public 
into your store, 


4, 


“+3 — . on 
; a wl AY «% 
& =| || sx 


We're sending you a complete 

Ai \\\I ly li/7, OPEN TO kit of entry blanks, counter 

=z card, explanatory brochure, 

ALL DEALERS and list of other FREE avail- 

Nothing To Buy! able material. Watch for it in 
e 


the mail or use the coupon 


No Obligation! below! 





4 Watch for your FREE Contest Promotion KIT 
in the mail! 











Skil Corporation, Dept. AL-95 
5033 North Elston Avenue, Chicago 30, Illinois 
Gentlemen: 

My FREE kit of Grand Prize Contest materials has not yet 
arrived. Please send me duplicate material at once. 






ATTENTION! 


New SKIL 
Dating Plan 
lets you order now 
to pay later! 
Ask your 
wholesaler 
for details! 

























Name___. 














Address 





City 








Company — 
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SAM SLATER pm tA 
} SOB, WAST ADAMS Mii 
CUMER COTY Ab 


Weiserta, 55774 


stg heaatAne ome 


ROOM ADDI. ™ 
TIONS are pro- 
moted by Al Mans 
field, owner, Uni 
versal Building 
Supply Co., Santa F 
Cruz, Calif., who 
addresses mail 
personally Mrs. 
Mansfield runs off 
post card promo 
tion of “specials.” 





ca 





DIRECT MAIL 
PIECES can be 
as inexpensive as 
a mimeographed 
sheet or two-cent 
post card. 


| Let the Postman Deliver Your Sales Pitch 


Direct mail can be effective in selling For many dealers the postman has proved to be an 
effective agent to help get their sales pitch across to 

home improvement packages to carefully- a large, selected group of prospects. 
Direct mail has several advantages which make it 
selected prospects. especially effective for pushing your fall and winter 


merchandising program: 


It can be sent to likely prospects to emphasize 
your yard is ready to help customers prepare for 
the winter months. 

It can be controlled to reach the prospect at the 
right time. 

Delivered into the prospect’s hands, it has a 
personal appeal. 

There are no fixed rates like radio or newspaper 
advertising. You can spend as much or as little 
as you like. 

Direct mail gets the prospect’s undivided atten- 
tion. It doesn’t compete with other media. 
Your competitors won’t know how large your 
mailing list is. 

Your promotion can be stepped up to cover a 
larger trading area simply by enlarging your 
mailing list. 

To use direct mail effectively, you should first de- 
termine your objective and the type of business you 
want to stimulate. This method of advertising will 
not pay for itself if used only for prestige. 





REGULAR MAILINGS help stimulate interest in 


home improvements This housewife has just re Each mailing should be designed to persuade the 
ceived a copy of American Lumberman’s HOME prospect to do something or make a decision about 
Maintenance & Improvement magazine. Almost 2,000 building materials. The promotion piece should also 
dealers are mailing this magazine to their customers. (continued on page 90) 
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THE MARKET IS READY 


e @ @ with the biggest fall and pre-Christmas 
power tool buying season in history! 


READY 


© @ @ with the biggest national advertising 
ever put behind any power tool! 






















@ @ e with the right tool for every prospect— 
from the most complete line on the 
market! 


e ee with all the merchandising and point- 
of-sale selling helps you need to really 


cash-in! 
rr] Make up your own mind 
tte + cline em telnet an hl, cy Mca lle ll eae 


RE YOU READY 


@ ee Are you ready for your greatest power tool 
profit opportunity? Have you got Delta 
tools in stock? Have you ordered Delta 
selling helps to channel national advertis- 
ing selling power into your store? If not, 
talk to your jobber man-——today! If you 
don’t know his name, send the coupon 
now! 



















“CHAN Vis | 






DELTA has booth #4 at The National Hardware Show—come and see it. 


sadieneintinetiensiantineentiondetonntiamtmeton | 


Delta Power Tool Division, Rockwell Manufacturing Co. 
678) North Lexington Avenue, Pittsburgh 8, Pa, 


[_] Give me all the facts on Delta's big "MAKE UP YOUR OWN 
MIND” selling campaign, including order blank for point-of-sale 
selling helps. 

f 


; 
| 
RO ELt | 
| 
DELTA SUMSITY Vere. Yeon | |_| Give me the name of my nearest Delta Jobber. 
Another Product by Rockwell | Name Title 
| 
L 








Company oe ae 
Address 
City County_ State Das 
DELTA QUALITY COSTS NO MORE Se NE 
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let the prospect know that you’re willing to help 
him plan home improvements and can arrange budget 
terms. 

Besides playing up specific home improvement 
packages, invite the prospect to visit your yard and 
look around. Some direct mail pieces include an in- 
quiry card which can be sent to the building materi- 
als dealer for further information. These can be 
followed up with a personal call. 


Push Seasonal Items 


Direct mail can be most effective when timed to 
hit the prospect when he’s thinking about projects 
for the months ahead. 

For the fall season, direct mail promotion is most 
effective when it stresses insulation materials, glass, 
calking, weatherstripping, storm windows, porch en- 
closures, garages and other home improvements. 

Some dealers claim the fall is thé best time to 
get ready for spring while the ground is dry. These 
dealers play up fencing, patios, interior and exterior 
painting, carports and other home improvements. 

In rural areas, successful dealers have aimed their 
direct mail promotion at products and materials the 
farmer can install after the crops are harvested. 
These include barn improvements, tool and machin- 
ery sheds, garages and other structures designed to 
make the farmer’s work easier. 

For the farm home, these dealers stress water soft- 
eners, pressure water systems, kitchen cabinets, 
new plumbing, porch enclosures, room additions, 
floor and ceiling tile, roofing, siding and insulation. 


Push Big-Ticket Sales 

Since the objective of your fall and winter promo- 
tion is to take up the seasonal sales slump, play up 
big-ticket improvement packages. 

Products and packages advertised by direct mail 
should result in substantial sales to make your pro- 
motion pay. Now that you have more time to help 
customers plan home improvements, it’s a good idea 
to mention this in your promotion. 

One New York state dealer plays up the idea of 
planning your home now so you can start building 
in the spring. He offers plenty of personal service 
which clinched four complete home jobs last year. 


Selective Mailing Lists 

To build profitable sales of building materials, it is 
essential that’ your promotion pieces get into the 
hands of likely prospects. For this reason, building 
a mailing list is as important as designing effective 
direct mail advertising. 

A mailing list should include the names of all 
likely prospects in your trading area. This list 
should be subdivided into several customer classi- 
fications. For example, a list might be subdivided as 
follows: contractors, home builders, owners or occu- 
pants of new homes, apartment tenants, farmers, 
industrial buyers, store owners and do-it-yourself 
customers. 

To these can be added a list of those homes need- 
ing new roofs, siding, garages, porches and other 
improvements. These can best be obtained by mak- 
ing a street-by-street canvass. 

A good deal of postage and printing expense can 
be saved with these separate lists. A dealer seldom 
has reason to send the same direct mail piece to 
every type of customer. 


Blanket Mailings Ineffective 

It is possible to send a direct mail piece to every 
boxholder on a postal delivery route by merely giving 
the post office the correct number of mailing pieces 
and the required postage. 

By addressing the literature to the boxholder, 
broad coverage is guaranteed. This method involves 
a good deal of waste unless the packages or prod- 
ucts advertised are general enough to interest all 
types of customers. 
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Since direct mail can offer a personal touch to 
your promotion, it’s better to make several mailings 
to specific prospects rather than a general mailing. 
The added expense of making up several direct mail 
pieces is usually justified by the extra sales. 


Timing Important 


Since many householders receive a large quantity 
of third class mail on Mondays, it’s better to time 
your mailings so the prospect will receive them later 
in the week. The post office can advise you how fast 
third class mail is delivered in your area. 

It’s a good idea to time your mailing so the con- 
sumer will receive it on Thursday or Friday to catch 
Saturday shoppers. 


Manufacturers’ Aids 


Nearly all manufacturers offer the dealer attrac- 
tive promotion matter aimed at the home improve- 
ment market. This colorful literature can be used 
as envelope enclosures to supplement the dealer’s 
individual direct mail promotion. 

Since this literature should be imprinted with the 
dealer’s name, address and phone number it ties the 
local yard in with the manufacturer’s national pro- 
motion. 

Some manufacturers’ literature includes data and 
information which prospects can file for future refer- 
ence. More than one dealer has reported inquiries 
from prospects about building materials mentioned 
in direct mail promotion many months before. 


Personal Approach 


Dealers report that the personal touch is the most 
important item in making sales. Some dealers follow 
up their sales with a short note thanking the cus- 
tomer for his business. 

Other dealers send personal letters to new mem- 
bers of the community inviting them to visit the 
yard and look around. 

When he hears someone is planning to build or im- 
prove his farm buildings, one Iowa dealer jots down 
his name and address. He then gathers manufactur- 
ers’ literature and other pertinent materials and 
mails it to the prospect. No mention is made about 
sales, but the dealer suggests his yard is ready to 
per plan any farm buildings the prospect has in 
mind. 

Tactfully, this dealer is using direct mail to create 
sales by allowing the customer to think it was his 
idea all the time. 


Combines Advertising Media 

Al Mansfield, owner of the Universal Supply Co., 
Santa Cruz, Calif., combines direct mail with news- 
paper and radio advertising for a well-rounded pro- 
motion campaign. 

Mansfield allots 15% of his advertising budget for 
direct mail. This includes calendars, manufacturers’ 
literature, post cards and 250 copies of American 
Lumberman’s HOME Maintenance & Improvement 
magazine. 

The post cards, printed on a small duplicating ma- 
chine, are used to promote seasonal items. Mans- 
field adds a personal touch to his mailings by ad- 
dressing all direct mail pieces by hand. 

Though his mailing list contains about 4,000 names, 
Mansfield uses a selective mailing system and sends 
promotion matter only to those people he feels would 
be interested in specific products or home improve- 
ment packages. 


Provides Public Service 

The Farm and Home Trading Post, Tulsa, Okla., 
provides a vital customer service through its direct 
mail pieces. The monthly flyer is sent to 20,000 rural 
residents in the area. One side of the sheet is used 
for the firm’s advertising; the other is devoted to 
announcements and free want ads for the firm’s cus- 
tomers. 
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STANSTRIP PRESENTS AN IMPROVED 
PRODUCT PACKAGED IN POLYETHYLENE 


For the big DO-IT-YOURSELF market 
.-- dramatically displayed 


NOW! A terrific NEW Package... Clean and Clear 
.. Shows Product Better... Sells on sight. The 4-color 
picture on polyethylene bag sells StanStrip in use. 








New! —— 
Weatherstrip 


DISPLAY! 





for the bottom of 
overhead-type garage doors 


Cushions ... Seals... Protects Garage Doors. StanStrip 
is a live rubber, long-lasting product. When nailed to the 
bottom of an overhead-type garage door it acts as a 
weather seal... prevents rotting, scarring or splintering. 
Saves money .. . pays for itself. 





Thousands of Retailers Acclaim STANSTRIP 
a Best Seller for DO-IT-YOURSELF Market 


In 1954, StanStrip was introduced to the tremendous You make 40% profit margin on 

Do-It-Yourself Market. It caught on like wildfire. the Display Deal: 15 pieces of 

StanStrip is now handled by <housands of retailers. StanStrip plus the Display. 

©Trademark Display includes a demonstra- 
tion block with StanStrip nailed 
on. Ask your Jobber about this 
big SELLebration Deal. 


Ihe Standard Feoducte Ce. 


Building Products Division * Port Clinton, Ohio 
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Radio and Television Boosts Package Sales 


To reach homeowners with 
their resistance down, many deal- 
ers are turning to television and 
radio to personalize their firm and 
services. 


HOW 10 ATTRACT A CUSTOMER 
By Advertising 








z. z , 
RY on Te if oe b i‘. ~ 


TELEVISION PROMOTION has been effective for Chicago’s Edward Hines Lum- 


ber Co, the past seven years. Here Walt Durbahn gives announcer Norm Barry 
some pointers on attic remodeling during the popular Walt's Workshop program. 


To round out their promotion 
campaigns, many dealers are turn- 
ing to radio and television to bring 
their sales messages into the 
homes of potential customers. Case 
histories of several dealers show 
that increased sales of packaged 
home improvements more than jus- 
tify the relatively high cost of this 
type advertising. 

North Park Lumber Co., Abilene, 
Texas, is one of the joint sponsors 
of a cowboy disc jockey show five 
days a week. Strictly an ad lib 
program, the disc jockey, Slim Wil- 
lets, helps develop sales for about 
30 home improvement packages a 
month. The materials lists for these 
jobs run between $300 and $2,500. 
Besides these big ticket sales, the 
radio show helps move a steady 
stream of small items. 

Radio advertising has been 
bringing an increasing stream of 
customers into the Hiegel Lumber 
Co., Conway, Ark., for the past five 
years. Well-pleased with his radio 
program, Peter Hiegel is devoting 
20% of his advertising budget to a 
30-minute Saturday night program 
featuring the Arkansas Valley 
Drifters, a hillbilly band. 

Hiegel devotes seven minutes to 
commercials during the show. 
Each announcement promotes a 
seasonal product or a specially- 
priced item. Believing in keeping 
his commercials specific, Heigel 
quotes prices, tells about special 
services and stresses delivery serv- 
ice. 

The morning hours are the best 
time to use radio to reach the rural 
market. 

“Rural people have more time 
for listening to the radio while 
they do their chores around the 
house or prepare for work in the 
morning,” Hiegel says. 

Dane Lumber Co., Beloit, Wis., 
uses a well-timed series of spot 
radio announcements to promote 
building materials to both rural 
and urban customers. The morn- 
ing announcements are aimed at 
the rural market and stress sea- 
sonal products and specials which 
often bring the farmers into the 
yard the same day the announce- 
ment is made. Dane’s noon and 
evening announcements are aimed 
at homeowners in general and 
stress packaged home improve- 
ments, jalousies, awnings and oth- 
er packages. 

At about two-week intervals, 
Bob Dane, Jr., tape records the 
announcements in his yard and 
these are transcribed for broad- 
cast. 


Personalized Television Programs 
Building materials dealers have 
tried television promotion with 
(continued on page 305) 
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come for miles, past other stores, 


machines. The Sanders are 


tomers to us we'd not get any 


WRITES nail y Ee 


Manager, Gehlhausen Brés. Paint Store, Evansville, Indiana 


$5716,00 PROFIT IN ONE YEAR FROM CLARKE FLOOR 
MACHINE RENTAL DEPARTMENT 


Here's what Mr. Gehlhausen writes: 


"We'd like to tell you how pleased we are with the program 
of sander rentals you helped us to establish. Our rental 
department now includes four new EC-8 Clarke Sanders and 
four edgers, two polishers, and a half dozen duo-spinners 
and smoothies." 


"Last year (with three sets of sanding equipment) we 
realized $2716.75 in rental business exclusive of sandpaper 
supplies and floor finishing materials. We do not keep 
records on floor finishing materials sold directly because 
of our sanders, but we estimate, with discretion, that our 
sales would be in excess of our rentals or about $3000.00." 


"We rent our Duos and Smoothies for $2.00 per day or $1.00 
for overnight or one-half day. When they have been rented 
enough times to pay for them, we sell them at half price. 

In this way we always have almost new machines for rental 
and profit on the sale of machines, sandpaper, and finishing 
materials and also provide another good service for our 
customers." 


"But we're also pleased to be in the rental business for 

another reason besides the amount of business we realized 

from the rental of our sanding equipment and the sale of 

abrasives and floor finishing materials. And that is the 

extra service we provide to the people in our community. 

They actually come for miles, past other stores to rent our 

machines and to buy materials we offer for sale. The sanders 

are bringing customers to us we'd not get any other way." ¥ ae »~ Ga 


Florenz W. Gehlhausen with some of his 


Clarke Floor Care Rental Machines 
ye ; Teo niscidacaiinnsiia eee ile Mie iiialle te 
m GET SMART—RENT CLARKE @& 
i 
| Ly Your copy FREE! Write today for colorful 16-page ' ‘mah 
ines 2) }«60 booklet about Renta Clarke's Profit Pian. ! , i, 
; | 
| : f , ? 
| 


P-11 Floor Maintainer C-5 Edger DU-8 Sander 











STORE 


SANDING MACHINE CO. 


946 East Clay Avenue @ Muskegon, Michigan 
PIONEERS IN THE DO-IT-YOURSELF RENTAL FIELD 


Authorized Sales Representatives and Service Branches in All Principal Cities 





STREET 





In Canada: Clarke Sanding Machine Co. of Canada, ltd. 
2) Advance Road, Torente 18, Ont 
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How | Plan to Get More Fall and Winter Business 


More outside salesmen — special product promotions — club for do-it-yourself fans 
— more budget selling — increased advertising — better credit control; these are 
some of the plans dealers have to boost seasonal sales. Read about these and other 


ideas on the following pages. 


WE HAVE PURCHASED the 
Lu-Re-Co package and we are look- 
ing for ways and means of tying 
in the Lu-Re-Co system with the 
needs of the community. Budget 
selling will be used to help us im- 
prove the package selling of special- 
ties. 

We intend to give more attention 
to our store by improving our dis- 
lay space. We have put in new ; 
mA of paint and will hold sales to Deyo W. Johnson 
clear out old or discontinued stock. We intend to review 
our specialty lines with the idea of discarding those 
products which do not pay their way. 

For example, we will probably discontinue or contract 
our lines of power lawn mowers because they require 
too much time for demonstrations and maintenance 
compared with the return we get; on the other hand, 
we intend to go in more heavily for power tools, since 
they tie in more directly with the primary aims of 
our business—to serve the builder, both amateur and 
professional. Deyo W. Johnson, president, Wm. H. 
Deyo & Co., Inc., Ellenville, N. Y. 


WE HAVE DECIDED to double 
our original advertising budget for 
the balance of the year. To use this 
additional allowance effectively, we 
have subscribed to a service which 
will write copy for us and we will 
follow the NRLDA calendar to be in 
tune with the manufacturers’ ad- 
vertising at that season. 

We have established a firmer 
credit control over our accounts. 
Consequently, we have reduced our Ralph C. Lutz 
accounts receivable considerably and have found it 
advisable to turn down quite a lot of business, which 
no doubt would prove unprofitable because of the risk 
and expense of collecting. We are establishing a credit 
experience on all our customers over the past five years 
and when an order for material comes in, we check 
against this list to determine whether or not we want 
to take the business. 

If the name is on our list, we can tell immediately 
our past experience with this customer. If it is a new 
account, we check with the local credit bureau. We 
find it profitable to eliminate credit risks and avoid 
extra time collecting. 

We are improving our store displays at this time. 
We have made a new, flood-lighted literature rack. We 
are keeping a more accurate inventory control of our 
stock. 

We are also paying more attention to our regular 
customers by visiting their homes in the evenings and 
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taking an interest in their personal activities. We 
also take a small gift to couples who have a new-born 
baby.—Ralph C. Lutz, Lutz Lumber Co., Lexington, 
Ky. 


*_* * 


WE ARE JUST STARTING a 
sales campaign aimed to increase 
our time payment business in our 
yards. We have set up an incentive 
program whereby each yard em- 
ploye who makes a sale by use of 
our Bestway Time Payment Plan 
will be awarded points toward mer- 
chandise which he can select from 
a catalog sent directly to his home. 

We expect to create enthusiasm £. 5. Ranchen! 
in the Bestway Time Payment Sales .. J. Kaschmitter 
Program by a direct mail program to the employe’s 
home. This will tell about the success of various em- 
ployes and also about the system of prize points, which 
will be awarded to the district managers as their re- 
spective group of yards achieve certain standards. 

There will be 182 employes participating in the pro- 
gram. In addition, we hope to have nearly 180 behind- 
the-scenes salesmen getting prospects because each 
salesman’s family is the best prospect hunter we have. 
We hope to double our fall time payment Sales through 
this plan, which will run until January 1, 1956, pos- 
sibly longer — Lee J. Kaschmitter, merchandise-sales 
manager, Boise Payette Lumber Co., Boise, Idaho. 


r 


x«* * * 


DIRECT MAIL ADVERTISING 
beamed to the consumer is one of 
our plans for increasing fall and 
winter business. We plan to go af- 
ter repair and remodeling business 
by advertising and emphasizing 
easy payment terms. We expect to 
tie in with any national advertising 
featuring the campaign to revamp 
ey dwellings and rehabilitate 
rundown areas. 

We will continue to push our “en- W. E. Wolfe 
gineered home,” which is precut and tailor-made for 
small contractors and “sweat equity” customers. We 
will stage an open house program backed by radio 
and newspaper advertising, since this house is espe- 
cially suited for fall and winter construction. 

Aluminum combination doors and combination 
screens and storms will be featured as a specialty line 
to increase fall business. We expect to establish a bo- 
nus system to encourage our salesmen to sell these 
packages.—W. E. Wolfe, Palmetier & Abell Lumber 
Co., Waukesha, Wis. 
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WE ARE MAPPING an advertising campaign in 
which a Do-It-Yourself Club is being organized. Appli- 
cants must fill out a membership blank. Periodically, 
they will receive plans and specifications for a do-it- 
yourself project as well as American Lumberman’s 
HOME Maintenance and Improvement magazine. 
Members will also receive occasional price concessions 
not offered to the general public. In addition, we plan 
to offer a prize for the best Christmas display designed 
and built by the members. 

Since April, we have employed a full-time outside 
salesman for consumer trade and we are giving another 
man an indoctrination in the yard with the idea of 


adding him to our consumer sales staff. ' | B | LJ | 
Our advertising budget has been increased 50% and 5 


we expect to bring our slow months more nearly in line i“ 
with good months.—Wilbur Ladd, Ladd Lumber & 
Mercantile Co., Pueblo, Colo. 
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x« * * 


MORE CONSUMER BUSINESS is our goal this 
fall and winter. 

In an effort to do this, we are going to build a Lu- 
Re-Co house and garage, put on a full-time outside 
consumer salesman to sell packaged roofs, siding, re- 
modeling and other jobs. We also plan to step up our 
advertising to a point where we know it should be. 
David Doud, Weber Lumber Co., Tacoma, Wash. 





~« *«* * 





MORE OUTSIDE SALESMEN are being added to 
our staff, since we know we will have to do a lot 
more consumer selling if we expect to maintain our 
desired net profit. A year ago May we hired a young Be ae ee 
man who had been a milk salesman and trained him 
in the yard for about three months, then started 
him out on remodeling and home improvement pros- 
pects. He is doing a very satisfactory job selling the 


complete package. salen : YALE HAS THE PRODUCTS 
We now have two more men in training for this type 


of work and they will be ready for action about Sep- 
tember 1. Our aim is to build this type of business up AND THE DISPLAYS 
to about 60% of our sales; about 20% is ordinarily 

non-competitive so we would have to meet competition 
on only the other 20%. This is the way we hope to THAT SELL THEM FAST! 
maintain our desired profit—Howard Potter, presi- . 
dent, The Potter Lumber and Supply Co., Worthington, 
Ohio. 


x« * * 


WE HAVE STARTED a planned program aimed fr) a 
at increasing business month by month with special ‘ ; 
emphasis on fall and winter. First, we select a pre- 
determined seasonal product for each month of the 
year. 

’ Prior to the first of each month, each yard man- 
ager is notified of the product to be pushed and all 
possible sales information is made available. Man- 
agers pass this information along to salesmen, book- 
keepers, truck drivers and other employes, so that 
everyone talks this product at the counter, over the 
phone and on the job for 30 days. { 

Results are apparent not only the first month, but 
even more so the second month as the momentum ( 
of the first month’s selling on a specific product con- 
tinues. Good suggestive selling is one result. Our ¢ 
people are better equipped to handle regular items 
than ever before. By coupling our roofing and insu- ¢ 
lation sales with financing and home loans in the 
months ahead, we anticipate a continued increase 
in sales. 


#5200 
TUBULAR LOCKSET 
DISPLAYS 


FREE! SEND NOW! 


Write for valuable booklet, 
“The Key to Selecting Tubular Locks” 


THE YALE & TOWNE MFG. CO., 
Lock & Hardware DIV., White Piains, N. Y. 
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rected toward a larger share of Christmas spending. 
C. A. Perin, general manager, retail sales, Corvallis 
Lumber Co., Corvallis, Ore. 


) 
2) 
» 
Plans for November and December are being di- | iy 





ANUNCH 
HOW TO ATTRACT A CUSTOMER 


By Special Promotions 





Dealer Special Events 


This step-by-step plan tells you how to create 
new customers with professional showmanship. Open 
houses, demonstrations and other special events are 
all presented. 


Startling things are happening in the old lumber- 
ag yard: 
CLOWNS were a big hit at the An On a warm Saturday afternoon the bright melody 
drews Millwork & Lumber Co. Chi of a pint-sized merry-go-round blends with the fa- 
cago. Every child received a free miliar whine of the cutting saw. 
balloon imprinted with the firm’s name Clowns with red noses delight children with the 
and address enthusiasm of a politician running a close race for 
election. 


Factory representatives are staging demonstra- 
tions of familiar building products with the tech- 
niques of a glib pitchman. 

And the crowds ... Coney Island should do so well! 


If you haven’t tried a special event of some kind 
in your yard you may be missing something very 
worthwhile. The audience is there—you merely have 
to plan well ahead and put on a good show. 

Preliminary spadework should start three months 
before the date of the promotion. This allows time to 
carry through a step-by-step promotion. 

The first step is to hold a planning session a good 
90 days before the special event. If yours is a large 
organization, only key personnel should attend these 
early meetings. 

Explain the purpose of the promotion—how it can 
stimulate consumer interest in new products, develop 
a live prospect list and increase the yard’s reputa- 
tion as the local headquarters for building materials. 
Ask for suggestions about products that should get 


TE} 
DEMONSTRATIONS have proved to be the most 
effective way of capturing the visitors’ attention to 
building materials. Here, a housewife tries her hand 
at applying a recently introduced gelled, dripless 
paint 


ENTERTAINMENT is often provided by motion pic 
tures concerning building materials. Joseph Lumber 
Co,, Chicago, moved a suburban passenger car into 
its yard to show motion pictures during its grand 
opening 












Acquire that Hollywood Touch 


CHILDREN’S AMUSEMENTS are often provided at open 
. house promotions by candy or soft drink manufacturers or 
they can be rented from local amusement enterprises. 





special emphasis. Set a time for a second meeting to 


work out details. 
Form Committee 

A planning committee should be formed and mem 
bers assigned various phases of the event: parking, 
decorations, entertainment, guide service, contests, 
prizes and publicity. 

Someone should immediately be delegated to con- 
tact potential exhibitors and supervise arrangements 
for setting up and dismantling displays. 

Pick a Theme 

Selecting a timely theme for the show is impor- 
tant. Several dealers have built successful promo- 
tions with a spring and fall merchandising slant. 
Other dealers have aimed their open house promo- 
tion towards stepping up power tool sales, increasing 
home remodeling business, selling the home hobbyist 
on various projects, or showing women remodeled 
kitchen layouts. One California dealer built a suc- 
cessful promotion around barbecue equipment and 
outdoor living. 

Merner Lumber Co., Palo Alto, Calif., held a two- 
evening open house featuring power tools. A variety 
of tools manufactured by four different firms were 
demonstrated. So successful was the promotion that 
Merner periodically now holds evening demonstra 
tions of power tools. 

Neiman-Reed Lumber & Plywood Co., Van Nuys, 
Calif., staged an afternoon open house and fashion 
show for the ladies to demonstrate power tools and 
informal wear. Object of the promotion was to invite 
them to attend Neiman-Reed’s woodworking course 
for women to be taught by a competent woman in- 
structor. The informal fashion show was held in a 
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boxcar which doubled as a stage and dressing room, 

In some localities dealers have timed their promo- 
tion to run in conjunction with local civic events such 
as founder’s or old settlers’ day. This gives the firm 
an opportunity to participate in a civic event and 
also to show how long it’s served the community. 

Though a tie-in of this type has been successful in 
some specific cases, many dealers feel a large com 
munity affair of this type affects the attendance at 
their open house. Some discretion must be used in 
setting the date of an open house to coincide with 
that of a large civic promotion. 


Select the Location 

Sufficient space is almost always available in the 
yard to hold an open house and demonstrations, but 
in some cases dealers have found it more practical 
to rent large tents or carnival booths for various 
exhibits to keep the yard clear for routine business. 

Hill-Behan Lumber Co., Chicago, holds its annual 
open house and home show under a large circus tent 
set up alongside its warehouse. There is no inter- 
ference with the regular yard routine while the tent 
and exhibits are set up and dismantled. 

Lacking sufficient space in its warehouse to handle 
the exhibitors’ booths, Andrews Lumber & Millwork 
Co., Chicago, rented carnival booths which were set 
up in the yard behind the warehouse. 

sefore setting up tents or portable structures, 
check with the local fire department to learn what 
special precautions must be taken. In most cases, the 
fire department will detail a man to act as a fire mar- 
shal during the open house to watch for potential 
fire hazards. 

Some dealers plan home shows and other promo- 
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Suggested Planning Checklist 


TIMETABLE 


Three months 
Hold a staff meeting 
Pick a theme for the open house 
Check with distributors and ex 
hibitors 
Two months 
Set the fina! date 
Set an advertising budget and put 
city timetable 
Work out details for door prizes 
and contests 
Prepare 4 floor plan for exhibitors 
Arrange for parking space and 
traffic management 
Schedule entertainment 
Order souvenirs, gifts and refresh- 
ments 


One month 
Order signs, printing and decora 
tions 
Make arrangements to receive and 
store display material 


Find out what special services ex- 
hibitors may need 
Brief yard crew about the promo- 
tion 
Two weeks 
Mai nvitations to special quests 
and circulars to your mailing list 
Request contractors to place their 
large orders early 
One week 
Begin tidying up the store and 
warehouse 
Remove all potential accident haz- 
ards 
Make a final check on all previous 
arrangements 


GIFTS 


Gift certificates 

Carports 

Garages 

Materials for cor plete room remode! 
ing job 


Porch enclosure 

Air conditioners 
Awnings 

Barbecue accessories 
Boat kits 

Cedar closet linings 
Combination doors 
Carving sets 
Do-it-yourself plans 
Electrical appliances 
Fencing 

Unfinished furniture 
Garden tools 
Garden hose 

Grass seed 

Garage doors 
Incinerators 
Insulating materials 
Jalousies 

Kitchen utensils 
Kitchen cabinet 
Lawn ornaments 


Lawn furniture 


tions to build sales during the off-season months. If 
sufficient space isn’t available in their showroom 
during the cold months, they rent an auditorium or 
exhibition hall. Though there is a rental charge, it 
is usually justified by the business stimulated by the 
promotion. 


After selecting a site for the show and setting a 
date, brief the men in charge of preparations about 
all details. This will later relieve you of discussing 
specific details with individuals. 


Check Wholesalers 


Once the site has been selected and the date set, 
consult your distributors about potential exhibitors. 
Often you'll find they’ve had considerable experience 
with various types of promotion and can help arrange 
for exhibitors, souvenirs and even door prizes. 

When selecting manufacturers’ exhibits, it’s better 
to choose those that include active demonstrations- 
especially those slanted to the homeowner. More 
than one dealer has learned that a few active demon- 
strations are better than a whole floorful of static 
displays. 


Be Specific With Exhibitors 


When asking a manufacturer to participate in your 
promotion, be specific. Outline the help you want and 
what charges he may have to absorb. Don’t expect 
the manufacturer to underwrite all costs. After all, 
you'll obtain the most benefits and should be pre 
pared to underwrite much of the costs. 
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This cord entitles bearer te 5% discount 
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of purchase on any one sale made belore 5 
June let, 1955. 


fu. & FOR SOOR Pats 
ont ant be = attendance 


| 


dia ee 
5% N? BSY | Ss } I i 


= 





REGISTRATION CARD of Andrews Lumber & Mill- 
work Co,, Chicago, offers a free pony ride for children 
and a 5% discount on building materials purchased 
during a specific period. Stub was used to compile a 
mailing list. 
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Exhibitors will like to know how much space they 
will be allotted, who the other exhibitors may be, 
how much attendance is anticipated and what pro- 
visions have been made for publicity. 


Publicity Timetable 


After you’ve lined up your exhibitors, set a time- 
table for the various phases of publicity. Newspapers 
have been found to be the most effective, but depend- 
ing upon your location, direct mail, radio or TV and 
handbills may be used to back up the newspaper ads. 

As part of your promotion plan you'll need signs, 
banners, bunting, pennants and other decorations. 
Make arrangements with your printer for handbills, 
envelope stuffers, registration cards, window signs 
and other printed matter. 

Noncompeting retailers in your trading area should 
be asked to display announcements of your open 
house in their windows. Don’t overlook banks and 
other lending institutions. 

During the four-day period before the grand open- 
ing of Volco Builders Supply Co., Jerome, Idaho, the 
firm went on the air with 104 spot radio announce- 
ments, ran full page ads in the local daily paper and 
two rural weeklies. Total advertising cost: $650. 

Total cost of the entire promotion was about $1,000, 
but it paid off when on the average 200 people visited 
Volco daily during a five-day period and purchased 
$12,000 worth of building materials. 

In most cases, to handle traffic during an open 
house a patrolman is detailed upon request to the 


Do-It-Yourself! Ne 5553 
| understand Do-It Y ourseit information is available ov the 
folios ng subjects and would appreciate having It mailed to me 


‘ Finishing off room upstairs 
Recreatio:. 


owee we < vans cwwe se whsone-- 


Name 
Addrews 
City 


REGISTRATION CARD of McCaul Lumber & Coal 
Co., Ferndale, Mich., pinpoints the visitor’s specific 
interests for follow up by a representative of the firm. 
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police chief. Within the yard, or any parking area, 
employes of the firm will have to handle parking. 


Weekend Promotion Popular 


So it will be convenient for the whole family to 
visit their open houses, more and more dealers are 
planning their promotion for the weekends. 

In most cases, the promotion may begin on Friday 
evening and run till 10 p.m. On Saturday, the promo 
tion starts about 10 a.m. and lasts till 9 or 10 p.m. 
On Sunday from noon to 6 p.m. seems to be the most 
popular hours. 

Generally, the evening before the promotion is 
open to the public is set aside for a preview by build- 
ers and special guests. This special preview is an 
advantage to the manufacturers’ representatives who 
can tailor their sales pitch to the contractor market. 

Some dealers are finding one-night do-it-yourself 
shows are effective sales builders. Manufacturers’ 
representatives demonstrate application of various 
building materials aimed at the handyman market. 


Selecting Souvenirs 


Modest gifts should be distributed at all promo- 
tions. It’s a good idea to check with building mate- 
rials manufacturers to see what is available either 
free or at cost. Select souvenirs that have some prac- 
tical value. Yardsticks, painting accessories and 
aprons are old standbys, but still highly acceptable. 

Besides free souvenirs, many dealers offer a special 
gift with each purchase during the open house. 
Among these gifts are pot holders, trivets, salt and 
pepper shakers, plastic rain capes, oil stones, knife 
sharpeners, can openers, cutting boards and even 








LARGE BANNERS, highly visible to 
pedestrians and motorists, proclaimed 
it was the 25th anniversary of Belle- 
ville Lumber & Supply Co. and an- 
nounced a do-it-yourself show 


hammer handles with the firm’s name imprinted. 

Other giveaways include shopping bags, screw 
drivers, samples of polishes, paints and waxes, note 
pads, ball point pens, thermometers and many other 
items. 

Some dealers offer a 5% to 10% discount on paint 
or other materials during an open house to stimulate 
interest in certain items during the promotion. 


Use Lots of Literature 


Manufacturers’ literature has proven to be an ex 
cellent method of focussing homeowners’ attention 
on various building products. 

Several dealers have found the best way to dis- 
tribute literature at an open house is to make up fold 
ers or packets of all available promotion matter. 
These are then handed to visitors when they register 
at the show entrance. 

3y using this method, the dealer is assured that 
everyone gets a copy of all available literature in a 
form that is easy to carry home and file for reference. 
More than one dealer has reported big-ticket sales 
of building materials months after the promotion 
event as a result of these packets of literature. 


Contests and Drawings 


A contest is a worthwhile method of increasing in- 
terest in your promotion. Consult your distributors 
and manufacturers for assistance in developing a list 
of useful prizes. If a drawing is to be held it’s better 
to have fewer, but better prizes to attract more 
attention. 

Some dealers stir up community interest in their 
open house by sponsoring essay or drawing contests 
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REFRESHMENTS are offered at prac- 
tically all open houses. Here a manu- 
facturer’s representative offers free 
coffee. The appliance was later offered 
as a door prize 





in the local schools. Prizes are offered and the win- 
ning project is displayed at the showroom during 
the promotion. 

One dealer sponsored a home design contest for 
senior high school students and the winning design 
was 80 original and practical that a local contractor 
built a similar home. 

If you intend to present your contest through the 
mails, it’s a good policy to check with the postoffice 
as some types of contests are considered lotteries and 
cannot be sent through the mails. 


Keep Entertainment Simple 


If entertainment is planned it should be simple and 
of short duration to give people time to browse 
through the yard and showroom. 

Too much entertainment can detract from the main 
objective of the whole promotion—to build more 
sales, 

Several dealers have found it worthwhile to hire 
a local radio or television personality to make a brief 
appearance at the open house. The performer usually 
plugs his personal appearance on his regular show 
and this helps build attendance. 

If the open house is to run several days, opening 
night interviews can be tape recorded for rebroad- 
cast to promote the open house. One dealer had a 
popular afternoon dise jockey originate his broad- 
cast from the lumberyard during the promotion. Be- 
tween records he interviewed visitors and plugged 
the yard over the air. 

Another form of entertainment is continuous mo- 
tion pictures on building materials. These films are 
available from manufacturers and help show the end- 
use of the various products. Besides being educa- 
tional, the motion pictures give visitors an opportu- 
nity to relax a few minutes. 

During its recent open house, Joseph Lumber Co., 
Chicago, through the cooperation of a railroad, moved 
a suburban passenger car into its yard. During the 
open house, visitors could rest in the car and watch 
a motion picture about the logging industry. 


Mind the Children 


To provide children with a place to play while the 
parents are visiting the exhibits, one dealer set up 
playground equipment in one corner of the yard. Two 
high school seniors were hired to supervise the chil- 
dren, Several sales of playground equipment were 
created when children induced their parents to buy 
similar equipment for them. 

Other amusements set up for children have in- 
cluded pony and buggy rides, carousels and minia- 
ture ferris wheels. 


Personal Invitations 


About two weeks before the promotion is set to 
open, mail personal invitations to civic officials, con- 
tractors and other special guests to a private preview 
of the open house. 

Usually a buffet dinner and some entertainment is 
planned for these special guests. 


Preview the Event 


Special guests are often invited to participate in 
the entertainment. One dealer sponsors an annual 
open house for his contractor customers and holds a 
series of contests for the builders. 

In the nail driving and wood sawing contests, the 
hammers are round faced and the saws dull. The 
wood is tough, green maple. Everyone gets a kick 
out of it and it’s a great ice breaker. 


This dealer also tapes cards to the bottom of each 
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guest’s chair. At a given time they are asked to look 
under their seats to see what they’ve won. Prizes 
include cigarette lighters, liquors, hams, pen and 
pencil sets, cocktail bars and other gifts. 


Final Details 


As the deadline for the show’s opening approaches, 
arrangements must be made for receiving and stor- 
ing display material, setting up a public address sys- 
tem, stringing portable power cables and other last- 
minute details. 

Provision must be made for greeting the public, 
toilet facilities, drinking water, refuse cans, first aid, 
an information center, refreshments and keeping fire 
hoses and extinguishers clear and accessible. 

About two weeks before the promotion is to begin, 
develop a work schedule for your employes. The day 
and evening before the opening is always hectic and 
provision often must be made for either overtime 
work or hiring extra help. 


Does It Pay Off? 


While planning the whole promotion it’s best never 
to lose sight of its objective to produce more sales 
and publicize your organization. 

These sales aren’t always completed during the 
promotion. Many big-ticket items require some 
thought before the prospect makes a final selection. 
Though the majority of sales made during an open 
house may be small, there are many long-range bene- 
fits which aren’t always apparent at the cash register. 

Many dealers feel any form of special promotion 
is an excellent manner of building a mailing list. 
Neglecting to follow up a prospect list is throwing 
money away. 

When Lundsten Lumber Co., Delano, Minn., cele- 
brated its golden anniversary all the other dealers 
in the town reported a good business stimulated by 
people who drove in to visit Lundsten’s. 

Probably the happiest merchant of all was Cliff 
Lundsten himself who uncovered definite leads for 
eight barns and five homes—and the total cost of the 
promotion was $300. 

With competition tightening for the homeowner’s 
building material dollar, more and more dealers are 
turning toward annual and semi-annual promotions 
as part of their creative selling plan to uncover sales 
leads and acquaint potential customers with the 
variety of materials and services they have to offer. 








classified 
advertising ... 


is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 


and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 30,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue 
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HOW TO ATTRACT A CUSTOMER 





By Special Promotions 


HOMELIKE INTERIOR jiven the Bliffert Towr & Country 


Yard in Milwaukee with this fireplace decorated 

( tma seasor Store manager Ge rae Pradarelli 
sift wrapped package na f Over 

place ey ha t-yourself suggestion poster The 

back wall adds ¢ t The fireplace was sit 

‘ nad 4 Pr 


3UILDING Propucts MERCHANDISER 


year a 


YOUR WINDOWS set the scene for 


Christmas. It's also inexpensive to dress 


window like this one at the Glick 


Brothers Lumber Co., Burbank, Calif. A 
heerful seasonal greeting and candles 
painted on the window: a decorated 
ristma tree with p enty of artificial 


w about; an artificial chimney with 


nta Claus’ head popping up—these 


the decorative ingredients of the 


ick window. Toy ight appliances and 


are some of the items seen in the 


vindow \f you feel you need some pro 


nal help with your window trim 


ning, try one of the larger commercial 


res in your neighborhood. They usual 


have a window decorator, who wel 


mes extra-time jobs like yours, In fact 
some dealers retain department store 


rators on s part-time basis the 
round. Another idea you might like 
nsider 


Here’s a page or two of 
pictures to start you think- 
ing; look for further details 
in our Christmas merchan- 
dising issue, October 3rd. 


(continued on page 102) 
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re, | picture, taken ir 4 ngers, Washir 
ndicate the wide variety t foys handied by tr 


m at Christmas. Note the piywood table tennis top inside 
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screened en Some dealers feature o Santa Claus 
r children at specified hour cial shows ar 
propriate for the season especially f sn. (See Amer 


a! Christma sue Yctober rd, for 
y 6 good traff item at Christma ‘ 

Sleds, wagons, toy automobiles 
water or set hildrer turniture. be ys’ hests 


sn Lumberman's spe 
Jetails.) Toys are not 
but also the year around 


nq the tast-moving te 


before Chr 


y nqer 
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PLYWOOD SALES were promoted by the Jordan Lumber Co., Memphis, Tenn. with this window dis- 
play. The Santa, choir boy and angel were merchandised three ways—completely assembled; as a 
knockdown kit ready for the purchaser to paint and assemble; plans given free with a purchase of ply- 
wood for the cutout Completely assembled and painted, the Santa figure was sold for $18, the 
choir boy and angel for $10.25 each; as a knockdown kit ready for painting and assembly, Sante 

d for $10.25 and the choir boy and angel for $5.25 each. Most customers preferred to cut out 
their own figures, assemble and paint them. One big purchaser was the Chamber of Commerce in 


Paris, Tenn. It bought !2 Santas, 20 choir boys and 20 angels in knockdown kits for street decore 
tion. Here's a aood sales hint for other dealers. 
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OCTOBER 1955 
e WHAT TO PROMOTE 
e HOW TO PROMOTE 


— 


“SALES PLANNER [& 


“THE SUCCESSFUL STORE IS THE STORE WITH A PLAN...” 


DRAMATIZE YOUR FALL SELLING 


October is resognined by customers as a month 
for preparing their home for the winter months 
just ahead. e dealer who slants his promotion 
along these lines will gain added profitable sales. 
Here are a few suggestions: 


DISPLAY: All the products suggested below should 
be moved to the front of the showroom or into the 
windows. We have a complete assortment of diagkey 
banners and streamers available, which are described 
on page 248 of this issue, And you can try a display 
idea used by many other retailers. Many stores give 
the store an autumnal look by decorating both the 
inside and outside with sheaves of corn, pumpkins 
and brightly colored fall leaves. 


ADVERTISING: Ads slanted specifically for fall can 

be both interesting to customers and profitable to 
ou. We have prepared some special layouts for 
th small and large ads which can be found on 

78. All your ads should be illustrated with merchan- 

dise priced and adequately described. 


CHECK INVENTORY: When the rush comes for 
fall maintenance items will you be ready? Nothin 
creates a bad impression more than a ler out 
glass, calking materials, or weatherstripping. 




















OCTOBER IS A TOP MONTH SEASONAL LINES WORTH PROMOTING 
GET YOUR SHARE OF THE BUSINESS Weatherstripping—Sales possibilities will be at their 


peak this month. 


Calking Compounds—A small item but volume busi- 
ness can build up your sales. 


Hardware—Many items are ideal in October—door 
closers and chains, door hardware, storm window 
hardware—it’s a long list. 


Plastic Glazing—A versatile product with many uses 
both on the home and on the farm. 


Glass—Stage a special promotion offering cutting 
and installation service. 


Windows and Doors—Both conventional and combi- 
nation types should be featured. 


Siding and Roofing—Here’s big ticket business that 


deserves special promotion in the fall. Follow up 
all leads now on q 


Tools—The approaching indoor season finds do-it- 
yourself devotees needing both hand and power 


a yours 


OCTOBER does 8.9% of the year’s business. .- - he “natural” for this month. Display all 














Cut along here. 
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NOVEMBER 1955 


e WHAT TO PROMOTE 
e HOW TO PROMOTE 


a 


For the Future 


SALES PLANNER [Ea 


“THE SUCCESSFUL STORE IS THE STORE WITH A PLAN...” 


NOVEMBER IS IMPROVEMENT MONTH 


The days and nights are clear, cool and brisk—the 
ideal time for bo professionals and do-it-yourself 
customers to tackle the bigger home improvement 
jobs. Projects started now will be ended while the 
S@E US FiAMST fe. EXPaAT weather is right and you can expect sales for mate- 


HEN REMODELING rials over many weeks oF months 
® AN Oe 
yw — 


= Gu tan Here are a few tips: 
a 








DISPLA Y—Manufacturers have lots of “blowups” in 
color—the best selling home improvement jobs if 
you'll just request them. Disp appropriate sam- 
les and quote the bf sae monthly ‘ean’ price. 
ese belong up front in the windows. We also have 
display materials, see page 243. 


ADVERTISING—Ads on packages are now being in- 
serted by most of the progressive dealers across the 
country. See page 79 for complete layouts and copy. 





SALES TOOLS—Be sure your manufacturers’ sup- 
plied literature is well displayed. Give the play to 
producers understanding your package selling phil- 
osophy. Check over your sales presentation hook 
on local jobs. 





MAIN PROMOTIONAL THEME— 


Let Us Plan Your Home Tmfprovements 


a ee 


NOVEMBER IS AN IMPORTANT MONTH! 5 
THINK, SELL IMPROVEMENT PACKAGES TOP IMPROVEMENT SALES PACKAGES 


oe 





poll of home- 
are you do- 


Attie Conversion — Copntioss two-bedroom houses 
with attic can a profitable sales target. 
It’s ene of the enalent do-it-yourself projects. 


Add-A-Room—Here you sell a hefty bill of materials. 
It’s good business, too, for your contractor cus- 
tomers. 


Recreation Room—tThis project is becom’ " 
peers m A. ing especial 
by manufacturers. 








ae Jl. eo ... and many more suggested by local conditions. 
NOVEMBER does 7.8°% of the year’s business. 
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* DECEMBER 1955 

@ WHAT TO PROMOTE 

@ HOW TO PROMOTE 
yp arate sire 






For the Future 
 @ Merchandise 

@ Advertising 
@ Display 







DECEMBER GROWING IN IMPORTANCE 


Ever join the holiday crowds and hear the com- 
ment of tired shoppers—“I = don’t know what to 
buy this Christmas. People just seem to have every- 
thing.” That’s your cue for active promotion of many 
items now in your store. 

The business is there for you. It just takes a de- 
termined effort to show the public that you reall 
have desirable merchandise. This is strictly a mini- 
mum program: 


DISPLAY—A real Christmas atmosphere through- 
out the store. Bells, Christmas trees—all the things 
people see in other retail stores. The showroom 
should be re-arran with the items listed below 
grouped ina c+. section of the store. Make it a 
gift center. e have a poster to encourage lay-by 
selling, see page 244. 

ADVERTISING—See the special layouts and cop 
suggestions on page 80. Put your best foot forward. 
The products you offer will surprise and interest the 
public. 


SALES TOOLS—Ask yes suppliers for aapeen J 
they have in the way of slip-on wrepplegs for prod- 
ucts like tools. They can be very helpful, too, with 
completely integrated holiday promotions. 












































MAIN PROMOTIONAL THEME— 


Give Practical Gifts This Christmas! 


seer eet hasnt ” oO oe vp ee eee, Mo ie 


DECEMBER CAN BOOST YOUR VOLUME 
START A HOLIDAY GIFT CENTER PRODUCTS WITH HOLIDAY APPEAL 


TOOLS—Both hand and power tools have tremendous 
sales punch for Christmas gifts. 

















PLYWOOD—tThere’s a strong Christmas sales - 
age available on fir plywood. Every dealer should 
have the kit. 


ELECTRICAL APPLIANCES — The small appli- 
ances, especially, get a good play at Christmas. 


CHRISTMAS TREES—More dealers every year are 
selling Christmas trees to their customers. It’s a 
“plus” profit item worth investigating. 


DEALER-BUILT ITEMS — Ping-pong tables, work 
benches, holiday decorations in plywood—and man 
other shop-fabricated items have a good potential. 


FIRE PLACE SETS—This line is proving very fine 
at Christmas with many dealers. A fairly com- 
plete inventory is essential. 
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SALES PLANNER 


JANUARY IS CLEARANCE MONTH 


The Christmas selling season is poston the big 
spring build season lies just You have 
hysical inventory. No 
med with slow-moving, 
odd-lot merchandise that your inventory has turned 


up. 

A clearance sale is something new for both retail- 

ers of building materials and customers. It can 

be the step forward that demonstrates you are ht 

in line with p ve retailers in other ind 
Planning should include: 


DISPLAY—A window or floor display of tagged mer- 
fey tgs tod ergaie poser oared iy Kier 

or a - 
can Thelen. The wok mows, store stimu- 
lated oy Scene ee ™ help sell regular mer- 
chandise at full mark-up. up a kargain 
center in the front of ee ctens to porn a customer 
traffic. 


ADVERTISING—Each store is different, therefore, 
you must select your own merchandise to 
advertise. Remem 








MAIN PROMOTIONAL THEME— 


START THE YEAR OFF RIGHT! 


SHOW A PROFIT IN JANUARY. SUGGESTED CLEARANCE MERCHANDISE 


Paint — Slow-moving colors, over stocked exterior 
paint. 





Board Products—Discontinued patterns and colors. 
Broken cartons, etc. 


Lumber—Odd lengths, contractor rejects, etc. 


Doors—F lush doors slightly damaged yet useful for 
tables, etc. Dated styles of doors. 


Fleor Tile—Special purchases, discontinued patterns 
and colors. 


Hardboard—Short lengths and odd dimension stock. 
. +» and all other clearance ise a physical 
inventory reveals. 


MILLWORK—Obzeolete patterns, slow-moving items 
~~ = en et ek OY ae slightly damaged merchandise. 7 


JANUARY does 6.7% of the year's business. 
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Missouri lumber dealer tells how 


ALCOA BUILDING PLANS BOOST 
HIS SALES OF BUILDING MATERIAL 











TTT 
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COMPLETE PLANS for Alcoa 
Aluminum barns, poultry houses, 
other farm buildings are specially 
designed for farms of all types, in any 
area, by leading agricultural colleges. 





Let us put these displays in 
your store! Free displays, 
signs, literature to help 
each and every Alcoa 
Aluminum Roofing 
Dealer make more 





Dealer W. H. Caskey likes to sell Alcoa® Aluminum Farm Roofing. First 
because it’s a good product that returns a good profit. Second because 
it helps him boost sales of other products. 

Caskey, who is yard manager for E. C. Robinson Lumber Co., 
Sikeston, Mo., says, ‘‘We increased our sales of Alcoa Aluminum Roofing 
with the support of the expansive Alcoa advertising program. Alcoa’s 
StePlans for pole-type farm buildings also increased the sale of our other 
farm building materials.” 

You can increase your total sales just like Mr. Caskey did—and nou 


on | sal salen jaut Wibe - , mornin | EEN 
is the time to do it. Alcoa is staging a gigantic advertising campaign to : | it i ’ 
| en a 


pull farmers into dealers’ stores. Big ads in 17 farm magazines! 1,560 c 


| 


commercials on 65 radio stations coast to coast! Films on TV! Free 
displays for your store! No effort spared to help you get more 
roofing business. 

Write TODAY for full product and promotion information and loca 
tion of nearby Alcoa Aluminum Roofing Jobbers. 





Aluminum Company of America, 2117-J J j t 
Alcoa Building, Pittsburgh 19, Pa. itl amt Alcoa Aluminum Farm Roofing, prop- 
= p SIDING erly nailed, will stay on in 100-mile- 
ROOFING gel per-hour hurricane winds. Write for 
MAD! 








a technical publication, Aluminum 
Z Farm Roofing Resists the Wind. A neu 

alloy makes it more resistant to corro- 
jNUM sion for more years of service. Com- 
os ewenre® plete range of sizes, all accessories, 
including new 48” sheet. You need 
stock only a small selection. Your 
nearby Jobber carries the rest, avail- 
——— able to you on overnight delivery. 


Your Guide to 


Aluminum Value 
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How Small Lumber Yard Saves 
with a Sherman Fork Lift 


They're not the biggest in town . . . but progres- 
sive Kuehnle Lumber Co., Toledo, Ohio, profits 
with mechanized material handling. Says Mr. 
Bernard Kuehnle: “I don’t care what size your 
yard is, you'll save time handling materials with 
a Sherman Fork Lift!’’ 

Among his savings: (1) All bulk materials are 
handled on pallets, in economical large-unit “pack- 
ages.” (2) Many of these are wrapped in paper 
for inexpensive outside storage. (3) Carloads of 
lumber are now moved in hours . . . it used to 
take weeks. Heavy loads of shingles, lumber and 


See the 
Sherman Fork Lift 
at the 
NRLDA Convention 
Booth No, 555 


' 
. 


(For more date on advertised products fill in coupon om page 308) Sepfember 5, 155, 


fuyunan, 


PRODUCTS, 
ROYAL OAK, 


| POWER DIGGERS + FRONT END LOADERS + FORK LiFTs* 


other materials are quickly and easily handled. 
(4) Inventory control is easy with “large unit 
storage.”’ (5) Experienced yard help is promoted 
to inside selling, with the Sherman Fork Lift more 
than replacing them in the yard. 


The Sherman Fork Lift hoists 4,000 pounds 
as high as 10 feet. It has traction for any ground, 
in any weather. It’s safe, rugged, economical, easy 
to operate . . . and sold and serviced locally. Ask 
your Ford Tractor Dealer for a demonstration on 
your job, or write for free Bulletin No. 725. 


*Manutactured Exclusively for 
Shermon Products, Inc., 
by K-D Mfg. Co. 
INC. Cleburne, Texas 
MICHIGAN * 


© 1955, Sherman Products, inc. 
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BUILDING 


September is Steel Kitchen Cabinet Month ... and Every Month is 


- Amenicnn Kitchens Morith 


and Remember...only American Kitchens 
gives you the famous “‘Pioneer’’ Kitchen 


of WOOD...COPPER... STEEL 


You can sell the whole kitchen mar- 
ket with the new ‘‘Pioneer’’ by 
American Kitchens combining nat- 
ural birch and antique copper... on 
a rugged chassis of steel! And it has 
a matching Roto-Tray Dishwasher, 
set-in range, and waist-high oven! 

It's caught on like wildfire—be- 


cause it appeals to everyone. And 
it's priced to sell often and fast! 
Whether you feature the new 
*"Pioneer’’ or the white all-steel line, 
American Kitchens offer 4 times 
more sales at full 40% profit! Get 
your share of profits—call your 
American Kitchens distributor today. 


HERE’S WHY: 


ae American Kitchens cost no more 


than other steel kitchens, yet are of 
higher grade steel and finest con- 
structions 


American Kitchens are easiest to 
clean—rounded corners plus smooth 
surfaces with no dirt-catching han- 
dies are just what women are look- 
ing for! 


American Kitchens have the exclu- 
sive features that sel! fastest: 15% 
larger sink bowl with no dirt-catch- 
ing ledge, seamless drawers, con- 
cealed drawer pulls, seamless tops, 
and many others! 


American Kitchens alone offers the 
exclusive Roto-Tray Dishwasher— 
the really work-free dishwasher that 
women want most! 


Awwnioon Kit 2 & BE 


OISHWASHERS 


AMERICAN KITCHENS DIVISION Ake?) CONNERSVILLE, INDIANA 


PRODUCTS MERCHANDISER 


OISPOSERS RANGES OVENS 
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Pollman selects Insulite 
for fabulous “House of | 





























HOUSE & GARDEN'’S 1955 ‘‘House of Ideas,” 
Birmingham, Mich. Designer-builder: Richard 
B. Pollman, Richard B. Pollman Building Co., 
Detroit. Architects: Irving Palmquist, A.LA. & 
Clifford Wright, A.1.A., Detroit, Mich. 





Special Memo to dealers: 
To help you sell builders on tested ways to build better 


for less, Insulite runs big, two-page ‘‘case history’’ adver- 
tisements like this every month in these major building 


publications: AMERICAN BUILDER, PRACTICAL BUILD Build better and save with 
ER, HOUSE AND HOME, NAHB CORRELATOR 
another example of how INSULITE 
helps you sell INSULITE 













Root Deck 
Ideas” 


— 


BELOW: Richard Pollman, designer-builder of 
HOUSE & GARDEN’S 1955 ‘‘House of Ideas.’ 









































Money-saving Insulite Roof Deck is 
just as at home in the 1955 ‘“‘House of Ideas” 
as it is in an economy 3-bedroom rambler. 


Designed to meet the highest structural 
and decorating standards, Insulite Roof 
Deck still returns an $80 to $300 saving 
per thousand square feet of surface. It re- 
duces building costs, yet adds a touch of 
quality to any home as these photographs 
of Richard Pollman’s ‘House of Ideas” 
clearly demonstrate. 


Here’s how 
Insulite Roof Deck can 
help you build better and save: 


Cuts application time as much as 45%. Only 
one material to handle. New Insulite Roof Deck elim- 
inates need for separate roof boards, insulation, lath 
and plaster and cei pg shing. Roof Dec k can save 
12 man-hours per 1,000 sq. ft. of surface compared 


with 2”x6” D&M rox sheathing. 


It’s insulation with vapor barrier. No need for 
other insulation. Two-inch Roof Deck is comparabie 
to 2” wood dock plus 1” fiberboard insulation and 
meets heat loss requirements for roof and ceiling con 
struction. Exclusive built-in vapor barrier protects 


against condensation within the unit. 


Builds ne Conp aes ky Ee ide of Roof Deck \ 
is factory-finished in white. Lay Roof Deck over pre 
finished ‘asm and ceiling is done. No need to plas 


” 


ter, paint, stain or wax. Available in 2’x8’ units, 114”, 


” 


- 2” or 3” thick with or without exclusive vapor barrier. 


Send for complete information now. Actua! on- 
the-job pictures and construction details show how 
to use new Insulite Roof Deck to build better for less. 


Write Insulite, Minneapolis 2, Minn, 





INSULITE ISA REC TRADE MARK, 


| INSULITE 


Made of hardy Northern wood Soo 


INSULITE DIVISION—Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 











WINTON 


Producers and distributors 
of high-grade, fast-selling 
Western White SPRUCE 


With WINTON 
in the picture... 


you get better quality white SPRUC 





‘e be 
Call or Write these WINTON MEN Milled right and delivered fast 


Minnesota Wisconsin iMlinois Indiana 
Lovis F. Huet! B.S. Nelson H. H. Grace 


so you can sew up those special 


3100 West Box 306 = 4554 North Gallagher . 
Lake St. Oshkosh oY P.O. Box 627 profit jobs! 


Minneapolis Wisconsin Room 202 4 a 


16, Minn Chicago 40 . ‘ Ss 
amelie Ty illinois Ohio Experience means something in the 
3100 West + Vguwotese LeRoy £ Banos production of Spruce... and Winton is no 


Lake $1, Wiscontin Andrews Building Johnny-Come-Lately. We have been at it 
Minneapolis 425 So. Sth Cleveland vonnny-Come ely. We have been at 1 


a 9a aan ——— ea for a long time —nearly half a century in fact. 
Pr + We . . . 
P.O. Box 293 oeremrn. Ww. A.Ctver "2. Bon Set And after half a century of continuous 
y  emenred Mason City ve en Ohio operation in the prime Spruce areas of the 

les ica IMlinoig Pg gel continent, you learn how to handle 


Morri Donald O} . P 
0. tontt3 PO tentes: 0.0.0en 983 ‘haded ae Spruce and prepare it the way customers like 


_ we — ae it. Give Winton a trial and see the difference 
Mic ) this experience makes! 











WINTON LUMBER SALES CO. 
3100 West Lake St., Minneapolis 16, Minn. 


Distributors for The Pas Lumber Co. 
Mills at: The Pas, Man., Reserve, Sask., Prince George, 8.C. 


(For more data on advertised products {ill in coupon om page 308) September 5, 1955, AMERICAN LUMBERMAN 
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COVER PHOTO: Junior Liles, assistant man 
ager, left, and Duain D. Grimes, manager, right, 
put up a theme banner in their new store at 
Lena, Ill. Showroom has a sloping ceiling 
exposed beams 


ue wernt 
wee ‘sy 
el Be 
apr 


OVERALL VIEW of the Smith store with banners 
streamers and pennants in place. Unit above island has 
lattice strips stapled on either end to keep the poster 
straight, and is suspended from a light fixture. Showroom 
is 32x38’ with an acoustical ceiling and vinyl floor. 


DISPLAY PENNANTS that can be strung over wires or 
stout twine were installed by Junior Liles, assistant man 
ager. Pennants, silk-screened on both sides, give the store 
a festive appearance 


September 5, 1955, AMERICAN LUMBERMAN AND 








WINDOWS at the Smith yard have 
an iraportant look with three Ameri- 
can Lumberman banners mounted on 
the inside of the glass. Duain Grimes, 
manager, said that the big poster 
on Title I financing was especially 
needed. Exterior of the new yard is 
vertical redwood siding 


a 
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Fall Display Materials in Action! 


The first yard in the country to try American Lum- 
berman’s new display materials for coordinated fall 
merchandising was the Fred A. Smith Lumber Co., 
Lena, Ill. 

The announcement of these new sales tools in the 
July 11 issue included an offer to yards that wanted 
to test the displays materials on the firing-line under 
actual showroom conditions. First to reply was Duain 
D. Grimes, manager of the Smith yard at Lena and 
the photographs on these pages were taken in his new 
store. 

In future issues we will show other yards that volun- 
teered for this promotion, the first ever designed to do 
an overall merchandising job in this industry. As Duain 
Grimes pointed out: “You’re on the right track with 
this idea. Every other merchant down the street al- 
ready has something like this but the lumber dealer 
This can be the start of something important.” 

The idea back of this promotion is simple and one 
widely used by other types of retail stores. It’s just 
this: periodically showrooms need a fresh display 
appearance, preferably tied to customer buying habits. 
A grocery store, for example, stages a promotion 
slanted to the approaching picnic season. A clothing 
store has a back-to-school sale. A gasoline station with 
banners and other promotion reminds you that it’s 
time to winterize your car. The list is endless. 

American Lumberman has followed this proven 
formula in preparing this broad promotion. There’s a 
theme: “Fall Home Improvement Days” and there are 
colorful posters for (1) merchandising fall fixup needs 
(2) promoting improvement packages (3) stressing 
Title I financing and (4) advertising bargain merchan- 
dise and Christmas lay-by. 

It goes without saying that advertising, briefing 
employes and suitable display of the right merchan- 
dise goes with this promotion if it is to pay off. Ac- 
tually the display material is merely a strong lever to 
get the yard and its staff thinking along the lines a 
customer will accept as reasonable and convenient 
Turn to page 303 for a letter to a dealer explaining this 
promotion 


See page 243 for details 
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A SMALL 

DEPOSIT 
HOLOS 

ANY /TEM 


BARGAIN bin has new 
appeal with an AL sign 
It’s the first of its kind 
produced commercially. 


/ 
3 ‘il e 


PRICE tags are available in 


a handy 34%x5%”" size 


CHRISTMAS lay-by 
is encouraged by this 
giant poster 





YOU’VE BEEN WAITING FOR IT! Here it is! THE ANSWER 
TO 64,000 problems and questions... all at one time! IT IS 
SHEFFIELD TINTS-ALL! After months and months of de- 


velopment in our laboratories we have the perfect answer... 
the ONE TINTING formula that TINTS ALL TYPES OF 
PAINTS! You name it... SHEFFIELD TINTS-ALL will tint 
LATEX... OIL... ALKYD and any other base paint smoothly 
and perfectly! 


YOUR CUSTOMERS HAVE BEEN LOOKING FOR THIS... 


feature it prominently and watch your sales ZOOM! Write for 
details and color cards... 


Colorful Sales Chest 


Get your TINTS-ALL cabinet 
with a colorful card showing let 
downe and deep shelves for full 
stock of TINTS-ALL! It's a sales 
builder and a convenient selling 
aid! 


BRONZE 
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Floor Tile > 


HOUSEWIVES became interested in applying floor 


tile after they tried it at Rosenthal’s home show, 
Crystal Lake, Ill 





For More Store Traffic 





Dealers Stage Practical Demonstrations 


Your show may last one 
day or eight weeks. Here are 
some ideas, backed by deal- 
er experience, that will help 


make it successful. 


To rejuvenate a slumping sales 
curve during the winter months, 
progressive building materials 
dealers are prescribing a dose of 
do-it-yourself demonstrations to 
bring home handymen into their 
showrooms and put them in a buy- 
ing mood. 

During the past five years, sev 
eral dealers have made these dem 
onstrations an important part of 
their merchandising programs to 
keep sales and profits high when 
home construction and contractor 
business is stymied by weather. 

These demonstrations vary from 
classes covering a wide range of 
subjects over a period of weeks to 
simple, one-day affairs devoted to 
the application of a specific prod- 
uct. The objectives of these dem- 
onstrations, regardless of length, 
are the same: to create sales by 

Seasonal Projects showing the handyman how to use 
CHRISTMAS DISPLAY PAINTING was demon various building materials. 

strated as part of a series of do-it-yourself classes at Though the results of these dem- 
Mark Lumber Co., Pittsburgh, Penna onstrations aren’t always immedi- 
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Room Additions 


CAPACITY CROWD jammed 
Charlottesville (Va.) 
build a spare room 
right, described 
carpenters 





the 
Lumber Co. to 
President W 


ately apparent at the cash register, 
they have proved to be excellent 
methods of creating sales of home 
improvement packages and build 
ing good will. Customers get into 
the habit of coming to the lumber- 
yard when they need help in plan 
ning home remodeling jobs. 


Classes Promote Good Will 


Convinced that building good 
will is the first step in developing 
future do-it-yourself business, the 
J. S. Caldwell Lumber Co., Inc., 
Syracuse, N. Y., started a series of 
attic remodeling classes. So many 
families asked the firm for advice 
about adding a room in their attic 
that J. S. Caldwell, Jr., president 
of the firm, organized a series of 
classes to be taught by a contrac 
tor. 

It was intended to limit the class 
to 100 students, but a newspaper 
ad brought out 131 registrants. 
For five weeks the class met for 
a two-hour session in the local 
bank’s community room. 

The course, simple but informa 
tive, covered financing, estimating 
materials, construction tips and 
floor and wall finishing demonstra 
tions. The course proved so pop- 
ular that it has been repeated sev- 
eral times. 

“The fall and winter is the time 
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showroom of 
learn 
Albie 


the procedure followed by the 


Interior Decorating 





the 
how to 
Barksdale 
two 


Harvey 


plication are 


of year when most individuals in 
this area concentrate on _ their 
interior repair and remodeling 
work,” says Joseph 8. Caldwell, III. 
“In addition, this is the time of 
the year when we have the time 
to conduct a clinic of this type. 

“We believe the good will we 
have developed warrants the time 
and expense,” he adds. “We've 
found that customers will come in 
and buy materials after we’ve sat 
isfactorily served them in one way 
or another.” 

Stirs Up Remodeling Sales 

To bring in new faces and stir 
up extra off-season sales of build- 
ing materials for home remodeling 
jobs, last November the Queens- 
borough Lumber Co., Bayside, 
N. Y., sponsored a combination do- 
it-yourself and home modernization 
show. 

Despite a continuous two-day 
rain, an estimated 15,000 enthusi 
astic people visited the Queensbor 
ough show to learn how to apply 
various building materials. 

Though the long-range objective 
of the promotion was to bring in 
new, steady customers, the dem- 
onstrations led to sales of materi 
als for basement and room remod 


(continued on next page) 


ROLLER COATERS were demonstrated at Chicago's 
Lumber Co 


Odorless paints and ease of ap 


rood selling points 











Five-Point Program for 
Successful Demonstrations 


From practical experience several 
lumber dealers have evolved the fol- 
lowing principles for successful do-it- 


yourself classes: 


. Have a specific subject for each 
meeting and stick to it, 


. Show the group how it's done 
with illustrations or actual dem- 


onstrations. 


. Keep the meetings informal, Get 
everyone to pitch in with ques- 
and 


demonstration 


tions suggestions as the 


progresses. 








. Get people to do things them- 


selves through special projects 


after the meetings. 


. Follow through on demonstra- 


tions. Invite students to bring 
in their problems. If necessary 
go to their homes and advise 


them. 




















Exterior Painting 





SASH PAINTING was demonstrated at the John 
Schroeder Lumber & Supply Co., Milwaukee, Wis., 


do-it-yourself show. 





Practical Demonstrations 
(begins on page 122) 





eling jobs and four leads for new 
homes. 

Queensborough sponsored sev 
eral do-it-yourself courses in con- 
junction with schools, churches 
and various clubs. By leaning 
heavily on consumer promotion, 
the firm has home handymen com- 
ing to the yard and more and 
more new faces are joining the 
ranks of steady customers. 


Reservations Limit Crowd 

To control the size of the crowd 
in the limited space of its second 
floor auditorium, John Schroeder 
Lumber Co., Milwaukee, Wis., re- 
quested that interested persons 
phone in for reservations for 
the three-day do-it-yourself show. 
To promote the show the firm 
mailed postal cards to its custom- 
ers and ran a full-page newspaper 
ad emphasizing that reservations 
were necessary. 

Telephone operators took the 
names of those asking for reserva- 
tions and placed them on a list. 
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At the show visitors were asked to 
fill out a card and check off what 
phases of home construction or re- 
modeling interested them. These 
cards were used to build up a mail- 
ing list and furnish leads for fol- 
low up by the firm’s outside sales- 
men. 

“By limiting the crowd to sev- 
eral hundred an evening we gave 
everyone an opportunity to see all 
the exhibits and demonstrations,” 
says president John Schroeder. 
“We had no admission charge, 
favors or door prizes.” 

There were a number of sales 
traced directly to the show. These 
included kitchen and attic remod- 
eling jobs, garages and sales of 
flooring, tile, wall paneling and 
other building materials to home- 
owners inspired to remodel and 
improve their homes. 


Demonstrations Boom Sales 

The Mark Lumber Co. in Pitts- 
burgh, Penna, has built a name in 
do-it-yourself merchandising by 
stressing consumer education. 

To build gross sales of $23,000 
a month during the first half year, 
Sidney L. Lifsher stressed buyer 
education and started a series of 


courses last fall to show home- 
owners how to apply building ma- 
terials. 

The Thursday evening courses 
covered the use of basic hand tools, 
construction principles, applica- 
tion of flooring, paint, ceiling and 
floor tile. The students also re- 
ceived instruction on how to en- 
close a porch, build an extra room 
in the attic, wall shelves, steps and 
basement recreation rooms. 

During the informal 10-week 
sessions, students were invited to 
ask questions whenever they arose. 
Those who wanted to stay after 
classes got experience in practical 
shop work under the guidance of 
experienced store personnel. 

From these classes more than 
2,000 persons have learned how to 
apply various building materials 
and something about interior dec- 
oration, color styling, painting and 
wall paper application. 

Questionnaires circulated by the 
company show an avid interest in 
the subjects taught. Most of the 
homeowners wanted to increase 
the recreational facilities of their 
homes by adding a spare room in 
the attic or finishing off the base- 
ment. 


Do-It-Yourself Helps Contractors 
Lifsher also heads Lifsher & 
Sons, Inc., a 25-year-old Pitts- 
burgh remodeling firm. As both 
a lumberman and a remodeling 
contractor, Lifsher says: 

“The pride of home ownership 
will continue to boom sales of new 
homes and increase do-it-yourself 
business. At the same time, it will 
increase the work for remodeling 
contractors because there are 
always jobs too technical or time- 
consuming for most homeowners. 

“What we've tried to do is to 
make Mark Lumber Co. more than 
a homeowner’s school,” Lifsher 
adds. “We want the firm to be- 
come a part of the community- 
and an asset to all concerned.” 

Keep It Simple 

Some dealers who have a limited 
amount of space and time to de- 
vote to do-it-yourself demonstra- 
tions get the cooperation of manu- 
facturers, who demonstrate their 
product. The dealer gears his 
promotion to the demonstrations 
and pushes specific products. 

Promotes Floor Tile Sales 

These demonstrations are inval- 
uable aids in building sales volume 
for specific products. Last year 
more than 2,000 visitors attended 
a two-day do-it-yourself show at 
the Mineola (N. Y.) Lumber Co. 
Special emphasis was placed on 
floor tile installation and visitors 
learned how to apply floor tile and 
develop their own colorful floor 
patterns. 

A gratifying number of orders 
were booked during the show, but 
the management feels the real ben- 

(continued on next page) 
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Your choice of 3 assortments: Pittsburgh 
synthetic, Tynex Nylon or Pure Bristle. 
Sturdy wire rack displays 3-1/12 doz. 1” to 
4” brushes, each Saran wrapped and 
mounted on card 


56-F 55-E 


8 Wallhider Brush 
Kits each contain 
ing a 4” Wall- 
hider and 244” 
Trimmer 


Wallhider 
brushes priced 
to sell NOW 

1 doz. 4° 
Wall brushes 
in a colorful 
display box. 








56-A 


Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 144” and 2 





Pure Bristle... popular Wall brushes move 
fast! 2 doz. assorted 3”, 344” and 4” 








56-SS-4 


Perfect applicator for Bondex 
fast selling coating brushes 


ee doz, 





56-SS-3 


Hand Wire 
Scratch... 2 
dozen sturdy 
wire brushes 
with shoe 
handle grip. 


SUILDING PropuCcTS MERCHANDISER 








56-C —The pride of Pitts- 
burgh . . . this full color 
unique self-service cabinet 
is practical for display and 
storage. Made of sturdy 
wood, you can place it any- Comes complete with 91 
where in your store. dozen 1" to 4” Flat Wall, 
Sash and Flat Varnish 
brushes. 


FREE DISPLAYS TO HELP YOU 
SELL PITTSBURGH BRUSHES 


These colorful modern displays will stop customers and attract more 
sales! Order the assortments that sell best for you, the displays come free as a 
sales booster! With Pittsburgh you know you're selling the best line. 
Every type and style: pure hogs’ bristle; 100% texturized synthetic bristle; 
Tynex® nylon; or scientifically blended mixtures of hogs’ bristle and 
synthetic. All made in the world’s leading brushmaking plant, by experienced, 

expert brushmakers! Continue to sell Pittsburgh Brushes, they’re the best. 


Mail coupon for complete details! 


PITTSBURGH 


° PLASTICS . FIBER GLASS 


IN CANADA, CANADIAN PITTSBURGH INDUSTRIES LIMITED 


PITTSBURGH PLATE 

GLASS COMPANY 55-E |_| 56-D 
Brush Div., Dept.c-9 

3221 Frederick Avenue 56-A 
Baltimore 29, Maryland 


Gentlemen: Please rush 56-8 |_) 

me more information 

about FREE brush dis- 56-C [| 56-SS-4 
plays I have checked City 


Address 
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You Can’t Beat 


GALVANIZED 


Roofing & Siding 


LN 


Z 
} 
| 
| L 
b 


FOR BEST VALUE, buy Grade- Marked 
sheets, which show weight of zinc 
coating. And for longer, stronger 


service, specify heavy-coated 
... With galva- 

La 
of steel, the pro- 
itself, Feature by feature, they’re 


roofing and siding such as the 
“Seal of Quality” STL 
nized sheets, you 2 oz 

get the strength 

tection of zinc. Preferred by thou- 
sands of users. Proved by time 
your best buy. Check and com- 
pare with any other material! 





GALVAMIZED | ANY OT 
SHEETS =| MATERIAL 








STRUCTURAL STRENGTH and 
rigidity; withstand 
rough treatment 





YEARS OF RUST-FREE 
SERVICE, little or 
no upkeep problems 





EASIEST TO HANDLE, lay and 
nail; stay put, hold at 
nail-holes 





LIGHTNING PROTECTION, 
fireproof, ratproof, 
pleasing appearance 





LOW COST ALL THE WAY, 
to buy, to apply and 
thru the years 














(rrr nner nnn 


'FREEI“ DO-IT-YOURSELF" MANUALS, 


' 

Write: AMERICAN ZINC INSTITUTE ' 
324 Ferry Street 

Lafayette, Indiana AL? 


O Facts About Galvanized Sheets 
{a How To Lay Galvanized Sheets 
{o Metallic Zinc Paint for Metal Surfaces 





tl ciataianesih 2 


' 
sponses. —— 


jerry 6 OTAVE..... 
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Insulation 


LOW HEAT CONDUCTIVITY of granular insulation 


has been demonstrated at several do-it-yourself shows 


to illustrate how insulation saves fuel 





Practical Demonstrations 
(begins on page 122) 





efit was derived from the addi 
tional orders which came in stead- 
ily weeks after the show. 

Similar do-it-yourself demon 
strations boosted floor tile and 
other building materials sales at 
the George S. Rhoads Lumber Co., 
Sayville, N. Y., the Hunt Materi 
als Co., Huntington, N. Y., and 
the Nassau-Suffolk Lumber Corp. 
yard at Westbury, N. Y. 


Plastic Laminate Promotion 


For three weeks every customer 
of the Reed Supply Co., Thomas 
ville, N. C., was handed a mimeo- 
graphed invitation to attend an 
evening demonstration on how to 
apply plastic laminates to cocktail 
tables and counter tops. 

The response was excellent and 
125 people crowded around to see 
a 90-minute demonstration and 
ask questions about plastic lami 
nates. Those who attended set off 
a chain reaction by telling their 
friends how easy plastic laminate 
is to apply. Reed’s sales of plastic 
laminates and accessories climbed 
steadily upward. 

By holding several demonstra- 
tions each year, rather than one 
elaborate do-it-yourself show, sev 
eral dealers attract a_ steady 
stream of prospects. 


Everyone Enthusiastic 


Using a home improvement 
theme in its promotion of handy 
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1955, 


man classes brought 75 homeown 

ers to the showroom of Oakridge 

(Ore.) Building Supply Co. on cold 

February nights. 

Manager Robert R. Rogers points 
out the advantages of scheduling 
the classes in the early part of the 
year: 

“Besides bringing in people with 
a genuine interest in home im- 
provements, the staff has adequate 
time to plan the classes after the 
January inventory. This also gives 
our salesmen leads to follow up in 
the spring when the homeowner 
is likely to start a job.” 

Summing up the results of the 
February evening sessions, Rogers 
points out that: 

—Sales of previously slow-moving 
items stepped up when people 
had an opportunity to see how 
they were applied. 


—More women came into the store. 


—The classes developed an excel- 
lent prospect list. 


—More people inquired about the 
firm’s financing plan. 


—Contractors appreciated the con- 
tacts and extra business devel- 
oped by the classes. 


—The firm’s salespeople were en- 
thusiastic about the classes and 
became interested in the home- 
owner's problems. Consequently, 
their sales talk reflected more 
down-to-earth experience and 
obvicus sincerity. 
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‘ See te 

; hea Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the profit-mak- 
ing benefits of a De WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF De WaA tt features and operating ad- 
vantages: 


~ +i 


e One low-cost machine that does ALL the work of 
a swing, saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


New 


e Savings of up to 60% or more in capital equipment 
investment alone. AMF Dre WALT does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 

e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall — instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De WA t’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-1 10” Saw with FULL 1'2 H.P. Motor ... complete for only $395 DELIVERED 
(custom-built 12 H.P. motor, 10” saw blade, 4 detachable steel legs included) 


Po 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 


* Top-side Cutting for Safest Cutting Hd 
¢ 90% Savings in Layout and Marking Time a \ 

* Reduces Waste —Salvages More Lumber j I AL g 

* One-minute Change-over, No Shut-down Worries , 4 - 

* Reduced Fatigue, Greatest Operating Ease and Safety | | POWER TOOLS 





| 

| * Years-ahead Design— Does Not Outmode Itself 

} * Modern Straight-line Materials Handling 

| ¢ Unusual and Special Jobs Handled Easily i 








<a 


AMF DE WALT, perr. at-55-9, LANCASTER, PA. 








| 
SEND FOR FREE NEW IDEA BOOK ON | Please send me your new idea book for industry. | 
INDUSTRY! 16 pages packed with | 4 
illustrations. Shows you dozens of ways | NAME 
to cut costs on cutting jobs, | : 
time-motion study. | ADDRESS 
| 
1) cy STATE__ 
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STORE DEMONSTRATION helps sell power tools at Hech- 


inger’s. Exhibit also includes full line of accessories 


CREATING A SALES ATMOSPHERE 





Sawdust Parties Help 
Sell Power Tools 


How Washington, D. C. dealer 
draws hundreds of students to wood- 
working classes, charges them $5 for the 


privilege, then sells them tools! 


Selling power tools successfully, whether you are 
a small-town or big-city dealer, will depend on the 
amount of intelligent promotion behind the program. 

One of the most successful retail outlets for power 
tool equipment in the country is Hechinger’s with 
five stores in the Washington, D. C., area. This ag- 
gressive firm doesn’t depend on just one promotional 
medium to attract prospects for tools. It uses large 
newspaper display space, TV programs, direct mail 
and store demonstrations. 


Sawdust Parties Popular 


Their “Sawdust Parties,” planned to attract the 
attention of woodworking hobbyists, had sufficient 
popular appeal that the Washington Post carried an 
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illustrated feature article on one of these informal 
promotions. 

One good reason for Hechinger’s success has been 
the step-by-step promotion plan available from the 
tool manufacturer. It carries everything from the 
list of materials needed for each demonstration to 
the selection of an instructor and typical questions 
students are likely to ask following each demonstra- 
tion. A day-to-day time table tells dealers exactly 
what to do preceding each meeting, so no detail is 
overlooked. 

Admission to the Sawdust Party, the informal 
warmup meeting for the course, is by ticket. These 
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Washington Post Photos 


DIPLOMAS ARE AWARDED grad 
uates by A. R. Lett, manager of 
Hechinger’s power tool department 
This is a feature of the manufac 
turers’ carefully-prepared promo 
tion. 





PRACTICAL DEMONSTRATION of 
all-purpose tool is this colonial stool, 
which instructor Wesley Moss is hold 
ing before the class. Classroom is the 
basement of Hechinger’s Georgia Ave- 
nue store. 


POWER WOODWORKING TOOLS ex- 
cite the interest of the whole family, 
young people as well as adults. These 
pictures were taken at Hechinger’s 


“ 





successful “Sawdust Parties,” which 
attracted over 300 students. 


can be reserved by phone or mail. Each ticket stub 
is numbered, giving the holder a chance for door 
prizes. Each class session opens with a 20-minute 
non-commercial movie in color, explaining a specific 
woodworking technique. Then the class instructor 
goes over the specific operation covered by the movie 
with a live demonstration, followed by questions from 
the audience, then refreshments. 

Hechinger’s staged four Sawdust Parties and had 
a total of 303 students in its various woodworking 
classes. 

A minimum registration fee of $5 is required of 
students who take the five-week woodworking course 
in power tools. Students must also buy “Power Tool 
Woodworking for Everyone,” the required textbook. 
These two stipulations automatically limit the enroll- 
ment to serious students, all good prospects for major 
power tools. 
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Sample Promotion 


Special promotions on power tools are made 
before Christmas and Father's Day in addition | 
to strong fall and spring advertising. These 
ads also feature budget terms and the line, 
“pays for itself in use.’ 

Here's an excerpt from a direct mail letter 
announcing the meeting: 

"Whether you're a novice or an expert or 
just a man who likes to putter around the 
wollen or garage, you're sure to learn some- 
thing useful and helpful. You'll be amazed at 
the things you can construct or repair in your 
own home. You will receive woodworking tips 
and will be shown how you can turn out com- 
pleted projects with a real professional finish.” 
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Greatest flush door 


sales story ever told 


--and it’s all about the Curtis New Londoner! 


You’ll hear plenty of claims these days, about this or that brand 
of hollow-core flush door. All in all, it gets a little confusing for 
a dealer—or anyone. But one manufacturer—Curtis—offers you 
positive proof that Curtis New Londoner hollow-core flush doors 
stand up even in toughest service—to create customer satisfac- 
tion and repeat sales and profits for you. 

The illustrations on the opposite page show some of the many 
“torture tests’’ which Curtis uses to prove the superiority of 
Curtis New Londoner doors. And, added to this, is the experi- 
ence gained in over 5,000,000 installations of these doors that 
won’t warp, won’t sag, but will keep their shape in any climate. 

No use boring you with details—but you might want to know 
that the exclusive Curtis all wood hollow-core construction, with 
its patented locked-in grid, assures the kind of flush door that 
can build your prestige while it builds your profits. 

Why not join the Curtis woodwork dealers who sell this better 
door? Curtis also makes the American line of solid-core flush 
doors—and panel doors in several styles. Complete information 
is yours for the asking—write Curtis Companies Service Bureau, 
Clinton, Lowa. 


1866 
CURTIS WOODWORK Blake 


Heart of the Home WOODWORK 
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529,879 bangs can’t faze it! 642,934 hard slams didn’t hurt it! 


Here’s a pendulum that bangs a 35-lb. weight against Slammed 72 times per minute—the equivalent of a life- 
the Curtis New Londoner door 38 times per minute. time of slamming—the Curtis New Londoner door 
After 529,879 bangs, the door was still good as new. came through this tough test unscarred, unmarred. 








‘‘Chamber of horrors’’ can’t horrify Foggy, foggy dew leaves ’em flat 

From 110° F. to 0°—over and over through 166 long After undergoing more than 3 months of humidity 
cycles of sweltering heat and below freezing cold! Did changes from highs of 90% -95% to lows of 20%-30%, 
this long, severe test hurt the door? Not on your life! New Londoner doors were still flat and perfectly aligned. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 


A Department of Curtis Companies Incorporated 


Clinton, lowa « Wausau, Wis. « Chicago, Ill. ¢ Sioux City, lowa 
FLUSH DOORS | Lincoln, Nebr. ¢ Topeka, Kan. ¢ Minneapolis, Minn. « New London, Wis. 
Rema | 
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OAK FLOORING SCRAPS at this WEEK-END HANDYMEN make it a 
same tirm become impulse items when habit to visit the bargain barn of the 
packaged and promoted as you see Villaume Box & Lumber Co., St. Paul, 
them here Minn 


Bargains — People Love ’Em! 


And you'll build up your drop-in 
trade by establishing a bargain corner in 


your store or yard. 


Everybody loves a bargain. Many dealers are 
capitalizing on this psychology by establishing 
bargain bins, economy corners and _ special 
buildings or sections of the store or warehouse 
to display marked-down merchandise. 


Some dealers have found it necessary to order 
carloads of shorts to keep their bargain corners 
supplied. Store traffic is improved and custom- 
ers who need material for small repair or hobby 
jobs benefit from this service. 





COLORFUL SIGNS attract customers to the . F apm 
Brannum Lumber Company’s bargain shed Oftentimes, if the handyman can’t find what 
in Racine, Wis. Overhead garage door is he wants in the bargain center, he will buy the 
used for demonstration item at regular prices. 


UPSTAIRS bar- 
gain basement at 
Hanna Lumber 
Co., Tulsa, Okla 

utilizes forme: 
waste space. 
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increase your profit 
volume with these 





BEST 
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*>SELLERS “= 


The Malta line reads like fascinating fiction. It is a 
success story based on the experiences of hundreds 
and hundreds of Malta dealers. And there are more and more every 
day who are finding Malta a fast-moving, profitable wood window line. 
Little wonder, though. Builders like the easy, economical! installation 
of Malta windows . . . and their sales-ability, too. Homebuyers like 
their functional and durable beauty. 
If you are not now profiting with the Malta quality line . . . sure to 
continue in the lead . . . write or see your Malta jobber soon. Or if you 
prefer, write us direct for further information. 


MALT-A-VENT... the modern, 





MALT-A-MATIC. ... the popular, 


multi-purpose unit double-hung unit with removable sash 


Operating or fixed units, 
ready to install. Use for 
awnings, ribbons, case- 
ments or combine for 
window walls and inter- 
esting groups. Grooved 
sill permits perfect align- 
ment, easy stacking. 
Packed 2 units in each 
carton, screens in place 
Fifteen sizes. 


MALT-A-GLIDE... horizontal sliding 


wood window with removable sash 


For large glass areas, 
ribbon windows, picture 
walls, Silent operating, 
horizontal sliding, easy- 
to-remove removable 
sash. Fully weather- 
)\ stripped, watertight seal. 


Outstanding Malta features 


Malta units feature easy-to- 
remove jamb liners for instal- 
lation in walls of varying 
thicknesses . . . full metal 
weatherstripping that elimi- 
nates sticking and rattling, 
and seals out drafts. Sash is 
readily removable. 


Supreme Quality Since 1901 


The ‘‘standard’’ for quality 
double-hung units, Fully 
modular and adaptable to 
every wall thickness, every 
type of construction, Preci- 
sion-milled, 2” outside 
moulded casing. Rustproof, 
spring-loaded metal weath- 
erstripping permits easy ad- 
justment for finger-tip oper- 
ation, All sizes available. 


.. fully-balanced, 


double-hung unit — with removable sash 


Has the new combination 
aluminum weatherstrip with 
invisible parting stop bal- 
ance. Adaptable to any 
type of constructon. Chem- 
ically treated for water re- 
pellency and years of extra 
service, 


MANUFACTURING COMPANY 
5 eh ita. Ather Ohio 
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Do-it-Yourself Program 


PLENTY OF PARKING SPACE is available because Jones’ 


new showroom is set back from the street 


rolled asphalt 


Notice how the porch over-hang provides a 


Surface is cold 


protected area for outdoor seasonal displays 


GARDEN EQUIPMENT is located directly in front of the 
wide windows during the summer months. 
the windows illuminate the displays at night. 


Spotlights over 


..+ Jump Sales 40% in Just Five Months 


Incorporating a strong do-it 
yourself appeal into their mer- 
chandising program and new show- 
room resulted in a 40% increase in 
overall sales in five months for the 
Ft. Worth, Tex. suburb. 

According to Guy L. Cummings, 
Jr., general manager, the do-it- 
yourself trade is attracted because 
of: departmentalized products; 
smart front windows; a wide-cov- 
erage advertising program; free 
pamphlets and plans; an efficient 
financing service and a handy re- 
freshment room. 

“The way sales trends are 
going,” says Cummings, “we real- 
ized that the modern building ma- 
terials dealer must appeal to the 
homeowner trade as well as con- 
tractors. Our new program has 
resulted in a 60% increase in do- 
it-yourself sales and a similar in- 
crease in financed home improve- 
ment projects. Also, we have more 
women coming into our store than 
ever before.” 


Departmentalized Products. The 
firm expanded and departmental- 
ized product lines to include paint, 
builders hardware, garden equip- 
ment, sporting goods, air-condi- 
tioning units and power and hand 
tools. Departments are neatly ar- 
ranged to promote self-service and 
browsing. 

Wherever possible, products car- 
ry large, red price tags. Boards, 
do-it-yourself aluminum, gypsum 
board, plywood and similar mate- 
rials are priced by the piece. Store 
hours have been arranged to ap- 
peal to homeowners: 7:30 a. m. to 
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Departmentalizing all products, lighting show win- 
dows and free literature and plans attracts homeowners to 
the Jones Lumber Co., Haltom City, Tex. 


5:30 p. m 
urday. 
Selling Windows. Because of 
seven-foot high, plate glass win- 
dows which extend 78-feet across 
the front of the 98’ x 30’ building, 


Monday through Sat- 


HANDY NAIL COUNTER with a selection board speeds customer service 
bins in the counter slide out allowing easy access to nails 


display board 


September 9 


the entire showroom serves as a 
window display. Nine ceiling 
strings of fluorescent lights and 
spotlights make the showroom 
stand out brilliantly at night. The 

(continued on page 136) 


The 
Scale is hidden by the 
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You'll save a lot of storage space... 
boost profits too...with 


KEYSTONE z 


TENSION SCREENS 


EVEN WITH ONE EYE CLOSED you can see that 
Keystone Tension Screens take only a fraction of the 
storage space used by ordinary screens. Besides that, 
Keystone Tensions do away with costly labor 
charges. Like other merchandise, they come to you 
complete ...ready to sell at a standard mark-up. 
Profitable business is assured. 

Keystone Tension Screens are all-aluminum 
..don’t rust or stain the woodwork... last 
far longer...cost less than old-fashioned 
screens...never have to be painted... 
save time, bother and expense in 
every way. 

For top sales and profits, write us 
for all the facts about Keystones. 











ONLY KEYSTONE TENSION SCREENS HAVE ALL THESE ADVANTAGES: 


| 


One screw in upper blind Only two small, neat, Tension catch on sill se- | Free-floating sill bar Flat wire 5-strand sel- 
stop holds each remov- permanent brackets are curely adjusts Keystone | readily adjusts screen to vage assures strong ver- 
able top bracket. | located on the sill. Screen with turn of knob. off-level or uneven sill. tical edges. 


3G 4-weed, i= 


WIRE CLOTH COMPANY 


Hanover, Pa. « Fostoria, Ohio 
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CUT-OFF HOUSE is located directly behind the showroom 
Do-it-yourself customers get speedy service on special-cut 


orders 


spots, located over the windows in- 
side, are beamed at the seasonal 
display islands nearest the win- 
dows. The glass is always kept 
free of posters and signs. 

A seven-foot projection over the 
sidewalk in front provides an ex- 
cellent space for outdoor seasonai 
displays. The building is set back 
from the heavily-traveled highway 
to allow parking for 25 cars. 


Wide-coverage Advertising Pro- 
gram. Display ads — aimed at the 
do-it-yourself trade — are run con- 
sistently in a local weekly news- 
paper. Classified ads offering free 
estimates and complete financing 
for remodeling projects appear in 
the nearby Ft. Worth paper daily. 
Advertising trailers in color are 
run at a local drive-in theatre each 
evening every other week. Spot an- 
nouncements are used on two radio 
stations during special sales. 
About 500 copies of a home im- 
provement magazine are mailed 
each month; about 200 copies are 
given to customers in the store. 


Free Pamphlets and Plans. A 
wide selection of pamphlets and 
plans are spotted near the center 
of the store for customers at no 
charge. The literature is spread 
on do-it-yourself tables made from 
plywood panels and wrought iron 
legs. 


Has Efficient Financing Service. 
Jones cheerfully offers FHA Title 
| financing for home improve- 
ments. A large sign on the win- 
dows of the glassed-in office area 
says: Repaint! Remodel! Kepuair! 
No money down; 36 months to pay! 
About one-half of the projects are 
done by homeowners and half are 
performed by contractors recom- 
mended by the store. 

An outside salesman is specifi- 
cally assigned to screen all leads 
produced by advertising and other 
sources, He makes one call to de- 
termine whether the job is definite ; 
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ROOM AIR CONDITIONERS and window units are also 
located near the front of the showroom. 


Prominent, red 


price tags are attached to each unit. 


if the customer is ready, the sales- 
man immediately makes an esti- 
mate. On a second call, the sales- 
man brings the carpenters and gets 
them started. Often, the carpen- 
ters will start a project and the 
horneowner will do the finishing. 
The firm has a close tie-in with 
a local bank. All paper work on 
financing is handled in the Jones’ 
office and transferred to the bank 
to save the customer a trip. 
Handy Refreshment Room. An 
always-open refreshment room is 
located just beyond the billing 
counter behind the showroom, A 
coffee pot is kept brewing and a 
coke machine is located nearby. 
Tables and chairs are available, 
and customers and employes often 


Dealer Pointer 


step in to discuss projects. Con- 
tractors are encouraged to use the 
room to go over house plans with 
their prospects. A kitchen-cabinet 
unit serves as live display. 

“We have a 500-home project un- 
derway in this area,” says Cum- 
mings, “and we find that the new 
homeowners are excellent pros- 
pects for lawn and garden needs.” 

In addition to Cummings, other 
Jones’ executives are: Clarence 
Jones, owner; Frank Paschal}, 
showroom manager; and Alton 
sennett, yard manager. Mr. Jones 
son, Briley Jones, an architectural 
engineer, designed the new show- 
room and he will be in charge of 
commercial and residential plan- 
ning on his return from the service. 
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Hang Hinges on Hardboard 


A panel of perforated hardboard 
mounted on the wall makes an 
ideal place to diplay hinges and 
latches at the Home Supply and 
Building Materials Co., Wauke- 
sha, Wis. 

The perforated hardboard is 
painted a bright color to attract 
attention from any point in the 
showroom. Customers can easily 
select their hinges from a glass 
binned island. Prices are promi- 
nent on both the wall display and 
on each glass bin compartment. 


When answering advertisements please 
mention 


AMERICAN LUMBERMAN 
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Johnny-on- 
the-Spot... 


your local 





Your independent plywood jobber is Johnny- 
on-the-spot! That means quicker delivery of 
the supplies you need . . . faster service to keep 
your jobs moving, your customers satisfied. 


Because your local plywood jobber is a local 
businessman, he’s as near to you as your tele- 
phone. He’s up-to-date on your market, your 
needs, your newest business opportunities. He’s 
your backstopper, too. You don’t have to tie up 
money in a wealth of idle supplies, he’s got what 
you need, when you need it. And the dollars you 
spend with him stay right in your own backyard, 
returning to you over and over again! 


plywood 
iobber | 


YOUR LOCAL PLYWOOD JOBBER DELIVERS THESE 
5 EXTRA SERVICES AT NO EXTRA COST... 


@ Quicker delivery 
@ Personal interest 


@ On-the-spot inventory ... frees 
your working capital 


@ Helps your salesmen develop new, 
profitable business 


o Maintains a diversified stock, with 
a wide choice for most jobs 


Evans Products Company, Dept. $-9, Plymouth, Mich. 
Plants at: Coos Bay and Roseburg, Ore.; Vancouver, B. C, 
Sales Offices: Plymouth, Mich.; New York, N, Y.; Chicago, 
Ill.; Coos Bay, Ore. 


1905—FIR PLYWOOD GOLDEN JUBILEE—1955 


DFPA grade-marked for uniform quality 
LVANEER F/R PLYWOOD Evaneer is a T.M. of Evans Products Co. + Evans is an associate member of the NPDA 
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CREATING A SALES ATMOSPHERE 





Short Lengths — 


BUILD PLAY HOUSES like this one 
built by an Oklahoma dealer 


BUILD DOG HOUSES like these at Central Hardware, St. Louis, Mo. 


By John Reno, Utilization Director 


The Pacific Lumber Company 


Short length lumber is a major 
headache to some, a major source 
of profit to others. 

To begin with, make up your 
mind that one sure way to in- 
crease your total profitable busi- 
ness is to sell more shorts. Believe 
it or not, some retailers purposely 
buy shorts because they have built 
up a demand for them among 
their customers. 

Probably the outstanding case 
of this kind is a large retail deal- 
er in the Chicago area. This deal- 
er has established “economy cor- 
ners” in each of his yards, where 
he sells short length lumber as 
well as other odds and ends. 


Buys Straight Cars 
This particular retailer buys 
straight cars of shorts 1”x4/12” 
wide by 3/5’ long from us. He has 
done such a good job of promoting 


BUILD HOG HOUSES like these being built by many rural retail lumber dealers 
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Here are some hot tips that will tell 
you how to turn your scraps into profit- 
able sales. 


Long Profits 


BUILD SAND BOXES like this one at 
the Coy Lumber Co., Libertyville, Ill. 


and selling these short pieces that 
no one sawmill, including our- 
selves, can supply him enough to 
meet his needs. He buys shorts 
from several sawmills. 

This retailer price-marks each 
piece and credits a lot of his suc- 
cess in selling shorts to the fact 
that the “shoulder trade” can 
walk into the economy corner, 
pick out the pieces wanted and 
carry them to the cashier to com- 
plete the sale. 

In addition to being cheaper in 
price, shorts are a lot easier to 
handle, ship and store at home. 

Most of the lumber in these 
economy corners is 82S or S48. 

Many other retailers in various 
parts of the country now have sim- 
ilar economy corners or display 
bins. We recommend to any retail- 
er who is bothered by surplus 
shorts that he consider doing like- 
wise. Start an economy corner and 
advertise it. Do not mark the 
grade or anything else except the 
price on each piece. The customer 
buys on appearance and price 
only. 


Of course shorts in siding, pan- 
eling and other items are just as 
bothersome as S48 short pieces. 
We will discuss all of them as we 
go along. 

Many estimators in  lumber- 
yards make up materia! lists for 
builders. They have the blueprints 
and can see what lengths of “V” 
joint, finish, siding and other 
items will be needed. Here is the 
place to start the sale of short 
lengths to the builders. Save them 
money and sell your shorts by put- 
ting them on the material lists. 
Price the “longs” a little above 
your average price and the 
shorts at a lower figure. Make 
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BUILD SMALL GREENHOUSES like this one built by Progress Lum- 


ber Co., Redwood, Calif. 


it worth the builders’ while to use 
your shorts. 


Ask the Customer 


The city desk men, the shed 
men and the yard men should all 
be trained to ask the buyer, “What 
are you going to cut these long 
pieces to?” 

When he sells the customer the 
needed shorts, he saves the cus- 


tomer money and gets rid of the 
surplus. 


Very little finish and 
lumber is actually used in long 
lengths. There are endless uses 
for short lengths if you will only 
investigate the end-use and make 
it worth the customers’ while to 
buy short lengths. Ask every cus- 
tomer if the long lumber for which 
he asks is to be cut into short 


trim 
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LONG PROFITS 
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lengths—-and then save him money 
by selling shorts. 


In addition to having surplus 
shorts, some retail yards have sur- 
plus labor time. Why not combine 
the two—surplus shorts and sur- 
plus labor—to produce some profit- 
making sales items? 


What are some of the items? 


Well, there is the old standby 
porch and yard furniture. The 
author personally built seven 
porch chairs out of short 1”x4” 
and 1”x6” redwood pieces. These 
chairs are the envy of the neigh- 
borhood. Small picnic tables can 
be built out of shorts in any thick- 
ness—1", 114”, 11%”, or 2”; also 
small outdoor benches and tables. 
The author also used short pieces 
of 1”x8” for book shelves in his 
living room, 


How about doll houses and dog 
houses to use up short pieces of 
siding, flooring, trim and finish? 
And don’t forget sand boxes for 
the kids. Build them and prom- 
inently display them! 


I also have seen sheds built by 
retailers for the small fry; so- 
called shacks for the back yard for 
sleeping out and for play purposes. 
And how about the rural retail 
lumber dealer—what can he build 
out of shorts in addition to “chick 


sales”? 


Short pieces of siding, flooring, 
paneling, S48, even moldings, 
can be used in some or all of the 
above. Some of the items could be 
built and put on display while oth- 
ers, of course, would have to be 
sold first and then built to order. 


Blueprints are available for al- 
most any item you can mention. 


Sell the Schools 


Wonderful outlets for short 
length lumber in practically all 
communities are the manual arts 
classes in the high schools and 
grade schools. These student wood- 
working shops use a lot of lum- 
ber and shorts are satisfactory for 
practically all their purposes. A 
related activity is the trade school 
often operated in cooperation with 
the building trades union. 


How about in your community? 


If everybody concerned would 
just realize that most of the lum- 
ber used is cut into short lengths, 
there would be no problem of 
shorts. Those who have realized 
it and have done something about 
it, are making a profit on shorts. 


Why don’t you? 
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BUILD CABINS like this one by Rio Grande Lumber Co., Albuquerque, N. M 








Profitable Buildings to Prefab 


All of the following can be built right in the dealer's yard by his men 
and displayed out front. He can sell the display samples or he can furnish 
the plans and the short lumber for the farmer or homeowner to do his 


own building: 


individual calf pens 
hog feeders 
hog houses 


silage bunk 
compost bins 
tool sheds 


built-up panels for brooder houses 


rabbit hutches 

cattle feed racks 

sheep feed racks 

sheep feeders 

poultry feeders 

nests 

portable poultry houses 


troughs 
tanks 
vat: 
grain bin 
cribs 


vegetable & fruit sticks or stakes 


Both city and rural retailers could pre-build out of shorts and suc- 
cessfully market: 


gable ends for house 
storm and screen sash 
floor bridging 

porch steps 

door sets 

shelving units 
cabinets 

house signs 

patio floors 

trellises 

pergolas 

wood awnings 

wood louvers 


fence sections (many styles) 


snow fence gates 
yard lamps 
children's furniture 


feu hey 


5 1UO8s 


garden boxes 

flower boxes 

portable greenhouse benche: 

smal! greenhouses 

work benches 

step ladders 

picture frames 

toys 

bee hives 

small cooling tower: 

tent pegs 

store signs 

pallets 

boxes of various kinds 

bed slats and other furniture parts 

stock for upholstery frames (sell 
to local furniture factories) 
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Day after Day... 
More and more 
Architects - Builders 


and Home owners 
demand Top-Quality 














AS A. 


Oak flooring 
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Once again the trend is towards beautifully grained 
natural woods. Home owners demand it. 

Architects demand wood in their specifications of 
fine floors. Join the trend to increased sales and 
profits by using and selling the best. You will find 
it pays through satisfied customers that help 

bring you repeat business. Try OZARK BRAND 
Oak Flooring on your next order and you 


will be convinced. Write, wire or call us collect 








on quotations and delivery. 
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BISMARCK, MISSOURI PHONE 115 
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You cover both home 


when you sell CELOTEX CEILING 


Celotex Tile Board is designed for use in new 
construction and remodeling. It provides 
distinctive ceiling beauty plus the added in- 
sulation that increases year-round comfort. 
Important, too, is the cost-saving factor . . . for 
Celotex Tile Board builds, decorates, and in- 
sulates all at once. Installation is fast and 
simple — with snug interlocking joints hiding 
all staples or nails. 

Celotex Tile Board goes beautifully with 
any type of wall treatment . .. wood paneling, 
paint, wallpaper, or Celotex Finish Plank. For 





modern or traditional interiors, the various 
shapes, sizes and textures can be combined to 
achieve a wide variety of appropriate and dis- 
tinctive patterns. 

Only Celotex Tile Board is made of strong, 
tough Louisiana cane fibers effectively pro- 
tected against dry rot and termite attack by the 
exclusive Ferox Process. 

Contact your Celotex representative now, 
to see samples and hear the complete story. 
Make the most of these 2 big markets: Feature 
multi-purpose Celotex Ceiling Tile Board! 


Special New “E-Z’" Joint Design 


Conceals Staples or Nailheads—Speeds 
Application. New, improved “E-Z” joint 
securely interlocks panels. Tapered tongue 
permits easy positioning without forcing, 
and improved stapling (or nailing) flange 
simplifies fastening of panels. Stapler cuts 
application time up to 50%, 








markets 


TILE BOARD... 


Celotex National Advertising: Your ‘55 Business-Builder! 


More than ever before the '55 Celotex national ad- Feature Celotex Ceiling Tile Board and the many 
vertising campaign will work for you in both the new other products of the famous Celotex line. It pays off 
home construction and the do-it-yourself markets! in a big way: You'll find sales are easier to make, and 
Colorful, eye-catching ads in THE SATURDAY EVENING are made more often . . . because over a third of a cen- 
POST, BETTER HOMES & GARDENS, AMERICAN HOME tury of national advertising has created countrywide 
help pre-sell prospects, direct them to you preference for the brand name Celotex! 


Sales come easier BUILDING 
when you feature genuine C ELOT EX PRODUCTS 
REG. VU. S. PAT. OFF. 


THE CELOTEX CORPORATION, 120 SOUTH LA SALLE STREET, CHICAGO 3, ILLINOIS 
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It takes “Big Mill” facilities 
to produce “Big Mill” lumber 


“Big Mill” quality makes 
SOUTHWEST Ponderosa Pine easier to sell 


Take 25 years experience, modern machines and 
the desire to give better service. Add choice logs from virgin We ship 
high altitude forests, rigid grading standards, scientific kiln 
drying, plus “BIG MILL” manufacture. And you get — 6,000 cars 
SoutHwest Ponderosa Pine — definitely a better product. 

3 “a a year 
Always quick delivery on either straight or mixed cars. Write 
today for the name of your nearest SOUTHWEST representative. 


Southwest | LUMBER MILLS, INC. 


Ge. On ee SS PHEEwIZ, ARVCZORA 
SIDING ° SHEATHING * SUB-FLOORING « ROOF DECKING e 








PANELING * INTERIOR FINISH 
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“We put a lifetime 
of good looks and 
fire-safety into our roof ~ 





say Sherman Huffman, Melvin Huffman 
fone Z. G. Huffman, Jr., of Huffman 
Bros., Charleston, West Virginia, build- 

ers of this hillside ranch house. 
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Here's what the Gold Bond 
“Economy 250” roof means to you! 


Saat 


Now you can offer your builder cus- in today’s home construction for Gold 
tomers a permanent material that gives Bond ‘Economy 250’,”’ 
them a beautiful roof and saves on ma- 
terials and labor at the same time. The Stock this outstanding new roofing ma- 
Huffman brothers say: ‘“‘We used Gold terial and be ready to meet the increas- 
Bond Corrugated Asbestone to give this ing demand of builders everywhere for 
fast-selling Charleston house a roof that the new ‘‘Charleston Roof’’. Send the 
will stay bright and fresh looking per- coupon below for literature, including 
manently and stand up in all kinds of construction details on the ‘‘Charleston 
weather. There’s a very definite place Roof’’ and the famous ‘‘Kokomo House’’. 


NATIONAL GYPSUM COMPANY + BUFFALO 2, NEW YORK 


t NATIONAL Gypsum CoMPANY 
/ Dept. AL-96, Buffalo 2, N. Y 


/ Please send me the con 


3 , struction detail literature on 
ICM TART) CORRUGATED | iets tiacetin ot an 


ASBESTONE I Nome o 
Gold Bond , pre SRE: 


J City County Zone State / 
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The convenient location of wholesale warehouses makes on-the-job delivery possible within just a few hours. 


cause their wholesalers always maintain complete stocks, the Combs Lumber Company can always rely on fast service. 


“Four kinds of customers make 
wholesaler warehousing a must for us” 


says R. K. Esselburn, Manager, 


Combs Lumber Company, Zanesville, Ohio 


“Because our company deals with four distinct 
classes of trade—home owners, contractors, indus- 
try, and farmers—we have to be able to supply a 
wide variety of materials at all times,” says Mr. 
Esselburn. “By letting wholesalers take on a big 
share of our inventory burden, we avoid tying up 
capital, warehouse space, and also simplify om 
operation considerably. 

“Our large 
stocks conveniently near our yards,” continues Mr 


wholesalers maintain complete 


Esselburn. “Their service is always fast and re 
liable, so we're able to close sales knowing that we 
can supply any material, in any size or color, and 
deliver it to the job site right on schedule.” 

In addition to savings on warehousing and in- 
ventory, wholesalers offer Combs Lumber Com- 
pany greater buying economy. By buying in 
large quantities, the wholesaler can often pass 
along lower prices on less-than-carload shipments. 
Equally valuable is the sales training, merchan- 


(For more data on advertised products fill in coupon om page 308) Sepfember 5, 


dising help, and product information that whole 
salers give to Combs’ salesmen 

Reduced capital investment, reliable service, 
greater buying economy, and practical selling 
helps are just a few of the reasons why Mr. Essel- 
burn, like so many lumber dealers, prefers to do 
Faster turnover 
less risk of obsolescence, and understanding credit 


business through wholesalers. 


are some of the other advantages. 

The Armstrong Cork Company has long be- 
lieved that the many services wholesalers offer are 
vital to the efficient operation and continuing 
growth of the building materials business. That's 
why you'll find Armstrong Building Products sold 
only by well-managed, experienced wholesalers. 


(Armstrong 


3509 Rieker Avenue, Lancaster, Penna. 
Temlok® 
Insulating Wool °* 


Cushiontone® 
All-Purpose Cements 


Monowall® °¢ 
Hardboards °* 
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in an exclusive American Lumberman series 


Here’s a design for a wall fixture that can display to advantage 


everything from paint to cabinet hardware. It can be used as an open 


unit arranged with shelves or equipped with modular storage cabinets. 


basic sidewall unit 


The use of the walls in a showroom to display 
merchandise is almost as old as retailing itself. 
And the reasons are obvious—you can stock a 
huge quantity of merchandise per foot of floor 
space used, you can keep related products together 
on a wall fixture taking as much area as necessary 
to show a full line of products. 


In designing a showroom building one of the 
most important considerations is to provide 
enough wall space for sidewall fixtures. Addi- 
tional windows may bring in daylight but fre- 
quently at a sacrifice to economical store layout. 
High strip windows or plastics roof domes are one 
answer to this problem of more light but adequate 
wall space. 


Brand-new design. American Lumberman’s 
sidewall unit is quite a departure from the old 
fashioned fixtures of years ago. Engineered into 
the design is remarkable flexibility, new ideas on 
lighting and easy-to-use signing for departmental 
identification. 


The basic structure is eight feet wide and a 
dealer can extend his sidewall units in multiples 
of eight feet to cover a wall of any length. A 
modular four foot design is also available to fill- 
out wall areas not covered by the eight foot basic 
unit. 


Lighted canopy. We especially recommend the 
treatment on the canopy lighting. Each eight foot 
unit has a white plastic insert overhead with de- 
partment signs in re-useable plastic letters ap- 
plied over the background. The plastic letters are 
charged with static electricity and adhere without 
adhesives. Slimline fluorescents in the canopy il- 
luminate both the department sign and the mer- 
chandise directly below. The design also calls 
for spotlights in the canopy area to give added 
sales punch and sparkle to such items as tools 
and hardware. 


The flexibility of the fixture is increased by the 
use of two, modular 4x8’ back panels which can 
be made of either plywood or perforated hard- 


board. Many dealers will want to try both types 
of back panels depending upon the kinds of 
merchandise they wish to display. At any time the 
panels can be removed and switched to another 
sidewall fixture. 


Concealed storage. The dealer who likes con- 
cealed storage space has been considered in work- 
ing out this design. Drawings show how to con- 
struct a base storage cabinet with several alterna- 
tives in the way of doors and sliding shelves. Stor- 
age cabinets are also detailed that can be used 
directly on the back panel either as individual 
units or stacked from the base of the unit to the 
canopy. Lower cabinets merely slip into the fix- 
ture. Upper storage cabinets are suspended from 
metal standards or if the merchandise is light in 
weight from perforated hardboard if this is used 
for the back panel. Ail storage cabinets can be 
removed at any time and transferred to another 
sidewall unit. 


Drawings also illustrate the installation of 
swinging panels of the Multiplex-type directly 
into a sidewall unit. Doors and product informa- 
tion panels can be displayed in this manner. The 
dealer needing storage for bolts and small items 
has been taken care of with detailed drawings. 
This unit, too, slips in and is removable from the 
fixture. 


Glass binning. A _ sidewal! fixture just isn’t 
used effectively without glass binning that en- 
courages customer shopping and reasonable in- 
ventorying of each item. “Out of the boxes and 
into the bins is a good axiom for more volume.” 
The glass binning instructions are extremely com- 
plete and show several easy ways to handle this very 
important phase of fixture merchandising. 

The sidewall fixture is constructed from stock 
plywood available in any lumberyard. Sources for 
the heavy-duty fixture hardware, plastic for the 
canopy, multicolored enamel paint finish and 
identification letters for the department sign are 
all listed on the blueprints. 
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basic wall unit 


Working drawings and the complete material 
list for both lumber and hardware are avail- 
able from this magazine. The set of blue- 
prints includes working drawings, various 
modifications of the basic unit, glass binning, 
lighting and methods for department identifi- 
cation. Just a few of the ways the fixture 
can be used are discussed on the previous 
page and illustrated on this spread. The com- 
plete set is $8.75, postpaid. Please send in 
your order to American Lumberman, 139 N. 
Clark St., Chicago 2, Ill. 














Save money, build your own fixtures. 


\ 
a oe 












































148 





——_ 






Detail of canopy structure. 
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Wall Fixture Dimensions 
Height: 1003," 

Width: 96" p 
Depth: 32" 3 














Open unit before installation of shelves or cabinets. 
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Cut-out letters may be 
used in the canopy. 
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Wall unit with storage 
cabinets. 
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Removable insert panels 
may be either perforated 
hardboard or plywood. 











modern store design 


4 Pre, 


NEXT ISSUE; Further modifications of this sidewall 
fixture are described in the September 19 issue. You 
will see how this fixture can change with your 


merchandising slant. Why it’s a fixture design that 
will never be “dated.” 
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) | THE BUILDING 
SPOTLIGHTS MATERIALS 
‘ DEALER 


ol 


.-.in an “Extra-Profit Preview” at the 


1955 BUILDING PRODUCTS EXPOSITION 


Sponsored by the National Retail Lumber Dealers Association 


Cleveland - October 11-14 


This LIVING Preview is launched in cooperation with the 
N.R.L. D. A., in exhibit form designed to dramatically demon- 
strate how your firm can become a real center of Building 
and Modernization in your own community. Visit LIVING’s 


~ your firm as headqua te os 
exhibit and avail yourself of the many selling and promotional for Building and Moderniza- 


plans designed to increase your sales. Profit by the experience 
of dealers who are working in cooperation with LIVING and 
opening up their way to greater profits. 


tion, Ask about LIVING‘s © 


Each month LIVING carries the advertising of Building 
Materials manufacturers who are successfully pre-selling their 
products to 2,800,000 prime prospects as well as to thousands 
of Building Materials dealers who read LIVING. 


Be sure to get the October issue of LIVING and read the 

important articles devoted to the Building and Modernization \ for 
problems of young couples that were successfully solved by _ Building and 
working with the Building and Materials Dealer in their own Modernization 


rial lor 


The<Zeality of L V N G produces, vitality 


LIVING for Young Homemakers * A Street and Smith Publication * 575 Madison Ave., New York 22, N. Y. 
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NATIONAL LOCK 
CchoctaPak 


offers... 


e 
HANDY “PAK’’ HAS CLEAR ACETATE SLIDE COVER 
. . - CAN BE OPENED WITHOUT DAMAGING THE PACKAGE 


This attractive box effectively displays merchandise . . . stimulates customer interest. Clear acetate 
slide cover permits the customer to open “Pak”, examine hardware and reclose . . , without 
damaging the package! “Select-a-Pakaging” saves sales clerk's time ... makes sales 


efforts more profitable .. . outmodes the old-fashioned envelope (at no increase in cost). 


‘ \ SS j j 
. ~ ee _ 7 ™ io Z \ 9 ae 
SLIDE IT OPEN EXAMINE SLIDE IT SHUT 
MERCHANDISE 


STURDY “PAK’’ ASSURES DEPENDABLE PRODUCT 
PROTECTION ... ON THE COUNTER, IN THE HOME 


Sturdily constructed and functionally designed, “Select-a-Pak” 
protects the glistening finishes of National Lock products at all times. Acetate 
slide cover fits snugly ... keeps merchandise in position, Write for Catalog-Price List 


No. 255 giving details on complete “Select-a-Pak” merchandising program, 


Originator of “Select-a-Pak” ... Leader in Merchandising 


NATIONAL LOCK COMPANY 


Rockford, Illinois © Merchant Sales Division 


CRs cr) mesS.:CsCéd? iy 


FURNITURE SCREWS 


CABINET NATIONAL BUILDERS SASH CABINET 
CASTERS, AND BOLTS 


HARDWARE LOCKSETS HARDWARE HARDWARE LOCKS 
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ANNOUNCING...the hardest-hitting “sales 
Traffic-stopping floor display 


and 


ae 


an 


Consowenw 


the nation’s finest plastic surf acing 


bons lel fi 


merchandise rack! 


Featuring 

the revolutionary 
color-guide 
book... 
“Color Magic with 
Consoweld” 


Counter Display Section 


Yours—FREE—with basic stock order!* 


Yes, this $54-value display is yours—ab- 
solutely free—when you order just two 
crates of fast-selling Consoweld (your 
choice of assorted patterns and colors). 
Here’s a real traffic-builder! Attention- 
getting illustrations .. . literature pocket 

.. and a sturdy wrought-iron merchan- 
dise rack, where beautiful Consoweld 
panels can be seen—and sold! 

And that isn’t all! Display includes 
Consoweld’s amazing new book, ‘Color 
Magic with Consoweld.”’ The entire Con- 
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soweld line has been color-tuned by Color 
Research Institute of America. This book 
interprets the work of these recognized ex- 
perts in terms that any home owner can 
quickly understand. Thanks to this new 
book, color selection is easy and foolproof 
. regardless of your customer’s basic 
color scheme! Here’s a tool that helps 
close sales for you! 
This outstanding merchandising team is 
your opportunity for an additional source 
of profit. 
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team’ in the plastic surfacing business! 


Sales-stimulating color-guide book 
“Color Magic with Consoweld”’ 


*Stock order can be your choice of Consoweld 10, 
extra-thick plastic surfacing especially made for ‘‘do- 
it-yourself’”’ use, or Consoweld 6, standard 1/16” 
thickness. Other display options, involving smaller 
stock order or outright purchase, are also available. 


CONSOWELD 


the nation’s finest plastic surfacing 
: good, ft a Calo Chitine 


See these Consoweld sales helps at 
NRLD Convention, Cleveland, October 11-15. 


MAIL THIS COUPON TODAY 


Consoweld Corporation, Wisconsin Rapids, Wisconsin A195 


Please advise the name of my Consoweld Distributor 
and send details on Consoweld’s new Merchandising 
Display. 
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POST YOUR ADS in the store. It 
reminds your customers of additional 
bargains and familiarizes your em 
ployes with your current ad, 


GOOD TELEPHONE TECHNIQUE 
will do a lot to step up your sales 
(See story for further details.) 
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FASTER SERVICE is the trend in all merchandising establishments. Signs like 


these encourage quick service 


5 Easy Steps to 


Better Customer Relations 


Every dealer can put these five ideas to work. Why not 


start today? 


Someone has said that “people 
are more important than money.” 
By treating people as they like to 
be treated, it is possible to make 
money as well as friends. 

A beautiful store stocked with 
merchandise still requires intel- 
ligent salesmen, who know their 
products and how to get people 
to buy them. In the limited space 
available here, we will pass along 
a few of the ideas that should 
help make your organization more 
efficient in its customer contacts. 


1. Greet each customer. Be sure 
and acknowledge the presence of 
each customer who comes in the 
door. A salesman or a reception- 
ist should be stationed near the 
entrance to direct the customer to 
the proper department or deter- 
mine whether he is “just looking.” 

Neglect can kill more customers 
than most anything else. If all 
the salesmen are busy, a friendly 
greeting and reassurance that “it 
won't be but a minute,” will hold 
customers who might otherwise 
walk out. 


2. Faster service. Many dealers 


have found that a grocery-store 
type of numbering system is espe- 
cially good for the store and yard 
on busy week ends. A system of 
quick customer service can be 
promoted by making sure that 
items are clearly identified, priced 
and attractively displayed. A 
checkout counter near the door 
will speedup customer turnover. 
(See American Lumberman, 
March 7, 1955, page 66, “How to 


Sept miber 


Build a Checkout 
Quick Service.’’) 


3. Identification. To prevent a 
customer being mistaken for a 
clerk, many dealers are identify- 
ing their salesmen by badges, spe- 
cial shirts or uniforms. One Tuc- 
son firm has dressed its salesmen 
in Bermuda shorts and pith hel- 
mets for the hot weather months. 

And speaking of identification: 
check your people on their out- 
side phone contacts to be sure 
they give their own name as well 
as the firm name in answering, 
thereby establishing a personal 
contact with the customer at once. 
(Write for American Lumberman’s 
reprint, “How to Make More Sales 
by Telephone.” ) 


Counter for 


1. Advertising. Make sure your 
own employes are familiar with 
the products and prices featured 
in each ad so they can talk intel- 
ligently with customers. For 
ready reference, post several of 
your ads in conspicuous places 
around the store. 


5. Sales meetings. Don’t allow 
the hectic day-to-day operational 
details to stop you from holding 
regular sales meetings to discuss 
new products, customer relations, 
credit and every other phase of 
your business. Ask your suppliers 
for a list of films to show at these 
meetings. (Write American Lum- 
berman, 139 North Clark Street, 
Chicago 2, for loan of two films: 
one, a 16mm film, “By Jupiter,” on 
customer relations; the second, a 
sound-slide film, “Selling Against 
Resistance.”’) 

LOSS. 
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THERE'S MORE 

VOLUME AND 
PROFIT IN 
TIME-TESTED 


\1 
when YOU wan’ 


pLastie PIPE 


WHERE AND 


vy CARLON 


Carlon Plastic Pipe 


..- backed by the industry's greatest experience 


4 


BUILDING 


When you sell Carlon plastic pipe, there’s no chance for customer dissatisfaction 


and expensive complaints. Here’s why... 


Carlon originated plastic pipe and has made more of it 
than anyone else. More than 47,000 miles of Carlon pipe 
are in service. No one can match this experience. 


During the years Carlon has been making and sellin 

& y g B 
plastic pipe, we've run into all of the problems others 
yet must face. We’ve found out through experience how 


to make our pipe stronger, more useful, more dependable. 


To give you better, more versatile plastic pipe, Carlon 
maintains the only research center in the world devoted 
entirely to the improvement and development of plastic 
pipe. Here were developed all of the features that make 
Carlon pipe so outstanding: resistance to oxidation and 
sunlight and stress cracking. 


ONLY CARLON OFFERS A CoM- 
PLETE LINE of plastic pipe for 
every type of service: water, 
gas, chemicals, acids, sewers, 


field drainage, irrigation. 


Propucts MERCHANDISER 


CARLON 


10225 MEECH AVE... CLEVELAND 5, OHIO 
WORLD'S LARGEST MANUFACTURER OF PLASTIC PIPE 
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CARLON- 
THE PIPE WITH THE STRIPE 


can always be identified . . 
years of severe underground service. Every 


. even after 


foot is guaranteed forever against rot, rust 
and electrolytic corrosion. This guarantee 
is backed by the reputation of the oldest 
manufacturer of plastic pipe. 


You can profit too 


Carlon can use a few more dealers and 
jobbers in some areas. If you are interested 
in the high volume and generous profits 
possible with Carlon pipe, write for 


information. 
(CB) +B 


BUY THE a>, With THe STRire 


PRODUCTS CORPORATION 


155 





— ev 


SALES TRAINING BRUSHUP 





te 


PRIZE TRIPS are sometimes used for sales incentives. Most dealers will want 


to spread the prizes among many contestants. 


Courtesy United Airlines 


Send an Employe to Hawaii? 


Perhaps not, but your 
salesmen need incentives. 
Here are some ideas that will 


help you map your program. 


To keep any salesman’s enthu- 
siasm at fever pitch, incentives of 
some kind are necessary. The 
question is what kind of incentive 
should it be, how much and how 
long should it be continued. 

Types of contests. There are 
many types of contests which will 
stimulate business and arouse em 
ploye’s interest. Contests to sell 
slow-moving, seasonal and dam- 
aged merchandise; contests to in 
crease budget selling; contests to 
push certain specialty or seasonal 
products; contests to increase im- 
pulse sales; contests to step up 
packaged sales; contests to im 
prove store and yard housekeep- 
ing. 

Dramatize your contest. Get as 
much excitement and color as 
possible into your contest. Here 
are some ideas. Use a simulated 
horse race with each of your 
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salesmen a jockey; paste a big 
head and shoulders picture of each 
salesman on the jockey’s body. 
Or set up a scoreboard so each 
man can see exactly how he is do- 
ing. In the football season, let 
each man or department represent 
a college team; arrange a similar 
setup for the baseball season. 


Explain the contest. The pur- 
pose of the contest should be 
thoroughly explained at a meet- 
ing of all employes, giving them 
an opportunity to ask questions at 
the same time. Point out that the 
efforts of every member of the or- 
ganization from truck driver to 
bookkeeper are important to make 
the program a success. For that 
reason, everyone in the organiza- 
tion should be eligible for a prize. 
This is possible by having a pool 
of points based on sales with 
added incentive points going to 
the men who actually make the 
sale. Let each department com- 
pete against their respective sales 
records for the same period a year 
ago. No contest should be run 
whereby one man or department 
is in direct competition with an- 
other to the extent of trying to get 
credit for the sale. 


September 5 


Make it short. Keep contests 
quite short, usually not more than 
a month, unless you are offering 
a substantial prize based on pack- 
aged sales. A short, concentrated 
effort is much better than a long 
drawn-out contest in which in- 
terest wanes. A contest based on 
packaged sales, for example, might 
run for a month; an odds-and- 
ends sale for one or two weeks 
and a contest to push impulse mer- 
chandise for the same period. 


Cash or merchandise? The na 
ture and length of the contest may 
determine your decision on this 
question. There are many types of 
merchandise prize incentive pro- 
grams available. Write to Ameri- 
can Lumberman for the names of 
several currently being used by 
retail lumber dealers. 


Contest prizes. It is important 
to get the wife and, if possible, 
the entire family interested in the 
contest and to offer as wide a 
range of prizes as possible. For 
that reason, some dealers are 
turning to merchandise prizes. A 
catalog is sent to the home of each 
contestant and regular mailings 

(continued on page 302) 
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"Fastest 
Moving Pipe 
| ever 
Handled’ 


“I’ve never seen anything like it. Got a shipment 
in recently and hardly had time to stack it . . . sold 
out! My customers know about Orangeburg . . . ask 
for it by name . . . they tell me it’s the easiest-to- 
handle sewer and drain pipe they've ever used. 
Couple of hammer taps and its joints are sealed 

.. root-proof! And I notice, too, more and more 
customers insist on genuine Orangeburg . . . both 
Root-proof and Perforated. They recognize the 
high quality and durability of genuine Orange- 
burg. National advertising and proved perform- 
ance have created an amazing demand. Orange- 
burg is the fastest moving pipe I ever handled, and 


of course, the faster it moves, the more money I 
make. I stock all sizes — 2’, 3”, 4”, 5”, 6”, and 
I’m sure glad I do,” 


Use Orangeburg Root-Proof Pipe for bouse-to- 
sewer and septic tank connections, conductor lines 
from down spouts, storm drains . . 
pressure outside lines. 


. other non- 


Use Orangeburg Perforated Pipe for foundation 
drains, septic tank disposal fields and draining wet 
spots everywhere. 

WRITE for soles aid folder and complete catalog 
to Dept. AL-95, 


Your customers want Genuine Orangeburg... 


sit out 
national 
prod 
‘W 


4, 
clevela® 
october 


ROOT-PROOF 
FITTINGS 


ORANGEBURG MANUFACTURING CO., INC. - Orangeburg, N. Y. « West Coast Plant: Newark, Calif. 


ORANGEBURG’ 


ORANGEBURG ~— -_ ® 


They look for the trademark! 


Vs BEND WYE Ye BEND TEE 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


*tHoll Hardwood Co, . « « we + + + <OConto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types: all types Heavy Duty Flooring. 


“tJ, W. Wells Lumber Co, . . . . « Menominee, Mich. 

Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 

Custom kiln drying. Upper ates Bard Maple and Birch lumber, 
rough. 


“Edward Hines Lumber Go, . . « « « «  Ghileago, Ill, 
Mill at Bergland, Michigan 
Sales Otfice—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


Gadillac-Soo Lumber Go, . . . . Sault Ste, Marie, Mich. 


Northern Hardwoods, Hard ea ._~— . Hemlock, White Pine. 
Modern Dry Kilns. Facilities for Suria . Resawing, etc. 


“Copeland LumberGo, . . « « « + + + «Ghleago, IM, 


Mills — Marquette and Cusino. Michigan 
Sales Office — CHICAGO — 135 8S. La Salle St. 
Hardwoods, White Pine and Hemlock. 


tMember Maple Flooring Mfrs. Assn. 


*tAhonen Lumber Go, . . « » + « » (ronwood, Mich, 
rthe cods, Hemlock, White Pine, . Planiag Mill 
Moledere Dre Rice, “AAA” beend’ MEMA Haréwoed’ Plesring. 
Hardwood and Softwood Pallets. 


*Kimberly-Clark of Michigan, Inc. . . Stics Neenah, Wis, 


Mills at Marenisco, Mich. 
Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


*Goodman Lumber Company . . . . » Goodman, Wis, 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


“Michigan Pole & Tle Go. . . . . « Newberry, Mich. 


Northern Hardwood Lumber, Old Faithiul Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
Roddis Lumber & Veneer Co. of Mich. 


Roddis Lbr. & Veneer Co., Lid...... Sault Ste. Marie, 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., fone. 
Birch, Fig. Hdwd. Ven‘r'd Doors. Plywd. Modern Dry Kiln facilities. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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“We do more than $5000 worth of business 
in Pressure-Creosoted Posts each year,’ 


says Darrell R. Lester, Manager 
Magnolia Farmers Elevator Company and Lumber Yard 


“When we first started to stock the Magnolia, Minnesota 
pressure-treated posts,” says Mr. 

Lester, “one carload of posts would 

take care of all the calls for a year. 

Now, we sell more than $5000 worth 

of posts in a year.” 


Free Sales Helps for YOU! 


To help you promote the sale of 
pressure-creosoted posts, United 
States Steel — the producer of USS 
CREOSOTE — has made available two 
folders. These free folders are de- 
signed to be used as give-aways to 
fence posts prospects. They cover in 
detail the best way to plan and in- 
stall farm and ranch fences and 
stress the importance of using only 
pressure-creosoted posts for these 
fences. 


%, \ : eo \ 


Also available for your use are 
free newspaper mats which you can 
run in your local newspaper with 
your own signature. 

These sales aids are available from 
treaters who use USS Creosore in 
treating top quality farm posts, poles 
and lumber. Send in the coupon and 
it will be forwarded to the treater 
nearest you. 


Agricultural Extension 
United States Steel Corporation 
525 William Penn Place, Pittsburgh 30, Pa. 


Please send me information on your merchandising program for pressure- 
creosoted products. 


Address 
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Another Fenevtra steel window is set in place by foreman, 
Adam Huber (facing camera) and workmen of Krutschnitt 
Construction, Inc., builders of the much-publicized “House 
that Home Built.” The California architects, Jones and 
Emmons, designed this three-bedroom, two-bath home to 
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show that “California-style,” large-window-area homes are 
practical and can add to the enjoyment of indoor-outdoor 
living in all parts of the country, all climates. Over 260 
square feet of window area are featured in this functional, 
one-story home on Cleveland, Ohio's West Side. 


q— 


Here Arlene Francis, star of NBC's morning “Home” 
television 
Fenestra 


show, demonstrates the advantages of 
Windows to millions of housewives. It's 
powerful pre-selling that cuts down your selling time — 
helps create the kind of satisfied customers that build 
your reputation and business. Display banners and 
cards, newspaper ad mats, photos are all available 
to you, free of charge, to help you capitalize on the 
consumer acceptance this television advertising 
creates. Ali available through your local Fenestra 


Representative. 
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Fenestra Steel Windows featured in 
NBC “House that Home Built” 


House on Cleveland, Ohio’s West Side will also feature Fenestra Sliding Closet Doors 


and Fenestra’s Strand Garage Door 


When builder Peter Krutschnitt chose the 
products for Cleveland’s “House that Home 
Built,” he naturally wanted “name” products to 
make the most of the big promotion this house 
will enjoy. And he wanted quality. 

His window choice of Fenestra* proves the 
point. Well advertised, well known—visitors will 
recognize such wonderful laborsaving features 
as finger-tip operation . . . air-deflector venti- 
lators for better ventilation . . . safe, easy clean- 
ing of both sides of the window, from inside the 
room .. . easily attached screens and storms .. . 
the window beauty added inside and outside the 
house . . . the extra daylight let in by slender 
steel frames that have strength without bulk, 
hold larger glass lights. 

These are features you can use as powerful 


sales arguments. You'll also like the fact that 
you can sell Fenestra windows ready-trimmed, 
and as a complete package of window, hardware, 
storms and screens. And you can offer a choice 
of two different finishes—the standard prime- 
painted and Bonderized finish that’s ideal if 
color is to be used, and the deluxe Hot-Dip 
Galvanized and Bonderized finish that will 
never need painting for protection (but which may 
be painted for decoration if desired). 

For full details on the Fenestra story, contact 
your local Fenestra representative, who is listed 
in the yellow pages of your phone directory. 
Or write, wire or call America’s oldest and 
largest steel window manufacturer, Detroit Steel 
Products Co., Dept. AL-9, 2246 East Grand 
Boulevard, Detroit 11, Michigan. +a 


Windows - Hardware ~ Casings - Screens - Storm Sash 


Fenestra cas RESIDENTIAL WINDOWS 


GALVANIZED-BONDERIZED-STEEL — THE STRONGEST MATERIAL, CORROSION-PROOFED FOR LIFE! 


Enthusiastic, promotion-minded Art Karnis, co-owner with 
Peter Krutschnitt, and superintendent on this job, planned a 
gala opening of Cleveland's “House that Home Built” during 
National Home Week. Only 30, he’s a seasoned builder- 
businessman — owns the successful “Babyland” store on Cleve- 
land's growing West Side. The house itself contains 3000 


BUILDING PropucTs MERCHANDISER 
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square feet of living space, all on one floor—-is located on a 
big corner lot 148’ x 150’, at West 130th and Bagley Road, 
This first deluxe model will sell for approximately $33,500, 
and Karnis hopes to sell a number of similar homes at 
$28,500, plus lot. All these homes will also feature Fenestra 
Windows and Doors, as well as Strand Garage Doors. 
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WESLOCK’S 
New #598 voccser 


Smartly modern in its simplicity of design, the 
New Weslock #598 Entry Handle Lockset 
adds distinctive beauty to any entry door. 


Solid brass, bronze or aluminum trim 
Completely reversible 

Self-adjusting for doors from 1%” to 2%” 
Simply installed — like all Weslocks 

For the first time — an Entry Handle Lockset 
priced to meet the modest budget 

Standard Weslock 5-pin tumbler. Available 
in keying combinations with any Weslock 


+s © 


. 












=. ~~. = 


~K SPECIAL INTRODUCTORY 
OFFER: 


Contact your jobber 
or write for details. 


ae 





ae 








Keep your eye on Weslock VIEW 


Wes es 
ESLOCK 


GENERAL OFFICES: 211 NORTH MADISON AVENUE, LOS ANGELES 4, CALIFORNIA ° 








WESTERN LOCK MFG. CO. 


Manufacturers of Weslock Residential Locksets and Building Hardware 


FACTORY: HUNTINGTON PARK, CALIFORNIA 
See us at booths 26-27-28 at the NATIONAL BUILDERS’ HARDWARE EXPOSITION, St. Louis 
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...66% 


DEALERS! DRAlit MARKUP 


New weatherstrip for DO-IT-YOURSELF market 


BRINGS YOU NEW PROFITS 











DRAFTITE ...a new weatherstrip door 
seal that initially has received wide ac- 
ceptance by both dealers and customers 
alike. 


DRAFPTITE ... seals doors against pene- 


trating drafts or dust. Pays for itself in 
reduced fuel bills. 


SALES IMPACT yoy YOUR MARKUP 66% 


COUNTER DISPLAY Order your 


z stock now— DRAPFPTITE . . . nationally advertised to 

FURNISHED sell for $2.49...acomplete package... 
4 see your 17 feet of weatherstrip to seal the largest 

FREE distributor stock door. Your cost is $1.50 per package. 





* TRADEMARK 


Nationally Advertised 


to bring you sales 


Full-Page Color Ads tie in with DO-IT-YOURSELF issues... 
September Popular Science...October Popular Mechanics. 4,300,000 


readership circulation! 


I : 


BUILDING PRODUCTS DIVISION « LEXINGTON, KY. 
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GUN TACKERS are rapidly 

taking the place of hammer 

and nails for many fastening 

jobs in INDUSTRY and DO-IT- 

YOURSELF. Don't let these 
ever-increasing markets by- 

pass you, Mr. Dealer. Get 

behind the ARROW TACKER LINE — see your 
VOLUME and PROFITS increase. Let your We do nol 
customers and prospects know that you're sell direct to 
one of the dealers referred to in ARROW . Te NR consumer. 
NATIONAL ADS. is Sold only 

; ~ = through 

Everytime you sell an ARROW TACKER you mend > the trade. 
will have a steady customer for staple DON’T DELAY! ORDER FROM YOUR 
refills, Remember! Tackers constantly use JOBBER TODAY! 

Staples, like hammers use nails. Mr. Dealer: \f your jobber cannot supply you, give 


us his name so that we can send him full particulars. 


PIONEERS AND PACESETTERS FOR OVER A QUARTER CENTURY 


ARROW FASTENER COMPANY, INC. - ONE JUNIUS STREET, BROOKLYN 12, N.Y. 


UG hy 
Te 
NEED - 


Use COnp 
Ore, 4 Wren, © 
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SELLING 
THE PACKAGE 





you can bring in more customers with the ad- 
vertising and promotion ideas included in this 
section. 





ana ee [xr eae REA RAD: 
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By using Raynor doors exclusively on his own 
warehouse—here is a Raynor dealer who gives 
his customers a reason to buy Raynor with 


confidence. 


With his warehouse equipped exclusively with 
Raynor Wood Sectional overhead doors—this 
Raynor dealer provides on-the-spot proof of the 
smooth, effortless performance built into every 
Raynor door. With working models prominently 
displayed on his building material “super market” 
this dealer is able to explain and very impressively 
demonstrate the important advantages of the Raynor 
patented graduated seal and the many other out- 
standing Raynor construction features. 


This endorsement of the Raynor line is 
typical of hundreds of aggressive building 
material dealers who have discovered the 
profitable advantaze of representing a door 
company that is ‘apahle of fulfilling their 
entire residential, commercial and indus- 
trial door requirements. 


KavNor 


WOOD. SECTIONAL 
OVERHEAD DOORS 


CLIP AND MAIL 
THIS COUPON FOR 
FURTHER DETAKS 


Please send literature on the complete Raynor line. 
NAME 
ADDRESS 


ciry ZONE STATE ; 
MAIL THIS COUPON TO RAYNOR MPG. CO., DIXON, ILL. 














Room Additions 


Market Potential 


There are more than eight million owners of 
one-family homes who are now faced with the 
necessity of expanding their living quarters, 
according to the Gypsum Association. These 
eight million homeowners, therefore, are prime 
sales prospects for room additions. 

The average amount of money spent by home- 
owners for room additions in the first five 
months of 1955 was $466, according to the 
United States Department of Commerce. In 
many cases, the amount spent per room addition 
was more than $1,000. 

About 6% of the homeowners recently sur- 
veyed by American Magazine said they were 
planning to add one or more extra rooms to 
their homes. 


Products for this Package 


Here’s a list of basic building materials and 
accessory items that can be included in a sale 
of a room addition: 

Concrete, cement block, mortar, chalk line, 
nails, dimension, boards; sheathing, building 
paper, siding; blanket or batt or loose insula- 
tion; roof sheathing or decking; windows, doors, 
builders’ hardware, glass; wall and ceiling ma- 
terials; heating accessories, wiring, light fix- 
tures, molding and trim; roofing, gutters, down- 
spouts and flashing; sub-flooring, finish flooring, 
paint; weatherstripping, calking, sliding closet 
doors and hardware; unfinished furniture; hand 
and power tools. 
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1 Basement and Utility Windows 
2 Galvanized Area Walls 

















WINDOWS AREA WALLS 
Made from %-inch hot-rolled steel sections, Made of 16-gauge copper-bearing gal- 
Donley windows are electrically welded for vanized steel, Donley area walls are 
strength and are individually fitted at the ribbed for strength, but expose mini- 
factory to assure tight closure. Donley win- mum area to frost action. They 
dows have two-position stops and open have 38-inch spans, project 
from the top. Two types of sash available 16-inches and are available 
in standard sizes, for either putty or no- in five heights. 
et panne Send for Donley’s new Metal Building 
Products catalog today! 





OTHER DONLEY PRODUCTS TO SELL 


a7 SS Ventilator 





Ash Pit Door 
Incinerator 


QODQOQQO00000) wercer Door fi 
DOOD0HUO00000 


Foundation Ventilator 


“SUPERMARKET-SHOPPING” AT DONLEY’S i an 
j fj - 














Incinerator Fire Doors 


SAVES YOU MONEY 


4, 











13928 Miles Avenue . Cleveland 5, Ohio 
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MONTH AFTER MONTH 





FIR PLYWOOD 
ADS TELL MILLIONS 





“SEE YOUR | 


LUMBE 
DEALER” 








RIGHT NOW, DFPA is spending thousands Now DFPA’s theme “SEE YOUR LUMBER 
of dollars every month to tell America’s DEALER’ keynotes a dramatic 3-page fir 
‘millions: “SEE YOUR LUMBER DEALER.” plywood ad in the September 24th issue 
We said it in LIFE, June 27th:..in the of the Saturday Evening pos’. 
August AMERICAN HOME...in Septembe1 Customers will be seeing you. 
POPULAR SCIENCE...in scores of other We urge that vou see your fir plywood 
magazines, jobber, and order more fir plywood* Now. 
Play it safe when you_order on DFPA grade 





ANOTHER REASON WHY FIR PLYWOOD’S 50TH 








trademarked fir plywood —qualit: 


issure performance and customer 


eleliicl® Baa) M208. 2°lelme 3h le) aT vale), Be 


tested by DFPA to 


satistaction 


“=RASBAS 


TACOMA 2, WASH 

















\ 
” 





can tanid with won 
By, with fir plywors 
t dees man «oh bes 
& few of the m 
the maternal It h 
Ahutionized « dened treet tact : : wet helpful plans trl icdors bwwat 
sd : Wn ok 


idhin 


ood — pos 


wtualls pas 


soap, : See Your Lumber Deale 


wei 4x a sheets, fir pl ri 


‘ w 


SEE THIS DRAMATIC 

3-PAGE FIR PLYWOOD AD 

IN SEPT. 24th POST 

AGAIN REPEATING DFPA SLOGAN 


“SEE YOUR LUMBER DEALER” 





Be sure and visit the DFPA Booth (No. 231) at the 
NRLDA Convention in Cleveland, October 11—14. 











BIRTHDAY MEANS MANY PROFITABLE RETURNS FOR YOU 





by Name 





6 Reasons 

why Dur-O-wal. is 
STRONGER, FASTER 
AT LESS COST 





Patented Dur-O-wal. Sets 
the Pace for Reinforcing 
Quality and Performance 


asonry industry leaders 
throughout the nation hail 
butt-weld Dur-O-wol for per- 
formance, quality and economy. 
Masons prefer Dur-O-wol be- 
cause it loys flat works 
fast. . . handles easily. 


@ Mechenicel Bond every 8 
inches of wall @ High Ten- 
sile Steel (100,000 p.s.i.), 
shipped in convenient 10 foot 
lengths @ Double Mortar 
Leck ot each weld @ Electric 
Butt Welds place all rods 
on a single plone @ Knurled 
Side Rods lay straight and 
flat due to hardness of steel 
@ Trussed Design causes side 
rods to work together. 


The masonry industry pre- 
fers Dur-O-wal becouse it sofe- 
guards the beauty of masonry 
by providing both vertical and 
horizontal reinforcing in all 
types of masonry walls. 


Butt-Weld e Trussed Design 












the Backbone of Steel 
for EVERY masonry wall 


GET ALL THE FACTS TODAY from the Dur-O-wol plant neorest 


you Literature now available with new research data from 
independent tests. Request information today. 

SYRACUSE 1, N.Y, Dur-O-wal Products, Inc., Box 628 

TOLEDO 5&, OHIO Dur-O-wal, Inc., 165 Utoh Street 
BIRMINGHAM 7, ALA. Dur-O-wol Products of Alo. Inc., Box 5446 
PHOENIX. ARIZ. Dur-O-wol Div., Frontier Mfg. Co., Box 49 
CBDAR RAPIDS, 1A. Dur-O-wal Div., Dept. |-C, Cedar Rapids Block Co 
170 




















Attic Rooms 


Market Potential 


About 20% 
who need 
attics. 


of the eight million homeowners 
additional space have expandable 


Thousands of lumber dealers are located near 
housing projects that include homes with unfin- 
ished attics. One big sale argument for these 
homes was that the attic could be converted into 
one or more comfortable rooms as the size of 
the family increased. 

Homeowners spend from $50 to $600 install- 
ing an attic room. The average price for mate- 
rials for an attic room runs about $150. 


Products for this Package 


Here is a list of the materials and accessory 
items than can be sold with an attic room pack- 
age: 

Framing lumber, furring strips, insulation, 
attic louvers; sub-flooring and finish flooring; 
resilient floor covering; interior doors, sliding 
or folding closet doors and hardware; windows, 
glass, calking, weatherstripping; wall and ceil- 
ing coverings; hardware, nails, ventilating fan, 
wiring; lighting fixtures, heating accessories, 
paint, unfinished furniture; hand and power 
tools; folding stairway; conventional stair ma- 
terials. 


(For more date on advertised products fill in coupon on page 308) September 5, 1955, American LUMBERMAN AND 
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If you’re not, you should be. It’s a 
set-up—everything’s waiting for you. 
No distributor ever dreamed of a bet- 
ter opportunity! This is TRANSLUX, 
the fiber glass panelling that wins 
every comparison hands down—comes 
in more colors, more shapes and sizes, 
couldn’t be easier to handle—and yet it 
actually costs less than inferior panel- 
ling. Better yet, TRANSLUX is the 
only fiber glass panel that has uniform 
thickness, weight and strength, per- 
fect surface without air bubbles or 
fibers showing, permanent color, light- 
fixed. But then, you'd expect nothing 
less than the best from the largest in- 
tegrated producer of fiber glass panels 
in the United States - AMERICAN 
POLYGLAS, makers of POLYGLAS 
(flat sheets), TRANSLUX (corru- 
gated sheets, smooth or crinkled finish) 
in 1%, 2%, 2.67 inch corrugations and 
flat panels. If you can use or distribute 
5,000 square feet of fiber glass panel- 
ing per month, you can profit by our 
special distributor discounts. Write 
for complete information and speci- 
fications. 


OLYGLAS CORP. 


Carlstadt, New Jersey 
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‘Feels softer 
to the cutter” 


says |. A. Biddle 
of Biddle Building Materials 
Harrison, Ohio 


“Brand ‘B’ felt softer to the cut- 
ter and snapped off straight and 
crisp.” Mr. Biddle had just test- 
cut four well-known brands of 
single-strength window glass. 

The brands were identified only 
A, B, C or D. He tried 


several cuts on each. He picked 


by letters 





“B”’ as the easiest to cut, every time! 

*“B” was L:O-F. 28 out of the 30 
dealers who took this test picked 
L:O-F! 

Why does L’O’F cut easier? Be- 
cause it is annealed more slowly, 
more patiently. 

That makes it less brittle and 


more “‘even 


” 


in structure. So it’s 
a safer buy for your customers, 


too 


“Blindfold Test’’ 
Yourself! 


Cut L-O-F first, last, or in between 
the other brands. Run any kind of a 
cut you want. You'll see why you 
have fewer bad cuts, less waste and 
more profit with L-O-F. 

Call your nearest L-O-F Distribu- 
tor. These local businessmen are 
listed under “Glass” in the yellow 


pages of phone books in many prin- 
cipal cities throughout the country. 
And send for your free booklet— 
“For Greater Profits in Window 
Glass”. 

Write Libbey-Owens-Ford Glass 
Company, 608 Madison Avenue, 
Toledo 3, Ohio. 


Bhd LIBBEY-OWENS-FORD che casy-to-cut WINDOW GLASS 


172 (For more data on advertised products fill in coupon on page 308) September 5, 1955, AMERICAN 
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>=, PRIME 
Pictured here: RUSCO’S Horizontal Slide Prime Window dentin how easily W t mM DD | @ | WI s. 


the sliding panels can be removed—from the inside—for safe, easy clean- 
ing. All Rusco Prime Windows are available with wood or metal casings. 


Every Rusco Prime WINDOW is a needed, wanted and highly merchandisable product, NATIONALLY 
ADVERTISED and serviced by The F, C. Russell Company’s own factory trained field organization, 


Rusco products are profitable and easy to sell. Alert Architects and Builders, in ever increasing 
numbers, specify Rusco. 


You’ll make more money on Rusco Prime Windows because you get the entire profit on the complete 
window. Your Builder customers will save money on labor, installation, painting, glazing and 
adjustment! The total installed cost is often less than the cheapest window on the market! 


USCO eg. had OG 4% selt/ 


® No on-the-job glazing, painting, fitting or] 


new RUSCO FLOOR DISPLAY helps 
later adjusting | dealers demonstrate and sell! 


Available with insulating sash (optional) exmnsiheni winniaia 
that provides MagicPanel year ‘round, The new deluxe Rusco floor display packs nusco 





- PRIME WIndows 
rain-proof, draft-free, filtered-screen ven- 


tilation 
Built-in felt weatherstripping 


Fiberglas Screen that won't rot, corrode . ? 
or stain — never needs painting features Builders and their customers look 


a lot of sales power into one complete 
selling unit. Your salesmen can visually 
demonstrate the many exclusive Rusco 


Sliding glass panels removable from the for! A small amount of your valuable 
inside for easy cleaning floor space will enabie you to reap a great 
Glass replacement is quick and easy with 
Rusco’s vinyl plastic spline that serves as 
“putty’’ and can be re-used. 


sales volume. Ask about this important 
new point-of-purchase salesmaker! 








DEALER OPPORTUNITY — interested dealers are 
invited to write, to the address below, for details, 





THE F.C.RUSSELL COMPANY 


Dept. 7-AL 95, Cleveland 1, Ohio « in Canada: Toronto 13, Ont. 





PRIME WINDOWS « SCREEN AND STORM DOOR COMBINATION *« AWNINGS *« DOOR CANOPIES 
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Sell | 
MORE 























do--yoursel, 


New do-it-yourself customers are headed for 
your lumber yard, building supply house or 
millwork store just as soon as you offer them 
the chance to have the luxury and beauty of 
CEDARCO cedar-lined storage space in their 
homes. 


Added beauty and value for any home 


Yationally HOUSE BEAUTIFUL * HOUSE & GARDEN 
tduertised ta  \IVING FOR YOUNG HOMEMAKERS 


CEDARCO, made of genuine Tennessee Aro- 
matic Red Cedar, comes tongue-and-grooved, 
with matched ends—ready for immediate instal- 
lation by the handyman over exposed wail 
studs, plaster or wallboard. Each 8-foot bundle 
(50 board feet) is machine spiral wrapped, and 
cap-sealed on both ends. They handle easily, 
you can store them safely and economically. 


Only CEDARCO closet lining offers your cus- 
tomers a written guarantee against moth dam- 
age! With CEDARCO’s give-away Planning 
Charts for easy figuring, your customers know 
quickly and accurately the amount of CEDARCO 
lining needed for a specific storage space. 


Every customer who can drive a nail is looking for an 
easy, practical way to add big-time luxury to his home. 


CEDARCO 


GUARANTEED CLOSET LINING IS THE SELLING ANSWER 


Sold wholesale only © Write for name of your nearect distributor 


GILES & KENDALL COMPANY 
P.O. Box D Huntsville, Ala. 


174 
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Basement Recreation 
Rooms 


Market Potential 


More than half of the eight million homeown- 
ers who need additional living space have full 
or partial basements. 


There is virtually no ceiling on the amount 
some people will spend in fixing up a recreation 
room in the basement. One family in a small 
town in Indiana spent more than $7,000 over a 
period of years in fixing up a two-room play area 
in their basement. 


About half of the customers for basement 
recreation room packages want the best mate- 
rials for a play room that they can be justifiably 
proud of. The average spent for basement rec- 
reation room packages runs about $175. 


Products for this Package 


Here are the materials and accessory items 
you can include in the sale of a basement recrea- 
tion room package: 

Framing lumber for partitions; stair mate- 
rials and railings; furring, wood paneling, wall- 
board and ceiling tile; patching cement, resil- 
ient floor covering, doors, masonry paint; ma- 
sonry waterproofing, molding and trim, nails; 
hardware, paint, ping pong tables, train boards, 
de-humidifiers, wiring, lighting fixtures, unfin- 
ished furniture, cabinets, wrought iron legs; 
plastic laminate bar tops, shelf glass. 


September 5, 1955, AMERICAN LUMBERMAN 





AMERICAN LUMBERMAN Magazine 


” presents 
20 Colorful New Pieces of 


. DISPLAY MATERIAL 


'* Designed Exclusively for 
YYour Fall & Winter 


oint-of-Sale Use... 


Here’s what you've been looking for Mr. Lumber Dealer: 
a smart dress for your store for fall selling. We can now 
supply display materials that will do the trick for you 
banners, cards, posters, signs and streamers that carry 
the theme “FALL HOME IMPROVEMENT DAYS,” and 
promote the home improvement packages, products and 
services you want to sell. 


You’ve never seen more colorful, attractive, hard 
hitting point-of-sale display materials. Each carries a 
seasonal or merchandising message designed to solve a 
specific fall or winter display problem. 


These top quality seasonal point-of-sale display materials 
were created exclusively for lumber dealers’ fall and winter 
selling by a nationally known point-of-sale display or- 
ganization working with the editors of AMERICAN 
LUMBERMAN. 


A look at the following pages will show you all 20 of 
these new AMERICAN LUMBERMAN point-of-sale dis- 
play materials—in full actual color. And directly below 
each miniature reproduction, the purpose, size and price 
is indicated. 


These display materials can help your salesmen do a 
more successful job of fall selling. So be the first in your 
community to benefit from the use of effective fall display. 
Make your selection of these display materials right now! 


“Pick-your own,” order direct from the manufacturer, 
and get keyed-to-the-season display materials at prices you 
cannot duplicate locally. The minimum order of $7.50 
will provide you with enough fall display material to cre- 
ate the kind of seasonal excitement in your store that 
moves merchandise. 





DEADLINE FOR ORDERS: OCTOBER 1, 1955! 


‘TDENCE. ..BUY DIRECT AND SAVE...ACT NOW...ORDER| 


‘ 
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A-| Streamer 60" x 12” 60c 





A-3 Price Tag 544" x 3%" Set of 10—Sle | A 
" 


FALL VALUES 


36" x 4%" 25¢ 


FALL HOME 1MIPROVEMIENT DAYS 


A-S Streamer 50° x4%" 25¢ 


Ends forever changing Storms and Screens ...°°* °” 


B-2 Streamer 48" x 16" 60c 


FALL 1S THE TIME FOR THAT 00 


Ou, 
9 Fig Mr | 
NEW ROOF 
co.oes 


B-3 Streamer 52” x 12” Sle 








PRE UEEAT EOD. 








‘SID Ukren nant 


treamer x 12” 6O« 











AN NV NEWEST COLORS --- GUARANTEED QUALITY 


60" x 12") 61 





.PCTERIOR PAINT +00 





R WITH CONFIDENCE. ..BUY DIRECT AND SAVE.. w 


in eneetnimsomtl dlls .5. 


MODERNIZATION “MAGIC™ WITH 


WEW, WHOING 


MONEY DOWN . EA TASY. TERMS 
C-2 Streamer 52° x 12” 60« 





We'll help you plan your 


RECREATION ROOM 


Sve vue cna e606 ey 





C-3 Streamer 52” x 12” 60c 
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FOR HOME REPAIRS AND IMPROVEMENTS 


E-l] 3-Pie , °° Oss 


eset KY WO MONEY DOWN- EASY TERMS 
$2500 FOR HOME (/MPROVEMENTS 


treamer 48" x 16" 62 E-3 2-Pie nner 50°x 4%" * 50% x 4" 50 











|‘ NOW. . .ORDER WITH CONFIDENCE. ..BUY DIRECT AND § 


‘ 





ORDER BLANK 


AMERICAN LUMBERMAN “PICK-YOUR-OWN”’ 
DISPLAY SERVICE FEATURING FALL MATERIAL 


DEADLINE ON ORDERS IN AURORA, ILLINOTS, OCTOBER 1, 1955 


Mr. Lumber Dealer: 


Use this form for ordering display materials. Fill] out and mail today. No C.O.D.’s. 
Invoice rendered at time of shipment. All materials priced F.O.B., Aurora, Illinois. 


Shipping charges prepaid—cost added to invoice. Terms Net Cash. MINIMUM 
ORDER: $7.50. 
DESCRIPTION e ITEM No QUAN PRICE TOTAT 
Streamer 60” x 12" FALL HOME IMPROVEMENT DAYS 
Pennant 22” x 17” FALL HOME IMPROVEMENT DAYS 
Price Tag 5%" x 344" 
Streamer 36" x 44%" FALL VALUES 
Streamer 50” x 44%" FALL HOME IMPROVEMENT DAYS 
Streamer 48” x 16” Get set for WINTER WEATHER 
Streamer 48” x 16” COMBINATION WINDOWS 
Streamer 52” x 12” NEW ROOF 
Streamer 60" x 12” INSULATION 
Streamer 60" x 12” EXTERIOR PAINT 
Streamer 60” x 12” KITCHEN REMODELING 
Streamer 52” 2” NEW SIDING 
Streamer 52” x 12” RECREATION ROOM 
Streamer 52” x 12” FINISH OFF YOUR ATTIC 
Streamer 52” x 12” ADD-A-ROOM 
Poster 42” x 22” HEY, LOOK! BARGAINS! 
Poster 60" x 18° 'M COMING SOON! (Santa Claus, for Christmas) 
+-Piece Banner 35" x 15" * 48x15" * 16" x 16” EASY TERMS GET $2500 
Streamer 48” x 16” FHA EASY TERMS 


2.Piece BANNER 50% x 444" * 50" x 4%" * NO MONEY DOWN 


FOR HOME IMPROVEMENTS 50c 














JITiMic Or te el eee haem aw itele meee FOTAL COST OF ORDER 
- > OR « (INCLUDING PACKING & 
500 RATITBONE AVENUE, AC RORA, ELLINOI CARTONS) 





All materials sold F.O.B., 
Aurora, Illinois. Shipping 
Charges prepaid—cost added 


to invoice. 


Please P-R-I-N-T plainly and completely. 
DEALER OR STORE NAME 


STREET ADDRESS CITY STATE ZONE 


BUY DIRECT AND SAVE...ACT NOW... ORDER WITH CON! 
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foul Of UCM... 





There can be no short cut to quality. If you share 
this point of view, you will undoubtedly agree 
that WOODCO E-ZEE Loc Wood Awning Win- 
dows represent the finest for beauty, construction, 
performance and ease-of-installation. And if the 

= point-of-view is economy we suggest that satisfac- 
THERMOPANE® insu- No-draft ventilation 


lating Glass available .. » even when it’s tion is true economy. 
te reduce condensa- raining! 
tien and cut fuel 


bills! Nothing to adjust « Nothing fo get out of adjustment 























CHECK THE WOODCO E-ZEE Loc PATENTED FEATURES: 


EASY TO LOCK @ DOUBLE VINYL 

SEQUENCE AIR CONTROL WEATHERSTRIPPING (Pat. Pend.) 

TOXIC-TREATED TO PREVENT DECAY © WATER-REPELLENT TREATED 
EXTRA HEAVY SASH and FRAME @ COMPLETELY ASSEMBLED 























Clean inside and out- Rotor - type rator 
side surfaces... . . « Finger-tip con- 
from inside! trol... 80 simple 


0 child con do SOLD EXCLUSIVELY THROUGH THE LUMBER DEALER 


Our increased production makes it possible for us to invite 





Parr ne tributors. If you are interested in prestige and profit 
For your nearest Distributor tow Sheiributors dua P 


write to the factory located nearest you. 
or other information 


write to 





WOODCO CORPORATION, siomi 47, Florida 
E-ZEE LOC AWNING WINDOWS,  ‘iomi 47, Fioride 


ROCKWELL OF RANDOLPH, Inc. (Wholesale Millwork Div.) Randolph, Wisc 


WOODCO CORPORATION DISTRIBUTING DIVISION 
North Bergen, N. J ‘ ; Schenectady 3, N.Y , Lowell, Mass 
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Aluminum wairs 


Made of HI-TEMPER ALUMINUM ALLOY 
— easy to drive. Etched for greater hold- 
ing power. FHA approved. Available in 
a wide range of types and sizes in handy 
"pull-string” unit packages and in 50 Ib. 
cartons. Write for samples and counter 
display. 


BUILDING CORNERS 


The new modern-look “Straightline” de- 
sign building corner, Available in all 
popular sizes. Packed to sell in sturdy 
counter-display boxes of 100 each — 
five boxes to a carton. No coating to 
chip off —no counting necessary. 


ROLL VALLEY AND 
FLASHING 


The most economical rust-proof val- 

ley and flashing. Strong — easy 

to handle — specially tempered — 
extremely pliable. Never requires 
painting, Packed in sturdy cartons, 
Aluminum Valley available in 14”, 
20” and 28” widths —50 ft. coils. 
Aluminum Flashing available in 3”, 
4”, 5”, 6”, 7” and 8” widths — 
50 ft. coils. 


eeeeeeeoeeeeeeoeoee 
Alumunum 
TRIM 
A complete line of high-quality 
aluminum trim. Modern design 


—never requires painting, Write 
for descriptive circular. 


NICHOLS 


ALUMINUM CO. 
ENPORT, IOWA 


Manufacturer of Aluminum Nails 








Bathrooms 


Market Potential 


There are two major markets for sales of 
bathroom packages: 1. All homes more than 30 


years old. 2. About 70% of the farm homes in 
America. 


The rapid advances in fixture styling in the 
past six years have created a vast demand for 
remodeled bathrooms in cities. For farms, the 
1950 census reports that 70% of American farm 
homes DO NOT have indoor bath or shower 
facilities; and 73% of the farms DO NOT have 
indoor, flush toilets. A survey by Capper’s 
Farmer magazine reveals that farmers’ second 


choice for added rooms are bathrooms (bed- 
rooms are first). 


The average amount spent on a remodeled 
bathroom is $400. Many bathroom packages run 
easily to $1,200 and more when luxury fixtures 
are specified. 


Products for this Package 


Here’s a list of the building materials and 


accessory items you can sell with remodeled 
bathrooms: 


Resilient floor coverings, tile, tileboard; 
waterproof enamel, chrome and stainless steel 
molding, medicine cabinets; wiring, lighting 
fixtures, plumbing fixtures, paint; hardware, 
shower enclosures and hardware; clothes 
chutes, plastic laminates, ventilating fans, win- 
dows; glass block, cabinets. 





BETTER STILL, WE CAN LOAD 


HIGH QUALITY SPECIALTIES 
ALONG WITH STANDARD ITEMS 


Stair treads, for example, both in pine and 
oak, as well as risers, hand rail and thresh- 
olds. And with the swing to pine paneling, 
there’s our own well-liked double-surface 
pattern, left above, providing either 
moulded or V-edge joint in one, Others, 


too, worked to your specification ... and 


all covered in one order that can include 
Arkansas Soft Pine Satin-like interior 
trim, moulding, inside framing, flooring, 
sheathing, dimension, Bradley Brand Oak 


Flooring and Hardwood Specialties. 


BRADLEY LUMBER COMPANY 
Pr , of Gahantat 


PRE WARREN, ARKANSAS 
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Euclid Ave. Home, Stockton, California. Contractor: Harold Collins, Seockton. Windows: Lupton Casements. 


*... they’re (profitable) Lupton Windows” 


... It's a dealer talking about another 
order or a builder pointing out a 
quality feature of a new house — or an 
owner showing-off his new home, What- 
ever it is, when they say, “... they're 
Lupton Windows,” they say it with pride. 
Like ‘‘virgin’’ wool, or ‘‘sterling’’ silver, 
or ‘‘solid’’ mahogany, ‘“Lupton’’ coupled 
with ‘windows’ has come to be a standard 
of quality and profit. 

First, there's profit variety-wise. It's easy 
to find a Lupton Window to fill any order. 
There's a wide selection of styles and sizes, 
in steel or aluminum and even picture 
windows. 


Second, there's profit beauty-wise. Lupton 
Windows have lasting beauty that doesn't 
age away. There's no warping, no shrink- 
ing, no swelling — just permanently trim 
lines in sturdy metal. And, with Lupton 
Aluminum Windows there's an added 


plus 


no painting ever! 


(For more date on advertised products {ill in coupon om page 308) Sepiember 5, 


Third, there's the repeat profits that come 
from handling an accepted product that 
has stood the test of time. Back of Lupton 
is 50 years’ experience in designing and 
manufacturing metal windows. Careful 
workmanship and rigid inspection assure 
day-after-day efficient window operation 
at little or no maintenance cost — features 
that make builders buy Lupton again and 
again because of proved service. 


That's part of the profitable Lupton story. 
Find out how you offer more . . . and sell 
more... when you say “they're Lupton 
Windows.” Call your nearest distributor. 


MICHAEL FLYNN MANUFACTURING COMPANY 
700 East Godfrey Avenue, Philadelphia 24, Pa. 


Member of the Steel Window Inutitute and Aluminum 


Window Manufacturers Association 


LUPTON 


REG. U. BS. PAT. OFF. 


METAL WINDOWS 


1955, 


AMERICAN 











Lupton Casement 
Stee! or Aluminum 











( 


Lupton Aluminum 
Double Hung Window 


[L.UMBERMAN AND 





Partial List of LUPTON Distributors 


ALABAMA NEW JERSEY 
BIRMINGHAM 1: Virginia Stee! Co., Inc. NEWARK: Fireproof Products Co., bic. 
P. O. Box 1152, 1 37th Place North 183 Frelinghuysen Ave. 
ARIZONA NEW YORK 
PHOENIX: Malico Distributors 
P.O. Box 3916, 315 South 11th Ave, panes | yy pen 
ARKANSAS FARMINGDALE, i 1: Karpen Steel Products Co 
LITTLE ROCK: American Metal Window Co. Allen Bivd. 
1118 W. 3rd St. NEW YORK 54; Fireproof Sr ig Co., Inc. 
CALIFORNIA 138 Bruckner Bivd. 
NATIONAL CITY: Nalco Distributors NORTH CAROLINA 
708 E. 8th St. CHARLOTTE: R. J. Lock Stee! Products Corp, 


AOA eae Sasiel, tne. P. O. Box 1763, 1200 W. Moorehead St, 
457 E. Walnut St. ’ 
stocton: Michael Flynn Mfg. Co. OHIO 
Warehouse—1441 W. Fremont St. —— Fred J. Nag Inc. 
CONNECTICUT N. Main St. 
W. HARTFORD: General Building Products Co. CP ee ane ine, 
pA pending COLUMBUS: Howard §. Sterner Co. 
FE tn 12 S. 3rd St. 
WILMINGTON: Hance Hardware Co. L ir L ' : 
#4 Stone Hill Rd.—Augustine Cutoff - ae} Hartel Lumber & Supe 'S 
DISTRICT OF COLUMBIA ee hee ee. 1 he Spec. Co. 
WARING TES 1 pone tte wit 6 & Bidg. Sup. Co. . Box jew Ave. 
137 Ingraham St OKL p Beton 
FLORIDA OKLAHOMA CITY: Allied Hardware and Supply Co. 
GAINESVILLE: re ee Supply Co. 400 S. y St. 
JACKSONVILLE: Gear 536 Pe —_ TULSA: Allied Hardware & Su 4 Supply Co. 
riffin b d s 
NEW SALES HELPS O. Box sis) 1088 Kings Ave. nd Springs Rd 


T. P reassure, Metal Building Products, Inc. OREGON 
FOR Fr. re ree eon 1559, 2700 tind St, North PORTLAND 10: Mercer Steal Co., Ine 


LUPTON DEALERS GEORGIA N. W. Nicolai St. 
ATLANTA 1: Henry Taylor & Son PENNSYLVANIA 
Ask your distributor for P. O. Box 1328, ee Ave. N.E. ALLENTONS United Materials Co. 
nm St 
these NEW Lupton sales CHICAGO: W. L. Van Dame Company CRABPONTE M, L. Claster & Sons, Inc. 
helps: 159 E. Chicago Ave. Box 539, 197 S. Water St. 
NE POSTERS ROCKFORD: aeons Iron, Inc. af Sols, , % Shake re & Sons 
IEW STERS 904 22nd St. is St. 
Big ... colorful... INDIANA HARRIERS: & ¥ Monchach, oon 
eyecatching. 28 inches Oe Sa. Co. LANCASTER: Chorles . Johnson 


by 38 inches. Printed O. Box 293, 312 N. Lime St. 
y incres. Frinte WNDIANAT OSS Barrison . Clark, Inc. coe CASTLE: Fieming Stee! Co. 


in 11 colors and lac- 562 Madison Ave. 
Y 
quered KANSAS nt 0? fs be Ave. 
KANSAS CITY 10: Lusco Brick & Stone Co, PITTSBURGH, Tom Brown, Inc. 
NEW ENVELOPE EE enanay sw t@ Pe oth St. & A.V.RR. 
Dare Ter Ever © : Lusco Bric one Co. T 
STUFFERS P.O. Box 1481, 342 N. Waco St. pte 2°~ pope 
One features Lupton KENTUCKY READING: Berks telaing Block Corp. 
Aluminum Double COVINGTON: Tote Builders Supply Co., Inc, 2210 N. Sth St. 
Hung Windows. O. Box 27—Rouse Sta., ee & a 0 Sts. SCRMINON © Sathronis Bridge Co. 
R: T Build !  % ene i 
One features Lupton ERANGE a7 Dixie ar so. TURBOTVILLE: Turbotville Block Co., inc, 
Casement Windows. LOUISVILLE: John W. Bishop WILKES-BARRE: William H. Pierce 
319 W. Jefferson St. 402 Bennett Bidg. 


ake « ‘ : YORK: Atlas wy ey Co. 
Make your sales easier LOUISIANA Grantley Rd. & Pa. 


with these colorful mer- ALEXANDRIA: F. A. Flynn, Building Specialties YORK: Glen Gery Shale ‘sk Corp. 
chandising aids . . . they'll P. ©. Box 372, 149 Wheelock Ave. 401 Yale St. 
NEW ORLEANS 19: Favrot and Pierson 
help make customers out 3511 Toulouse St. RHODE ISLAND 
of prospects. SHREVERORT, Amuavieae Metal Window Company PROVIDENCE: General Building Products Co, 
O. Box 819, 112 Caddo St. . Box 415, 185 Charles St. 


MAINE 
PORTLAND: Metal Building Specialties Co. -osy,SOUTH CAROLINA Co. 
PSone Ronn P. ©. Box 1013, 1225 Huger St. 
BALTIMORE 3: Maryland Stee! Products Co. TENNESSEE 
P. O. Box 1997, Bush & Ridgely Sts. satan Pree Do ana Corp, 
MASSACHUSETTS Nor 
ARLINGTON 74; Boston Screen & Sash Co. HASIVNAD Deterren Seecsral Geel Co, 
Mystic St J 
SPRINGFIELD: Pot... Building Products Co, TEXAS 
232 Albany St. BAL ASe American Metal Window Co. 
WORCESTER: General Building Products Co, ©. Box 10173, 1205 Levee St. 
120 Grove St. EL PASO: Electrical & Mechanical Supply Co. 
ACHOAN P.O. con ee oe. a 1 16 WN. Piedras St, 
TROIT: The Ch Bickel Co. im Lunsfor ompany 
Oat Main tae P. ©. Box 19064, 1525 N. Post Ook Rd. 
GRAND RAPIDS 7: Steele Bros. & Todd 
1050 Cottage Grove, S.E. SALT LAKE CITY: Buehner Block Co. 
MINNESOTA 2800 South West Temple 
MINNEAPOLIS: James C. Nystrom 
1087 Northwestern Bank Bidg. BRISTOL: Cental Warahouse Corp. 
MISSISSIPPI ©. Box 85, 512 Scott St 
W. JACKSON: C. A. Moorer RICHMOND 21: Virginia Steel Co., Inc, 
P. O. Box 2312, Dixie Dr., Van Winkie Sub Division Mailing—Stewart Station Post Office 
souri "Biiice 3122 W. Cory St. 


MIS: 
KANSAS CITY: Lusco Brick & Stone Co. WEST VIRGINIA 
P. O. Box 83 CHARLESTON 28: Fireproof Products Co. 
NEBRASKA P. O. Box 2311, Suite 422—Professional Bidg. 
OMAHA: Paxton and Vierling Steel Co. ae a 9 ~ RG: Richard R. Feller Co. 
5th St. & Ave. H., P. O. Box 1085 . ©. Box 543, 900 Baltimore St, 


Sales Offices and Sales Representatives 


MICHAEL FLYNN MANUFACTURING COMPANY 
MAIN OFFICE AND PLANT STOCKTON (Warehouse) NEW YORK 
700 East Godfrey Avenve 1441 Fremont Street 51 East 42nd Street 
Philadelphia 24, Pa. Stockton, Cal. New York 17, N.Y. 
KANSAS CITY CINCINNATI a ee 
LOS ANGELES (Herb W. George) De Sales Building 
672 S$. Lafayette Park Place 9209 Cherry St. 1620 Madison Road 
Los Angeles 57, Cal. Kansas City 5, Mo. Cincinnati 6, Ohio 
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NEW FACES JOIN THE 


OPTIONAL KOLOR PLAN CAST 


SANDED-FACE 

PRYME-SHAKES \ 
These are 18” long for a 14” \ 
exposure and may be applied w» | 
double wall or double course Wa 
methods, although double wall is 
recommended. As with regular 
Pryme-Shakes, these are square 
butted and jointed and have parallel sides. The 
smooth sawn face is lightly sanded to remove 
saw marks. Packed in cartons bearing the Certi- 
groove label —1 sidewall square per carton. 


HAND SPLIT 
PRYME-SHAKES 


These are 18” long, have a butt 
thickness from 2” to %4”, 
permit a 14” exposure. May be 
applied by double wall or dou- 
ble course methods, although 
double course is recommended. Backs are 
resawn so shakes lay flat and snug. To heighten 
the rustic effect, sides are not parallel and tips 
and butts are not squared. Kiln-dried and 
carton packed — ' sidewall square per carton. 


With these two new factory-primed shakes 
joining the original Creo-Dipt scored 
Pryme-Shake in the Optional Kolor Plan, there 
is now a Pryme-Shake to suit every personal 
taste, satisfy any architectural requirement, 
work perfectly in combination with any other 
exterior material. Price of all three Pryme- 
Shakes, of course, includes choice of 20 Fynal- 
Kolors for a finish coat on the job 


nat ‘ 


CREO-DIPT COMPANY, INC., NORTH TONAWANDA, N.Y 
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Porch Enclosures 


Market Potential 


More than 30% of the eight million home- 
owners who need added living space have 
porches that can be converted into rooms. 


Because in most cases the heavy structural 
work is already in, many homeowners find that 
converting a porch to a year-around room is the 
most inexpensive way they can add extra space 
to their home. A dealer can easily survey the 
potential for this business in his own territory 
by checking the area by autornobile. Addresses 
can be noted for future followup. 


Porch enclosures may range from $150 to 
$1,500 for materials with the average cost being 
around $300. 


Products for this Package 


Here are the materials you can sell with porch 
enclosures: 


Structural lumber, siding, windows, hard- 
ware, screens; storm windows, doors; insula- 
tion, wall coverings; ceiling materials; nails, 
heating accessories, floor covering, paint, wir- 
ing, lighting fixtures; molding and trim; sliding 
or folding closet doors and hardware; unfin- 
ished furniture, wrought iron legs, corner cabi- 
nets. 








Constant betterment 


CROSSETT RESEARCH 


standards 


Production of Satin-like paneling from beautifully figured Arkansas 


Soft Pine, at Crossett, is directed to achieve the ultimate in refinement. 
From saw to sander, each step is closely supervised, with particular 
attention to good manufacture and proper drying, those paramount 
essentials to workmanlike installation and permanent stability. In 
maintaining these standards of excellence, it is our purpose to supply 
you with pine paneling at its best today... at the same time keeping 
step with each newly developed improvement that may provide you 


with still better tomorrow. 


CROSSETT LUMBER COMPANY 


A Division of The Crossett Company 
CROSSETT, ARKANSAS 
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—aAND Mopnurar Brick 


-»»- building materials 
that “belone” together 


Owens-Illinois Glass Block are handled in the same 
way as modular brick. Same mortar materials and 
similar laying technique ... go in at the same time. 
Three modular brick equal one 8” glass block. Panels 
fit perfectly into modular size openings . . . no cutting 
of brick . . . no “squeezing” of mortar joints . . . no 
frame is necessary. 

Glass block are pre-packed in sturdy cartons of 
convenient size. Cartons are easy to handle, easy to 
store. 

All Owens-Illinois Glass Block are face-coated for 
easy removal of excess mortar. Even the hardest, 
dried-on mortar rubs off quickly and easily, reducing 
finishing cleaning time to a minimum. 

Owens-Illinois Glass Block are available in a wide 
variety of designs from super-clear that you can see 
through to those that restrict sight completely. Plan 
now to push—and profit from—this versatile, practical 

Because glass block and modular brick “fit,” two 8” block are building material. For information or help with a 
easily substituted for six standard modular brick; two 8” block specific problem write: Kimble Glass Company, sub- 
can be used in place of a standard concrete block. sidiary of Owens-Illinois, Toledo 1, Ohio. 


OWENS-ILLINOIS GLASS BLOCK Owens-ILunNo!s 


AN (D PRODUCT 


GENERAL OFFICES - TOLEDO 1, OHIO 
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THE WORKS: 


History-making advertising and merchandising package 


helps you sell Youngstown Kitchens and cabinet sinks 


cent 7 
ti Per y 


NEVER BEFORE... 


a sink-advertising campaign so powerful! Full- 
color ads—in Life, Post, McCall's, Sunset, Week- 
end, Redbook, Better Homes & Gardens, Better 
Living, Woman's Home Companion, Small 


NEVER BEFORE... 


a merchandising package as complete as this 
one! Broadsides, sink display, window poster, 
wall poster, envelope stuffers, ad blowups—all 
in full color. Everything you could want to help 
you sell, including a new “Cabinet Sink Book” Homes Guide, Rural Gravure, and Canadian 


Home Journal—making new sink prospects! 


showing every model in color! 


NEVER BEFORE a line so easy to sell... to a market so big! 30 all-steel cabinet-sink 
models . . . Star White, Dawn Y. Meridian Blue suns 


, Dawn Yellow, , or Sunset 
Copper at no extra cost. Overnight delivery to end your inventory 
problems once and for all! 


Cash in on the booming kitchen business with the line that’s best known ! “a 


D Youngstown fitehons 


MULLINS MANUFACTURING CORPORATION + WARREN, OHIO 
World’s Largest Makers of Steel Kitchens 


Director of Marketing 
Youngstown Kitchens, Dept. AL-955 
Warren, Ohio 


Please send me copies of your new “Specifications Book” and full-color 
“Cabinet Sink Book.” 


Please have your distributor representative call —no obligation 
NAME (Please priy) 
FIRM 


ADDRESS 


ee ee ee ee ee 
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NOW! NEW! 


An easy 510°° “Come-On’ that may mean 
over 5100 to you in ‘Tie-in’ Sales 


Miracle® : 
Anchor Nail Bey’ 
Miracle 

Anchor 
Adhesivef 


It’s a cinch to sell the “do-it-your- 
self’ Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 

Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
of drilling holes in the foundations 
of their houses. All they do is glue 
Miracle Anchors to the walls with 
Miracle Anchor Adhesive — simple 
as “pie”, and at an amazingly low 
installation cost of approximately 
6c per square ft. 

What's more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These include finishing 

® board, paint, nails, and other com- 
panionate items. 


Order Now! 
The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 
tomers a real favor, too! 
NET PRICE TO | PRICE TO 
CAT. NO. DESCRIPTION DEALER PER PACKING | CONSUMER, PER 


DISPLAY UNIT | DISP 


1000 AN) Display unit holding 96 $6.00 | 6 Display $10.00 
Miracie Anchor Nails and 1 Units Per 
qt, Miracle Anchor Carton | 
Adhesive. 


MIRACLE ADHESIVES CORPORATION 


Dept. AL-?, 214 E. Sird St, N. Y. 22 ® By Miracte Adhesives Corporation 
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Siding 


Market Potential 


Since the itinerant applicators have been 
thoroughly discredited with the public by the 
FHA investigations of 1954, lumber dealers all 
over the nation are in the best position ever to 
sell the multi-million dollar market for siding. 


According to the last census, 37% of all the 
new, single-family homes in the United States 
were finished with wood siding. The remainder 
of the market was supplied by manufacturers 
of asphalt, asbestos cement, metal and other 
types of exterior finish materials. The market 
for new siding sales for existing homes is now 
greater than the potential for new homes. 


A siding package can range in cost from $150 
to more than $1,000 with the average for each 
sale at about $350. 


Products for the Package 


Here are the basic materials and accessories 
that can be included in package sales of siding: 


Siding, nails, backer materials; building pa- 
per; metal corners; special fasteners; paint or 
stain; brushes; sprayers; ladders; scaffolding; 
calking; trim; hand and power tools; shingle 
cutters; gutters and downspouts; splash blocks. 





— 


< ctcgmeleme e 











-Weathe 


kicks off 
the greatest 











selling season 
ever... 


Once again, Weather-Proof leads the 


industry in national advertising 


Just look at this Fall ‘line-up’ — 
Steve Allen's "TONIGHT" on NBC-TV 
full-color “Show House” double spread 
in the POST and LIVING POPULAR 


SCIENCE GOOD HOUSEKEEPING T 
addition to a full line of FREE merchandising 
aids and liberal co-op ad plan 

BE SURE OF A WINNING SEASON 

JOIN THE WEATHER-PROOF TEAM! 


‘- Geerebioed by 
Housekeeping 


oo” a5 sovieTe® 


~ Aluminum Combination 
Door 


KANGAROO 


Self-Storing 
Aluminum Combination 


DUO-MATIC 


Extruded Aluminum 
3-Track Combination 
Window 








FOLDOOR 


> ’ 
lay adhpliiit 























By the makers of famous FOLDOOR-tne one complete line of 
FABRIC-COVERED FOLDING DOORS 





1LCOMB & HOKE HOLCOME A HOKE 


FOLDooR ee Fol-Bak 


FOLDING BOOK 


® 


Specified by architects for finest homes, First door in the middle-price range to Choice of smart builders and home- 
schools, churches, institutions offer all 4 “plus features” makers in the lower-price field 
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first folding door with 


all 4 PLU? features 


for money-making sales 
at mass-market prices 


Make room in your business for the hottest line in 
residential merchandising—a line that combines high 
unit profit, steady sales volume every day in the 
year, unrivaled current demand .. . and four great 
advantages over all competition! 


There is such a line. It’s new Fo.tpoor “‘Beauty- 
line’’—first fabric-covered folding door with all these 
sales-making “‘pluses’’: 


1. MORE STOCK SIZES—11 in all—to fit 
virtually every residential opening, plus stores and 
offices. You eliminate swing space, give about 7 sq. ft. 
of extra living space (worth $80-90) around closets, 
wardrobes, between rooms, etc. 


2. EASIEST TO OPERATE — Unlike “‘accor- 
dion type’”’ doors, FoLpoor is the slimline Multi-V 
door with 61% less hinge friction. Fabric is always 












HOLCOME A HOKE 


Fol-Bak 


FOLDING 























LW 


a. 


Ask Your Foidoor DISTRIBUTOR 
for FREE “Profitunity’’ Package 
-+- or Use Coupon at Right 


Pau PRICES GLIGHTLY HIGHER th WESTERN STATES 


a 
| 
) 
| 
| 
) 
) 
| 
) 
| 
! 
| 
J 
L 


back-to-back; forms no large air pockets to retard 
easy operation. Solid nylon trolley wheels for life- 
time feathertouch action. 


3. MORE NEW FEATURES — Matching cor- 
nice, super-rigid Truss-Embossed hinges, all-metal 
hardware—many other exclusives. 


4. AS LOW AS $22.46 —list complete. 
Packed in individual cartons, for easy stocking and 
reshipping. Complete installation instructions and 
self-selling tell-all tag on every door. 


Compare FoLpoor “Beautyline” as your customers 
would—against other fabric-covered doors, against 
any other types of doors. Compare the FoLpoor 
“Profitunity”” Program available to make this a 
money-making key line in your business—right from 
the start. Ask your Fo_poor Distributor! 


f 
Perfect ‘‘Protit Partner’ tor 
increased Trafttic, Bonus Sales 


For twice the traffic, twice the sales interest, stock and sell both 
Fo.poor “Beautyline’ and Fot-Bak—the original value leader 
among fabric-covered folding doors. Many quality features—plus 
attention-getting list prices as low as $19.95.* 


HOLCOMB & HOKE MFG. CO., INC, 
1545 Van Buren Street 
Indianapolis 7, Indiana 





Please rush me FREE “Profitunity” Package 
containing everything needed to sell and 
promote new FOLDOOR “Beautyline.” 


STORE NAME 


ADDRESS 


PING clstinteenwpsinmeivenaen 
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Brand New Paint ~ 
Discovery! 


The Water-Soluble 
Vinyl Plastic Base 


ALL-PURPOSE PAINT | 


2 


192 


SELLS 
FAST TO 


INDUSTRY! 


@ Resists industrial fumes, salt and acid air 
@ Long-losting——Will not yellow or fade 


rast to GUNTRACTORS! 


@ Economical-——Covers up to 600 sq. feet 
per gallon 
@ Quick-drying——Ready for second coat in 3 Handsome, 
1 hour » Long-lasting 
@ May be applied over damp or dry surfaces Colors ond 


seus | HOME OWNERS! 


@ Ready to vse—No mixing necessory 
@ Easy to apply with brush, roller or spray 
@ ideal for painted or unpainted surfaces 


New, really new TAMMS TVP is the modern, vinyl plastic base 
paint for all hard-to-cover surfaces! Thins with water, yet is 
water-resistant after application | TVP is smooth, odorless, weather- 
resistant needs no primer, dries to the touch in 10 minutes. 
For Tremendous Volume Profits, order TVP—the Terrific Value 
in Paints! , 

WRITE for prices, and promotional ma- 

terial available. 


TAMMS | INDUSTRIES INC, 


28 No h ‘ 
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Roofing 


Market Potential 


The American public is currently using 57 
million squares of asphalt roofing each year. 
Adding to this the hundreds of thousands of 
squares of asbestos cement, wood shingles and 
other roofing materials, it is apparent that the 
market for roofing sales is tremendous. 


As for siding, the greatest potential for sales 
of roofing packages is to existing homes. Neither 
siding or roofing is considered a do-it-yourself 
project, so dealers can further cement relations 
with contractor customers by having them per- 
form the installation work. 


Sales of roofing packages can easily amount 
to $800-$1,000, and the average cost for the job 
is around $300. 


Products for This Package 


FHere’s a list of the materials and accessories 
you can sell with package roofing jobs: 


Roofing materials, nails, staples; flashing, 
patching cement, building paper, wood trim, 
chimney caps, gutters and downspouts; ladders, 
scaffolding, tools, felt, calking. 
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starts with|the studs... 























CHENEY Lumber Company 


General Sales Offices 424 Tacoma Building, Tacoma 2, Washington 
Telephone FUlton 2424 Teletype 024 
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HERE’S THE DOOR THAT GIVES YOU MORE! 


Lights in Strand door optional 


With Strand all-steel Garage Doors, your installed cost is 
reduced by quicker, easier installation. The one-piece door 
leaf saves assembly time at the job. Factory-assembled hard- 
ware (including new adjustable track-hangers) cuts installation 
time. No prime coat of paint is needed — another saving. All 
this—on top of amazingly low first cost — resulting from 
standardization and big volume production concentrated on 
three door sizes. 

Horizontal-line styling adds new beauty to your garage. 
And — that beauty /asts, because Strand Door is all-steel, galvan- 
nealed with a heavier, hot-dip zinc coat for rust protection. 
Steel can't ever rot, shrink, sag, warp! 


Strand has the heaviest face sheet and strongest framing of 
any steel door. Steel sheets and frame are all welded; no bolts 
to work loose. You give your owners lifetime durability. 


For only $5.50 more than the 8’ door (factory list) you can 
provide a 9 Strand door—a full 12” of extra width to save 
banged-up fenders. 

Strand all-steel Garage Doors come in 9’ x 7’, 8’ x 7’, and 
16’ x 7’ sizes. Easy to get in a hurry — through 150 distributors 
and thousands of dealers all over the country. 





MORE installation 


speed... 


MORE durable 


beauty... 


MORE years of 


trouble-free 
performance! 








5 NEW Features... 


@ New captive track provides added pro- 
tection — keeps roller enclosed 


@ New stainless steel, automotive-type ‘“T” 
handle has larger grip, more strength, better 
looks 


e@ New Nylon rollers, for all single receding 
doors, ensure silent operation 


@ New round-corner vision lites have con- 
tinuous auto-type rubber moulding (they're 
optional at added cost) 


@ New adjustable track hanger cuts in- 
stallation time 














STRAND GARAGE DOORS ARE THE PRODUCT OF A 50-YEAR-OLD COMPANY, WHICH 
ALSO MAKES: FENESTRA STEEL RESIDENCE CASEMENTS, PROJECTED WINDOWS 
WINDOWALLS, BASEMENT & UTILITY WINDOWS, METAL TRIM, LINTELS, METAL 
RESIDENTIAL SWING & SLIDING CLOSET DOORS. STOCK STEEL INDUSTRIAL AND 
INTERMEDIATE WINDOWS 


A Book to Help You 


A 32-page book that will give you a 
lot of quick and easy garage “know- 
how.” Contains 12 smart designs and > | 
sensible floor plans, how-to-build in- 

structions, material lists, driveway 

sketches, etc. 
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See 


ALABAMA 

BIRMINGHAM 

Contact Detroit Steel Products Co., 

District Office & Warehouse, Birmingham 
MOBILE 

Underwood Builders Supply Co. 
MONTGOMERY 

Building Products, inc. 
SHEFFIELD 

Southern Sesh Soles and 

Supply Compony 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Giass Company 
Tu 


Arizona Sash, Door & Glass Compony 


ARKANSAS 


UTTLE ROCK 
Fischer Lime & Cement 


CALIFORNIA 
FRESNO 


Building Material Distributors, Inc. 

Kendall-Addington Company 

Pacific Coast Aggregates, inc. 
ELMHURST 

Pacific Coast Aggregates, Inc. 
EUREKA 

D. C. McDonald Company 
OAKLAND 

Pacific Coast Aggregates, Inc. 

Wholesale Building Supply 
SACRAMENTO 

Norco Dist. Company 

Pacific Coast Aggregates, Inc. 

Building Materia! Distributors 
SAN FRANCISCO 

Pacific Coast Aggregates, inc. 
SAN JOSE 

Building Materia! Distributors, Inc. 

Pacific Coast Aggregates, inc. 
STOCKTON 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 


COLORADO 
DENVER 


C. A. Crosta, inc. 
GRAND JUNCTION 
The Biggs-Kurtz Company 
CONNECTICUT 
Contact Detroit Stee! Products Company 
District Office & Warehouse, New York 
DELAWARE 
DOVER 
Layton & Co. 
DISTRICT OF COLUMBIA 
WASHINGTON 
Central Building Supply, inc. 
FLORIDA 
JACKSONVILLE 
Huttig Sash & Door Company, inc. 
MIAMI 
Contact Detroit Steel Products Co, 
District Office & Warehouse, Miam 
GEORGIA 
ATLANTA 
Addison-Rudesal Company 
MACON 





ger & Company, inc. 
SAVANNAH 


Neal-Blun Company 
IDAHO 
BOISE 


Morrison-Merrill & Company 
IDAHO FALLS 

Morrison- Merrill 
POCATELLO 

Morrison-Merrill & Company 
TWIN FALL 

Morrison- Merrill & Company 


ILLINOIS 

CHICAGO 

Reserve Supply Coop. Corp. of Chicago 
DANVILLE 

Material & Fuel Co. 
E. ST. LOUIS 

Cahokia Lumbermen’'s Supply 
PEORIA 

Lucas Sales Division 


RINGFIELD 
Material Supply Co. 


STRAND GARAGE DOOR DIVISION 


DETROIT STEEL PRODUCTS CO. 


DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 


ston, Moss. 


Atlante, Go. + Baltimore, Md 


Cincinnati, Ohio « Cleveland, Ohio + Denver, Colo 


Los Angeles, Calif. + Miomi, 
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Nearest 
INDIANA 


Your 


EVANSVILLE 

Indiana Wholesalers, inc. 
FORT WAYNE 

International Lumber & Supply Co, 
INDIANAPOLIS 

Building Materials Service Division of 

Capital Paper Company 

HAMMOND 
Standard Equipment & Supply Corp. 
NEW ALBANY 

Thorn Wholesale Supply Company 
SOUTH BEND 

E. R. Newland Company, Inc. 


IOWA 
CEDAR RAPIDS 
Harper-Mcintire 
OTTUMWA 
Harper-Mcintire 


KANSAS 
WICHITA 
Pioneer Building Company 


KENTUCKY 

LEXINGTON 

Reserve Building Supply, Inc. 
LOUISVILLE 

Thorne Wholesale Supply Co. 

New Albany, ind. 
PADUCAH 

Paducah Sash & Door Company 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
BATON ROUGE 

United Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
NEW ORLEANS 

Cole Manufacturing Company 


New Orleans Sash & Door Company, Inc. 


MAINE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


MARYLAND 


BALTIMORE 
Central Building Supply, inc, 


MASSACHUSETTS 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


MICHIGAN 

ALPENA 

Saginow Sash & Door Co. 
CADILLAC 

Saginaw Sash & Door Co. 
DETROIT 

Strand Det. 

Wimsatt Brothers 

Garage Door Mart 
GRAND RAPIDS 

Acme Door & Awning Co. 
KALAMAZOO 

Miller Sash & Door Company 
SAGINAW 

Saginaw Sash & Door Co. 


MINNESOTA 
Contact Chicago D. O. 


MISSISSIPPI 
JACKSON 


Fred Thrasher Co 
Jackson Sash & Door Company, inc. 
Lumbermen's Supply Company 


MISSOURI 


Southwestern Sask & Door Co. 
KANSAS CITY 

Martin Material Company 
ST. LOUIS 

Bidg. Products Supply 
SPRINGFIELD 

Farm & Home Supply Company 


MONTAHA 


Ss 
Building Speciaities Company 


2244 E. Grand Bivd., Detroit 11, Mich. oO 
Gerage Plons and ideas 
10¢ for postage ond handling. 

(1) Please send free 12-page booklet 
showing how to modernize my garage. 


+ Birmingham, Ala. « 


Fla « New York City, N.Y. « 


Strand Jobber 


+ Chicago, tl 
+ Detroit, Mich. « Houston, Texas 
Philadelphia, Pa 
Pittsburgh, Pa. + Son Francisco, Calif. + Seattle, Wash. + St. Louis, Mo. « Washington, D.C 


NEBRASKA 
HASTINGS 
Hansen Building Specialties, Inc. 


NEVADA 
RENO 
Flanagan Warehouse Company 
NEW HAMPSHIRE 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
ELIZABETH 
Bildisco 


NEW MEXICO 
ALBUQUERQUE 
New Mexico Company 


NEW YORK 
BROOKLYN 
Herb Helmus Hardware Corp. 
LONG ISLAND 
Empire Millwork Corporation, Northern & 
Willet 61. Bivds, Corono 
Queen Door Co,, South Ozone Park 
Ajay Overhead Doors, inc., 
New Hyde Park 
Royal Glass Works Corp. 
MOUNT VERNON 
Lanson Door Co, 
ROCHESTER 
Genessee Reserve Supply 


NORTH CAROLINA 
PAYETTEVULLE 
Binswanger & Company, inc. 
GREENSBORO 
Ri ger & c 





pany, inc, 


NORTH DAKOTA 


Contact Detroit Stee! Products Co. 
District Office, Chicago 


OHIO 

AKRON 

Cueni Construction Company 
CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

District Office, Cleveland 
COLUMBUS 

Morris Door Company 
MUNROE FALLS 

Cueni Construction Company 


Nixon-Peterson Lumber Co. 
WARREN 
Ohio Glass & Sales Company 


OKLAHOMA 
ENID 
Long-Bell Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 


OREGON 


PORTLAND 
C. E. Sand Plywood Company 


PENNSYLVANIA 


BRADFORD 
A. Miller & Sons Lumber Co. 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 


EFFIELD 
McMillen Builders Supply Co. 


RHODE ISLAND 


Contact Detroit Stee! Products Co. 
District Office, Boston, Moss. 


SOUTH CAROLINA 
COLUMBIA 





9 pany, inc. 
PLORENCE 

Binswanger & Company, Inc. 
GREENVILLE 





Please 


Name 
Address. 
City 
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Detroit Steel Products Co. 
AL-49, 2244 E. Grand Bivd. 
Detroit 11,.Mich. 

send 32-page booklet of 


Listed Below 


SOUTH DAKOTA 


Contact Detroit Stee! Products Co,, Dis- 
trict Office & Warehouse, St. Louis, Mo. 


TENNESSEE 
KNOXVILLE 
Wilson- W eesner- Wilkinson Company 


Fischer Lime & Cement Company 
NASHVILLE 
Nashville Sash & Door Company 


TEXAS 
AMARILLO 
Long-Bell Lumber Company 


Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company, inc. 

Texas Sash & Door Co. 
&l PASO 

Booker- Walker Supply Company 
FORT WORTH 

Texas Sash & Door Company 

TON 


Houston Sash & Door Company 
George C. Vaughan & Sons 


LUBBOCK 

Lubbock Sash & Door Company 
NEDERLAND 

George C. Vaughan & Sons 
SAN ANTONIO 

George C. Vaughan & Sons 
SWEETWA 

Sweetwater Sash & Door Company 
waco 

Stevens Sash & Door Company 


UTAH 
SALT LAKE CITY 
Morrison-Merrill & Company 


VERMONT 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


VIRGINIA 


ISTOL 
Bristol Stee! & iron Works 





Binswanger & Company 


Eico Lumber Company, Inc. 
Swift Construction & Supply Co, 
ICHMOND 


Binswanger & Company, inc, 
ROANOKE 
Binswanger & Co. 


WASHINGTON 
SEATTLE 
Paimer G. Lewis Co. 
AN! 


Lumbermen’s Supply Corporation 
WENATCHEE 

E. T. Pybus Company 
YAKIMA 

Aves Millwork Company, Inc. 


WEST VIRGINIA 
CHARLESTON 


Oscar F. Henry Co. 

West Virginia Stee! Corp. 
PARKERSBURG 

Parkersburg ice & Fue! 
WHEELING 

H. L. Seabright Co. 


WISCONSIN 
MILWAUKEE 
Jackson & Foster 


WYOMING 


Contact Strand Jobber in Denver, Colo 
rado; Salt Lake City, Utah; or Billings, 
Montana 


CANADA 
LONDON 


George H. Belton Lumber Co,, Lid. 
SARNIA 

Belton Lumber Company, Lid. 
TORONTO 

Ontario Lumber & Supply 
WINNIPEG 





Walter Wray, Ltd. 





I'm enclosing 
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here are the TRUE FACTS! 


the most important part 
of laying hardwood flooring— 


INDEPENDENT LABORATORY 
TEST PROVES: 


POWERCLEATS DO NOT 
SPLIT TONGUES AS 

DO OTHER TYPES 

OF FLOORING NAILS! 


POWERCLEATS 20 
PROVIDE NECESSARY 
HOLDING POWER! 


Because much stress has been laid on withdrawal loads of 
various nails when used for attaching hardwood flooring, we 
requested Forest Products Laboratory to conduct tests involving 
complete flooring panels. The results of these tests 
“Comparative Holding Power of Four Types of Nails 
When Used For Attachment of Oak Flooring” 


Yours Upon Request. Write Today! 


—+—.— 





POWERNAIL| 
FUT NAIL SCREW 8 PENNY 
. Seer J TYPE CEMENT 
INCHES NAIL © COATED 
- CASING 


a bans ' She NAIL 
FURTHER PROOF: 


Contractors report: 
Hardwood flooring installed in Private Homes — Ball Rooms — 
Apartment Buildings —~ Housing Projects —— Gymnasiums . . . 
NO SQUEAKS 
NO FAILURES 
COMPLETE SATISFACTION 











A 


DESCRIPTIVE LITERATURE FURNISHED 
ON REQUEST 


'OWERNAIL COMPANY 
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Insulation 


Market Potential 


About 5% of the do-it-yourself homeowners 
recently surveyed by American Magazine have 
insulated their homes within the past five years. 
About 1% of the homeowners say they plan to 
insulate their homes themselves within the next 


year. 


Insulation is another package product that 
lumber dealers have been selling most effec- 
tively since the FHA investigations cleared out 
the fly-by-night applicators. 


The average do-it-yourself insulation project 
costs the family about $61, according to Ameri- 
can Magazine. The package price of a complete 
insulation job can go as high as $300-$500. 


Products for this Package 


Products for an insulation package sale in- 
clude: 4 


Insulation, nails, staples, stapler, tools, lou- 
vers, ventilating fans. 


(For more data on advertised products fill in coupon on page 308) September 5, 1955, AMERICAN LUMBERMAN AND 
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CUSTOMERS CHOOSE FROM 294 profit-proven colors. 
No need to fuss with a thousand colors or more .. . Chi- 
Namel’s 294 custom colors have been proven the most 
wanted paint colors by extensive research. You please more 
people, make more sales with Chi-Namel. 


Hardware dealers told us the perfect color system must 
be simple . . . yet, it must offer a complete selection of 
interior and exterior paints. And that’s just what Chi- 
Name! has developed. 

Here are 294 interior colors in flat, semi-gloss, and gloss 
—an additional 165 exterior colors in either of two exterior 
finishes and 19 colors for porch and floor enamels. Six of 
the major and most popular finishes in the Chi-Namel line 
have been integrated into the perfected Chi-Namel custom 
color system .. . sales-makers for any paint department. 


Low inventory—you carry light and dark bases and 


A COMPLETE COLOR PACKAGE —light and dark bases 
in each of Chi-Namel's popular paints plus just 15 colorants 
give you a selection of 294 colors. These are fast selling, 
quick turnover colors that step up your paint sales. So easy 
to mix and no costly big inventory of colors. 


FW the simploet, most complote 
polor eystem ever developed 


just 15 colorants. Low cost—your initial investment is 
amazingly low for such a complete color system. And with 
the Chi-Namel Custom Color System you have customer 
selected colors. Every one of the 294 Chi-Namel colors 
has been profit-proven .. . a fast selling, quick turnover 
color that customers demand. 

And when you cash in on paint profits with the Chi- 
Namel Custom Color System, you get powerful backing 
with Chi-Namel’s hard-hitting merchandising campaign. 
Proven radio—store displays—publicity . 
you need to move more paint faster. 


. . everything 


"White today for {ull detaue abou tus 


amaging color package |” 


_WO3 Third St. So., Minneapolis, Minn, 


hi . _CHI-NAMEL PAINT & VARNISH CO. a) 
oe | 


2 


FACTORIES: Minneapolis, 
Minn., Fort Wayne, Ind., 
Atlanta, Ga. 

BRANCHES: Boston, Mass., 
St. Joseph, Mo., Oklahoma 
City, Okla. 


BUILDING PropucTs MERCHANDISER 


Send me more details as to why the Chi-Namel Custom 
System is the best color plan for my store. en 


i -* 
le 3 4 
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A 
Automatic Baler Wire 


to fit makes of 
automatic balers. tinental Baler 
Wire can “take it’...won't break 
under rough handling. Makes neater, 
easier-to-handle bales—feeds smooth- 
er, ties easier. Available in two 
standard size coils—3,150 feet and 
6,500 feet. 










Another 
TYL-LYKE 
Feature— 


—— 


New Exclusive Bin Dor 
Sparks Roofing Sales 


Farm buildings can be opened up 
quickly, easily for storage and ven- 
tilation. Feature the new TYL-LYKE 
Bin Dor—watch ro roofing busi- 
ness grow! Installed quickly on the 
job. It's only one of the features 
found in Continental's TyYL-LyKe. Cor- 
rugated and 5-V Crimp Roofing 
Sheets are also available. 
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CONTINENTAL 


STEEL CORPORATION « KOKOMO, INDIANA. 


How Continental 


series SY eee 


Helps You 


Sell mow products 


for Farm and Home 








Barbed Wire 
Best Buy in barbed wire be- 

cause it is made of high grade 
open hearth steel and heavily | 
galvanized to resist rust and 
give longer life. Uniformly full 
weight, full gauge, evenly 
wrapped, and stretches tight. 


Farm Fence and Posts | 
' 
' 


Continental Flame Sealed Fence 
gives you something to talk 
about. It lasts longer for the zinc 
is actually welded to the steel. 
Fence posts are made in two 
styles—studded “T” and “U.” 








There is always a demand for Continental Products—an increasing 
demand built up by years of quality and dependability, backed by a 
continuing program of strong advertising support that brings results. 
Continental offers greater value and convenience in one-source buying, 
in a line that is unsurpassed for variety in every-day items. Get our 
specialized product catalogues. Learn about our dealer helps and 
promotional materials that help “‘sell’’ your whole store. Write today. 


Nails That Boost Sales 


Here are all the kinds and 
sizes...nails in a Fs nde finishes, 
heads, and points—to suit the home 
craftsman, the practical farmer, or the 
rofessional builder. Attractive new 
iber Board containers for easier han- 
dling, storing, 
identifying, 
pouring. 



















Ornamental 
Fence 
Better looking for 


finer appearance— 
because it's better 
made. The clean 
BRIGHT galva- 
nized finish lends 
beauty and extra 
otection. But its 
ong life is what 
counts — Continen- 
tal Ornamental 
fence is made of 
analysis COPPER STEEL...gives 
THROUGH protection, extra re- 
sistance against rust and corrosion. Two 
attractive styles, single and double 


picket. Show it and you'll sell it! 
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These dealer aids help you 
sell Certain-teed products 


It's a complete merchandising package that can help you sell all of the 8 basic 
Certain-teed building materials: asphalt and asbestos-cement roofing and 


siding; gypsum wallboard; sheathing; lath; plaster; Fiberglas insulation; paints 


This Home is Protected by a 


WOODTEX SHINGLES | 


CUSTOMER 
G00D.wit; 
: PIECES 
STORE SIGNS y Practical, useful items | e DEALER 
AND DISPLAYS hots oO out to help i ADVERTISING AND 
Work and time pre dan SALES HELPS 


Cus TS your 


Colorful, eye-catching pieces 
you can use to turn counters, 


wall, floor and window space 
into effective selling areas. 


Counter Cards 

Window Cards 

Decals 

Outside Signs 

Wall and Floor Displays 
Paint Color Cards 


tomers will app 
Plasterers’ Caps 
Plasterers: Time Bo 

Pay Enveio a 


Pes 
On-the-Job Signs 


reciate. 


Hard-working, hard-selling 
pieces you can use over 
your own name —for news- 
papers, radio or direct mail, 


4-Color Envelope Stuffers 
Do-It-Yourself Folders 
Blotters 

Ad Mats 


Certain teed Radio Scripts 
oe 
Din 


Ask your Certain-teed representative about these Certain-teed products and dealer helps 


CERTAIN-TEED PRODUCTS CORPORATION 
{ ertain-teed ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y. 
1. oF ASPHALT ROOFING © SHINGLES © SIDINGS © ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER + (ATH + WALLBOARO + SHEATMING + ROOF DECKS + FIBERGLAS GUNLDING mNSULATION 


ROOF INSULATION © SIDING CUSHION + PRINT PRODUCTS + ALKYD + (AILX + CASEIN + TEXTURE + PRIMER SEALI® 





#CG. vs. PA 


Quality made Certain Satisfaction Guaranteed 





\ 
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. because SUPERCEDAR is a nationally-advertised product that 
is sweeping the ‘do-it-yourself’ market! SUPERCEDAR means fast 
installation of genuine cedar closets over open studding or over 
old wood and plaster. 

AND home building contractors are turning to SUPERCEDAR be- 
cause they can include the beauty and pro- 
tection of cedor closets for little or no 
more than cost of ordinary plaster! 
Available in factory-sealed 4 and 8 foot 
bundles. Easy to store—easy to handle 
—and easy to sell. Dealer inquiries 
invited. 

Write for details today! 





GEO. C. BROWN & COMPANY, INC. 


Largest Mfrs. of Aromatic Red Cedor 
in the World 


GREENSBORO, NORTH CAROLINA 


Please send me latest SUPERCEDAR literature \ j 
~) 


“a (NE ew 


ADDR 
— Dealer we 


Send for your 


city. we STATE free copy! 











200 (For more data on advertised products fill in coupon on page 308) September 5, 1955, AmeRicAN LUMBERMAN AND 











Storm Windows 


and Weatherstripping 


Market Potential 


More than 70% of the retail lumber dealers 
in the nation handle combination windows, but 
less than 25% actively solicit package sales of 
the product. Apparently a major percentage of 
the dealers are overlooking a product package 
that is one of the most natural for building fall 
and winter sales. 


Many dealers find they can always tie-in 
weatherstripping with sales of storm windows. 
This item also is an ideal product to push to do- 
it-yourself customers. 


The average sale of storm windows in a pack- 
age deal amounts to about $250 and the cost can 
range from $150 to $500. 


Products for this Package 


Here’s a list of the items you can sell with 
storm window packages: 


Storm windows, glass, hardware, paint, calk- 
ing, calking guns; tacks, number nails, weather- 
stripping; screens, door closers and springs; 
metal thresholds. 





MORE CUSTOMERS! 


MORE PROFIT! 


MORE REPEAT BUSINESS! 


all this when you stock 


sOAK FLOORING 


Yes, Padgett-Smith Oak Flooring is easy to sell, easy to lay and 
assures a good profit for you. Our sales have grown considerably 
year-after-year because of the high quality, excellent millwork, 
color and grain uniformity and fast delivery of our orders to new 
accounts and steady repeat orders from customers of many years. 
Investigate our price and delivery service. Representatives in 

most states. Your first order will convince you. 


ADGETT- MITH FLOORING COMPANY {21 


Mountain View, Mo. 





Worth Selling! Worth Talking About! 
ARMSTRONG Sealing Compounds 


Quick turnover—that is what you want in a line of specialties. And quick turn- 
over you can have with ARMSTRONG Sealing Compounds, because these products 
are a genuine necessity for every home. 











The distinctive labels on ARMSTRONG products insures buyer recognition— 
@ factor which will help to keep stock moving out and profits moving in, 


33 GLAZING amg Rely-on 


COMPOUND 
CAULKING COMPOUND 

For Either Wood or Metal Sas ; 
oa , Protects Property — Saves Fuel 
“33” retains its life- Ordinary putty loses 
giving oils, stays its “life,” becomes - An inexpensive way for home owners to 
elastic, and keeps rock-hard, cracks, " eliminate Drafts, Dirt, Insects, Rust, Rot, 
the bond between y chips off. The bond Unsightly Holes and Cracks Inside and Ovt- 
glass and sash Yj between sash ond side, “RELY-ON” adheres to practically any 
permanently intact, Lik. glass is soon broken, surface—wood, brick, gloss, stone, tile, 


cement, masonry of plaster. 
“33” is of smooth, uniform consistency that takes initial 


“set” at once. It can be painted immediately after appli- 
cation. ‘‘33’”’ remains permanently E-L-A-S-T-I-C—never 
dries out or gets rock-hard. And never chips, cracks or 
Joses its bond. Also ideal for patching nail holes and cracks 
before painting, setting plumbing fixtures, etc, 


“RELY-ON” stays permanently E-L-A-S-T-1-C. It 
does not dry out or become rock-hard and will not crack, 
chip or crumble, Available in both cartridges and in bulk. 





THE NAME OF YOUR NEAREST SOBBER WILL BE SENT UPON REQUEST 
(REE a RRS mR ei 
THE ARMSTRONG COMPANY 1001 Eost 103rd Street * Chicago 28, Illinois 


OTHER PLANTS: Detroit... Dallas... Richmond, California . . . Charlotte, N. C. 
Leading Manufacturer of Compounds for Glazing, Caulking, Sealing 





esr. 
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ONE LOUVER 


FITS any Root Pitch 





VARI-PITCH LOUVER 


The modern trend to low pitch roof design in homes, multiple 
dwellings and commercial construction requires new types and 
sizes of louvers . . . THE ADJUSTABLE, VARI-PITCH LOUVER 
ADAPTS ITSELF TO MODERN DESIGNS. 


And with the increasing use of air conditioning in building, 
ventilation is of major importance . . . THE VARI-PITCH LOUVER 
PROVIDES THE KIND OF SCIENTIFIC AIR CIRCULATION THAT 
1S DEMANDED. 


Here's the practical, economical solution to any ventilating 
problem. 


INSTALLATION IS SIMPLE—labor and fitting time is re- 
duced to a matter of minutes. VARI-PITCH conforms in- 
stantly to the opening . . . fits tightly, securely. 

ONE LOUVER FITS MANY SLOPES therefore only 1/5 
the storage area is required to stock VARI-PITCH in quan- 
tities than is ordinarily required for standard units. 

ALL ALUMINUM CONSTRUCTION INSURES LIFETIME 
SERVICE . . . no rust, no maintenance, no replacement. . . 
ever! F. H. A. approved design. 

VARI-PITCH LOUVERS ore oftractive louvers that actually cost less per 
square foot than the building materials they replace. 

Complete with 8” mesh screen, VARI-PITCH is available assembled, 
ready for quick easy installation or knocked-down for on the job 
assembly. 





LOUVER DIMENSIONS 


























oo a 5 Model | inch Rive 10 lo 0. 
A, AN. Number | Per Foot A . c 
"Sh . | | as08 6 | 38" | 21%"] 10" 
fo Peta Ble, 24 asop| 12 | 29 | 21%"] 14%" 
O SL. Y [Ase 6 | 44”"| 25" T1”” 
. A568 12 4" 24%") 17" 
‘A ute Abas 6 | Siw" pae" | 13" 
le. ” A wt . Asse 12 40” 286%" | 19" 
A444 4 a 30” 10” 
Approximate opening dimensions A44 5 54” 29." 1 11" 
VARI-PITCH louvers will fit when set = — — 
@t the moximum or minimum pitch A338 > ae 22" 4 a 
each will accommodate. A338 : 4 22 8% 























L 0 U Vy > be MANUFACTURING 
& SUPPLY COMPANY 





5807 West 36th Street ©¢ Minneapolis 16, Minn. 
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Paint 


Market Potential 


Although paint packages generally do not 
bring the big-ticket sales that result from struc- 
tural remodeling jobs, the quantity of the sales 
can add up to a sizeable profit for dealers dur- 
ing the cold-weather months. 


A survey by the National Paint, Varnish and 
Lacquer Association reveals that the average 
family uses 8.3 gallons of paint for the exterior 
of their homes and they spend about $41 for the 
job. Favorite months for painting both interiors 
and exteriors are May and September. 


There is a terrific potential for sales of paint 
on the farm, especially in view of the current 
trend from red to white for outbuildings. Here 
are the figures on the farm outbuildings that are 
NOT painted: barns, 69%; machine sheds, 
92%; poultry houses, 89%; granaries, 93%, 
and other buildings, 95%. 


Products for this Package 


Here is a list of products and accessories that 
you can sell with a paint package: 


Paint, enamel, stain, varnish, sealer, paint re- 
mover; sandpaper, brushes, rollers, disposable 
paint cans, ladders, drop cloths, patching plas- 
ter, thinner; washing compounds, masking tape, 
sponges, buckets; roller trays, trim; nails, wall 
steamers, spray guns, scaffolding. 
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* 
Why every piece of PALC®@ 
Architectural Quality FLAT GRAIN Redwood 





is run with the Pattern on the Bark Side 





|, and functional advantages 
dictate the choice of flat grain in many applications. But 
only the side toward the bark offers the full advantage 
of the redwoods’ permanent qualities. The heart side tends 
to splinter or “shell out” after long exposure. 

That’s why The Pacific Lumber Company has developed 
exclusive handling systems to control each piece through 
every step of manufacture, so that the pattern is always 
run on the bark side. Only Palco* Architectural Quality 
assures this extra premium in value... at no extra pre- 
mium in cost. For a handy free guide to aid in selecting 
the best in redwood, fill out and mail the coupon below, 
or write for Bulletin No. L-502. 


S pouty the teit-in Kodwnd PALO 


THE PACIFIC LUMBER COMPANY 


Since 1869 « Mills at Scotia, California 


100 Bush St. 35 E. Wacker Drive 2185 Huntington Drive 
San Francisco 4 Chicago 1 San Marino 9, Calif. 


*Trade Mark ® 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


DEALERS! 


This is one of a series of advertisements 
telling the exclusive Palco* Architectural 
Quality Redwood story over 2,000,000 
times each year through the building and 
architectural publications your customers 
read. The bulletin described below is avail- 
able on request, and is being made a 
permanent reference for 18,000 leading 
architectural firms through Sweet's Archi- 
tectural File. This is part of a long-range 
program to help you build your Palco* 
premium quality market. 


THE PACIFIC LUMBER COMPANY 

100 Bush St., San Francisco 4, Calif. 

Please send me, without obligation, the new bulletin 

outlining basic redwood specification data, with charts showing 
standard Palco* redwood patterns, sizes, grades and grains 

Nome ___. saciaeipeatpemNepRNNSIEE 
Title. 

Company 

Address 


Re Sa Sate SS 
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MODEL BUILDINGS, such as this pole-frame machinery shed, are an 
excellent sales tool. Ivan Knapp, right, of the Warfield Lumber Co., 
Monmouth, Ill., points out details to a Warren county farmer. 


Plan to Promote 





Crop Storage Buildings This Fall 


There’s an unusually good market for 
farm buildings just ahead; here’s how you 


can capitalize on it. 





Many dealers are in a position to help farmers 
meet their storage needs for the second largest wheat 
and corn crop on record. These big crops will in- 
crease surpluses to a point where additional storage 
facilities are necessary. 

The Department of Agriculture’s first estimate of 
this year’s crop reveals that although wheat and corn 
acreage have been cut back in hopes of trimming 
some 5% from the huge farm surplus, the crop is 
still expected to be the second largest in history. 

Most farmers cut their acreage of basic crops as 
directed, but some farmers, who have seen the prices 
of their products decline 23.5% in the last four years, 
decided not to let their land lie fallow and planted other 


(continued on page 206) 


FARM STRUCTURES can be conveniently delivered while the ground 
is frozen. Here, a truck from Senneff & Woy Lumber & Coal Co., Chad- 
wick, Ill., delivers a portable hog house. 
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Boost Do-it-Yourself 


PROFITS 







| “Do-lt-yourselt" 
y' bas always been 
an American custom 


—— but WS Changed « let in recent years! 


7 Inetitute of Lite Insurance 
* . 


LIFE INSURANCE companies have 
been said to be discouraging the cur- ‘ 
ent do-it-yourself mania. Actually, as Ww 

the above ad shows, the insurance com- 9 h e nM y O Uu S e 
panies have been boosting the handy 


man boom in their trade association Ss re | Ss y to | n stal 


newspaper advertising. 


Record Home Ownership 4 is | iMANVAN &@ 


Some of the alarms heard around 
us might lead to the belief that the 
American home is a vanishing institu- 
tion. But according to the United 
States Savings and Loan League, a 


record 57% of nonfarm dwellings are and Shutters 
now owned by the occupants. In many 
cases, of course, the equity is thin. 
The ownership figure has grown from | When labor costs go down, profits 
41% in 1940 and from 37% in 1900. : 
The pattern is not uniform through- go up. Fawsco all-aluminum can- 








(OF Waleod ol -t- Saw \ Aalnale £ 





out the country. In Chicago, only CONTOUR CANOPY opies, awnings and shutters are 

41.8% of units are owned by occu- . P 

pants, New York City has only 31.7%, packed with full instructions for easy 

but many smaller cities have higher installation, make an easy to sell “do 

oe, national average of home ws it yourself” item. Easy to handle, fit 
Home ownership has long been WEATHER-GUARD CANOPY 80% of all doors and windows made. 

synonymous with stability and good : : 

citizenship, Thus its rise appears to Six different styles ° complement 

contradict other indexes of what is most architectural designs. Choice of 

happening to our society, such as an green, red, blue or white baked 

apparent increase in crime, divorce 

and juvenile delinquency. enamel finish on sturdy aluminum. 
It seems quite possible that the cur- 





rent figures indicating growing dis- Will not rust, warp, or deteriorate. 
respect for law and morals are actually WEATHER-GUARD AWNING 

reflecting more accurate statistics, 
rather than more lawlessness. 


Distributorships available in a few 
choice areas. Write immediately for de- 
toils on adding this profit-boosting line 
of home accessories. 











FAWSCO MANUFACTURING DIVISION 
Cuyohoge Falls, Ohio 





FULL LOUVRE SHUTTERS 


FAWSCO MFG. DIVISION AL-9-65 
Cuychoga Falls, Ohio 


For a daa bs Please mail me illustrated 4-color FAWSCO catalog. 


IIL “ me 
Catalog aporess __ 


a STATE 
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crops. Consequently, they may produce the largest 
soybean crop in history. Oats, barley and sorghum 
production will be at record-level highs. 

Corn farmers are well on their way to producing 
an estimated 3.5 billion bushels—16% more than last 
year’s drought-affected crop. Last year the Depart- 
ment of Agriculture bought $7,198,000,000 worth of 
surplus commodities under the price-support pro- 
gram. This year it looks like the bill will be higher. 


Dealers Can Help Farmers 


During the next two months the farmer will be in 
the market for storage facilities for his crops. In 
some cases, farmers will be needing feed bunks, 
cattle shelters and other animal housing structures 
if they decide to convert surplus grain into meat. 

Here, the retail building materials dealer can play 
an important part in supplying the farmer with plans, 
advice and prefabricated buildings. 

The Commodity Credit Corp. is helping arrange 
financing for on-farm storage facilities and special 
income tax features make it possible for the farmer 
to amortize the cost of new storage facilities over a 
five-year period. 

Farm storage facility loans, under which the farm- 
er can borrow up to 80% of the cost of building or 
buying storage space, are available from the CCC 
through local farm committees. Farmers have four 
years to pay off the loans at 4% interest. 

This program offers farmers an opportunity to 
acquire and pay for the additional storage they need 
and opens a profitable field for building materials 
dealers, who can help supply plans and erect these 
storage structures. 


Special Services Offered 
Farmers Lumber & Supply Co., Polo, Ill., has built 
a volume business which keeps five six-man crews 
busy prefabricating and erecting farm buildings. 
To develop this type business, Charles W. Lyons, 


the firm’s construction superintendent, calls upon 
prospects and submits bids. Free to travel from job 
to job, he expedites deliveries of materials to speed 
construction and build good will. 

“When you make it easy for a farmer to buy,” says 
manager E. R. Knudson, “he'll keep coming back. 
We've had a package deal ever since we've been in 
business. The customer tells us what he wants and 
our construction superintendent looks over the site, 
draws up plans and if the bid is satisfactory, takes a 
crew out to build it. We’re finding that the farmer 
wants a complete package. He doesn’t want to hire 
labor himself.” 

Lumber scraps and odd lots of building materials 
that formerly went to waste at Helms Lumber 
Co., Wharton, Texas, have been turned into profits 
through yard fabrication of creep feeders. 

Helms builds and sells about 70 of these feeders 
each year. Consisting mostly of odd pieces of lum- 
ber, they sell for $75. Building these feeders keeps 
the yard crew busy during the slow seasons. 

The firm displays the feeders alongside the high- 
way and serves ranchers from as far as 350 miles 
away. 

Prefabricating Profitable 


As an off-season sideline, prefabricating farm 
buildings has become highly profitable for Mathew 
Lumber Co., Oscaloosa, lowa. This firm builds be- 
tween 50 and 100 portable farm buildings each year 
and advertises them in the local paper. 

Some farmers buy the buildings outright, others 
ask for plans and a materials list, but the majority 
prefer to buy the building already fabricated. 

James Peterson and Don Huston, owners of Peterson- 
Huston Lumber Co., Vinton, lowa, didn’t have room 
to prefabricate and display farm structures in their 
yard in town so they purchased some property on 
the highway leading into town. 


(continued on page 304) 





Another New Selling Tool... 





Packaged for Profit! 


Now, for the first time, full coils of 75-lb. Cresline flexible 
plastic pipe in 4%” to 14” diameters come in space-saving, 
hard-selling cartons that simplify handling and help change unit 
sales from “feet” into “miles.” Easy-to-read markings make in- 
ventory control a cinch whether cartons are stored vertically or 
horizontally. Pipe pulls easily off reel without whipping back. 
Each carton is an “ad” in itself — tells your customers about 
Cresline’s famous written guarantee, 100% virgin materials, con- 
venient one-foot and 10-foot markings, quality control and pres- 
sure-testing. Back that up with Cresline’s pledge to ship every 
order within 24 hours . . . add Cresline’s other smashing sales 
aids ... and you have a combination that will add extra dollars 
to every ticket. Write now for all the details. 


Visit Our Booth No. 8-186 at the National Hardware Show, 
Navy Pier, Chicago 


CRESCENT PLASTICS, INC. 


Dept. L-5, 955 Diamond Ave. * Evansville 7, Ind. 


Made to Specifications of the 
Thermoplastic Pipe Division of the 
Society of the Plastics Industry 
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High Quality End-Product 
of a Great Aluminum Producer! 





REYNOLDS 
ALUMINUM 
WINDOWS 


Examine this Casement Window with its flash-welded 
corners. Compare its high “satinized” finish, double-con- 
tact frame, wide-opening extension hinges, watertight lip 
and built-in transom drip, It has every quality feature 
known to window engineering. And it bears the great 
name of Reynolds Aluminum—which means window 
quality controlled all the way from bauxite mines to final 
assembly. You sell with confidence—you build solid busi- 
ness—when you sell Reynolds Aluminum Windows. Write 
for complete catalog. Reynolds Metals Company, Win- 
dow Division, 2002 South 9th Street, Louisville 1, Ky. 














Reynolds Aluminum Tra- 
verse (Sliding) Window 
...new star in a great line! 
Horizontal sliding vents 
open easy, close tight, 
lift out for cleaning. Easi- 
est installation. Low cost. 


















Reynolds Aluminum Awning p 
Window... best for controlled 
ventilation, rain deflection. 




















Basement and Util- 
ity Windows .. . with 
serrated edges that 
lock tight to mason- 
ry. Removable vent. 


Reynolds Aluminum Dou- 
ble-Hung Window .. . new 
perfected details, mechanical 
joints. Finger-tip operation. 


See “FRONTIER,” Reynolds new dramatic series, starting Sunday, September 25, NBC-TV Network, 


REYNOLDS 28 ALUMINUM 


BUILDING PRODUCTS 
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Sell customers on the 


6 Advantages of Garage Packages 





CARPORT PACKAGE is promoted by Chandler Lumber Co., Van Nuys, 
Calif. Sign emphasizes easy terms. 


_ _ SELLING THE PACKAGE 





THE MARKET FOR GARAGES 


As of 1950, the most recent year 
for which figures are available, 
more than half of all the homes 
built in the United States were 
erected without garages or car- 
ports, according to the Housing 
and Home Finance Agency. 

There is ample reason to be- 
lieve that the number of garage- 
less homes has steadily increased 
during the past five years. With 
more than 1 million new homes 
being erected each year, a con- 
servative estimate shows an an- 
nual market for about half a mil- 
lion garages. 

According to HHFA, 86% of the 
homeowners who do erect garages 
build ‘one-car units while the re- 
maining 14% build garages for two 
or more cars. The agency reports 
that. 61% of the garages for new 
homes are attached to the house 
(either directly or with a breeze- 
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way-patio connection) ; 17% are not 
attached; 6% are located in the 
basement; and 4% are built as an 
integral part of the house. 

Of all the garage facilities 

erected, 12% were carports. 

With leading car manufacturers 
redicting that millions of fami- 
ies will own two cars within the 

next few years, the question of 

roviding more garage space 
ecomes increasingly important. 
Also, today’s bigger cars, plus the 
need for storage, indicates that ad- 
equate garage facilities will be- 
come more of a factor influencing 
the sale of both new and old homes. 

When considering package sales 

of garages, don’t overlook the tre- 
mendous market for sales of ga- 
rage doors as replacements. More 
than $133 million is spent on ga- 
rage doors by the American pub- 
lic each year. 


Here are the end - use 
benefits you can emphasize 
in your advertising and sales 
talks to increase your sales of 
garages. 


1. CAR PROTECTION: With 
the average family spending from 
$2,000-$3,000 on an automobile, 
they are interested in protecting 
this sizeable investment. 


2. APPEARANCE: Tell custom- 
ers that you can supply plans for 
a garage that will complement 
their homes and increase the finan- 
cial worth of their property. 


8. MONEY SAVINGS: Many 
dealers, like Koss & Son, Clark, 
N. J., sell do-it-yourself garage 
packages on which a homeowner 
can save up to $215 by building 
it himself. The firm arranges easy- 
term financing with a local bank 
at 5%-6% interest. 


4. EXTRA WORK AREA: Scores 
of garages are being built with 
an extra two or four feet on the 
end or side to provide work-bench 
or hobby space. With so many 
homes being built without attics 
or basements, this extra space is 
often the key point in clinching a 
sale. 
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GARAGE CLINICS help close garage sales for Findorff's, Madison, 
Wis. This firm also provides on-site construction advice. 


5. EXTRA PLAY SPACE: Some ee 

dealers offer garages that include emanate PR Rie Tes alt 
a screened veranda at the front 

or side. Patio canopies and breeze- 

ways can easily be attached to a 

garage and provide an excellent 

spot for an outdoor fireplace, pic 

nic table, sand boxes and other 





recreational equipment. 








6. EXTRA STORAGE AREA: 
Owners of basementless homes 
need garages that will give stor 
age space for lawn and garden 
tools, screens and storm windows, 
outdoor furniture, toys and other 
seasonal items. 








| ™ 
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GARAGE CONVERSION for screen porch and recreation area is fea- 
tured in this model garage erected by a California dealer 
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SELLING THE PACKAGE 





customers 


Do-it-yourself packages help Michigan dealer 





= 


ci. 


ON-THE-JOB-HELP is of prime importance in selling house packages to do-it-yourself 
Here manager Louis Legg, standing, and construction superintendent Bob 
Pierce, left, help a customer start his siding. 


Sell 10 Houses, 10 Cottages and 25 Garages 


That’s the first six 
months’ sales figures for 1955 
at the Lansing Lumber Co. 
Here’s how they do it. 


“Our precut packages are bring- 
ing the big-ticket customers in,” 
says Louis E. Legg, Jr., manager, 
Lansing (Mich.) Lumber Co., “and 
we're doing the kind of business we 
like to do.” 

The kind of business that Louis 

and every dealer—likes is com 
plete job sales rather than small 
competitive lots. In the first six 
months of 1955, the firm sold 10 
house packages, 10 lake cottages 
and 25 garages. Last year, before 
the firm started offering package 
houses, they sold 15 cottages and 
100 garages. 
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Following notable success with 
package garages and cottages last 
year, the firm expanded into the 
do-it-yourself house package busi- 
ness in January, 1955. Designs in- 
clude one, two and three bedroom, 
ranch-style models and a one-and- 
a-half-story model. 


How They Advertise 

The firm uses both television and 
newspapers every week through- 
out the spring and fall seasons to 
remind the public to investigate 
the savings possible with Lansing 
Lumber Company’s precut pack- 
ages. 

“We are spending a higher-than- 
average percentage on advertis- 
ing,” says Louis, “but our business 
is increasing so nicely that we are 
able to maintain a steady increase 
in the advertising investment dol- 
lar-wise, while actually decreasing 
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the amount percentage-wise. Our 
precut advertising also draws reg- 
ular business.” 

Prospects are easy to sell on pre- 
cut packages, since the firm pro- 
vides the following services: 

1. Short term financing through 
the Home Assistance Corp. (HAC 
is an FHA-approved loan agency 
organized by L. E. Legg, Sr., to 
serve his chain of lumber yards in 
Michigan and Indiana.) 

2. Plan service to suit each cus- 
tomer’s needs and pocket book. All 
the plans were developed by the 
firm. 

3. Customers also get a 36-page 
instruction booklet, which covers 
all the construction steps in a sim- 
plified, easy-to-understand style. 
The booklet was prepared by Bob 
Pierce, the construction superin- 
tendent. 

(continued on page 212) 
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You Need Only 25 Sq. Ft. of Shelf 
Space to Stock a Complete Line of 


PITTSBURGH’S NEW 


300 of today’s most-wanted decorator hues 


in 3 famous interior wall and trim paints 
—FROM ONLY ONE SET OF TUBE COLORS! 








pittssure GH'S remarkable MAESTRO COLOR 
system offers you the simplest, most practical way 
to sell paint. With this line you offer your customers 
300 of today’s most-wanted colors for home decora- 
tion in three standard Pittsburgh interior wall and 
trim paints, including rubberized and alkyd-type fin- 


ishes—with only a very small investment. ee citya.typeprecticaly 
In fact, you can operate with a minimum assortment j a, Se 


of tubes and tinting bases that requires only 25 hate basel aaa 
— feet of shelf space. You can oe ply all 300 
AESTRO COLORS in quarts and gallons quickly 
and easily from one set a universal tube colors and 
only two tinting bases for each ty ope of finish. Nearly 


half the colors are made by adding only one tube h' 
color to the base materials. ad ti P| 
Such a small inventory assures you faster turn-over De n Tal € 


and greater profits. Pittsburgh's widespread distri- 

bution system guarantees you fast replacement of Name ] 
stock when you need it and without loss of sales. WALLHIDE Rubberized Sotin 

if you are interested in selling paints this modern, Fh Wen Te——oeey 


apply, dries in less than holf 
way, send the coupon below—today. an hour, extremely washable. 





ante Galas helps you sell terior and exterior trim, 


also for walls where @ low, 
faster and easier! semi-gloss sheen is desired, 


[Pm — Pans Attractive COLOR SELECTOR | cpiuuoe EnAMet for ine 


‘aiealanioieabedaaieeaneeete 


@ This convenient display rack of 
the 300 MAESTRO COLORS is an 
attention - compelling sales - maker. 
The colors are attractively shown 
for easy examination. A full supply 
of take-home chips are included. 
Additional chips are supplied with- 
out cost as they may be 





Pittsburgh Plate Glass Company, 
Paint Division, Dept. AL-95, Pittsburgh, Pa. 


Gentlemen: I am interested in further details of your 
new MAESTRO COLOR SYSTEM. 





with Color Drnamies 


Name 








Address__ 





jg PITTSBURGH Paints 


IEG) PAINTS + GLASS © CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS | - —County__ State... 


‘ibiceeptninigenctanciininneniil 


qnewan aves ananan anal 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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BUILD IT YOURSELF 


Lansing Lumber’s Easi-Bilt 








Designed ta PHA Standards 





Build your home. Seve time and money with an EASI- 
BILT PRE-CUT home. The hard part is done for you 
by our pre-cutting system. We furnish complete step- 
by-step instructions. Materials, design and construc- 
tion equal to America’s finest architect supervised 
homes. Visit our display Monday and Friday evenings 





6:30 te 9:00. 








Slee Pre-Cat Cottages and Garages 











PLENTY OF ADVERTISING such as 
the newspaper ad, above, and tele- 
vision help bring in the prospects for 
the firm's house, cottage and garage 


packages 


SCALE MODEL HOUSES on display 
in the firm's showroom 
couples make final plans 


literature display 


4. The firm will also give the 
customers on-the-job assistance 
when needed. 

Scale models of the houses and 
garages are on display in the 
firm’s showroom. A model cottage 
is on display in the yard. In addi- 
tion, the firm has photographs of 
all these buildings. 

“We feel we have a well-rounded 
program to offer,” says Louis. 
“Our own staff can handle concrete 
slab or foundation work for the 
customer if desired. We can also 
offer heating equipment and kitch- 
en cabinets and we will recom- 
mend someone to do the installa 
tions.” 


System for Financing 
The company’ Home Assistance 
Corp. requires the buyer of a 


package home to have a letter 
stating he can get a loan from reg- 
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help young 
Notice the 


ular mortgage sources as soon as 
the house is complete. The HAC 
then finances the job until the 
house is complete. The firm’s 
houses are designed to meet FHA 
standards and buyers have had no 
difficulty in obtaining loans when 
the houses are complete. 

Under their arrangement with 
HAC, the Lansing Lumber Co. gets 
its money as construction of the 
home proceeds. The buyer pays 
interest to HAC without the deal- 
er being too closely involved. Ac- 
tually, the Lansing Lumber Com- 
pany’s bookkeeper, Ken Hope, is 
also secretary of HAC and handles 
the HAC financing arrangements. 

For cottages and garages, the 
firm carries its own paper for 
credit-approved customers. The 
customer makes a 50% down pay- 
ment with the pay-out period 
spread over a year. 
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Except for a few extra house 
parts that are applicable to any 
of the structures, the firm does not 
stockpile houses. As each job is 
sold, parts are cut at the yard. 
The entire production is central- 
ized under sales manager Sam 
McKaig who is responsible for 
correct precutting and loading. 

So far, contractor-customers 
have not been solicited for sales 
of package houses. Some contrac- 
tors have expressed an interest in 
the homes and the firm is willing 
to work with them. 

A few precut homes were built 
for speculative sales at first to see 
how they would work out. One of 
the first customers for the package 
houses was the manager, Louis, 
who lives in one of the three-bed- 
room models. 

(continued on page 214) 
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You can’t get your full share of lock business by 
waiting for it to come through the door. 


. So do what many other dealers are doing. Go out 
and make calls on builders! 


You’ve really got something to sell in Sargent 


° AlignaLocks. You’ve got a truly handsome, high 
quality, low cost lock...with an unconditional 


guarantee. A lock that can be installed faster than 
any other lock on the market. 


And in no one lock can you offer the builder so many 
home-selling aids! The AlignaLock Guarantee Cer- 
tificate! Displays! House signs! Home owner bro- 
chures! Colorful literature! 






You can’t miss on this! So don’t wait. Get in touch 


BuILDING Propucts MERCHANDISER 


arcane etree toner 





To all dealers who really want 





SALES... 


with your AlignaLock supplier for full details . . . and 
a special direct mail campaign that helps you set up 
builder calls. If you’d like, write direct to Sargent & 
Company, New Haven 9, Conn., Dept. 3J. 





SARGENT LOCKS 


“A sign of a well built house” 
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FINANCING OF PACKAGES is handled by the company’s own Home Assistance Corp., 
which pays bills until the house is complete. Manager Legg, left, explains the details. 


Housing Starts Still Soaring 


Private House Starts 


Listed below are the housing start 
figures for the past five years. The 
million-plus housing starts has be- 
come a familiar figure the past five 
years. 

Many experts contend that the in- 
creasing birthrate, healthy prosperity 
and @ generally rising American econ- 
omy will require more than a million 


homes each year at least through 
1970. 

The share of this market that goes 
to the retail lumber dealers of the 
nation, as always, will depend on 
how well the dealers meet the peo- 
ple's demand for easy-to-purchase, 
ever-improving living facilities. 


1,352,200 
1,020,100 
1,068,500 
1,068,300 
1,201,700 
1,341,000* 
*Estimated 





PONDEROSA PINE 


WHITE FIR 


Trade Mart 


INCENSE CEDAR 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kiins 


Monufacturer and Distributor 





PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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iPS DANNY KAYE 


STAR OF PARAMOUNT’S 
“THE COURT JESTER” 


In Vista Vision—color by Technicolor 
















 insul 


y with | 
fy TONOLITES ond 


What he’s doing for your 
ZONOLITE’ Sales! 


Your customers are going to hear a lot about 
Danny Kaye, star of Paramount’s comedy hit, 
“The Court Jester’’. And, Danny exclusively 
spearheads the most exciting advertising and 
promotional drive in Zonolite history to give your 
Zonolite insulation sales a big-time boost. Hurry, 
hurry, hurry! Get in on all the fun, excitement 
and surprises. Powerful ads all season long in 

THIS LIFE-SIZE Better Homes & Gardens, American Home, 
DISPLAY YOURS FREE! American Weekly, This Week, Parade and Farm 
Magazines. Complete promotional aids are yours 





| 





This eye-catching for the asking: Colorful window and counter dis- 
full-color, Life-Size plays, free ad mats, radio records, billboards, 
Standing Display mailing pieces—all featuring famous Danny 
ah tee es e Kaye, star Zonolite Salesman. Mail coupon at 


eieeteus “Ge thner once for your sales aids! 














display— 
i ZONOLITE 
DANNY INSULATING FILL 
KAYE Hi * A 
Ee oS 8 Zonolite Company, Dept. AL-95 
§ 135 So. LaSalle St. 
"THE § Chicago 3, Illinois 
COURT ' Please send me free sales aids that tie me in with your 
JESTER national Danny Kaye Zonolite insulation selling spree. 
in VISTA VISION 1 Name 
Color by Technicolor ' 
= Addr 
' 
4 City, Zone. State 
Leewnee eee - 
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For faster, easier, greater profits in the Do-It-Yourself market 


EMPLOY THESE 


PROVEN SALESMEN: 
T “ 7 





SOLD VINVI-MATIC | S24? TILE-O-MATIC 


Now used by 2500 successful dealers! Increasing profits for 8000 dealers! 














Today’s booming Do-It-Yourself market means booming business for you in nationally-advertised 

Gold Seal Floors, Walls and Countertops. Floor improvements come high on home remodeling 

lists...and easy-to-handle Gold Seal VinylTop has so many uses for your Do-It-Yourself cus- 

tomers ... shelves, countertops, facings. Customers buy quickly when given the reassurance of 

Gold Seal quality backed up by the Gold Seal Guarantee . . . satisfaction or your money back. 
Set yourself up for this market! Racks available from local Gold Seal distributors. 


The Gold Seal Viny!-Matic stocks, displays and sells 4 rolls The Gold Seai Tile-O-Matic gives you a completeself-service 
(about 30 lin. yds. each) of resilient Gold Seal Viny!lTop in just Gold Seal tile department in only 5 square feet of floor space 
6 square feet of floor space. The perfect Vinyl Inlaid for ... for only $25! A “natural” salesman in the Do-It-Yourself 
beautiful, seamless countertops . . . stain-resistant VinylTop market, the Tile-O-Matie displays, promotes and sells the 
comes in 17 patterns ...is easy to cut and cove. 30”, 36”, most complete tile line in the industry . . . for every purpose, 
42” widths. Bermuda Hues and marbleized patterns. taste and budget. Holds up to 432 9” x 9” tiles. 


For home or business... EP 
you get the finest choice of all in... yal | A GOLD 7] 4) 8 
INLAID LINOLEUM « RANCHTILE® LINOLEUM LINOLEUM, VINYL, VINYLBEST, <a) FLOORS AND WALLS 


RUBBER, CORK AND ASPHALT TILES - CONGOLEUM® AND CONGOWAIL® ~ y 
ENAMEL-SURFACE FLOOR AND WALL COVERINGS - VINYLFLOR + VINYLTOP 


See our booth at the N RL D A Exposition, October 11-14, Cleveland, Ohio 
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CHORES become pleasant in this remodeled kitchen planned by Hines. 


Sells $685 in Materials for Do-It-Yourself Kitchen 

















Consumer Magazines Salute 
Role of Lumber Dealer 


This has been the year when top consumer maga- 
zines discovered the importance of the lumber deal- 
er. They are now telling their readers that you 
handle a wide range of products and that you offer 
helpful planning assistance for both new construc- 
tion and remodeling. 


In the October issue of 

Living for Young Homemak- 

ers, for example, begins a 

new editorial program frank- 

ly started to push lumber 

dealers and the services they 

perform. A remodeling sec- 

tion in the issue first pays 

tribute to retailers with an 

article headed, “The enter- 

prising building materials 

dealer keeps apace of the 

times ... for years taken for 

granted by the homemaker, 

he now offers a complete remodeling service.” 
This presentation is then followed by the 

Hines kitchen story and one about retailer Jos. 

H. Klaff, South Norwalk, Conn., covering an 

attic expansion and basement recreation room. 
Living plans to provide dealers with reprints 

of the October articles, display materials on ad- 

vertised brands and a seal for retailer show 

windows. The October articles are just a start 

of an overall program. 
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New Home Improvement Advisor Serv- 
ice is increasing remodeling sales for Hines 
Lumber Co., Chicago. Follow this typical 
kitchen job through one of their suburban 
yards for a complete run-down on how this 
system operates. 


A year and a half ago the Edward Hines Lumber 
Co., Chicago, injected a full head of steam into a 
Hines service that had been inaugurated in the ‘30s 
and which proved to be a very successful program as 
they were coming out of the depression. This pro- 
gram was, and is, the Hines Consumer Sales Service 
and is built around the Hines Home Improvement Ad- 
visor. In each of the 27 Hines branch yards the Home 
Improvement Advisor heads up the consumer and re- 
modeling materials sales organization of the yard. 


The ABC Plan 


An integral part of the program was setting up a 
classification system for yard employes that was 
fair and sharply defined. The ABC plan was de- 
veloped, which classifies all office employes as fol- 
lows: 


“A” grouping — beginning counter salesmen, who 
handle general store customers. 


“B” grouping — the “Home Improvement Advisor” 
employe. More experienced men who work essentially 
with the homeowner. 


“C” grouping — the best qualified men who handle 
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‘Helpful service for customers 


MODERN exterior of Hines Glenview, 


FIRST STEP in planning Jack and 
Martha Mathis’ kitchen was a yard 


Ill., yard encourages young homeown- tour with Henry Broughton, Hines 
ers with its fresh architectural treat- home improvement advisor, extreme 


ment 


contractor trade and commercial business. 
All Hines salesmen are on a double-barrelled in- 
centive compensation plan based on sales and profits. 


Scheduled Meetings 


Yard managers have told American Lumberman 
that monthly meetings staged for the home improve- 
ment advisors were largely responsible for really 
getting the program off the ground. 

As the program began, the sessions ran a full two 
days and then eventually became evening meetings. 
Because the meetings were entirely planned for men 
merchandising remodeling, the training could be con- 
centrated and pin-pointed on this general subject. 

A typical meeting usually concentrates on a single 
remodeling project. Estimating, the best products to 
specify and the financing for the job are presented. 
Hines draws heavily on manufacturers’ representa- 


right, as guide. 


tives as speakers and a source for ideas on staging 
the meeting. Each home improvement advisor who 
attends receives a kit of literature supplied by the 
manufacturer’s representative speaking before the 
group. 

Coordinate Promotions 

Newspaper and TV advertising is now planned 
well ahead and coordinated with the work of the home 
improvement advisor. Hines has found it vitally im- 
portant to give yard managers plenty of advance in- 
formation on the remodeling to be featured. In this 

yay, inventories can be checked and the yard man- 
ager is prepared to handle efficiently stimulated home 
improvement business. 

Working together American Lumberman and Liv- 
ing magazine recently visited the Hines yard at Glen- 
view, Ill., and followed through a typical remodeling 
project. We selected a kitchen modernization because 


Do-it-yourself Kitchen Has Custom Features 


Improved materials plus more know- 
how in the yard is resulting in some- 
thing more than minimum kitchens 
when the family handyman tackles 
this type of project. 


Giving and suggesting “extras” pays 
a dividend for the retailer by increas- 
ing the materiale bill and creating 
more customer satisfaction. Every 
top job seems to bring in still more 
customers. 


QUICK-DRYING cement is 
applied to the plastic lami- 
nate used to surface kitch- 


en 


tops. 


New cement 


brings laminates into the 
scope of the home handy- 


man. 
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ACTUAL kitchen was next sketched 


W. Larsen, manager of the yard, looks on 


it’s one of the most popular jobs with homeowners 
and it runs to a sizeable bill of materials. 

We first met Richard W. Larsen, the yard manager, 
and Henry Broughton, the home improvement ad- 
visor. Glenview is a Chicago suburb with both new 
and older homes and selling a kitchen job came rather 
easily. 

Do-It-Yourself Prospect 


Several days after our first visit to the Hines Glen- 
view yard, we returned and met Martha and Jack 


Mathis. The Mathis’ lived in an older home and they 
had been told by friends that Hines offered a free 
home improvement service that would help them lay- 
out the new kitchen they wanted. 


We were leaning over Harry Broughton’s shoulder 
when he made the first rough sketches for the Mathis’ 
remodeled kitchen. It seemed to us a fairly average 


REPLACING an old-fashioned door 
with a new louvered unit gave a 
contemporary touch, 


STORAGE for 


equipment was 
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roughly by 
Henry Broughton, standing, right, for Mathis. Richard 


household 
included in the re 
vamped kitchen planned by Hines 


COMPLETED plans are frequently 
then double-checked in the warehouse 
to be sure required materials are 
readily available. Henry Broughton, 
right, as the Hines remodeling special- 
ist, carries through the entire trans- 
action. 


job. Old fashioned cabinets had to go, a new sink 
was required and a new placement of appliances 
seemed in order. 

The ceiling was too high and the plaster was 
cracked and ugly. In lowering the ceiling Henry spe- 
cified an acoustical tileboard ceiling because of the 
strong trend for acoustical materials in the home 
today. 

New floor coverings, new lighting fixtures, ventila- 
ting fan and plastic laminates for the cabinet tops 
were promptly worked into the remodeling pro- 
posed. 

The window over the sink was to be replaced with 
an awning type, using insulating glass. 

A stock louvered door was specified for a decora 
tive, practical touch. 

The cabinet bill included conventional units with 
(continued on next page) 


cleaning VEGETABLE storage was a feature 
that helped sell this remodeled 


kitchen at Glenview, Ill. 





a mixer shelf and several storage cabinets for broom 
and other household cleaning tools. 

Total bill for materials sold strictly from the yard 
came to $685. The break-down was as follows: 


Cabinets 


$685.00 
Handyman Project 


Because the Mathis decided to make this a do-it- 
yourself project, Henry Broughton proved invaluable 
to this young couple with practical advice and per- 
tinent manufacturers’ literature. 

Both manager Dick Larsen and Henry rely heavily 
on producer materials addressed strictly to the han- 
dyman with plenty of detailed illustrations and text. 
They find it simplifies their job and insures more 
customer satisfaction. 

Larsen especially likes the promotional literature 
he uses on his cabinet line that shows the units in 
color, suggests kitchen layouts and stresses further 
use of cabinets for storage and other rooms in a 
house, 


Keeps List of Mechanics 


While the Mathis planned to do most of their own 
work, they did require skilled mechanics for electri- 
cal and plumbing alterations. At all Hines yards, an 
up-to-date list of qualified mechanics in all the trades 
is available for customers. The Mathis used this list 
to select their electrician and plumber knowing that 
Hines recommended them without reservation. It is 


the Hines policy to help make good any job per- 
formed in an unsatisfactory manner by a mechanic 
they recommend. Mechanics that don’t make good are 
promptly removed from Hines recommended list. 


Cabinets sold on the Mathis job were knock-down 
units especially made for the do-it-yourself trade. 
They come completely machined, prefitted and semi- 
assembled in a carton package. Produced in a variety 
of styles and dimensions, they have proved extremely 
popular in the Glenview yard. 

The instructions for assembly are graphic and 
complete, reducing dealer selling time. 


Financing Understood 


Home improvement advisors like Henry Broughton 
fully understand both Hines own revolving credit 
plan and conventional FHA Title I loans. The Mathis’ 
kitchen, because of the large materials bill, was run 
through FHA but smaller remodeling projects fre- 
quently use the revolving credit plan with a top of 
about $150. 

Hines, like many dealers, also agrees to take many 
remodeling jobs that don’t qualify under Title I. 
Usually it’s because of a technicality and the top is 
the FHA maximum of $2,500. 


Look to the Future 


Dick Larsen and all Hines managers are looking 
ahead to even more remodeling business in the years 
just ahead. Getting squared away to do an intelligent 
job of merchandising remodeling just seems like good 
business to them. Dick expresses it this way: 

“The area around our yard will be fully built up 
with new homes in just a few years. We can get new 
house jobs only from within our trucking range. Go- 
ing too far is not economical. 

“Our volume is going to come more and more from 
repairs and remodeling in the period just ahead. We 
are getting set for this business right now.” 


Sales Tools that Work for Hines 


JUST A FEW of the manufacturer-supplied pieces of sales literature used almost daily by the Hines yard at Glenview, II. 
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HERE’S HOW YOU CAN POSITIVELY 


INCREASE HARDWOOD PLYWOOD SALES 


How do we know? We made it our business to call on lumber dealers who were doing an out- 
standingly profitable volume with Hardwood Plywood and asked them straight questions. 


Here’s what they said: 


"You've got to have it—to sell it!” 


Telling a customer you can “get it for him”, 
nine times out of ten simply sends him else- 
where. When he wants it—he wants it right 
then. If you’ve got it—a good supply of standard 
size panels in the popular species such as birch, 
gum, oak, mahogany, maple and walnut—plus 
Hardwood Plywood flush doors — you'll sell! 
What’s more, dealers everywhere are con- 
vinced of the sales-importance of “stock on 
hand” as proven by a recent survey when 70% 
of the respondents reported stocking Hardwood 
Plywood for their customers. 


"You've got to tell 'em—to sell 'em!"’ 

That’s right—tell em in your regular mailings— 
every time you sell a Hardwood Plywood flush 
door, talk up the idea of using beautiful Hard- 
wood Plywood wall panels to match—use the 
promotional material supplied by HPI and 
member mills. 


HARDWOOD PLYWOOD INSTITUTE 
600 S. Michigan Ave. ¢ Chicago 5, Ill. 
The HPI seal identifies mills operating under a 
rigid 5-point quality control program... mills 
who are backing a hard hitting national adver 
tising program that’s building consumer accept- 
ance. The seal is your assurance of quality and 
salability 


"You've got to show ‘em—to close the sale!”’ 
Show ’em the wide variety of colors and grains 
available in Hardwood Plywood. Let them see 
the beauty—and the sale is yours. Demonstrate 
by having sample panels of all the popular 
species right out on the selling floor where cus- 
tomers can see and judge for themselves. 
Whether you display full size panels or smaller 
units like the samples shown in the accompany- 
ing illustration—the natural beauty of genuine 
HPI Hardwood Plywood will do an on-the-spot 
selling job for you! 


NOW SEE FOR YOURSELF HOW HARDWOOD PLYWOOD CAN CUILD 
STORE TRAFFIC — NEW PROFITS — WRITE FOR THIS FREE MATERIAL! 


c 
HARDWOOD PLYWOOD INSTITUTE, Dept, 22-1! 
600 S. Michigan Ave. * Chicago 5, Ill. 
Gentlemen: | am interested in making Hardwood Plywood profits 


Please send the colorful book “A Treasury of Hardwood 
Plywood)’ showing selection and use. 


' 

' 

' 

' 

' 

' 

' 

' 

' 

' 

: ] Please send me information on current HP! dealer promotions 
i and displays 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
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MOBILE SIGN in the Palatine, Ill. yard of the Edward Hines Lumber 
Co., highlights three of the firm’s five financing plans. 


TIME PAYMENTS Key to Package Selling 


You need two types of financing plans 
in order to sell both small (up to $250) and 
large (up to $2,500) remodeling packages. 
This article tells you: 


1. How a Washington dealer cashes in 
on Title L. 


2. How an Illinois dealer uses five fi- 
nancing plans to attract consumer 
customers. 


How to set up an incentive plan to 
sell more financed packaged projects. 


SELLING THE PACKAGE 








(1) Profits from FHA Title I 


“We finance about eight FHA Title I jobs per 
month,” says Charles Myers, manager, Tum-A-Lum 
Lumber Co., Walla Walla, Wash., “and here are the 
advantages we get: 


1. Financing a package sale takes the business 
out of competition. When you stress the end-use ben- 
efits and the small monthly payments, the customer 
doesn’t even think about shopping around for price. 


2. We get the full, retail markup on our sales of 
building materials and we are paid in full promptly 
by the agency that takes the paper. 


3. Contractors like financed sales because they do 
not have to wait around for their money. Conse- 
quently, they are on the lookout for jobs that we can 
finance. 


4. Financing helps make remodeling jobs a year 
around business. You can concentrate on it when 
other work slows down, such as in the fall and winter 
months. 

5. Customers like easy payments because it enables 
them to complete home improvements that they 
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APPUICATION FOR BUDGET AccOuNT 
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wouldn’t tackle if they had to pay cash. They save 
money by doing part of the work themselves.” 


ABC and Title I Loans 


The Tum-A-Lum Lumber Co., which employs five 
people at the Walla Walla branch, uses the Allied 
Building Credits financing plan which is operated 
by the Bank of America, San Francisco. 

Loans granted by the firm range from $100-$2,500. 
The notes over $1,500 are handled conventionally by 
banks using FHA Title I. Remodeling projects sold 
by the firm recently included added rooms, fencing, 
kitchens, roofing, siding and garages. 


According to manager Myers, here are three main 
reasons their financing plan is a success: 


1. ADVERTISING: “We run separate newspaper 
display ads once a month to tell people that we will 
finance their home improvement projects,” says My- 
ers. “We also mention financing in our weekly news- 
paper ads; we plug it in stuffers sent out with regular 
billings.” 


2. EVERYONE SELLS: The firm encourages all 
employes and jobbing contractors to bring in pros- 
pects for remodeling jobs. 

Rubin Wasemiller, yardman, added a two-room ad- 
dition to his own house and was amazed at how easily 
the financing transaction went through. Rubin has 
drummed up a half-dozen more projects by talking to 
friends and relatives. 

A local carpenter, who specializes in fences, 
brought the firm five $300 fencing jobs within a few 
months. He buys his materials from the yard because 
he knows he can arrange financing here for custom- 
ers who cannot pay cash. A roofing contractor deals 
with the yard for the same reason. 


8. SERVICE FOR CUSTOMERS: “We give our 
customers rapid service in processing their loan ap- 
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1. FHA TITLE | FORMS are used by thousands of dealers 
to promote repair and remodeling jobs. 


2. BUDGET SALES FINANCING BLANK is used by the 
Wilbur Lumber Co., West Allis, Wis. to finance their own 
small remodeling projects. 


3. OPEN-END BUDGET BLANK used by Edward Hines 
Lumber Co. allows customer to keep his charge purchases 
to the $150 maximum limit. 


4. CREDIT CARDS are issued by Hines to open account 
customers. 





plications,” adds Myers. “Generally, we can get a 
report from the local credit bureau in a few days 
(cost, $1.75), and we have the workmen start the job 
as soon as possible. 


“We also give customers a rough sketch of their 
project so they can see how it will look when it is 
finished. We then estimate the materials costs and 
tell them what their monthly payments will amount 
to. We emphasize that they can finance the materials 
only if they want to do part of the work themselves. 

“If the job calls for some materials that we do not 
handle, we tell the customer we will get them, pay 
for them ourselves and include them in the financing 
transaction.” 


(2) Five Plans for Financing 


In order to catch both large ($151-$2,500) and 
small ($25-$150) remodeling — the Edward 
Hines Lumber Co., Chicago, Ill., has five consumer 
financing plans. 


“We finance small and large remodeling projects 
for many thousands of our consumer customers at 
our 27 metropolitan yards each year,” says E. W. 
Baker, assistant credit manager. “In addition to sell- 
ing large quantities of building materials at a fair 

rofit, we like this business because it is a spring- 

oard to excellent advertising. We can feature our 


(continued on next page) 
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financing plans in all of our advertising and promo 
tion and this increases our store traffic. 


“Financing the smaller projects builds customer 
good will,” explains Baker. “After a customer has 
financed small jobs with us, he is likely to choose 
our firm when he is ready for a major remodeling job 
or a new home.” 


Here are Hines five financing plans: 


I—REGULAR TITLE I: This is the conventional 
FHA Title I system allowing home improvement loans 
up to $2,500 with a three-year payout period at 5% 
interest. Paper is taken by banks and savings and 
loan associations. 


Il—TITLE I SUBSTITUTE: FHA Title I loans are 
somewhat restricted as to types of remodeling proj- 
ects and when they can be financed. For example, a 
homeowner cannot add a garage or other improve- 
ment to his home until he has lived in the house for 
six months. 


Hines has two forms of loans to cover projects not 
allowed under FHA Title I. One form of the loan 
goes up to $1,500 and the other goes up to $2,500 with 
a five-year payout and a 6% interest charge. This 


paper also is taken by banks and savings and loan 
groups. 


III—STANDARD BUDGET PLAN: The standard 
budget plan allows a customer to buy $150 worth of 


materials with a 10% down payment. The payout 
period for this plan is one year and the interest rate 
charged is 6% (or $9 for a $150 loan). 


“We carry the financing on the budget plans our- 
selves, says Baker. “The majority of the banks won’t 
take it because the interest rate is so small. 


“Actually, we make nothing on the interest from 
these loans if they are less than $50,” he adds. “Of 
course, we do make a profit on the materials and mak- 
ing the small loans is good public relations, so we 
can afford to do it.” 


IV-—-OPEN-END BUDGET PLAN: This plan al- 
lows consumer customers, with a 10% down payment, 
to borrow up to $150 at 6% interest and it includes 
an open-end provision. 


For example, if a customer finances $150 worth of 
materials and pays off $50, he can buy another $50 
worth and just have it added to his original note. 
There is no time limit on the open-end budget plan, 
but the payments must be kept current. 


“This plan is a convenience for customers in that 
they must sign only one note and can make additional 
purchases with no fuss. The plan certainly helps to 
build repeat business for us.” 


V—CREDIT CARD PLAN: Hines also gives con- 
sumer customers credit cards for their 30-day open- 
charge plan. 


Payments for purchases made on the credit cards 
are due the 15th of the month following the pur- 
chases. Hines finds that their budget and credit 
card customers pay their bills promptly. Credit 
checks are made through local credit bureaus or 
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Hines checks the applicant’s credit by mail or tele- 
phone. 


Easy Payment Order Plan 


Because of the reluctance of banks and loan com- 

panies to finance homeowners’ small remodeling proj- 
ects, the Wilbur Lumber Co., West Allis, Wis., which 
operates 12 yards, has established its own easy-pay- 
ment order plan. 
“In every community,” says vice-president George 
H. Wilbur, “there’s a big market potential for small 
remodeling projects which a lumberyard can tap if it 
can handle the financing.” 


The Wilbur plan allows the customer to buy up 
to $250 worth of materials with a 6% interest charge 
and a one-year payout period. Local managers put 
the loans through themselves and the financing is 
carried by the company. 


The easy-payment contract has space for the cus- 
tomer’s credit record and it also gives the company 
mechanic’s lien rights in case of non-payment. 


(3) Incentives Boost Sales 


“A cash incentive for salesmen who sell financed 
projects usually makes the difference between a 
mediocre and a heavy volume,” says Charlie Ketchum, 
president and general manager, Ketchum’s Builders 
Supply Co., Salt Lake City, Utah. 


“In the first six months of 1954—before we had an 
incentive plan—our credit accounts amounted to $19,- 
000. We instituted the bonus system and our sales 
on credit rose to $66,000 for the first six months of 
1955,” says Charlie. 


In an average summer month this year, the firm 
sold 36 FHA Title I jobs, opened 107 new charge 
accounts and had a total of 1,747 open credit ac- 
counts on the books. 


Here’s how the firm’s bonus system works: 


Every time a salesman sells an FHA Title I project, 
he is paid 2% of the total in cash. If a salesman opens 
a credit account, he is paid 1 of 1% of the original 
total purchased on credit. 


The firm also pays a flat bonus of $5 for every ga- 
rage sale and a 1% bonus for each cash sale of $300 
or more. 


Cash Better Than Prizes 


The Tum-A-Lum Lumber Co., chain yard firm with 
headquarters at Walla Walla, Wash., also has an in- 
centive bonus for employes who sell financed projects. 


“We formerly gave employes merchandise awards, 
like appliances and fishing gear,” says Tom Cornett, 
credit manager. “But we found that 2% of the total 
paid as a cash incentive works much better.” 


The yards in the chain are in competition to see 
which sells the most FHA Title I and ABC financed 
projects per month. Each month the manager of the 
winning yard receives a cash payment of 2% of the 
total jobs financed by his yard. If the manager sold 
all the jobs himself, he keeps the bonus. Otherwise 
he distributes the 2% bonus to the salesmen who 
helped sell the jobs. 


“It is amazing how a little cash bonus can in- 
crease your sales,” says Tom. 


(continued an page 226) 
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(begins on page 222) 


See You at Booth 219 
in Cleveland in October 


Here’s HOW to make 
BIG profits with.. 


UTOPIA ‘xrevoen stommum 





Guideposts to 
Financing Success 


With the consuming public in 
the habit of buying everything 
from baby clothes to retirement 
cottages on time, aggressive lum- 
ber dealers realize they are ‘out 
of the running” for the consum- 
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You get all these 


Profit -Packed 
Features 


Fast, over-the-counter 
sales 





Individually cartoned, 
complete with all 
hardware 


Easy installation by 

home-owner, using 

ordinary household 
tools 


Elimination of field 
measuring, fitting and 
service by dealer 


Used by Builders and 
Contractors to reduce 
Field Labor 








Choice of Overlap or 
Deluxe Z-Bar Design 


Low in Cost — High 
in Quality 


UTOPIA extruded aluminum Combination Storm and 
Screen Doors are available completely assembled in 
individual cartons. YOU'LL profit from unique design, 
consumer appeal, plus top quality materials and 
workmanship. Backed up with real sales producing 
promotions. The question is not How?, but NOW! 


cm nee ee Re 
Storm Windows of Aluminum, Inc. 
185 West Bowery St, Akron, Ohic 


Please send me complete Utopia Door informa 
tien and attractive prices. 


Nome 





Company 


UTOPIA DOOR DIVISION 
Livan Mla of (lar fh 


185 West Bowery Street 
Phone; Mbmleck #-6183 Akron $, Obie 


er's dollar unless they also offer 
easy financing. Here are some 
pointers gleaned from reports of 
successful dealers who feature 
time payments: 


1. USE FHA TITLE | loans, 
which will allow your customers to 
spend up to $2,500 for remodeling 
their homes. Guaranteed by the 
United States Government, these 
loans are available all over the na- 
tion. They are simple to transact; 
they mean good profits for you. 
If you do not understand the loan 
process, your local banker can ad 
vise you. 


2. HAVE A BUDGET FI- 
NANCE PLAN to take care of 
your consumer projects costing up 
to $250. Many average-size deal- 
ers (grossing about $300,000 per 
year) find they can carry these 
loans themselves. You can charge 
6%, interest for the six- or 12- 
month loans and, of course, you 
make your full markup on build- 
ing materials. 


3. GIVE CASH INCENTIVES 
to salesmen who sell financed proj- 
ects. Most dealers pay salesmen a 
2% cash commission for each proj- 
ect they sell. 


4. ADVERTISE FINANCING 
consistently in your weekly news- 
paper, radio, TV and other media. 
At least once a month, headline 
your newspaper ad with the fact 
that you will finance your custom- 
ers’ small and large remodeling 
projects, 


5. RENDER FULL SERVICE to 
the customer. Help him plan the 
project, choose the materials, and 


Street . ; RE select a contractor. Chances are 
City a . he'll forget about total costs and 


AL you'll have a competition-free sale. 
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NEWS 


Spotlight Advertising 
At Cleveland Exposition 


Dealers will be shown how to 
get a greater return from their ad- 
vertising dollar at the clinics on 
this subject planned for the 
NLRDA exposition at Cleveland, 
October 11-14. 

Clinie chairman Warren Carter, 
Carter-Jones Lumber Co., Akron, 
Ohio, has arranged for authorities 
from leading advertising media to 
participate in the program, which : : ‘ 
will consist of four one-hour ses- ares Page ine ie ae 
sions, a different subject being aE patie a : 
scheduled for each afternoon. RUBBER THER STRIPPING 

Two of the sessions to be con- “s 
ducted by the promotion staff of 
the National Broadcasting Co., FREE MERCHANDISER 
will be devoted to advertising op- ‘ ' 
portunities in radio and advertis- “4 500 Foot Reel 
ing opportunities in TV. Dealers : NS 28 00 
will receive graphic, down-to-earth “ oe , YOUR COST $ . (each) 
suggestions on how to use those ~ 


two media to best advantage and . | SELLING PRICE 50.00 (10¢ ft.) 


most economically in lumberyard 


advertising. \ i\b BEae $22 00 

“What Makes People Buy?” is Lee YOUR PROFIT - (each) 

the provocative title of a program ' s aoe 

to . staged by Pierre estinee . m9 Your best Weathernnteiran: buy for 

research director, Chicago Tri- , big sales and profits! 500 ft, of 

bune, who will analyze the results 44, INNER-SEAL in good-looking Counter 

of that newspaper’s highly re- i Mh K- Merchandiser. You receive it all set 

garded research into consumer up and ready to sell! 

buying motives. : — patents 
The fourth session will present 


case histories of a panel of lumber 9 GARAGE DOOR CUSHION 


& : 





dealers who are obtaining out- 
ciahee "While gant cf te seamen voce $12.15 (per dor) Mc $17.90 (per don) 
: ‘ program ' 
will be moderated by Tom Bright, La stuune rmct 20.28 ($1.69 each) sume rmct 29.08 ($2.48/b0r) 
building products manager, Satur- we your pront $ 8.13 (per doz.) vour rrort $11.98 (per doz.) 
day Evening Post, who will explain x. y) 
how to get better results from ad- =r 600-9 
vertising expenditures by corre- 
lating dealer sales promotion with Heavier, more rugged INNER-SEAL 
national advertising. QUEEN B PAK—17 feet of INNER- designed especially for Garage 
SEAL—Just the right length for a Doors ... Prevents slamming and 

Postpone Hardboard door or window—Attractive self- splintering ... keeps out water... 
Tariff Revisions service package — pre-priced —easy easy to put on. Individual packages 
“Hardboard is wood. Wood tech- to stack, Also available: B PAK— of either 8 or 9 feet; reels of 100 
nologists say so, today; the Third 10’ Package. or 200 feet. 
Circuit Court of Appeals said so ET RE RT ARERR 
nearly 20 years ago. You can really make BIG MONEY with 1NNER-SEAL Rubber Weather Strip- 

Bo ultimately, shir! bound to ping because it’s a patented high-quality product—priced right to bring you 
get legislation classifying hard- A d bi At! 
board in the wood schedule for tar- a greater unit sale and bigger peel ad 
iff purposes to replace the present The economical 10c a foot retail price is never an objection to your customers 
classification in the paper sched- because they know that Rubber INNER-SEAL will not rot or wear out. They 
ule.” like INNER-SEAL because it STOPS DRAFTS, SEALS OUT DUST AND WATER, SAVES 

These points sum up the opinion FUEL, IS EASY TO INSTALL, 

of Paul B. Shoemaker, president Look at this spectacular merchandising program planned to help you sell 
of the Hardboard Association, fol- more INNER-SEAL this year: 
lowing the recent House Ways and NEW x LOWER RETAIL PRICES ON INDIVIDUAL PAKS 
Means Committee decision to post- NEW % GOOD HOUSEKEEPING GUARANTY SEAL 
pone further action on hardboard * CAMPAIGN 
reclassification legislation until NEW % TREMENDOUS NATION-WIDE NEWSPAPER AD 
January. NEW % SPECIFIED ON E-Z BILD DO-IT-YOURSELF PATTERNS 


“In view of the vast number of Don’t miss out on this fast-moving, money-making deal— 
other legislative matters up for 


eos ; ORDER INNER-SEAL FROM YOUR JOBBER NOW! 
decision before Congress ad- 
journed and because we are as- 
— a, further hearings will 
oe held in January, we feel our re- 
classification objectives will be BRIDGEPORT FABRICS, INC 
achieved,” Shoemaker said. Bridgeport |, Connecticut 
(continued on page 230) 
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give 


your business 


a personality 


am! SEE THE 





Sure, you could hire a circus—put your 
name on the tents and banners—maybe on the 
tatooed lady. But there’s a more economical 
way to get your name and building product 
story before the public. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 








(For more date on advertised products fill in coupon on page 308) Sepfember 5S, 


TATOOED 
LADY/ 


ae 


There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your loeal advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000U. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 


tion on HOM 
list service. 


Business name. 


Street___ am 


( ) Send us sreamete information, with no obliga- 
= and its new homeowner mailing 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 





EE OT State 


Your name. 
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FEATURES like 
these make ‘ J. 
customers FAST! ME 


SALES have doubled in ; 
less than 24 months! Roll-formed, V-bottom 
metal track «+ Lifetime 


Nylon Ball bearing 
wheels + Full adjustment. 


CONSUMER ADVERTIS- 
ING pre-sells your cus- 
tomer! 


COLORFUL POINT-OF- Easy 11 minute installation 


SALE DISPLAY reduces 
your selling time! 


DEALERS — DISTRIBUTORS 
EXCLUSIVE QUALITY +! IDE-MAST ty seaaaiel vine 
FEATURES assure max- nes. WRITE { 

imum satisfaction! 


rK W f 


Arthur Cox & Sons, inc., 70 No. Sycamore, Pasadena, Calif. 


Tell ur profit story. Send folder. 
Manufactured by ai uss your pomp Ofer ” 


ARTHUR COX & SONS, INC. 


PASADENA, CALIFORNIA 


NAME 
rinM 
ADDRESS — 


cirry ———- ZO B STATE 
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stacks 20-foot lumber 


@ Barberton Wholesale Lumber Company uses a Baker 
Traveloader* to make good on its slogan “Fastest Whole- 
sale Lumber Service in Ohio.” Its two 80 x 180 ft. ware- 
houses, using the Traveloader* system of straight line 
pick-up and delivery, require only 10-foot aisles. Packaged 
20-foot long lumber is all tagged, indicating number and 
dimensions of boards and number of board feet per pack- 
age (from 500 to 4000). “With advance notice” says 
I. R. Yeater, manager, “a receiving truck can be loaded 
and gone in 15 minutes using only one machine and 
one operator!” 


Traveloader* can be used for many other operations 
besides stacking and loading lumber. With its several 
attachments it serves as yard crane, strip steel carrier, 
multiple pallet mover, and side-loading fork truck. 


Write for full information. 











Baker 





industrial trucks 


THE BAKER -— 
RAULANG Co. 


1200 WEST SOTH ST. 
CLEVELAND 2, OHIO 





NEWS 


Texas Loan Agency 
Shows Nice Profit 


Within the first six months of 
operation, the Lumbermen’s In- 
vestment Corp. of Texas, organ- 
ized by the Texas Lumbermen’s 
Association, is showing a nice 
profit. 

The balance sheet for the first 
six months reflects the enthusias- 
tic support of the 640 dealer- 
stockholders. The agency makes 
building and remodeling money 
available, especially in small 
towns where FHA and GI loans 
are difficult to get. 

The report shows 601 Title I 
loans have been approved for a 
total of $529,400. The average size 
of the Title I loan is $870. More 
than 140 dealers submitted appli- 
cations for Title I loans and they 
were approved in 171 towns. 

In the same period, a total of 
178 Title Il and VA loans were 
approved for a total of $1,584,000. 
Average size of the loan approved 
was $8,900; number of dealers 
submitting Title II or GI loans, 
47; number of towns involved, 51. 





Building Products Van 
Starts National Tour 


Plans for a premier showing of 
the Producers’ Council’s caravan 
of quality building products and 
modular application have been an- 
nounced by the organization’s 
president, William Gillett. The 
event will be September 7 and 8 
in Chicago at the Palmer House. 

This $200,000 traveling materi- 
als and equipment exhibition will 
begin a seven months tour, which 
will take it from coast to coast 
over a 25,000 mile itinerary with 
showings in 35 major cities . 

Forty-five exhibits displaying 
the products of 43 manufacturers 
and trade associations will be 
transported in a specially con- 
structed van—the largest allow- 
able on the highways. 


Use of Brick Gaining 
In Single-Family Homes 


Of the single family dwellings 
being built today, 29% of them are 
brick houses, according to Dr. 
Robinson Newcomb, market an- 
alyst for the Structural Clay Prod- 
ucts Institute. 

The source of this information is 
the recently released U. S. Labor 
Department’s Bureau of Labor 
Statistics 1954 survey of single 
family houses. 

This represents a 16% increase 
in the use of brick in the residen- 
tial market during the past decade. 


(continued on page 232) 





See us at Booth No. 542, 1955 
National Retail Lumber Dealers 
Exposition, Cleveland Public 
Auditorium, Cleveland, Ohio... 
October 11 to 14. 


IN VINYL OR PLASTIC 


ge “usp 
* Guaranteed by > 
Good Housekeeping 
oe. 7 


45 sevens WAS 


@PLOOR TILES—Vinyifiex 


BUILDING PropucTs MERCHANDISER 


A fresh new idea... 


in beautiful floor tiles 


CorkAtile is a new type floor covering that is beautiful 
... yet so practical! It combines a natural cork appear- 
ance with your choice of the durable long-wearing qual- 
ities of Vinyl or Asphalt. 


CorkAtile is a floor covering designed as a setting for 
any room in the home . . . and its quiet dignity adds 
warmth and a confident feeling to reception rooms, pri- 
vate offices, schools and churches. All three cork shades 
... light... medium... dark . . . complement any 
decorating motif. 


SINCE 1903 


MACHMEISTER-INC: 


PITTSBURGH 30, PA. 


t, Parquetry and Asphalt @CORONET PLASTIC WALL TILES — ty, Regal, Duke @ ADHESIVES —for Building Products 
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Manufacturers 
and 
Wholesalers of 
ALL 


WEST 
COAST WOODS 


* 


LUMBER WHOLESALERS 


Branch Office— 
Eureka, Calif. 











TURN SCRAP 
LUMBER 


It's easy te 
do witha 


SCHUBERT PICKET CUTTER 


‘ 


Net Price Only 


$63.50 


f.o.b. 
Wilmette, til. 


Points 200 to 250 pickets per hour os 
smooth finish adjustable for width 
Light-weight and portoble (36 ibs.), yet 
rugged and durable for years of service 
Anyone con operate prompt delivery 
Write for complete information! 


H. A. SCHUBERT CO., moc 
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Clinic on Pre-Assembled Components 


Recognizing the trend to pre- 
assembled components in home 
building the National Retail Lum- 
ber Dealers Association will offer 
a dealer clinic on this subject at 
the building products exposition 
October 11-14 at Cleveland. 

The clinic program will be re- 
peated on each of the four days of 
the exposition. Demonstrations 
and discussions will be combined 
to give dealers a lively presenta- 
tion of the latest developments. 
The demonstrations will center 
around two sections of a model 
home. 

One house section will be con- 
structed prior to the opening of the 
exposition with windows, siding, 
trusses, sheathing and possibly 
some shingles in place. This sec- 
tion will be on display at all times 
and will be used to demonstrate 
panelized interior partitions, stor- 
age walls, ready-hung doors, 
kitchen cabinets, stairs, air condi- 
tioning and other pre-assembled 
components. 

The second end-section will be 
constructed each day, starting 
with a deck section to demonstrate 
installation of floor panels. Then, 
wall panels, trusses, windows and 
other parts will be erected. 


Chairman of the house compo- 
nents committee is Paul V. DeVille, 
DeVille Lumber Co., Canton, Ohio. 
He will be assisted by Raymon 
Harrell, research director, Lumber 
Dealers Research Council. 


Use Advanced Nails 
In Experimental Home 


New economies in building are 
promised in an experimental home 
constructed with new types of 
nails and improved nailing tech- 
niques. Erected near Blacksburg, 
Va., the house uses 33 different 
types of nails including hardened 
high carbon steel, bright alumi- 
num, silicon-bronze, copper, stain- 
less steel, monel and baked enamel. 

The nails themselves were either 
fluted or helically or annularly 
treated to give them the holding 
power found in screws and bolts. 
More than 380 pounds of nails— 
about 66,000 were used in the con- 
struction of the 1,100 square foot, 
three bedroom, one-story demon- 
stration house. 

Dr. E. George Stern, professor 
at Virginia Polytechnic Institute, 
who supervised the coustruction 
commented that: 

“In light of the fact that the cost 
of nails used in an average dwell- 
ing amounts only to two-thirds of 
one per cent of the total cost of the 


house, the use of improved instead 
of common nails would increase 
the cost little, to not much more 
than one per cent if all plain-shank 
nails were replaced with threaded 
nails, Dr. Stern noted. 

“On the other hand, in many 
cases the number of nails per joint 
can be decreased and a stronger 
joint still be obtained by proper 
use of properly threaded nails. 
Thus, low-grade lumber can be up- 
graded, since in many cases the 
joint strength is a limiting 
strength factor.if common nails or 
unsatisfactorily surface - treated 
nails are specified.” 

The experimental house was 
jointly sponsored by the Research 
Institute of the National Associa- 
tion of Home Builders, Living for 
Young Homemakers magazine, The 
Independent Nail & Packing Co., 
and Virginia Polytechnic Institute. 


See Atomic Heating 


Just Around the Corner 

Atomic heating can’t be too far 
away, according to Robert E. Fer- 
ry, of the Institute of Boiler and 
Furnace Manufacturers. He re- 
cently remarked that “Atomic heat- 
ing plants with summer cooling 
systems will be with us within five 
years ... operating cost: $50 a 
year.” 

Ferry said: “All parts needed 
for such a system are now on the 
market, excepting the small atomic 
reactor needed to replace conven- 
tional fuel. This unit, sealed in 
lead and about twice the size of 
a standard automobile battery, 
should cost about $300 and should 
last six years.” The complete plant 
could be installed, he said, for 
about $1,500 and the final result 
would be no chimney, no ashes, no 
waste energy. 


Report Decline in 
Title | Complaints 


FHA’s Title I home moderniza- 
tion and repair program, under 
searching investigation one year 
ago, has itself been modernized 
and repaired. 

This is the judgment of the Na- 
tional Better Business Bureau, 
Inc., New York City, reflected in a 
letter made public by FHA Com- 
missioner Norman P. Mason and 
Cyrus B. Sweet, director of the 
Title I program. 

They quoted Allan E. Backman, 
executive vice-president of the Na- 
tional Better Business Bureau, as 
saying there has been a marked 
nationwide decrease in irregular- 
ities in the FHA home improve- 
ment program during the past 
year. 

(continued on page 234) 
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THIS BRAND NAME ON LUMBER ALSO BRINGS YOU 





a 


West 
Coast 
Hemlock 
is 
versatile, 


too! 


Above you see a unique application of Weyer- 
haeuser 4-Square West Coast Hemlock, the 
“Ability Wood.’ This modern building is 
finished with tongued and grooved Hemlock 
clear board siding—with the rough side ex- 
posed. It is creosote-stained to a dark brown. 

West Coast 4-Square Hemlock is called the 
“Ability Wood”’ because it serves so depend- 
ably in a wide range of uses. This durable, 
kiln-dried lumber is light in weight, easy to 
work, and possesses desirable strength prop- 
erties needed for framing and sheathing. Also, 
West Coast Hemlock lumber is widely known 


Weyerhaeuser Sales 


for its excellent nail-holding properties. 

The beautiful light color, straight grain, 
even texture, freedom from pitch pockets, 
and remarkable paint-holding qualities con- 
tribute much to the favorable position of 
Hemlock for ceiling, flooring, siding, mold- 
ing and other finish uses. 

That explains the popularity of Weyer- 
haeuser 4-Square West Coast Hemlock among 
dealers who offer this dependable species. 
Ask your Weyerhaeuser District Representa- 
tive for full information on this fine “Ability 
Wood’’, or write us for literature. 


Company 


ST. PAUL 1, MINNESOTA 


MERCHANDISE! 
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| Now with 
metal ca 


the new, improved 


im. my Greenlee No. 407 


tang butt chisel 


extra durability, 






extra quality 


%, 


pase 


for extra sales 


An extra-fine new Greener Chisel 
with the added feature of a solid 
metal cap on the handle. Here's a chisel 
that can really take it and stand up 
under the toughest hammering. 
Combines the good looks and comfort 
of a Tenite plastic handle (safe 

from flash fire) with the ruggedness 
of metal. The Greener No 407 is 
lightweight, well balanced, and has a 
thin, bevel-edged blade of high- 
carbon steel. It is carefully heat-treated 
from cutting edge to plastic handle. 
Available in nine sizes from %" 
through 2”. Stocked by leading whole- 
salers . . . see yours, or write 
Greenlee Tool Co. for complete details. 


—.. peta. ath 





SALES MAKING SET PACKAGING 


Sell more chisels by displaying Grezniez No. 
407 in attractive sets as shown above. Left to 
right: Set of six chisels in attractive plastic roll; 
5 Set of three in metal-edge fiberboard box; Set of 
four in handsome hardwood case. Stock these 
sets now for extra sales. 


GREENLEE TOOL CO. 
2269 Twelfth St., Rockford, Illinois 


re Skies Jo ci SEL SE. 


ptt 
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INDUSTRY DATEBOOK 


October 


3, 4, 5, Northern Sash & Door Jobbers 
Association, Edgewater Beach, Chi- 
cago 

11, 12, 13, Nat’l Hardwood Lumber 
Association, Sherman hotel, Chicago 

11, 12, 13, 14, NRLDA Exposition, au- 
ditorium, Cleveland 

17-21, Nat’l Hardware show, Navy 
Pier, Chicago 

20, 21, Oklahoma convention, Merchan- 
dise Mart, Oklahoma City 


20, 21, Architectural Woodwork Insti- 
tute, La Salle hotel, Chicago. 


1956 Convention Dates 


JANUARY 


9, 10, 11, Kentucky, Louisville, Kentucky hotel 
15, 19, National Association of Home Builders, 
Chicago, Conrad Hilton and Sherman hotels 
17, 18, 19, Northwestern, Minneapolis, audito- 
rium 

23, 24, 25, Northeastern, New York City, Stat- 
ler hotel 

24, 25, 26, Western Retail, Portland, Multno- 
mah hotel 

25, 26, 27, Southwestern, Kansas City, audito- 
rium 


FEBRUARY 


Jan, 31, Feb. 1, 2, Michigan Retail, Grand Rap- 
ids, Pantlind hotel, auditorium 

1, 2, 3, Middle Atlantic, Atlantic City, Chal- 

fonte-Haddon Hall 

8, 4, Intermountain, Salt Lake City, Hotel 

Uah, Rainbow Randevu 

8, 9, Illinois, Chicago, Hotel Sherman 

8, 9, Tennessee, Knoxville, Patten hotel (no 

exhibits) 

, 9, Western Penna., Pittsburgh, William 
Penn hotel 

8, 9, South Dakota, Sioux Falls, Coliseum 

15, 16, 17, Mountain States, Albuquerque, Hil- 
ton hotel 

15, 16, 17, Virginia, Roanoke, Hotel Roanoke 
(no exhibits) 

21, 22, 23, Wisconsin, Milwaukee, auditorium 

22, 23, 24, Nebraska, Omaha, auditorium 

24, 25, West Virginia, Charleston, Daniel Boone 
hotel (no exhibits) 


te 


x 


MARCH 


Feb. 28, March 1, Indiana, Indianapolis, Murat 
Temple 
6, 7, 8, lowa, Des Moines, auditorium 


13, 14, 15, Carolina, Charlotte, N. C., Radio 
Center 

14, 15, Louisiana, New Orleans, Jung hotel 

20, 21, 22, Independent, Minneapolis, St. Paul 
auditorium 

21, 22, 23, New Jersey, Atlantic City, Hotel 
Claridge (no exhibits) 

22, 23, Mississippi, Biloxi, Buena Vista hotel 


APRIL 


10, 11, 12, Southern California, Los Angeles, 
Ambassador hotel 

15, 16, 17, Texas, San Antonio, Coliseum 

16, 17, 18, Georgia, Savannah, Wilmington Is- 
land (no exhibits) 

19, 20, 21, Florida, Palm Beach Shores (no ex- 
hibits) 

17, 18, 19, Arizona, Flagstaff 
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/QO-MILE WIND COULDNT BLOW THEM OFF! 





Ask your J-M representative to show you 
the motion picture of this dramatic test. 


BY ACTUAL TEST 


JIM SEAL-O-MATIC. ASPHALT SHINGLES 
withstood the TERRIFIC BLASTS of an aircraft engine! 









New patented Seal-O-Matic® Asphalt sities Nah A oe DAO hee 
Shingles are an exclusive Johns-Manville ms 

development. They have the beauty of 6 HERE’S THE SECRET 
traditional square-butt shingles, yet = thatmakes J-MSeal-O-Matics 
they are self-sealing to defy gale winds Ha © superior to hand-cemented, 


and rain. 
In the severe tests illustrated above, 
wind and water at 100 miles per hour 
‘ were driven against a panel of these ae 
self-sealing shingles for a solid hour he: @ The sun's heat seals the tabs automatically because 
th f 140 h ' ant of this factory-applied strip of petroleum resin cement 
wit frequent gusts up to m.p.f.: on the underside of each shingle. 
This is the equivalent of the full fury im, @ The entire butt edge is sealed—not just spot- 
of a tropical hurricane. Not a tab was = cemented or spot “locked” or stapled. 


lifted. Not a drop of water seeped . ; © Everytab is securely fastened with no cement smears 
through. 2 on exposed surface—human error is eliminated. 


Get the whole story about Seal-O- 


Matic Shingles. Write Johns-Manville, 
Box 111, New York 16, New York. 


locked or stapled 
shingles: 


® No tricky application—no tabs to fit into place — 
applied in regular way with only 4 nails. 





i 


: 7 
Z NAA aed bois 
bad Shs a 
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YOUR PROFIT-MAKING FORUM 


How to Spike Competition 


With the real estate promoter, the contractor, the 
development operator and the big chain suppliers 
going all-out to sell new home prospects, the No. 1 
question is “How can you, the independent lumber 
dealer, get these prospects to turn to you first—and 
control your sales from start to finish?” 

One of the smartest ways to meet and beat your 
competitors is to coordinate all your promotional 
efforts and base them on this theme. In your news- 
paper advertising, publicity releases, direct mail, 
show room and window display posters, keep ham- 
mering home the fact that you offer, “Family-planned 
homes based on individual family needs.” 

For example, during the first two weeks of your 

campaign, run some good ads on new homes designed 
especially for families with three or four children. 
Ads that stress the specific features most needed and 
wanted by families of this size! 
An extra family living room in the basement, for 
instance . ,. a combination kitchen-and-utility room 
with plenty of extra space for a deep freeze unit, 
automatic dish washer and clothes washing-and- 
drying units so essential to the family. Extra bath- 
rooms and extra closet space should also be under- 
scored in all ads aimed at large families—as wel] 
as interior layouts planned for extra privacy. 


Greater Response 


Ten days before your first ad runs, send publicity 
stories to the building page editors of your local 
newspapers ... stories discussing new ideas in plan- 
ning and new products especially designed to solve 
the individual housing problems and needs of the 
family with three or four children. 

For maximum publicity value and profits, write up 
press stories of this kind in the form of a personal 
interview quoting the president of your company. 
Or in the form of a personally signed newspaper 
column. About 400 to 500 words is the right length. 

It has the best chance of running if you start out 
with your most important points right in the first 
paragraph, your second most important points next 
and so on down, ending with your least important 
facts. This is standard newspaper practice. 

Another way to increase the interest of your edi- 
tors and their readers is to submit glossy photo- 
graphs or simple pen and ink sketches that tie in 
closely with your story. Be sure to paste simple, type- 
written captions across the bottom of each illustra- 
tion. 


Another Good Bet 


For maximum pulling-power and sales, plan a 
special exhibit of miniature models, enlarged photo- 
graphs and new product displays tying in with your 
ads and publicity stories. At the same time, have one 
of your planning experts arrange to give an infor- 
mal lecture in your showroom on “New home plan- 
ning for the family with three or four children.” 
This can later be repeated before club groups. 

In your regular newspaper ads, invite the public 
to attend both your exhibit and lecture—and be sure 


By Norm Advertising, Inc. 
New York, N. Y. 
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to announce the exact hours and days when your 
planning expert will give his talk, and also the days 
and hours your exhibit is open. 

Separate short publicity announcements should 
also be sent a week in advance to local newspapers. 
One or two short paragraphs are enough. 


Try These Dollar-Winners 


Every two weeks, appeal to a different specialized 
group in your family-planned homes campaign, using 
the same advertising and promotional strategy out- 
lined above. For example, during the second two 
weeks of your campaign, concentrate your advertis- 
ing, publicity and displays on new homes especially 
designed to meet the individual needs of older couples 
soon vlanning on retiring or already retired. 

Surveys show that more of these families over the 
age of 60 are buying new homes than couples under 
the age of 30. The main reason—most of them want 
to move out of larger homes into smaller homes they 
can really enjoy and easily keep up. 

Here are some of the smartest selling points to 
stress in your ads, publicity stories and lectures 
aimed at this group. 

Safe one-story plans that eliminate staircases, 
step-ups and step-downs that cause bad falls and 
dangerous injuries. 

Safer bathrooms with non-skid floors and non-skid 
tubs. 

Safer bedrooms planned so there is a straight path 
from bed to door, and a clear path from bed to 
bathroom. 

Also features that require less reaching and stoop- 
ing, such as eye-level kitchen and storage cabinets, 
ovens and refrigerators. Uniform lighting with good 
intensity that is safer and easier on failing eye-sight. 
Larger windows that let in all the extra sunlight 
older people need and want. Automatic heating that 
provides the extra warmth older couples need. An 
attractive extra room for retirement hobbies. And 
an attached garage with doors that are safe and easy 
for older women and men to lift. 

For maximum profits, also plan some specialized 
ads, promotions, lectures and displays emphasizing 
individual planning for these specialized groups. For 
families with no children— for families who like 
entertaining — for families’ hobbies —for families 
who love gardening — and for families who love out- 
door life. For instance, run ads like this one: 


“DO YOU LOVE OUTDOOR LIFE?" 


"Then you'll love our new homes planned for outdoor 
living .. . homes that give you extra space to get away 
from that ‘cooped-up’ feeling . . . delightful garden 
terraces and patios with outdoor fireplaces . . . large 
windows to let in extra sunlight and fresh air . . 
bright, gay colors inside and out, and lovely wallpaper 
in woodlife and floral patterns. 

"For as little as $ a month, we can help you plan 
and build a home of your own with features like these. 
Stop in for a Free Plan Book today and see our new 
Miniature Mode! Exhibit.” 


The more specific features your advertising and 
publicity stories suggest, the higher your returns. 
Also, all through your campaign, be sure to run this 
slogan across the bottom of all your new home ads: 
3 ce: Salen Homes Based on Your Individual 

eeds!” 
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make big profits 
with kitchen sales! 


Surveys show that kitchen remod- 
eling is most wanted by more 
families. It’s big business, whether 
you install, contract the work out, 
or sell the do-it-yourself customers. 
Start with a modest Beauty Queen 
package display, watch it attract 


floor traffic . . . build volume for 

kitchen and other sales. 

With Beauty Queen, you offer 

finer quality and extra refinements 
. Beauty Queen cabinets look 

like more value; they are more 

value! 


WRITE OR WIRE TODAY ABOUT SPECIAL SUMMER DISPLAY 
AT SPECIAL DISCOUNT, INCLUDING FREE SALES HELPS. 


Seauitueen 


DIVISION TOLEDO DESK & FIXTURE CO 
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THE SIGN OF 
QUALITY 








dealer 


MATCHED 


QUALITY FLOORING IN 3 SPECIES 


oak ba beech - pecan 


One installation of Mt, Vernon brand flooring is like adding 
another salesman to your staff: it sells additional customers 
with its natural beauty, durability and smooth finish. Care- 
fully manufactured in every detail, Mt. Vernon brand floor- 
ing is NOFPMA-certified, scrupulously graded . . . and 
there's a species and grade to meet any residential, com- 
mercial or industrial requirement. Stock and sell Mt. Vernon 
brand flooring today. 


Band Sawn Hardwoods — Modern Dry 
Kilns, Planing Mill 


Excellent facilities and skilled workmanship 


~~ 4 gvarantee your satisfaction 


SEND US YOUR INQUIRIES 


MOBILE RIVER 
SAW MILL CO., INC. 


MOUNT VERNON, ALABAMA 














Manufacturers’ News 





HAMILTON RODDIS at his desk in Marshfield, Wis. Panel- 
ing in the office is of rare Honduras mahogany with an un- 
usual figured pattern. On his desk are samples of a new 
chip-board product the company will produce next year. 


Celebrates 80th Birthday and Plans 
New $2'/2 Million Plant 


A veteran of over 60 years in the manufacturing of 
plywood and doors—35 of them as president of the 
Roddis Plywood Corp.—Hamilton Roddis celebrated 
his 80th birthday this summer in Marshfield, Wis. 


The “dean of the plywood industry” as he has been 
called, still puts in a full day at his job. In fact, he 
recently announced plans for construction of a $21 
million plant at Arcata for the manufacture of the Behr 
shavings board. 


Proper utilization of forest resources available for 
manufacturing has always been of prime consideration 
to Hamilton Roddis. The new chip-board product, which 
will be manufactured in the new California plant will 
utilize waste wood that is not useful for lumber or 
veneer. The low-cost shavings board is expected to be 
on the market sometime next year. 


From a small company plagued by depressions, 
panics and fire, Roddis Plywood has grown to a multi- 
million dollar corporation in little more than 60 years. 
It now owns and operates 25 warehouses under the 
Roddis name; the Kansas City wholesale establishments 
are partly owned by Roddis; lumber, veneer and floor- 
ing are turned out at the company’s Soo plant and it 
has enterprises in Arcata, Calif. and Maple Creek op- 
erated under Robert T. Beggs, executive vice-president 
of the company. 


Manufacturers Form New Trade Groups 


Two new trade associations were announced last 
month: The Home Ventilating Fan Institute, Inc., 
and the Sliding Glass Door and Window Institute. 
The Ventilating Fan group was formed in the east 
with Martin H. Young, N. Y., as attorney and execu- 
tive secretary. Temporary headquarters will be in 
New York city. 


The Sliding Glass Door group, formed on the west 
coast with national headquarters in Los Angeles, in- 
cludes many of the leading manufacturers in the 

(continued on page 240) 
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SHOWN HERE is a Berry Traveling Display Door. Berry 
Salesmen are equipped with these trailers which also carry 
a stock of Display Doors ready for immediate installation 


on Lumber Dealers’ premises. 


Thousands of lumber dealers from 
coast to coast are accomplishing 
great gains in garage door sales and 
profits. This sudden surge of new 
business is being achieved with the 
aid of the revolutionary new Berry 
all steel garage door, and a novel 
sales and merchandising plan which 
has been developed by its manufac- 
turer, the Steel Door Corporation. 

The Dunn Lumber and Supply 
Company of Daytona Beach, Flor- 
ida, furnishes a typical example of 
how these aids are helping aggressive 
lumber dealers increase garage door 
sales. This firm writes, ‘‘Prior to our 
becoming a Berry dealer in 1953, our 
garage door sales averaged three to 
four doors per month. Your sales 
representative told us to expect and 
prepare for a twenty door per month 
average. We don’t wish to contradict 
him, but our average is now twenty- 
nine doors per month, and we look 
forward to its continuing increase.” 

One of the main factors contribut- 
ing to such successes is the Berry 
Door’s... 


Extreme Ease of Installation 

An average individual, with very 
little training, can install this garage 
door in half an hour! Because of its 
simplicity, the Berry Door is anon 
lumber dealers, all over the Unite 
States and Canada, to recapture 
their garage door business. 

Its extreme ease of installation is 
due primarily to complete factory 
assembly of all major units. The 
engineering department of the Steel 
Door Corporation, manufacturers of 
Berry Garage Doors, has reduced 
installation procedures to a point 
where all that’s necessary is to attach 
the factory assembled hardware onto 
the door and garage door jamb, and 
then align the tracks. 


JUILDING PropucTs MERCHANDISER 


Advertisement 


BERRY OFFERS lumber dealers a complete line of garage 
doors for every building need. This enables the lumber 
dealer to satisfy the demands of all his customers. A part of 


the line is this Berry Custom Garage Door, which is available 
in 8 basic designs, and is extremely low in cost. 


How To Increase Garage Door Profits 


New Design, Merchandising and Selling Ideas Developed by Steel Door Corporation 
Boom Lumber Dealers Garage Door Sales and Profits 


Complete Line 


Berry manufactures a complete 
line of residential garage doors for 
every existing need and price cate- 
gory. This allows the lumber dealer 
to purchase from one single source, 
various styles and types of garage 
doors for any building need or cus- 
tomer demand. 


Other Berry Aids 


The Steel Door Corporation is 
also offering many other advanced 
ideas which are designed to help the 
lumber dealer increase his garage 
door volume and profits. Among 
these are factory trained installation 
men to work with the wholesale 
building material distributors and 
the retail lumber yard. This makes 
it possible for the distributor and the 
lumber yard to offer their customers 
a complete installation service, and 
thus be competitive to those com- 
panies buying direct from the manu- 
facturer and selling direct to the 
consumer. The Steel Door Corpora- 
tion has a national sales force armed 
with proved ideas on how to sell 
more garage doors. This sales force 
works with lumber dealers and job- 
bers, and shows them how to in- 
crease garage door sales. 

The fact that every Berry Door is 
covered with a five year warranty on 
all materials and workmanship nat- 
urally makes it a much easier door 
to nf 

Then, there’s a very attractive 
plan for putting an operating Berry 
display door on a lumber dealer's 
premises so that he can demonstrate 
to prospects all the many advanced 
features of America’s finest garage 
door. 

Complete information on the 
Berry line of garage doors, the 
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proven sales and merchandising plan, 
and the name of nearest jobber may 
be had by writing to Steel Door 
Corporation, 2400 East Lincoln 
Road, Birmingham, Michigan. 


RIGHT AND LEFT HAND hard- 
ware sections for Berry Suburban 
and Custom Garage Doors, Note 
how these sections include the track 
and are completely factory assem- 
bled—ready for installation on 
the door. 
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the finest they can buy... 


we AL. 


are the finest 


YOU CAN SELL 


Your good customers know that quality is never 
cheap. You know that lasting satisfaction is good 
sales insurance...and that K-V Fixtures for 
Kitchen and Closet are truly the finest buys! 


SLIDE-AWAY 
SPACE SAVERS 
HOLD TOWELS, 
PANS, CUPS 


Bright chrome-fin- 
ish Kitchen K-Ven- 
iences have ball- 
bearing carriers... 
are preferred for 
smooth-gliding 
ease; “make room” 
in cramped quar- 
ters. Each unit is 
boxed with mount- 
ing screws. 





MANUFACTURERS’ NEWS 


(begins on page 238) 








KW HARDWARE 


BEST IN THE HOUSE 
for shelves, drawers and sliding doors 


dames A big item for the current Do-It- 
“——™. Yourself market ...K-V sliding door 
e+. assemblies, shelf standards, brackets 
« |. and drawer slides are simple to in- 
7 / stall, practical, top quality! 


KV SHELF HARDWARE 


Inconspicuous, sturdy, with 
complete adjustability for 
cabinets, shelves, storage. 


K-V 80 Slotted Shelf 


Standards, 2’ to 12’ 
lengths; K-V 180 
Brackets 5” to 20”; 
Satin Anochrome Finish 


K-V 255 Standard 
K-V 256 Support 
” adjustments; 
2'to 12’ lengths; 
electroplated 


SMOOTH GLIDING KV DRAWER SLIDES 


Complete selection for 
heavy or light drawers. 
Also available with noise- 
less, ball bearing nylon 
rollers, as #1300 illustrated. 


at me YOU 
It’s time to check 
stock. Write us or 
call your jobber for 
new product detail 
and prices... TODAY! 


KNAPE & VOGT MFG. CO., GRAND RAPIDS, MICHIGAN 





industry together with allied suppliers as associate 
members. Charles Morearty is president of the In- 
stitute. 


Five nationally-known ventilating fan manufac- 
turers, Berns Mfg. Corp., Chicago; Fasco Ind., Inc., 
Rochester, N. Y.; NuTone, Inc., Cincinnati; Pryne & 
Co. Inc., Pomona, Calif., and Trade-Wind Motorfans, 
Inc., Rivera, Calif., formed the ventilating fan 
group. It is expected that additional ventilating fan 
manufacturers throughout the country will also be 
invited to participate in the activities of the Institute. 


HPI Meeting Approves Program for 
Quality Control and Trade Promotion 


The emphasis was on quality control and trade 
promotion at the summer meeting of the Hardwood 
Plywood Institute in Atlanta, attended by more than 
70 members and guests. 


New qualifications rules for the HPI label were 
approved. Main feature is an even higher perform- 
ance average than the 10-cycle soak and dry test for 
type II plywood previously in effect. To assure high- 
est quality, HPI mills must begin an accelerated test- 
ing and quality control inspection program when a 
mill’s performance falls below 80% of 15 cycles. 


Other provisions require a regular procedure of 
submitting samples to the HPI testing laboratory in 
Atlanta and use of grade charts in each plant. Charts, 
showing what veneers and characteristics belong in 
each grade, are placed in assembly and inspection 
locations in plants. 


Richard D. Behn, HPI trade promotion director, 
described three promotional plans for lumber deal- 
ers. The first, promoting wall paneling to match flush 
doors, has become a permanent theme. Two others 
are being developed. One involves a compilation of 
do-it-yourself plans and ideas featuring the use of 
hardwood plywood as a home workshop material and 
the lumber dealer’s store as the center for plans and 
supplies. 


This is 1T' Our— 


I-MILLIONTH 


TOP 
oe TE 


: Ps ave _——- 
1 Cnet | ae 


ee ee | eey 

AMERICAN KITCHENS DIV., Avco Mfg. Corp. shipped its 
millionth sink, a coppertone porcelain enamel model, to 
Chicago for display with its wood and copper Pioneer line 
kitchen exhibit at the Merchandise Mart. Holding the im- 
pressive sign are Curry W. Stoup, Avco vice-president and 
general manager of American Kitchens and C. Fred Has- 
tings, general sales manager. 


240 (For more data on advertised preducts fill in coupon om page 308) Sepfember 5, 1955, American LUMBERMAN AND 





source 


of 


supply! 


We have added another top-efficiency plant to 


the 26 that have always meant prompt, 


dependable service for you—wherever you are. 


These Long-Bell plants and extensive timber 


stands are strategically located in eight states. 


That's why leading retailers, distributors and 


industrial users for 80 years have looked to 


Long-Bell as “one reliable source of supply” 


for available lumber and wood products. 


DOUGLAS FIR—WEST 
COAST HEMLOCK— 
RED CEDAR SIDING 
AND SHINGLES 
Longview, Wash. 
Vernonia, Oregon 
Vaughn, Oregon 
Austa, Oregon 
Gardiner, Oregon 
Reedsport, Oregon 


GLAZED DOORS AND 
WINDOWS 


Fort Smith, Arkansas 


HARDWOODS 
Sheridan, Arkansas 
Quitman, Mississippi 
DeRidder, Louisiana 


———, 
MILL WORK AND 


FACTORY PRODUCTS— 
KITCHEN CABINETS— 
SASH AND DOORS— 
FRAMES—WINDOW 
UNITS—BOX SHOOK 
Longview, Wash. 
Weed, California 


OAK FLOORING 


DeRidder, Louisiana 
Quitman, Mississippi 


PLYWOOD AND 
FLAKEWOOD—TEXTURE 
ONE-ELEVEN 


Longview, Wash. 


Gardiner, Oregon 
Weed, California 


CALIFORNIA PONDEROSA 
PINE—DOUGLAS AND 
WHITE FIR 

Weed, California 
Aetna, California 


SOUTHERN PINE 


Sheridan, Arkansas 
Quitman, Mississippi 
DeRidder, Louisiana 


TREATED PRODUCTS 


Joplin, Missouri 
DeRidder, Louisiana 
Longview, Wash. 
Weed, California 
Navasota, Texas 


FABRICATED TIMBERS 
AND TRUSSES 


Longview, Wash. 


Give your local Long-Bell representative a call today. 
will be glad to bring you reliable Long-Bell products 
ond service to your door. 


The Jonc-Rext Jymber (ompany 


Established 1875 — Kansas City 6, Mo. 
DIVISIONAL OFFICES 
EASTERN DIVISION—KANSAS CITY, MO. WESTERN DIVISION—LONGVIEW, WASH. 
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NO 
fitting, 
NO finishing 
with cedar 
shakes? 


RIGHT! 
Finish a 
house a day 
THE 


GLUMAC 


WAY! 


SAVE 70% ON COSTS! Leading builders report it’s 
not exceptional to complete the sidewalls of an average 
house in 4 single working day. 


WON'T CRACK, PEEL OR BLISTER 


Big, easy-to-handle GLUMAC Units are famous Shaker- 
town Cedar Shakes, bonded to 16” x 46%” tapered 
backer-board. Just 22 units cover 100 sq. ft. at recom- 
mended 14” exposure. New, improved factory-staining 
assures highest weather-resistance, longer-lasting pro- 
tection. Colored nails included in each carton. 


Why not save 70% on application costs with GLUMAC 
Units? Call your distributor TODAY — or write The 
tog Products Co., 20310 Kinsman Rd., Cleveland 
22, Ohio. 


wn 2 | Snakertown 


See Shakertown Sidewalls on the new NATIONAL HOMES! 





FOA Names Caldwell for Chilean Tour 


Eugene Caldwell, vice-president and general man- 
ager of the Hyster Co., is on a five-weeks manage- 
ment consulting tour of Chile under auspices of the 
Foreign Operation Administration of the Department 
of State. Caldwell was selected to lead management 
discussions on industrial organization and financial 
management. 


Purpose of the program, first outside Europe, is to 
provide Chilean management personnel with in- 
formation on American business methods. The result 
of invitations by local Chilean management engi- 
neers, it will be carried out by individual authorities 
in respective fields. Caldwell follows Harold C. Mc- 
Clelland, president of Old Colony Paint Corp. and 
chairman of the board of NAM, who has completed 
similar conferences in Chile on other management 
problems. 


COMPANIES ANNOUNCE 


Armstrong Cork Company’s expansion program at its 
Macon, Ga., fiberboard plant will double present capacity. 
A number of improved principles developed by the firm 
since the Macon plant began operations in 1948 are being 
incorporated in the new mill, which is expected to be in 
full operation by next summer. When the expansion pro- 
gram is completed, the Macon plant will be one of the 
largest fiberboard mills in the world. 


Hachmeister-Inc. has announced the opening of a new 
warehouse in Philadelphia. All shipments formerly han- 
dled by the company’s Baltimore warehouse will be made 
by the new Philadelphia branch. The firm closed its Balti- 
more warehouse and opened the larger one in Philadelphia 
to acquire more floor space and improve its service to its 
customers. 


Southern Pine Association has announced a national ad- 
vertising campaign to aid the public in selecting properly 
seasoned, grade-marked lumber for home building and re- 
modeling. SPA will not feature any brand or trade name 
since it is an association composed of 12 competing manu- 
facturers. But it does hope to stimulate public awareness 
of the strength and beauty inherent in southern pine lum- 
ber, and the necessity of selecting lumber which has been 
produced and grade-marked by responsible manufacturers 
for a specific purpose. Tracy-Locke Co., Inc., will supervise 
the campaign, 


Olin Mathieson Chemical Corp., New 
York, has appointed William C. Foster 
an executive vice-president, according 
to an announcement by Thomas S. 
Nichols, president. Foster, former 
Deputy Secretary of Defense and 
president ef the Manufacturing Chem- 
ists’ Association, Inc., assumed his new 
duties August 1. 


Atlas Plywood Corp., Boston, has 
announced the appointment of Alfred 
M. Blakesley as sales manager of the 
flush door department. Blakesley has 
been general manager and plant sales 
manager of the firm’s Williamsport 
and Laurel, Del. door plants. 


Foster 


Pittsurgh Plate Glass Co. has named 
R. H. Smith assistant manager for its 
St. Louis, Mo., distributing branch ac- 
cording to an announcement by D. C. 
Burnham, vice-president. 


(continued on page 250) Blakesley 
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- “SpECIAL CHRISTMAS CATALOG! 


“It all adds up!" 
YOUR GREATEST MARKET EVER! 


ee hy lag 








an var) va 


Out of every 20 homes in your neighborhood... 
6 Own a home workshop! 











. equipped with hand tools only. 


4 Own a portable electric tool! 


.. will logically buy other 


2 Plan, to i a tool soon! 


and plan to make it a port 7, electric tool. 





Cus 


NEW 21 Piece 


HANDY ELECTRIC 





FOR DRILLING + SANDING - 
POLISHING + GRINDING - 
CLEANING + MIXING PAINT 
. AND HUNDREDS OF 
OTHER APPLICATIONS. 








only 


: i 
Nd - df 


YOUR CUSTOMERS 


FUN for the whole family— And—remember every Kit represents a customer saving 
This handy electric FIXKIT contains powerful B&D 14” Drill of $5.45. 
and every useful accessory for: CONTENTS: 


1—No, 100 !4” Electric Drill 1—5” Rubber Backing Pad 

Sanding wood, metal, old paint. 1—l," Hex-Key Chuck & Key 1—514" Polishing Pad 
Polishing cars, furniture, panelling 1—Horizontal Bench Stand 1—5” Sanding Disc (coarse) 
Grinding; sharpening tools, cutlery. 1—Multi-Purpose Arbor 1—5” Sanding Disc (medium) 
Mixing paint, other liquids. ! —3* Grinding Wheel 1—5” Sanding Disc (fine) : 
Wire brushing old paint, rust, scale. 14° Wire Wheel Brush 7—Twist Drill Bits (1i," to 14") 

1—Paint Mixer 1—Steel Kit Box 

Sturdy steel Kit box stores in small space or carries every- 

thing to the job. A perfect Christmas gift that offers use- Cat. No. U-101 Electric FIXKIT 

fulness and pleasure to the whole family. 


Drilling any size hole up to |4" in wood, metal. 


THE GREATEST PACKAGE EVER ASSEMBLED FOR THE HOME 





’ 


NEW Glock& Deckers 


P ELECTRIC 


| Drill N Saw Kit 


A practical Christmas Kit for home maintenance and build- 
ing jobs. Contains the new B&D !4” Utility Drill with geared 
chuck; complete range of twist drill bits from bi,” to 14"; 





and the world’s safest saw attachment with all the features 
of a professional saw: depth adjustment from 0 to 13%"; 
bevel adjustment to 45°; adjustable rip fence and auto- 
matic telescoping blade guard with retracting knob. Com- 
plete drilling and sawing equipment at minimum cost—in 
a specially designed steel kit box. A perfect gift for the 
practical Mr. Fix-it—at a saving of $5.45. 








CONTENTS: 


1—U-3 14” Utility Drill with Geared Chuck & Key. 
1—U-1013 Saw Attachment with 5” Combination Blade; depth 


and bevel adjustments, rip fence and telescoping blade guard. 
13—Twist Drill Bits (1(" to 14” in 64ths) 
1—Steel Kit Box 
Cat. No. U-7 Electric Drill'N Saw Kit 
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fReaders 
Digest 


Better Homes 


and Gardens 


REACHING [7 OUT OF EVERY 20 Hoy, 


1m YOUR aos ~2tTey, 


THE BLACK & DECKER MFG. CO., TOWSON 4, MARYLAND, U. S. A. 





Plywood Promotion Offers 
New Spoon Rack Planter 





To acquaint consumers with the 
natural wood beauty and advan- 
tages of Craftwall paneling, Rod- 
dis Plywood Corp. is introducing a 
new sampling promotion. 

An attractive combination 
planter and spoon rack of cherry 
Craftwall is being widely publi- 
cized in full color ads in national 
consumer magazines as a decora- 
tor and gift item. Available by 
mail only from Roddis at $3.95 
and postage, it is said to be less 
than half the cost of comparable 
items on the market. 

The special price and offer is 
planned to popularize Craftwall 
paneling with homeowners and 
make it easier for contractors and 
builders to recommend the fac- 
tory-finished plywood for unusual 
interior treatments. 





PLASTIC 
TRACK 















SECTION of Andersen Self-Storing 
Combination Window shows plastic 
track that gives velvet smooth opera- 
tion to sliding storm panel. Note 
sturdy 1%” thick wood frame and nar- 
row aluminum of screen and storm 
panels. Panels now come in 28 sizes 





to fit pressure seal unit; available in 
10 additional modular sizes. 


BuILpING Propucts MERCHANDISER 


QUALITY THAT PAYS OFF... 
YET YOU PAY NOTHING EXTRA... 


KEYSTONE 


INSECT WIRE SCREENING 
YOU'VE GOT an added and truly profit- 


able sales feature when you use Keystone 
Insect Wire Screening, Every roll, and 
every part of every roll, is absolutely uni- 
form and dependable... built for maxi- 
mum cra and longest life. Keystone 
Screening makes friends and keeps them 
year after year...it’s a premium product 
without premium price. 

Keystone Insect Wire Screening is avail- 
able in aluminum, bronze and galvanized 
steel, and in all standard and fractional 
widths, It meets U.S. Dept. of Commerce 
Commercial Standard 138-49, Order Key- 
stone from your regular supplier for top 
screening efficiency and the 
good will that spells repeat 


business. 


KEYSTONE 


WIRE CLOTH COMPANY 


/ 
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Package Simplifies 
Floor Installation 


Just in time for homeowners 
fall and winter remodeling proj- 
ects is a new do-it-yourself pack- 
age to simplify the installation of 
flooring. Introduced by E. L. Bruce 
Co., Memphis, it is available both 
for Bruce ranch plank flooring and 
new fireside flooring with dark 
midnight finish. 


Hardwood flooring is packaged 
in an eight-foot-long carton with 
simple but complete installation 


WITH THE NEW FLOORING PACKAGE, a do-it-yourself homeowner can trans- 
port enough flooring for an entire room in the trunk of his car. And when he gets 
it home he can handle it alone, without difficulty 





You Should Be Selling 


You Should Be Using 


BOICE-CRANE POWER TOOLS 


Consider the 
PROFITABLE 
EXTRA BUSINESS 


you can get es a power tool dealer 


Prospects in your store daily 
builders 
do-it-yourselfers, craftsmen 


sub-contractors 


Ne other line offers such 
popvlar prices on such high 
quality tools 


The Boice-Crane line is most 
complete—all the commen 
tools like table and band 
saws, jointers, shapers, plus 
many ethers like planers, 
stroke senders, wet hend 
tool grinders 


Boice-Crane tools are usu 
ally first with the up-to-date 


wanted features 


c tent nati i od -" 





ing develops hundreds of in- 
quiries thet can be referred 
te you The Beice-Crane mer 
chandising plan includes the 
finest dealer helps 


Write teday for details of fran. 
chine 


la your own mill...with 
them you can da any Job of 
CUTTING + SHAPING + BORING 
MORTISING + SANDING 


Boice-Crane tools are just 
the right size for most of 


your jobs, vet compact 


Durchly corsiructed, they 
can take a beating which 
weuld incapacitate most 


machines 


As nearly 100% safe as 


modern devices permit 


Available in bench and 


floor models 


Write teday for big free cot 
alog, dealer policy, sample of 
our Do-it-Yourself Home Pro 
tect Book 





BOICE-CRANE COMPANY 


1000 CENTRAL AVENUE 


TOLEDO 6, OHIO 


instructions printed right on the 
package. The instructions include 
nail size and spacing, method of 
layout of the flooring and stagger- 
ing joints. 


Each carton contains enough 
flooring to cover an average 20 
square feet of floor space, includ- 
ing cutting waste. Lengths are 
nested from 10 inches to 8 feet 
with a minimum average of 3 feet, 
and each package contains an 
equal distribution of long and 
short pieces. Equilineal footage 
of 24% and 314” are included in 
each. 


With ordinary bundles, five or 
six must be opened and spread out 
to assure proper distribution of 
the various lengths, but with the 
new Bruce package, opening two 
cartons is sufficient. 


The eight-foot, 60 pound cartons 
can be handled easily by one man. 
Enough flooring for a room can 
be transported in the trunk of an 
automobile, and when the custom- 
er gets it home he can handle it 
alone without danger of marring 
walls or doors. 


Ideal for dealer handling, the 
new do-it-yourself flooring pack- 
age is easy to stock, display, price 
and sell. The uniformity of pack- 
ages makes it perfect for palletiz- 
ing. The method of packaging 
eliminates the necessity of con- 
verting square feet to board meas- 
ure, adding cutting waste and tal- 
lying various length bundles. 
Even the porter now can figure 
customers’ flooring requirements. 


New Officers 


The National Association of Fan 
Manufacturers, Inc., elected new offi- 
cers at its recent annual mone 
C, C. Cheyney, vice-president of Buf- 
falo Forge Co., was elected president 
and chairman of the board of the asso- 
ciation and R. W. Nelson, American 





© WOOH AND METAL CUTTING GANS SAWS + PLARMERS «¢ SRNL PRESSES 30+ «(SHAPER CUTTERS 
© MOUNTERS © SAW TABLES © SHAPERS © SAW-soenTERS 
* CATHES © WHET TOOL GRINDERS «¢ BO SAWS © BELT SANDERS © BAND PRLERS + SPINDLE SANDERS 


Air Filter Co., Inc., was elected vice- 
president. G. W. McCormick, Jr. is 
secretary-treasurer. 
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CF&i Fencing is a favorite of thousands of 
Western farmers and ranchers. And no wonder! 
Look ‘at these big advantages ... then stress 
them when you talk to customers. You'll find 
they often clinch the sale for you. 


1. EVERY JOINT IS FLEXIBLE —Filexible Hinge 
Joints prevent permanent damage from falling 
trees, similar objects... permit fence to conform 
to the contour of uneven ground. 


2. TIGHT, UNIFORMLY THICK GALVANIZED 
COATING—CF&I Fencing gives years of trouble- 
free service because it is protected with specially 
selected zinc to assure a tight, weather-resistant 
galvanized coating. 


3. NO WEAK SPOTS—CF&I Fence is free of weak 
spots because it contains only full gauge wire and 
every joint is fully wrapped. 


4, FULL LENGTH AND HEIGHT—The length and 
height of every roll of CF&I Fencing fully conforis 
to U. S. Government Standards. This means that 


your customers get full measure when they buy 
CF&I Fence. 


these /six/features 
help you sell 


5. TENSION CURVES DRAIN WATER EFFICIENTLY 
—The deeply-formed tension curves on CF&I Fence 
do more than keep the fence tight all year round — 
they point down and drain water off the fence 
more quickly. 
6. YOU STOCK FENCING THAT EXACTLY MEETS 
CUSTOMER'S NEEDS—CF&| produces nearly 150 
different types, heights and weights of fencing. 
You stock the fences that suit your particular area 
—not something that’s designed to fill a use in 
an entirely different area. 
REMEMBER! Every fencing customer is a prospect 
for: 
CF&i BARBED WIRE + CF&i BARBLESS WIRE 
CF&I CINCH® FENCE STAYS + CF&l FENCE POSTS 
CF&Il NAILS AND STAPLES 





All CF&l Farm Products are illustrated and fully described in our new 84-page 
“CF&I Wire Products Catalog”. See our nearest sales office for your copy. 


THE COLORADO FUEL AND 


IRON CORPORATION 
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JAL-O-VENT 
7” JALOUSIES 


SUPERWALL 
WINDOW.-WALLS 
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New Packaging Method 
For Cabinet Hardware Line 


A completely new method of 
presenting and packaging its line 
of cabinet hardware has been an- 
nounced by Washington Steel 
Products Inc., Tacoma, Wash. 

The Washington line of cabinet 
hardware is individually packaged 
in Clustre Paces, in groups of six. 
A clear plastic skin covers the 
back and sides of the product but 
leaves the faces uncovered. Symet- 
rically grouped in sets of six, the 
customer may tear off as many or 


BUILD HOMES 
AND SALES 


gY cs) 
NUM win? 


SUPERIOR 
WINDOW CO. SU-WIN-CO 


offers you the dealer 4” JALOUSIES 
a complete line of 
aluminum windows. 


With this complete line, 

at the lowest competi- 

tive prices, delivered to 

you immediately, (One 

window or a truck- be 

load), you will close Sins 

sales quickly. SEAL-A-MATIC 
AWNING WINDOWS 


Territories are open 
for active dealers 
or distributors. 
Don’t miss 
this opportunity. 
Write for our 
dealer plan today. 


PROJECT-O-VENT 


CASEMENT WINDOWS PROJECTED WINDOWS 
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SUPERIOR WINDOW CO. 


5300 NW 37th AVE., MIAMI, FLA. 
Please send me all the facts. 





Address 
City 














5 
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as few items as he wishes to pur- 
chase. 

An attractive and modern 
method of merchandising, the 
packaging is practical since the 
plastic skin holds screws tightly 
against the items to prevent mar- 
ring the finish and yet insuring 
presence of screws when needed. 
The plastic skin tears off easily 
when hardware is to be installed. 





COMPANIES ANNOUNCE 





Certain-teed Products Corp., Ard- 
more, Penna., has announced agree- 
ments with stockholders of Gold Seal 
Asphalt Roofing Co. to purchase their 
stock for cash. Gold Seal and its sub- 
sidiary, The Briksulite Co., manufac- 
tures asphalt roofing and insulating 
siding products. No changes are con- 
templated in Gold Seal’s sales policies 
or personnel. 


Bostitch, Inc., has begun construc- 
tion of a new factory and headquarters 
in East Greenwich, R. L., which, it is 
said, will be the largest one-story fac- 
tory in New England. Emmet G. 
Gardner, president, announced that 
completion is scheduled for late in 
1956. 


The Aluminum Window Manufac- 
turers Association has announced the 
admission of the Kaiser Aluminum & 
Chemical Sales, Inc., Oakland, Calif., 
as a Class A associate member in the 
industry-wide organization. Other 
Class A associate members in AWMA 
are the Aluminum Co, of America and 
Reynolds Metal Co. 


Mathews Conveyer Co., Ellwood 
City, Penna., combined its 50th anni- 
versary celebration with completion 
of the broadest expansion program in 
its history. The building program, be- 
gun in January, 1954, involved a new 
building and two major additions to 
the plant, resulting in some 30% in- 
crease in manufacturing area. Accord- 
ing to an announcement by Odd H. 
McCleary, vice-president, the program 
required 18 months continuous work 
and cost approximately $1 million. 


P & C Hand Forged Tool Co., Port- 
land, Ore., has named A. L. Platky 
product sales manager, according to 
B. H. McClain, president. Platky will 
be in charge of all P & C tool sales in 
the U. 8S. ard will make his headquar- 
ters at the Chicago warehouse and 
sales offices. 


Kyanize Paints, Inc., has appointed 
William Binder sales engineer. As 
chief chemist of the firm, Binder was 
responsible for the product research 
resulting in Kyanize Clingcote Scrub- 
able-Flat. In his new capacity, he will 
represent top management in all lab- 
oratory work as well as in development 
and research in the Everett, Mass. and 
Springfield, Ill. laboratories according 
to Renshaw Smith, Jr., president. In 
his sales activities, Binder will report 
to J. VanVioten, general sales man- 
ager. 
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National Gypsum Co., Buffalo, has 
appointed Dion T. Rahill, Jr. as com- 
modity advertising manager for paint 
products. 


DeWalt Inc., Lancaster, Penna., has 
named Thomas E. Berry as assistant 
to Truman Jones, general sales man- 
ager, according to an announcement 
by Conde Hamlin, president. 


Black & Decker Mfg. Co., Towson, 
Md., has announced the appointment 
of Max L. Palmer as sales promotion 
supervisor. Palmer has most recently 
been advertising and sales promotion 
manager of the Baltimore-Washing- 
ton territory for Frigidaire Sales Corp. 


The Weather-Proof Co. of Cleve- 
land, Ohio, has promoted three of its 
field salesmen to positions of district 
manager. Martin P. Bennett is east- 
ern district manager, George Bern- 
stein becomes central district man- 
ager and John Stephens is western 
district manager. 


National Paint, Varnish and Lac- 
quer Association, Inc. will hold its 67th 
annual convention in Washington, 
D. C., Oct. 31-Nov. 2. 


Ceco Steel Products Corp., Chicago, 
has appointed Gil Boissy as assistant 
advertising manager according to a 
recent announcement by Ned A. Ochil- 
tree, president. Boissy, recently of the 
staff of the University of Chicago, 
was formerly editor and vice presi- 
dent of Volt-Age. 


The Douglas Fir Plywood Associa- 
tion has appointed James F. Fowler 
to the newly created position of di- 
rector of promotion, according to an 
announcement by W. E. Difford, man- 
aging director. At the same time, two 
other staff promotions were announced: 
John D. Ritchie, allied products direc- 
tor takes over as director of media 
advertising and Thomas C. Sias, as 
publicity director. 


Horizon Door Co., Inc., Glendale, 
Calif., has begun work on a completely 
new factory, just two blocks from its 
present plant. According to James F. 
Conway, president and founder, the 
new plant is the sixth expansion for 
the sliding glass doorwall firm in the 
past five years. 


IT’S EASY to insulate an attic with 
vermiculite, says Danny Kaye, movie 
comedian who is helping Zonolite Co. 
publicize its fall insulation promotion. 
Do-it-yourself couples often do the en- 
tire job in an afternoon and attics 
insulated with the mica-like material 
will cut winter fuel bills up to 20%. 
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Quality Zippos 
in many 


gracious 


| models! 


Soon, your business will be saying 
Merry Christmas to its friends. Some 
will be valued customers... and 
some your employees. A precious 
human relationship is involved in 
each gift. You'll want something with 
warm personality ...sure to be treas- 
ured. That means Zippos! 

This year—with beautiful new 
styles not even in existence last 
Christmas—Zippo offers a true FULL 
RANGE for every remembrance. 

Handsome chrome-plated models 


10-kt. gold-filled! Engraved! 


where you give in quantity... new 
SILVER-FILLED and GOLD. 
FILLED for special giving ... ster- 
ling silver and 14-kt. solid gold to 
honor top executives... magnificent 
desk models! Every genuine Zippo 
windproof lighter is guaranteed to 
work —always—or we fix it free! 


ZIPP? 


Always works —or we fix it tree 


ZIPPO MANUFACTURING COMPANY, BRADFORD PA. In Canada: Zippo Manutacturing Co., Canada Ltd, Niagara falls, Ont. 


we KKK KKK KKKKKKEK 


ZIPPO MANUFACTURING CO., Dept. AL-629, Bradford, Pa. 
Please furnish complete information on FULL RANGE gift Zippos. 


Firm 
Name 


Address 


Position 
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Evans Opens Tampa Office 


Evans Products Co., Plymouth, 
Mich., has opened a new fir ply- 
wood sales office in Tampa, Fla. 
Jack R, Spencer, formerly with the 
company’s Coos Bay, Ore. mill, 
will be in charge of the new office. 

In announcing the Tampa open- 
ing, W. J. Ritchie, vice-president, 
said Spencer will handle sales of 
Evaneer fir plywood for Florida, 


Georgia, Alabama, Mississippi, 
Louisiana and North and South 
Carolina. He will also be avail- 


able to work with Evans jobbers 
in the southeast. 


B&D Announces $1,000 
Window Display Contest 


A Christmas window display 
contest and $1,000 in cash prizes, 
open to all bona fide dealers car- 
rying B&D products, has been an- 
nounced by the Black & Decker 
Mfg. Co. 

To be eligible for prize awards, 
the window display must contain 
at least two B&D Fixkits and one 
Drill 'N Saw kit, which are being 
offered as fall and Christmas spe- 
cials. All entries must be post 
pares before midnight, Decem- 
ver 31. 


SELL MID-STATES 


.- AND BE CONFIDENT YOU’RE SELLING QUALITY! 








®*GALVANNEALED” FARM FENCE 


For greater resistance to rust and cor- 
rosion, Mid-States ‘‘Galvannealed”’ 
farm fence has zinc fused right into 
the copper bearing wire. It is triple- 
wrapped, heavily-crimped—built to 
give years of service. 





@ HEXAGON NETTING 


Unrolls flat, does not buckle or curl 
because it is constructed with a re- 
verse twist at the juncture of the 
wire strands. Made in 1 and 2 inch 
mesh. Galvanized before weaving. 
Available in 150-foot rolls. 





@ MID-STATES BARBED WIRE 
Copper-bearing wire is protected 
from the weather by a thick coatin 
of protective zinc. Barbs are well- 
pointed and uniformly speced on 
evenly twisted se See and 


weights available for all ; 





@ CLOTHES LINES 


In attractive aw yp easy to see, 
easy to sell. Eac ~ | contains 
two 300’ coils marked off in con- 
venient 50’ lengths. Packed 2 display 
cartons in one shipping container. 
No. 9 gauge galvanized wire. 


MID-STATES STEEL & WIRE COMPANY 


CRAWFORD 


tite 


INDIAN 
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Only one entry per store will be 
accepted and Black & Decker will 
assist in defraying expense of a 
commercial photographer. Entries 
will be judged on the basis of 
originality, good design, appeal 
and sales value. Dealers wishing 
entry blanks or additional infor- 
mation may write Bob Davis, 
Dept. AL, Black & Decker Mfg. 
Co., Towson 4, Md. 


Oak Flooring Group 
Buys Promotion Insurance 


Promotion insurance for the 
future was approved by the Na- 
tional Oak Flooring Manufac- 
turers’ Association at its mid-sum- 
mer meeting in Memphis. A 25% 
increase in the regular assessment 
paid into the promotional fund 
was agreed upon—not to increase 
current spending, but to build a 
strong reserve — insurance for a 
possible future emergency. 


Sales of oak flooring reached an 
all-time high the first half of this 
year and the group’s hard hitting 
advertising program is felt to be 
partially responsible for the in- 
creased demand. The reserve fund 
will enable them to maintain pro- 
motion activity on an effective 
scale even if the volume of home- 
building should decline and the 
available market suffer a tem- 
porary shrinkage. 


Walter Wood, chairman of the 
advertising committee and Henry 
H. Willins, executive vice-presi- 
dent, led the discussion of the 
desirability of maintaining con- 
tinuity of promotional activity. 
President J. G. Smith presided at 
the meeting, largest summer gath- 
ering in the association’s history. 
Members account for about 70% 
of the nation’s total hardwood 
flooring production capacity. 





J. BRYER DUFF, Sargent & Co. vice- 
president (right) with Dunninger on 
the master mentalist’s nationwide TV 
show. Duff brought 100 identical, in- 
dividually keyed Sargent padlocks to 
the show. The 100 keys were put in a 
fish bowl and Dunninger matched keys 
to locks on the first try. 
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A SHARP CONTRAST to the dingy, cluttered nineteenth century workshop is 
today’s modern manual science training room with its DeWalt Power Shop as 
featured in the traveling exhibit, Schoolroom Progress U.S.A. 


DeWalt Participates in Schoolroom Progress USA 


Manual science training in 
school today is one of the features 
of an unusual traveling exhibit, 
Schoolroom Progress U.S.A., spon- 
sored by Encyclopedia Americana 
and the Henry Ford Museum in 
Greenfield village. 

Products of DeWalt Inc., manu- 
facturer of woodworking machin- 
ery for schools, industry and 
homeshops, are used in the man- 
ual science training section of the 
ideal school shop. Directors of the 
exhibit chose the DeWalt Power 
Shop as an outstanding example 
of the departure from conven- 
tional, out-dated machinery of the 
past. 

The exhibit, in two specially de- 
signed railroad cars, features rep- 





AWI Annual Convention 
Scheduled for Oct. 20-21 


The Architectural Woodwork In- 
stitute, trade association of the 
special millwork industry, will 
hold its third annual convention 
in Chicago, October 20-21. All 
companies engaged in the produc- 
tion or marketing of wood and 
wood products are invited to at- 
tend. 

AWI was founded in October, 
1953 by 63 industry members. Its 
membership has now grown to 
nearly 400, which includes not 
only special millwork manufac- 
turers, but many of their suppliers. 

According to Institute presi- 
dent, Chas. A. Rinehimer, the 
forthcoming convention will dwarf 
the two previous conventions. Res- 
ervations may be made through 
the Convention Manager, Archi- 
tectural Woodwork Institute, Dept. 
AL, 332 So. Michigan Ave., Chi- 
cago 4, Ill. 
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licas of schoolrooms of 1840 and 
1890 contrasted with the ideal 
classrooms of today. It is esti- 
mated that at least three million 
people will see the exhibit before 
it concludes the three-year tour of 
the country which began this 
month. 


Redwood Display Panel 


A new stand-up redwood display 
panel for paint color chips is be- 


ing manufactured by the Muir 
Co., Mill Valley, Calif. The stand 
is 26x24” with 12 rows of 14 slots 
each for displaying color chips; 
space at the base is provided for 
six different paint folders, a na- 
tural finish redwood paint product 
sign at top and a spring-clip at- 
tachment for showing the selected 
brand of paint can. Designed by 
Burke and Hunt, the stand is said 
to be produced at a lower cost to 
paint companies than stock dis- 
play stands now on the market. 


(For more data on advertised products fill in coupon on page 308) 















\UW... 


YOU CAN SELL 


a; 
Packaged 
_ | TERMITE 

| PROTECTION 














TECHNICAL BULLETIN 





Subterranean Termites do 
95% of the $100,000,000 
annual termite damage in 
eae the U. §. In most cases, this 
damage can be easily and 
quickly prevented by poison- 
4 ing the soil with King 
x DEEP-TREAT Penta Pre- 
servative — a job the home- 
owner can do for himself, 
Soil-poisoning with Penta is 
a proven process, is recom- 
mended by the U. S. De- 
partment of Agriculture. 
This is a new opportunity 
for sales, a big volume prop- 
osition for you, and means 
dy a great saving to the home- 
ra owner against the cost of 
employing a commercial ex- 
terminator, Get the full story 





4 int today. 
boa feos 


it: MAIL COUPON NOW 
‘ For Free Bulletin 


CHEMICAL CO, 





Box 3565*Memphis 6, Ten 
be ’ Send us your new bulletin, “Kill 
a Subterranean Termites,’’ and de- 


tails of your merchandising plan. 
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“=x MAGNETIC 


TCH 
LIFETIME fa A ha CA 
560 


Magna Tite 





BUILDS 
EXTRA 
SALES 
e 


Makes 
Better Displays 


EPCO #560—America’s largest selling, 
most specified lifetime magnetic cabinet 
catch NOW comes in a NEW modern 
package, designed for powerful sales 
producing counter and window displays 
-~AND for greater ease of dealer han- 
diing. Each power~-plus Magna -Tite 
catch, including necessary mounting 
screws, is enclosed in a transparent plas- 
tic container, mounted as shown on an 
attractive display card—and packed 12 
to an also newly designed display carton. 
Ready for immediate shipment. ORDER 
TODAY! 


See Your Jobber Or Writ 


“te ENGINEERED 
PRODUCTS CO. 


P.O, Box 118 Flint 1, Mich 


EPCO OF CANADA 


550 Hopewell Ave © Toronto } Ont 
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.among the dealers... 


GROUP OF MOUNTAIN STATES DEALERS who attended recent three-day 
Workshop in Denver moderated by editor Art Hood. 








Find Workshop Sessions Helpful 


Evidence that dealers like to get together and discuss their mutual prob- 
lems under competent leadership is seen in the heavy mail received by 
Editor Art Hood following each of his clinics around the country. Here are 
excerpts from letters received from dealers who attended the Workshop 
co-sponsored by the Mountain States Lumber Dealers Association and the 


Mile Hi Lumbermen’s Council. 


I should like to take this opportun- 
ity to express my appreciation for 
your efforts in conducting a most en- 
joyable and informative workshop in 
Denver in April. I have already in- 
stituted a nuraber of changes in our 
methods of operation including com- 
pensatory pricing and additional sales 
personnel, 

Wilbur T. Ladd, 
Ladd Lumber & Mercantile Co. 
Pueblo, Colo. 


I do want to tell you that I thought 
the Workshop was the finest thing of 
its type that I have ever attended. It 
is a shame that more lumbermen can- 
not take this same schooling. A great 
deal of it will be put into practice at 
our yards and I want to assure you 
we will do our best to benefit. 


C. P. Lundgren, 
The Hardman Lumber Co. 
Osborne, Kans. 


1 came home from the Denver 
Workshop a little tired but fully re- 
paid for the time and effort and ex- 
pense involved in attending the Work- 
shop. I hope and plan to put as much 
of it into operation as I can over the 
next few years. 


G. C. Rowell, General Manager 
The Warren Lumber Co. 
Fort Morgan, Colo. 


The whole retail lumber industry is 
indebted to you, Mr. Hood, for the 
very effective educational work that 
you are performing for it. I, for one, 
want to voice a “thank you,” although 


I feel that alone is entirely inade- 
quate. 
C. 8. Nelson, 
Vice-President and General Manager 
The Sterling Lumber & Investment Ce. 
Denver, Colo. 


I want to drop you a line to let you 
know how very much I appreciate 
the outstanding contribution you are 
making to the retail building mater- 
ials industry. I don’t know of any- 
thing I ever attended that benefited 
me as much as your course and left 
me with such a feeling of satisfaction! 
We are going to do our best to put 
into effect the techniques that were 
presented to us last week. 


Dean A. Piper, General Manager, 
Newton Lumber & Mfg. Co. 
Colorado Springs, Colo. 


I have yet to spend three and one- 
half days from which I have derived 
so much. I’ll venture to say that I 
will thank you, at least mentally, for 
many years to come. What you have 
been doing these many years for the 
building materials dealer, I am 
ashamed to say, has been too fre- 
quently damned or worse still, ig- 
nored, in a large number of cases. 
What a wonderful thing this business 
would be if the vast majority of 
dealers in this country could get your 
message from personal attendance at 
these workshops. 


“Bud” Everitt, Managing Partner, 
Everitt Lumber Co. 
Colorado Springs, Colo. 


(continued on page 256) 
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Westerman Celebrates 
50th Year in Lumber 
Industry 


Officials and employes of the H. 
E. Westerman Lumber Co., Mont- 
gomery, Minn., are observing the 
50th anniversary of Henry H. Wes- 
terman’s active participation in 
the lumber business. 

Beginning as a drayman in 1905, 
he worked his way up through the 
accounting and sales departments 
as the company expanded from one 
yard to a chain of eight in south- 
ern Minnesota. In 1926, the year 
after his father’s death, he was 
made president and treasurer of 
the firm, a position he still holds. 

Active in his church and com- 
munity, Westerman has for many 
years been treasurer of the local 
Lutheran Church and a member 
of the board of the Lutheran Or- 
phan’s Home, Waverly, Iowa. He 
has also been president of the 
Montgomery Citizens State Bank 
since March, 1933, and a member 
of the board of the Green Giant 
Co. since 1926. 


Westerman entered politics in 
1914, serving as alderman in both 
wards until 1917. In 1922 he was 
elected City Mayor and served 10 
years, often being elected without 
filing. He has been active, too, in 
the lumber industry. He was a di- 
rector and vice-president of the 
Northwestern Lumbermen’s Asso- 
ciation consecutively from 1928 to 
1935; served as president in 1931- 
32. From 1937 to 1940 he was a 
member of the board of directors 
of the Northwestern Retail Coal 
Dealers Association and served as 
its 13th president in 1938 and ’39. 

Westerman plans to continue in 
business, but perhaps at a slower 
pace with a little more time to en- 
joy fishing and spectator sports. 





MEMPHIS HOO HOO president, Leo 
Spettz, greets Snark of the Universe, 
John Doleater and Ormie Lance, only 
surviving member of the 5 Hoo Hoo 
Immortals, at a recent Concatenation 
held in their honor. 





Plan Now to Attend 
the Big NRLDA Show 
At Cleveland 
Oct. 11-14 
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New Stanley Pull-Push Tape Rules 






The Pacemaker Line 


A brand new, popular priced line of 
rules in 6’, 8’, 10’ and 12’ sizes — 
each one in a Magna View box — the 
clear, plastic case with the magnify- 
ing lens lid. Every rule with the Stan- 
ley trademark and the new Pace- 
maker name. 


They'll pull customers IN -- push sales UP 






The 1200 Line 


New features for an old favorite! 6’, 
8’, 10’ and 12’ rules with true reading 
mouth, and Tru-Zero hook in the de 
luxe Magna View box. Extra! 8’, 10’ 
and 12’ sizes have the new, easy-to- 
read tape with measurements in both 
inches and feet and continuous inches, 








The 3600 Line 


The big rule — it’s really big .. . 
extra long, extra wide blade for extra 
rigidity with easy-to-read double scale, 
true reading mouth, Tru-Zero hook, 
and the de luxe Magna View box. 











New Prices! 


Pacemaker is a new line intro- 
duced by Stanley for the dealer 
who wants a good quality rule 
with a top quality name. List 


prices are: 
No. A06W —$ .75 
No. AO8BW —  .89 


No. AOIOW— 1.09 
No. AOI2Z2W— 1,29 


The regular Stanley 1200 Line con- 
tinues at: 

No. 1206W — $ .98 

No. 1208W — 1.19 

No. 1210W — 1.49 

No. 1212W — 1.89 


And the finest — the big rule: 
No. 3610W — $2.39 
No, 3612W — 2.89 
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The Stanley Works 
HARDWARE - 


New Packaging! 





The Magna View Box 


A Stanley first! Here is a different 
kind of practical rule pack. It has lots 
of re-use appeal and the magnifying 
lens lid is a new twist that focuses 
attention — Pacemaker Line in all 
clear plastic Magna View box, 1200 
and 3600 Lines in de luxe Magna 
View box. 


New Advertising! 


See the Stanley Rule advertising pull- 
ing at all your customers and pushing 
them to your store for these rules! 
Watch these magazines and Sunday 
supplements in September, October 
and November: 


SATURDAY EVENING POST 
BETTER HOMES & GARDENS 
THIS WEEK MAGAZINE 
AMERICAN WEEKLY 
NEW YORK NEWS MAGAZINE 
NEW YORK MIRROR MAGAZINE 
NEW YORK TIMES 
(DO-IT-YOURSELF SECTION ) 
PARADE 
AMERICAN BUILDER 
PRACTICAL BUILDER 
CARPENTER 


Get ruling. See your wholesaler about 
this sensational Stanley Rule program. 
And be precise — say Stanley, it’s a 
good rule, 





New Britain, Conn. 


STEEL + STEEL STRAPPING 
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WORKSHOP 
(begins on page 254) 





I have been in the retail lumber 
business for 19 years in Ft. Collins 
and now I feel as though I know 
nothing about it. You can rest assured 
I have every intention of putting new 
ideas to work as rapidly as possible. 
I came back with more ideas than I 
can put into effect in the next five 
years. If there is another clinic in 
the Mountain States area, count on 
me as being one of the first to enroll. 

G6. Henry Heuser, 
Mawson Lumber and Hardware Co. 
Ft. Collins, Colo. 


New Training School 
For Lu-Re-Co Opening 


A new Lu-Re-Co management 
and sales institute is now being 
organized at Champaign, IIl., to 
train yard personnel as specialists 
in running a Lu-Re-Co operation. 
Men attending will be trained to 
head up separate Lu-Re-Co depart- 
ments in their respective yards. 

An intensive course of instruc- 
tion has been planned by C. A. 
Thompson, chairman of the execu- 
tive committee, Lumber Dealers 
Research Council and three pro- 
fessors from the University of I[lli- 





Extra Profits 
Te 
THRESHOLDS 
of ALUMINUM 


10 models one for any nttd- 


= for NEW 
) ls BUILDING 
Si te A A gleaming 


symbol of qual- 
ity-a@ “natural” to win buyer ac- 
ceptance—both builder and home 
owner. A lifetime seal against wear 
and weather. 


or 
REMODELING 


Installation is 





i 


simple for exterior 
or interior doorways. Thresholds are 
available in standard lengths, six 
foot lengths, and lineals. 


A NATURAL BEST SELLER 


with aluminum—the glamor metal! 
Wells Thresholds are everlastingly beau- 
tiful. . . easy to install. Now available 


“Skotch-line” thresholds . 





are lightweight economy-priced 
.. also new 
deluxe model with viny! insert. 


Wells are the only thresholds on the 

} market individually packaged in a 3-color 
~  ¢arton to draw your customers’ attention. 
4 And best of all, the attractive Wells 
self-merchandiser makes the sales for you! 
Mail this coupon today, and we'll gladly 
explain why there are extra profits for 

you in Wells Aluminum Thresholds. 


Mail Coupon to Dept. 4 Today for Quick Action 


VA a 


Send complete dota fast! 

0 I'm @ builder () dealer [) wholescler 
Name 

Addrew 


City State 
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nois. Professors James T. Lend- 
rum, director, Small Homes Coun- 
cil; Robert O. Harvey, College of 
Commerce; and Robert Sey- 
mour, director of Bureau of Busi- 
ness Management Service will 
serve as instructors. 

The course is set up in four ma- 
jor sections. The technical section 
will discuss design, construction, 
manufacturing, estimating, super- 
vision, and building operations. 
The financing section will include 
mortgage financing, genera] financ- 
ing, financing instruments and 
processes, FHA and VA, and 
building and development prob- 
lems. The general management 
activities will cover policies, policy 
determination, planning, organiz- 
ing resources, directing operations, 
and controlling operations, per- 
sonnel problems, purchasing, pro- 
duction and managing for sales. 

Exact dates for the institute will 
be set to suit the convenience of 
the majority of participating yards. 
Dealers who are interested in 
sending one or more men are 
urged to contact C. A. Thompson, 
612 §S. Neil, Champaign, IIl., as 
soon as possible. 





Obituaries 





Vernon E. (Zero) Wall, managing 
artner of the Monroe Lumber Co., 

onroe, N. C., died June 17 after a 
long illness. He was well known in the 
lumber industry as well as a charter 
member of the Lions Club in Monroe 
and a counselor of Lions International. 
Mr. Wall was 52 years old. 


Joseph N. Klaff, 56, founder and 
ohne emg of the building supply firm 

aring his name in Norwalk, Conn., 
died in Norwalk Hospital recently, 
after a short illness. 


James G. Bennett, 76, pioneer upper 
Michigan lumberman, died recently 
after a short illness. He leaves his 
wife Mary, a daughter, Mrs. Don C. 
Trenary and a son, Representative 
John B. Bennett of Ontonagon, Mich. 


Edward Clark Crossett, 73, died re- 
cently at his home in California. Mr. 
Crossett, widely known lumberman, 
was president of the Crossett Timber 
Co., Wauna, Ore.; board chairman of 
Crossett Co., Crossett, Ark.; an official 
of the Fordyce Lumber Co., Fordyce, 
Ark. and the Crossett Timber and De- 
velopment Co. He was also a fellow 
of the Royal Photographic Society of 
London and a member of the Photo- 
graphic Society of America. 


John Delos Hodges, manager of the 
South Park Lumber Co., St. Joseph, 
Mo., died recently at the age of 42. 
He had been incapacitated since un- 
dergoing brain surgery last Septem- 
ber. Surviving are his wife Mary, three 
daughters and his father, Delos F. 
. ges, lumber man of Dubuque, 
owa. 
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QUEEN MARILYN shows dexterity with a logger’s peavey. 
When The Pine Tree Queen and Miss Spokane toured the 
Inland Empire, the girls learned about logging; they even 
helped fell trees and run a chain saw. 


Northwestern Association's 
Lumber Queen Tours Iniand Empire 


The official—and lovely—goodwill ambassador of 
the Northwestern Lumbermens Association, Marilyn 
Johnson, spent a week in the timber producing area 
of the Pacific northwest recently. 


Accompanied by her mother, the Pine Tree Queen 
flew to Spokane where she was met by the city’s offi- 
cial hostess, Miss Spokane. As guests of the Pack 
River Sales Co., the girls visited saw mills and lum- 
bering operations of the Pack River Lumber Co., 
Northwest Timber Co. and the Thompson Falls Lum- 
ber Co. Miss Johnson actually took part in felling 
trees, driving logging trucks, running chain saws and 
riding saw mill carriages. 


The girls also had an opportunity to visit some of 
the famed scenic attractions of northern Idaho and 
northwestern Montana. 


SCRLA Recommends Unique Collection 
Service Plan for Members’ Use 


Southern California Retail Lumber Association has 
approved a unique collection plan offered to its mem- 
bers by the So. Calif. Lumber Protective Bureau. 


Emphasizing strongly that it is a “service” and not 
a collection agency, SCRLA commends the plan for 
dealer use. It is said that the system of collecting 
slow or delinquent accounts is handled so diplomati- 
cally customers are not offended and usually wish to 
continue to de business with the yard. 


The plan gives the dealer full control to collect all 
moneys or make installment adjustments to fit indi- 
vidual circumstances. Dealers are given an uncon- 
ditional guarantee that the system will collect at least 
four times the cost. The plan is offered to members 
of SCRLA and eligible non-members who become and 


YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST 


ee me 


wy rien} 
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‘yaa 
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‘ean 
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WC-20 Carded ‘a 
HM-4 Merchandiser 


features oo” ‘features Silver Six — 
ey 


pediocks 


FREE! SEND NOW! 


Lock & Hardware Div., White Piains, N.Y 


Qe 


KQED 


Y? 
Write for valuable booklet, 
“The Key To Selecting Padlocks”: 
THE YALE & TOWNE MFG. CO., 


YALE & TOWNE 
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CARLOADS OF LUMBER were identified for the visitors’ WAREHOUSE EXHIBITS included solid hardwood panel- 
information. Salesmen and executives bore name tags, and ing manufactured by the firm especially for the do-it-your- 
wore derby hats self market. 


Wholesalers 





Customers Crowd 


“Lumberama” 


Los Angeles firm stages big open house 
so visitors can “see, save, select and learn.”’ 


Lumberama, a promotion that encouraged custom- 
ers and prospective customers to visit the shops, 
warehouses and yard of E. J. Stanton & Son, Inc., Los 
Angeles, was so successful that it will become an 


JUMBO POST CARD, one of sanusl event. , ; 

three mailing pieces invit Three promotional pieces—two jumbo post cards 

ing customers to attend and a broadside-—were sent out at one-week intervals 

Stanton’s Lumberama to about 1,500 retail yards and industrial customers, 
inviting them to: 


See. Hundreds of thousands of feet of lumber... 
acres of organized displays. 


Save. All lumber featured at Lumberama is offered 
at provocative savings and identified by type, 
grade and price for your greater convenience. 


BUFFET LUNCHEON was served hungry visitors, who 
also had a chance for door prizes. Guides helped show the 
visitors around 
Select. Hardwoods, softwoods, lumber of all kinds 
for every conceivable use from rough work to 
finished cabinetry. 


Learn. Many new things in lumber processing and 
techniques. 


The plant remained in full operation for the one- 
day show held this summer. Representatives of the 
National Hardwood Lumber Association, Western 
Pine Association, West Coast Lumbermen’s Associa- 
tion and California Redwood Association were on 
hand to answer questions. There were demonstra- 
tions of milling, kiln-drying and handling techniques. 
Twenty carloads of hardwood and softwood lumber 
were on display. The lumber featured in Lumberama 
was identified with big placards showing type, grade 
and price. 

Important results were achieved from the show, 
according to LeRoy Stanton, Jr., vice-president. Cus- 
tomers, whose only previous contact had been with 
salesmen, visited the yard, Letters brought addi- 
tional favorable comment. Lumberama was also a 
morale builder for the Stanton organization with 
everyone participating from mill hands to executives. 
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won »-(HUDEE 





there’s Vo Doukt- about it! 





It’s etched on every Hudee 
Your guarantee — Your mark 
of confidence that it’s the 


very best sink frame made 


When you sell or install the HUDEE Sink 
Frame, you're assured of satisfaction every 
time and remember, there’s only one HUDEE 
—the original clamp-down sink frame. 


HUDEE is the one way to insure against 
callbacks. Architects, designers, dealers, 
builders, cabinet manufacturers and home 
owners—all are enthusiastic about HUDEE. 
Professional Craftsmen all say, “When it’s 
a HUDEE—there’s no doubt about it.” 





Look for the etched 
HUDEE trade-mark 
and be sure! 


S228 soveanses OE \ HUDEE is 
nationally advertised 

to tell and help you sell 

HUDEE quality too! 


Call the Hudee Distributor in your area or write — 


225 West Hubbard St. - Chicago 10, Illinois 


iN CANADA: Wolter E. Selick and Company, Utd. - Toronto 





Here are the reasons why: 


@ The Heatilator unit is the only fireplace 


* 


unit specifically designed for today’s 
homes. 


Exclusive Pressure-Seal Damper seals 
throat air tight—prevents loss of winter 
heating and summer air-conditioning. 


It is easier to install—takes any size or 
shape flue. 


The Heatilator unit is a complete unit 
—heavily constructed and fully welded 
for maximum durability. 


Scientific design assures a perfectly oper- 
ating fireplace that circulates heat... 
will not smoke. 


Sell Heatilator . . . the 
only fireplace especially designed 
for the modern home... preferred 
by builders and home owners 3 to 
1 over all other fireplace units 
combined! 


Write for folder giving full details and specifications 


HEATILATOR INC., 369 &. Brighton Ave., Syracuse 5, N.Y. 


HEATILATOR 


AMERICA'S LEADING FIREPLACE UNIT 
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WHY FARMERS CHOOSE... 


ical 
one for every 


of farmers tor a bua requirements. It's 
. Choose from five popular vere s—ther 


, 80 easy to us 

construction need. ni 3 Common Board is especially suitable for farm build 
ing. Available in 4/4, 5/4, 6/4 and 8/4, also heavy sawn 6/4. Lengths from 
6° to 20°. Western White Spruce speeds construction . . . is clean, dry, 
strong, weather resistant, easy to nail. Supplies available for prompt delivery 


to all parts of the United States. 


AFPAN Alberta Forest qumuiisae 
ma Products 


Kscoccialion, 
CANADA PERMANENT BUILDING 
10126 100th STREET 


EDMONTON, ALBERTA, CANADA 
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THE LUMBER MARKET 


Amazingly Strong Market 
In Seattle Region 


SEATTLE — The amazingly 
strong market continues. Orders 
maintain a lead over production. 
Mill inventories are low and a 
week’s loss of lumber output would 
create a real shortage. 


Prices are firm and steady. Lum- 
ber is hard to buy. The mills want 
higher prices and advance their 
quotations when approached, espe- 
cially on items in short supply. 
Dry lumber is much in demand. 
Timbers are hard to find. 


Fir prices remain at levels of a 
fortnight ago, and hemlock follows 
the trend of fir. Shingles are firm. 
There is a big demand for shakes 
from southern California. 

The strong market for western 
red cedar siding which has kept 
the mills loaded with orders for 
many weeks tends to strengthen. 
The market for pines is steady 
with a little weakness apparent in 
No. 2 and 3 ponderosa common. 
Spruce is firm at previous quota- 
tions. Dry stocks are available but 
not in large supply. 

A development of significance is 
the formation of an organization 
of alder interests including groups 
from tree farmers to consumers. 
A secretary-manager will be ap- 
pointed to promote greater use of 
alder. 

Inventory of logs as of August 1 
reveals modest gains. The loss of 
input due to the 4th of July was 
not as severe as in previous years 
and the month of July was free of 
fire weather. 

Puget Sound on August 1 re- 
ported 367 million feet, an increase 
of 47 million over July 1. A year 
ago when a 60% strike had been 
effective for a month, the total 
stood at 342 million feet. Columbia 
river on August 1 reported 331 
million feet or 28 million more than 
on July first. Grays Harbor dropped 
four million for the month. 


Activity Level High 
In Pacific Northwest 


TACOMA—A high level of ac- 
tivity continues to prevail through- 
out the lumber industry. Demand is 
good, order files are heavy and 
prices are steady. 

Under the additional stimulus of 
favorable weather conditions, both 
woods and mill operations are main- 
taining a production volume that is 
building up reserves against fall 
and winter demands. Despite dry 
weather, no serious forest fires have 
been reported. 

One of the largest state timber 
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auctions in recent years occurred 
August 2 at Kelso when the county 
auditor sold three tracts totaling 
approximately 800 acres for more 
than $3,000,000. 

The tracts are located in an area 
east of Castle Rock. The Aberdeen 
Plywood Co. was high bidder at 
$1,100,180 for a 320-acre tract. 

Spirited bidding by the Weyer- 
haeuser Timber Co., Walton Ply- 
wood Co. and Northwest Door Co. 
pushed the price to more than 
double the minimum appraised 
value of $508,841. 


Included in the tract was more 
than 26,000,000 feet of Douglas, 
noble and silver fir and hemlock, 
250,000 feet of cedar and some 
white pine. 

Weyerhaeuser was the successful 
bidder for 160 acres in another 
tract with a tender of $1,032,225. 
This lot had a minimum appraised 
value of $556,875. 

The Vancouver Plywood Co, and 
the Georgia Pacific Plywood Corp. 
also bid for the tract which con- 
tains more than 18,000,000 board 
feet of Douglas fir and about 1,500,- 
000 feet of other species. 


Firm Price Footing 
In Southwest Area 


KANSAS CITY—A combination 
of increased demand and reduced 
production due to heavy rains gave 
the southwestern lumber market a 
firm footing in recent weeks, and 
mills were able to jack up prices 
on many items. 

Mills hear that some Texas oper- 
ators have raised No. 2 boards, 
1 x 8’s, to $89, which is the highest 
price reported this year and fully 
$2 above the going list. Advances 
of $1 a thousand were general in 
the air-dried grades, with a number 
tacking on $2 to bring the top 
range to $85. 

Mills report they are out of logs 
because crews cannot get into the 
forests on account of the rains and 
heavy equipment is bogging down 
in the mud. 

The strength is not confined to 
boards for dimension prices are 
firming. There is a shortage of 
2 x 4’s, and retailers are turning 
more to yellow pine because there 
is an apparent shortage of fir. 

Retailers are not building up 
stocks because there it no opportu- 
nity for mills to build up their in- 
ventories and about as fast as dry 
stock is available it is shipped. In- 
quiries from box factories are pick- 
ing up, reflecting the increased de- 
mand for containers. 

(continued on next page) 





UNPROFITABLE 
‘CAT & DOG’ 
LENGTHS 


HEAVY, COSTLY 
INVENTORIES 


BUY AIR-KING 


SPECIFIED 
LENGTHS 


YOU SAVE money when you order 
quick “turnover” lengths and widths 
in West Coast Douglas Fir lumber 
through AIR-KING. 

WRITE for details. 


WCLB Grape stamp 


combined with AIR-KING’S strict 
standards assures uniformity and 
customer satisfaction. 


SPEED in petivery 


by a mill designed for quality and 
fast production. High speed equip- 
ment; experienced personnel. 


AlR=nlNG 


MFG. CORP. 


TIGARD, OREGON 
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Now...for less money 


Put more cost-cutting, portable 
electric power on your jobs! 


That power-packed Onan Model 205AJ on the construction site 
above, delivers 2,500 watts of A.C. power, enough to operate 
several electrical tools or floodlights simultaneously. Powered by 
an Onan 4-cycle gasoline engine, it has all the 4-cycle advantages 
of quick starting, long life and easy maintenance, yet it weighs only 
154 pounds, and costs less per watt of output than any electric 
plant in its size range. 

This model and others in the new AJ and AK series, ranging in 
size from 500 to 2,500 watts, are all lighter in weight, more com- 
pact, and lower in cost than previous models. They are completely 
Onan built . . . powered by new, modern, short-stroke, single- 
cylinder Onan gasoline engines, direct-connected to Onan drip- 
proof all-climate generators. 

Equipped with carrying frame or two-wheei, rubber tired dolly, 
these new electric plants can be taken anywhere . . . moved around 
easily on the job. det all the facts on these new electric plants from 
your Onan distributor. 


Add Onan Electric Plants to your rental department! 


NEW POWER-PACKED MODELS 


500 to 2,500 watts 


AJ A.C. MODELS 
1,000 and 2,500 wotts, 
115 oF 230 volts 


AK A.C. MODELS 
500 and 750 wotts, 115 
or 230 volts 


Electric Plants for every need— 500 to 50,000 watts 
Write for Special Folder! 


scr +e D. W. ONAN & SONS INC. 


ELECTRIC PLANTS 


3777 University Ave. S.E., Minneapolis 14, Minnesota 
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No Slow-Down Occurs 
In North California 


SAN FRANCISCO — An antici- 
pated slump in the northern Cali- 
fornia lumber market due to the 
slow-down which normally accom- 
panies the vacation period has 
failed to develop, and the market 
remains strong and firm with the 
situation about as it has been for 
the past several months. 

A few mills in the area’s redwood 
and Douglas fir regions have cut 
back slightly in production while 
crews are off fishing and the same 
has been true in the woods. Never- 
theless a fairly normal supply is 
available. 

Opening of the month-long 
blocked Northwestern Pacific rail- 
road tunnel near Eureka has re- 
leased a large number of cars, and 
rail movement to the San Francisco 
bay area and other northern Cali- 
fornia points is back to normal. 

A firm demand continues 
throughout California for practi- 
cally all grades and dimensions, 
helping to maintain prices. Fir 
boards, for example, are going 
strong at $67-$68 for No. 2 and 
better and $55-$60 for No. 3. 

A scarcity of No. 1 2x4’s has kept 
prices up around the $90 level with 
No. 2 bringing as much as $85 when 
available. Low and upper grade 
common is in great demand and 
most order files are full. 

Prices are holding up so well that 
most industry spokesmen are hop- 
ing to escape any severe mid-sum- 
mer slump. 


Southern Pine Becomes 
Scarce at Baltimore 


BALTIMORE—Southern pine is 
becoming considerably harder to 
procure here, although prices re- 
main steady. 

Heavy rains reportedly have 
hampered production and shipment 
of this lumber, and hurricane Con- 
nie also did her bit to set back 
production efforts. Due to these 
conditions, prices are expected to 
advance shortly in this field. Yellow 
pine roofers presently can be pur- 
chased for from $87 to $88 deliv- 
ered in Baltimore. 

Fir from the west coast continues 
very scarce, and prices increase al- 
most daily. Railroad car shortages 
once again are being felt, as the 
grain harvest rolls into full swing. 

Fir timbers are up $7—$8 per 
M in comparison with their prices 
of two or three weeks ago. Dimen- 
sional fir still is bringing around 
$115 per M, and shelving continues 
close to $104 per M. 

Various sources report that al- 
though the industrial market ap- 
parently is still rising, housing con- 

(continued on page 266) 
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SEALS THEM ALL — PERMANENTLY 
CONVEY sepa . : IT’S CLEARER 
FOR FASTER LOWER COST HANDLING | | ( IT'S STRONGER 


. | IT’S ALWAYS UNIFORM 


Over 3,885 L8S - 

ACTUAL SHEARING STRENGTH worcary 

PER SQUARE INCH 
NO MATTER WHAT THE 
JOINT IT'S BOUND FIRM 
WITH ROGERS ... and Rogers 
will Never Discolor Wood Ma- 
terials. The joints shown here 
are only 6 of the 24 Typical 


Joints shown in Rogers Book of nae: 
Woodworking Notes which you 


can have FREE. Sew) 
MENA 


OOULT INES, BEverat 
Move flooring, laths, shingles, any building ma- It's full of helpful data, handy as a 
terial with a smooth riding surface, to and from teaching aid. Send for Your Copy 
saws, lathes, in and out of storage and shipping — and Rogers Free Project Plans, 
fast, and at lowest cost, with Standard Conveyors. 


TODAY! 
Get complete information — write for Bulletin Rogers Glue is handy in Leather 
No. AL-95. y, Crafts, Print Shops and other 


manual arts classes, too. 
STANDARD CONVEYOR CO. 


General Offices: ‘ 
North St. Paul, Minnesota 
§ Sas etinal Cities in RAVITY & POWER the LIQUID FISH GLUE 


CONVEYORS y 


























Three display ideas 
that will boost sales 


Here is how you can use one Multiplex display unit 


three ways to increase sales and cut costs: 1. Show 
specialties on the steel-framed Display Panels; 2. 
Show full-size sample doors without damaging them 
or affecting their saleability; and 3. Display litera- 
ture that will stimulate home improvement or con- 








struction ideas in a customer’s mind. 





Our illustrated catalog will show you how you can 
achieve a healthier profit margin with modern, ef- 
fective display methods. Why not mail the coupon 


now? 








DOOR MERCHANDISER 


Full-size sample doors are prepared for display 
by attaching simple pivot brackets top and 
bottom. Doors are interchangeable with dis- 
play panels 


LITERATURE RACK 

This panel is @ natural for merchandising "Do 
it Yourself booklets and instruction sheets, 
blue prints, home improvement loan informa- 


tion, etc. Interchangeable with sample doors 
and display panels. 


MULTIPLEX ssstarcoranr oo 


907-917 North 10th Street oF 





DISPLAY 
PANELS 


St. Louis 1, Missouri 


Please send your Display Equipment Catalog 
For displaying moulding, 
siding, roofing, floor and NAME 
wall covering, panelling 
eee other specialties. Steel- COMPANY 
tamed Multiplex swinging 
panels are used by thou- ADDRESS........ 


sands of dealers who are 
keen merchandisers as well CITY AND STATE 
as good lumbermen 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is « compiletion 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as 
check on purchases made pests wy me ten days before receipt of the magazine. 





DOUGLAS FIR WESTERN PINES 


Vertien! Grain Ficoring Ponderosa Pine se RW 
B&Btr. ¢ D Select pth 
$2 or 48 4/4 RW 4/4 RW 8/4 RW 
Fiat Grain Flooring CéBtr. RL 26000 266.00 270.00 


No.2 
‘ 110.00 
Drop Siding 144.00 114.00 


1x6 (Pat. q . ‘ 4 
x6 (Pat. #11 Cees ee mat No. 4 
ix 8 RL ....112.00 ; 71.00 
oe ix12 RL ....120.00 71.00 
idahe White Pine 
Selects 52 er 7. 
(Green) 


1x6 x8 

1x10 = x12 Caper. RL. 2701 o 270.00 oto. 00 278. 00 

No. y 70.00 ; ; D RL 230.00 230.00 230.00 245.00 
No. . 68.00 : . Commons, 523 or 48 

No, , 61.00 : No. 1 No. 2 No.3 

. 143.00 100.00 

Ne. 1 Dimension 165.00 155.00 100.00 

12 14° 16° Sugar Pine Selects 52 or 48 

83.00 . ‘ 4/4 RW 6/4RW 6/4RW 

. , . B&Btr. RL. .266.00 280.00 oy 00 

$e $i5e foe tan dae | GRE ccccccasses HESS HESS 

2x12 81.00 79.00 79. y ; scares ‘ 





No. 2 Dimenston N 2 No. 3 


0.1 No. 
Warren Folding Doors 00 30.00 90. : 80 b0.00 





Never heard of an elbow room? 2x12 77.00 77. 5.00 77. OAK FLOORING 


It's every room where your cus- No. 3 Dimension r/t 

tomers stretch out their living and 3x 4 , ONrhite” 437. Y) a foo 
you stretch out your sales. ise e Red 206.00 180.00 

Modern homemakers demand more : ae 1 172.00 

space for living — but they're afraid (Add $15.00 for dry lumber) Red 1 177.00 

they'll have to pay extra for extra #1 Com. 

room. White 1er 20 


BUT — when one room can become RED CEDAR SHINGLES a 


#2 Com. 
two rooms — or even three — each ape Pin. White 


: : o. 1 24” ‘ 
to suit a different purpose — WHEN No. 3 34” a 53 as Phang 110.00 
you can show your customers how No, 3 24” 5.50 ? 


& Btr. 
they can place another chair — Perfections Shorts 
desk — or lamp — in a corner No. 1 18” 12.50-12.76 1% 130.00 92.00 


” 
wasted for storing a door — you‘ve nes i ase- E48 


made another sale. XXXxX SOUTHERN PINE 


No. 1 16” 10.75 Vertical Grain Flooring 
FOR QUICK CLOSINGS hes + o7 B&Btr. 


Cc 
CHECK THESE FEATURES 1x4 Heart . 236.00 


Fiat Grains Fleorin: 
ON WARREN FOLDING DOORS WESTERN RED CEDAR ait 98 140.08 


165.60 
Prices tor Western Hed cedar sidin 
im mixed cars, new bundling, & to ie Mvep Siding 
® Save 9 sq. ft. of floor space ot every are: 1x6 #106 191.60 176.06 
door pening. Reveled siding, % inch 1x6 #116 .......191.00 170.00 
by ¢ inch....10000 9600 5000 "saree@ ae. 
© % wide basswood slats — woven 4d : me coo ES MR OSS dis 
tightly with heavy seine cord. % by 6 inch....116.00 110.00 95.00 
Mm by » inch....100.0U iLdo.uu 106.00 





7.0 172.00 
2.0 177.00 








® Easy to hang — no precise fittings. 


1x8 1x16 


1(D 

©) ..140.00 140.00 145.00 
b BD ese 84.00 80.00 87.00 
© Warrenteed to give years of perfect Clear Bungalow Siding, % inch . sseeee 70,00 78.00 

service. 


® Ten attractive colors available. 


3 SHIPPING POINTS 
Ceiling or Fileoring, B and Btr. 


Faster Delivery at Less Cost ® te 1@ or Longer a a ei $190 Hy Ht lees 
Write Today bee. ..C., 2x 8 94.00 92.00 89.00 99.00 


110.00 


. 100.00 00 99.00 965.00 110. 
a 186.00 135.00 100.0 2x12 91.00 91.00 91.00 116.00 
dj Discount on moldings, 6 to 20’ odd 
0 INC. lengths. Ne, 8 R/L Only 
SHADE CO., 
. 


Sertes 8,000 
Listing under 4.00—list gdh ae, sem 


2905 E. Hennepi nneapoli Listing 4.00 and over—l 
a7 Uelen nee - eg Clear sattion, 5/1? x 1%"—® to “a , 
917 Brencton Reed—Sen Carles, Callf.| All prices based on kiln dried stoek. 
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REDWOOD 


Bevel Siding 


. Clear 
. Clear 
. Clear 
. Clear 
. Clear 
. Clear 
. Clear 
. Clear 
’.G. Clear 
V.G. Clear All 


A grade V.G. Redwood Siding 
less for %, % and % in above 


US Gerrard ties 


ANYTHING youve ever seen 
Ceernmmn) 


PACKAGED UNITS 
OF 2X 4's 
to 
DOCKLOADS OF 
ASSORTED 
LUMBER 


%x12 

Note: 
$5.00 
sizes 


Ansne Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade 


Finish 


lx 4 Clear Heart 848 
lx 6 Clear Heart 848 
1x 8 Clear Heart 848 
1x10 Clear Heart S48 
1x12 Clear Heart S48 





WESTERN HEMLOCK 


Vertical Grain Fleoring 
Cc 


D 
146.00 90.00 


Miat Grain Floertng 


ix4 1386.00 
1x6 


86 00 
105.00 


Drop Siding 


1x6 (Pet. #106) 
1x6 (Pat. #116) 


135.00 
135.00 


105.00 
95.00 


Cetling 


% x4 
1x4 


110.00 
115.00 


70.00 
80.00 


Boards and Shiplap and 

2” «they 
ix10 
76.00 
67.60 
52.00 


1x8 
76.0 
69.00 
52.00 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


82.00 
82.00 
82.00 
81.00 
79.00 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


16’ 
87.00 
87.00 
87.00 
87.00 
87.00 


83.00 


No. 3 Dimension r/! only 


18’ 
87.00 
87.00 
87.00 
87.00 
87.00 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 


100.06 
69.00 


No. 2&Btr. 
No. 3&Btr. 


Neo. 1 Dimension 


14’ 
2x 4 78.00 
2x G 78.00 

2x 8 80.00 

2x10 80.00 

2x12 78.00 
No. 2 Dimension 

2x 4 

2x 6 

2x 8 

2x10 

2x12 


Mills 


and 3 common. 


1x8 


106.00 
71.00 


Ne. 3 dimension as in fir. 


SUILDING PRODUCTS MERCHANDISER 


1x10 


103.00 
70.00 


are now grading bourds No. 
Mille do not grade out 


1x12 


106.00 
71.00 





e USS Gerrard Strapping, Round or 
Flat, is available in a wide range of 
sizes—tailored for every tying applica- 
tion, from pallets of bricks to huge 
truckloads of assorted lumber. 

e Lumber packaged with USS Gerrarp 
Strapping can be handled in 4% the 
time it takes to handle loose lumber. 

e USS Gerrard Round Strapping 
costs about 40% less than any other 
form of metal reinforcement. 

e With packaged lumber, one inven 


GERRARD STEEL STRAPPING DIVISION, 


tory is enough. Grades, sizes, and va 
rieties can easily be kept together—can 
be retabulated at a glance 
e USS Gerrarp-strapped 
virtually pilfer-proof. 

e Single-source buying of both Round 
and Flat Steel Strapping reduces freight 
charges and paper work. 

Bring your packaging and tying 
problems to USS Gerrarp. Our engi- 
neers are here to help you solve them 

at no cost to you 


lumber is 


UNITED STATES STEEL CORPORATION 


General Offices: Chicago, Illinois 


SEND FOR THIS NEW FREE BOOKLET NOW ~—~———— = 


Gerrard Stee! Strapping 
Chicago 372, Ii! 


2933 W. 47th St., 


Please send me, free of charge, the new 
36-page GERRARD Bive Book of Packaging 


Nome 
Company 


Address 


Round and Flat 
UNITED 


(For more data on advertised products {ill in coupon on page 308) 


ERRARD 
STEEL STRAPPING 


oe ee ee ee 
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NOW. »-. you can sell 


T WINDOWS 
One of the oldest names in the metal 
window business, VENTO has con- AL uU aw 4 W uU Re 


tinuously manufactured the “Cham- 
pion” line of casement, basement, 


commercial and utility steel windows 
for 33 years. 


product in this field is the VENTO automatic 
locking aluminum awning window. Residential 
casement, double hung and complete com- 
We now announce our entry into the modity lines of aluminum windows are now 
aluminum window business. Our first being developed. 


VENTO 


PSEC tes tial lest eS, sellale Mm, Alalelek’. 2-1 


ee 4 
aell Cheese KCalta 


TéJ 


AUTOMATIC LOCKING 


WEATHER TIGHT 
t t plus 


UNLIMITED ADJUSTMENT 


POWER PLUS OPERATOR not worm 


geared t 


EFFORTLESS OPERATION 





ENGINEERED SIZES 


VENTO STEEL CASEMENT WINDOWS 


All casements drilled and tapped to receive storm sash 
and screens, operator arm guide channels attached 
with screws for easy removal and replacement, if 
necessary; ventilator frames constructed from the 
same heavy sections as the outside frame. This pro- 
vides greater rigidity and stronger ventilators. 


VENTO BONDERIZED 
“CHAMPION” 
STEEL BASEMENT WINDOWS 


Effortless operation gives any of three ventilation 
openings, or sash removal. Sturdy 14 gauge jamb fins 
for easy installation in block or poured concrete 
walls. A redesigned cam latch and slotted opening 
allow greater tolerance, insuring positive operation 
and latching under all conditions. 











Also ask about: 
VENTO ‘Thrifty’ Steel Basement Windows 
VENTO Industrial and Commercial Steel Windows (projected and 
pivoted types). 
VENTO Utility and Barn Windows 
VENTO Formed Steel Lintels (for Block and Brick Construction). 





Write us for full information. Some desirable terri- 
tories are open for representatives and distributors. 
Write for full particulars. 











VENTO STEEL PRODUCTS CO., INC. 


249 COLORADO STREET BUFFALO 15, N.Y. 
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struction has just about reached 
its saturation point. Several multi- 
million dollar construction projects 
recently have been contracted for 
in this area, and industrial lumber 
dealers feel quite optimistic over 
the current outlook. 

Hardwoods continued very firm 
and there is little change in either 
price or demand. Oak flooring has 
shown some inclination to rise 
slightly; but this still is too vague 
to indicate a trend. Walnut in FAS 
still is bringing around $400 per 
M; while oak in the same grades 
can be had for about $240 per M. 


Southern Pine 


With 102 mills reporting to the 
Southern Pine Association barom- 
eter for the week ending August 
13, orders amounted to 17,737,000 
feet, shipments were 17,628,000 
feet and production was 18,026,000. 

Shipments were 2.21% below 
production, orders were 1.60% be- 
low production and orders were 
62% above shipments. 


Dealer Pointer 


Danger Sign Promotes Lumber 


Edward Hines Lumber Co. pro- 
vides its customers with a 22-inch- 
long warning sign that carries a 
sales message for the Chicago firm. 
Black letters on a red background 
say: “No danger in using lumber 
from Edward Hines Lumber Co.” 





When answering advertisements please 


mention 


AMERICAN LUMBERMAN 


1955, AMERICAN LUMBERMAN AND 





WOR-DOLL 


Syna Gulbrandsen 
(Miss Norway) 


Sturdy, Colorful, Self-service Display x} 





Conveniently Packaged Merchandise (Tubes) in Ass’t’d lengths 





Top Quality Product 4 





Convenient Reorder Plan +x 





Consumer Advertising 


c/ v | Priced for Profit 





SP NORDARL 


"DO IT YOURSELF” WARDROBE HARDWARE 
Display Kit 


For information write 


NORDAHL MANUFACTURING CO. 


180 W. Alameda Ave., Burbank, California 


BUILDING Propucts MERCHANDISER 








|source! 


FOR ALL 
W.P.A. SPECIES 


Why waste time 
and money shop- 
ping around... 
when Western 
Woods, Inc. 
offers you qual- 
ity lumber in 

ALL WPA species! 
Scientific kiln 
drying, depend- 
able grades, fair 
prices. Straight 
or mixed cars to 
your specifica- 
tions. Call on us 
today! 


WOODS, INC. 


715 Spokane & Eastern Bldg.—Spokane, Wash 
Riverside 7149 TWX: SP-104 
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THERE’S A FALL-WINTER 
PROFIT BONUS IN 


Now’s the time when 
folks are thinking 
about indoor projects 
. . . tables, chairs, 
bookcases that they 
can make for them- 
selves or as holiday 
gifts. And that means 
big sales of Peg-Legs 
... the first practical 
homecraft furniture 
leg made of fine furni- 
ture wood. Complete 
range of sizes .. . each 
kit includes every- 
— needed except 

e screwdriver. 

Choice of plain legs 
or brass ferrules, 
straight or angle plates. 


@ 1001 
USES 


@ PRICED RIGHT TO 
SELL ON SIGHT 


@ START EXTRA SALES 
OF PLYWOOD DOORS, 
HARDWARE, LUMBER, 
PAINT, etc., etc. 


AND THIS POWERFUL 
WALL OR COUNTER 
DISPLAY DOES 90°, 
OF THE SELLING 


DEALERS AND 
REPRESENTATIVES 


GET THE 


| Perey FURNITURE COMPANY 

| 507 Monroe Ave., N.W., Grand Rapids, Mich. 

! Piesse send illustrated literature and details about fast 
moving Peg-Legs. | am a [] Dealer, [) Mfrs. Rep 


| wame 


| aoonress 


epee anananamanemanal 


YEAR~'ROUND | 





ENEWd PRODUCTS 


M0SDL 


Entry Lockset 


_ A new entry lockset for Kwikset 600 
line has been announced. The new 
model, 600 SDL, featuring a larger 
exterior knob and key-way, meets Fed- 
eral Specifications 160. Available for 
motels is 601 SDL, for dormitories 602 
SDL, vestibules 603 SDL and class- 
rooms 604 SDL. Other 600 line models 
are available in all popular finishes. 
Kwikset Sales and Service Co., Dept. 
rie East Santa Ana, Anaheim, 

a . 


For more data circle No. 1 on coupon, p. 308 


Door Operator 


A new, low-cost electronic garage 
door operator, model 133, is said to 
feature a compact power unit that 
takes up less space than ordinary 
models, yet has ample reserve power 
even when operating double width 
opening doors, Said to automatically 
open, close, and lock garage doors, 
turn lights on and off and to have a 
safety feature causing door to stop 
if it strikes any obstacle, the new 
unit works equally well with rigid 
type or sectional type overhead doors. 
Frantz Mfg. Co., Dept. AL, Sterling, 
Ill. 


For more data circle Ne. 2 on coupon, p. 308 


Easy-Does-It Kits 


Low-cost storm window protection 
that can be re-used for years is 
claimed for new Easy-Does-It kits fea- 
turing heavy transparent plastic. Each 
kit contains 36” x 72” sheet of heavy 
plastic, 18 feet of fibre molding strip 
and nails for complete installation on 
double-hung windows. Weatherproof 
and waterproof, the polyethylene 
plastic keeps heat in, cold out and is 
unaffected by moisture. Sol-O-Lite 
Laminating Corp., Dept. AL, 4301 W. 
North Ave., Chicago 39, Ill. 


Fer more data circle No. 5 on coupon, p. 308 


Tilting Jig Saw 

The only tilting arbor jig saw on 
the market is said to be model 2500, 
in the Syncro line which also includes 
the heavy duty sander kit model 900-D, 
model 900 sander and the light-duty 
family sander kit model 504. Each 
features the patented Syncro multi- 
motion sanding pad action. All Syncro 
ower units are guaranteed against 
toatl all during ownership. Syncro 
Corp., Dept. AL, Oxford, Mich. 


For more data circle No. 4 on coupon, p. 308 


Multi-Vent 


Modular Multi-Vent, a standardized, 
smaller version of the units used in 
railroad cars, laboratories, etc., has 
been announced. Said to be the only 
air diffuser that makes possible draft- 
less air conditioning, particularly 
where a high number of air changes 
are required, its advantages apply 
equally as well to heating and venti- 
lating systems. Multi-Vent Div., Pyle- 
National Co., Dept. AL-MV, 1334 
North Kostner Ave., Chicago 51, Ill. 


For more data circle Ne. 5 on coupen, p, 308 


Rubberized Asphalts 


A new line of rubberized asphalts 
for roof coatings, water-proofing, 
highway surfacing and joint sealing 
is said to combine the resiliency of 
rubber with the weather resistant 
qualities of asphalt. Live rubber is 
dissolved in asphalt, and the blend of 
the two substances remains pliable 
when cold, holds firm when hot. Avail- 
able in several forms: roofing or pav- 
ing compound; liquid coating; or an 
aluminized liquid coating with a metal- 
lic aluminum finish. eer Asphalt 
Co., Dept. AL, P.O. Box 800, Magnolia, 
Ark. 


For more data circle Neo, 6 on coupon, p. 308 
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“We're putting this new 
WINDOW IDEA into 
600 NEW HOMES!’ 





1 Yl 


ORRIN THOMPSON, veteran builder who enjoys the 
reputation of always giving the homeowner more for his 
money, builds more homes in a year than any other con- 
tractor in the large, Minneapolis-St. Paul area. He has 
built a total of more than 3000 homes in the past 10 
Sear This year he’s putting DeVAC BILT-IN windows 


to 600 Twin City homes. 





This remarkable window idea gives the home- 
owner a complete, double-hung unit that’s 
honestly low cost. And it gives the builder a 
chance to increase the value of the home with 
no extra cost and considerably less labor. 


The BILT-IN features wood where you want it 
and aluminum where it counts. No messy con- 
densation. Aluminum is anodized to prevent 
corrosion which results many times from plaster 
left on the metal. 





Bardwell-Robinson, Fargo, North Dakota 
Bardwell-Robinson, Bismarck, North Dakota 


Curtis Companies, Inc., Mi 
Sioux City, Lincoln, Topeka 
Jordan Millwork, Sioux Falls, $.D. 





polis, Wausau, 





DeVAC BILT-IN DISTRIBUTORS 


Distributorships available in key areas. 


The millwork manufacturer builds the above 
BILT-IN kit into any prime sash. The contractor 
does not have to worry about storms, screens, 
hardware, installation of hardware, painting, 
etc, The result is a double-hung unit that is in- 
stalled fast and easy. 


The DeVAC BILT-IN is self-storing. Housewives 
like the emsy way the inserts just lift out for 
fast cleafing. Homeowners can forget the 
bothersome chore of changing and storing 
storms and screens. 





A. A. Kindem and Sons, Minneapolis, Minn. 
Knecht Lumberman Supply, Rapid City, S.D. 
Lake Street Sash & Door, Minneapolis, Minn. 


Snell Sash and Door, St. Paul, Minn., 
Omaha, Neb. 








Write direct to DeVAC for literature, details 
and price list if there is no distributor near you 


DeVAC, INC. 


5900 WAYZATA BLVD., MINNEAPOLIS, MINNESOTA 


270 
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NEW PRODUCTS 
(begins on page 268) 





Built-In Ranges 

Ten new surface cooking units have 
been added to the Suburban built-in 
range line—five gas and five electric 
models. The units, with and without 
griddle, all incorporate a Hudee frame 
for flush-to-counter installation. New 
color, porcelain copper-tan, increases 
color range to eight finishes available 
for ovens and range tops. Samuel 
Stamping and Enameling Co., Dept. 
AL, Chattanooga, Tenn. 


For more data circle No. 7 on coupon, p. 308 


Sav-a-drill 

New low-cost drill sharpener com- 
plete with grinding wheel, using the 
power from any electric hand drill, is 
said to be as easy to use as the drill 
itself. Handling any size drill bit from 
fy” to 4%”, it has a two-inch diameter 
fine grit grinding wheel mounted on 
a %” shaft. The simplicity, accuracy 
and speed of the Sav-a-drill will in- 
terest hobbyists as well as professional 
craftsmen. Popular Mfg. Co., Dept. 
AL, 4115 Glencrest Rd., Minneapolis 
5, Minn. 


For more data circle No. 8 on coupon, p. 308 





Glo-Sheen Tiling 

New polystyrene wall tiling is said 
to create a luxury look at nominal 
cost. Scratch-resistant, easily cleaned 
with a damp cloth, colors stay bright 
for life. Precision-cut bevel permits 
easy installation over plaster or dry 
wall construction and tapered tile 
thickness assures permanent massive 
eontour. Artcrest Plastics Co., Inc., 
Dept. AL, 255 West 79th St., Chicago 
20, Ill. 


For more data circle Neo. 9 on coupon, p. 308 
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YOU CAN OFFER THE A/GH7 GUN 
FOR EVERY JOB 


Sell the caulking gun line that is COMPLETE. You 
can offer your trade sixteen different models of 
VITAL caulking guns with thirty different nozzles 
to select from. The guns illustrated here are just a 
cross section of the VITAL line. 


VITAL holds the original patents on most caulking 
equipment. We are the oldest and largest manufac- 
turers of complete caulking equipment in the world 
for home or professional use. 

Most caulk manufacturers package their compound in 
VITAL made cartridges. Make sure that your caulk is loaded 


in time-proven VITAL cartridges that expel easily and won't 
leak under pressure. 


A word from you will bring our catalog by return mail. 


t Uhital Products 
MANUFACTURING CO. 

7508 QUINCY AVE. ® CLEVELAND 4, OHIO 
MERCHANDISER 


SUILDING PropucTs 





The entire hardware industry spread before you in great 
new detail... at a time when products are ready, prices 
are established, literature is available, production and 
delivery data are complete and sales plans are developed 
to perfection. 


General hardware, lawn, garden and light farm equip- 
ment and related items will be shown in greater quantity 
and wider variety than ever before. Never before hove 
leading manufacturers been so well equipped with new 
designs, new products, new ideas and aggressive new 
plans for merchandising hardware and housewares, gar- 
den supplies, power and hand tools and accessories, 
large and small appliances, do-it-yourself equipment, 
paints and sundries, builders’, plumbing and electrical 
supplies, etc. 


Only at the National Hardware Show can you meet more 
than 1000 leading manufacturers at one time at one 
place . . . see them display and demonstrate more than 
$2,000,000 in samples in more than 300,000 sq. ft. of 
floor space . . . including more than 1000 brand new 
items introduced to the national market for the very 
first time! 


Join the 40,000 other buyers planning to attend. Fill 
out and return the registration coupon today. Your ad- 


mission badge, which will admit you without further 
registration, will be mailed to you. 


Ta) NATIONAL 


- 


ee DO 
331 MADISON AVE SHOW 


NEW YORK 17, MURRAY HILL 2-4802 


» 


Save time by registering NOW. Fill in and moil this registration coupon 
and your admission bodge will be mailed to you. Please check below if 
you wish us to moke hotel reservations for you. (Please Print). 


TITLE 











STATE 





' TYPE OF BUSINESS 





Please check below the clossificotion of your business 
0 Wholesoler 0 Retailer CO Dept. & Chain Store Buyer 
(J Importer-Exporter [[] Migrs’ Agent (0 Menviecturer [) Other 
; (CD Please send us your hotel reservation blank. 


| Minors under 18 yrs. of age will not be admitted under ony circumstances 
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Dealer Charles A. Lyborger, Granite City, Ii, 
who is now turning out 3 packaged homes weekly. 





i = es 














When. 








“ALFOL is the ideal insulation 
for our packaged-home operation!” 


Another Lu-Re-Co report, this one 
from dealer Charles A. Lybarger of 
Granite City, Ill: “The handling, stor- 
age and application savings provided 
by Alfol Insulation are exactly the 
kind of economies that enable us to 
offer more house for less money!” 

Offering one of the best housing 
buys in Illinois, Mr. Lybarger entered 
the packaged-home field just months 
ago. Today, he is already cutting and 
selling homes at the rate of 3 units 
a week! 

Like so many other successful 
Lu-Re-Co men, Mr. Lybarger is sold on 
Alfol Reflective Insulation. “Its cost- 
cutting compactness makes it a natural 
for the packaged-home operation!” 

From a selling standpoint, Lybarger 
is equally enthusiastic. After 23 years 
in the material supply business he 
knows what people want in an insula- 
tion .. . and he knows Alfol gives 
them every benefit in abundance. 

The illustration at right shows the 
components of the remarkably effec- 
tive Alfol blanket. And remember: 


120-55 
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the aluminum foil sheets, reflecting 
95% of all radiant heat, are self-spacing 
for fast application. 

Put up in handy 500-sq.-ft. rolls, 
Alfol is a dealer's insulation. Its com- 
pactness means more profit, less 
trouble .. . and a better insulation 
value for the customer! 


= ) kraft-duplex 
aM \ backing 
@ foil layers 


(2) reflective 
air spaces 


Write for details. With 
a big new dealer program 
just swinging into gear, 
now is the time to investi- 
gate Alfol. Write in to 
day. Full date — plus a 
free sales kit — will be 
forwarded without obliga- 
tion. 


REFLECTAL CORPORATION 


A subsidiary of Borg-Warner Corp. 
310 South Michigan Ave., Suite 2849 


Chicago 4, Ill. 








NEW PRODUCTS 
(begins on page 268) 





Sanding Disc 


Hobbyists and cabinet workers will 
welcome new method of disc sanding 
said to permit changing grits instantly 
without using glue or cement. New 
Speed Sandisc set can be used on table 
saws, arbors and disc sanders, Both 
sides of the disc can be used, one for 
coarse grit and one for fine while it is 
attached to a table saw. The Speed 
Corp., Dept. AL, 4734 N. Albina, Port- 
land, Ore. 

For more data circle No. 10 on coupon, p. 308 


Floor Guide 


A new non-breakable steel and ny- 
lon floor guide for by-passing doors 
is said to cut installation time and 
improve door operation. Eliminates 
the job of grooving the bottom of doors 
since the guide is just set in place and 
mounted with only two screws. Avail- 
able in three sizes, No. 902 for %” 
doors; 906 for 1%” and 908 for 1%”. 
Steel and nylon provide maximum 
durability and smoother, quieter slid- 
ing door performance. Sterling Hard- 
ware Mfg. Co., Dept, AL, 2345 West 
Nelson St., Chicago 18, Ill. 


For more data circle No. 11 on coupon, p. 308 


Folding Attic Stairs 


Atlas folding attic stair to make 
waste attic space useful is said to be 
easy to operate and easy to install. 
With balanced spring action, and 
safety grooved steps, it meets all FHA 
requirements. The Marwin Co., Dept. 

L, P. O, Box 567, Cayce, S. é. 


For more data circle No. 12 on coupon, p. 308 
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Stone Barbecue 


Woodstone, new  build-it-yourself 
outdoor barbecue, comes pre-planned 
with every stone cut and numbered 
for easy assembly. Covered storage 
space is provided for wood and char- 
coal. Made of Lenroc stone, blue-gray 
sandstone that weathers to muted 
shades of tan and brown, the barbecue 
is available in two sizes, 4'3%” x 
1'7%” and 4'11%” x 2'7%”. Finger 
Lakes Stone Co., Inc., Dept. AL, 320 
Ellis Hollow Road, Ithaca, N. Y. 


For more data circle No. 13 on coupon, p. 308 


One-Piece Forged Hammer 


A one-piece forged steel nail ham- 
mer is claimed to combine the finest 
workmanship with the finest tool steel 
and to meet every test of performance. 
Rubber cushioned handle permanently 
locked to the steel shaft provides grip 
which will not slip even with gloves. 
Handling is said to be safe, wet or dry. 
Hammer is available in curved and 
straight claw styles with 16 and 20 
ounce head weights. Unconditionally 
guaranteed. Great Neck Saw Mfrs., 
Inc., Dept. AL, Mineola, N. Y. 


For more data circle No. 14 on coupon, p. 308 


Rey, 


Door Stop 


New line of solid metal door stops 
includes seven different finishes with 
three attachment choices, making 21 
combinations to fit most any require- 
ment. Stops are sturdily constructed 
of solid brass, bronze and aluminum; 
the rubber tip is cemented and screwed 
in to prevent loosening even under 
hardest usage. Morris Kurtzon, Inc., 
Dept. AL, 1420 S. Talman Ave., Chi- 
cago 8, Ill. 

For more data circle No. 15 on coupon, p. 308 
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Your business 
is his job 


No other franchise 


gives you 
all these extras! 


Your Porter-¢ able 


| 
representative personal y 


helps you with: 
ople 

» of sales peop 

. ons 


e Trainin 
e@ Store demonstrat 
and promouions 
Participation 
trade shows 
—. <a mail 

ng, © 
advertisi 
cts 
lis on key prospe 


Ca 
ng sol 


e@ Inventory cont 


@ Service problems 


There's no substitute for the 
experienced personal service and help 
you get from your Porter-Cable 
representative. For his only interest 
is in building your tool business. 


He devotes his time and his energies 
to your problems . . . helps train 
your sales force, calls on your major 
prospects when you request, offers 
his services when you participate in 
local trade shows, makes himself 
available for store demonstrations 
and special promotions. 


He has a wealth of power-tool 
knowledge and experience — and it’s 
all yours for the asking. He's a key 
reason why the Porter-Cable franchise 
means business—and profits—for you. 


A few franchises ave still available. 
Write for details today. 


Porter-Cable 





e New product 
information 


e Budget selling plans 


PORTER-CABLE MACHINE COMPANY 
5059 N. Salina Street, Syracuse 8, N.Y. 


SAWS + DRILLS + SANDERS 
ROUTERS + SHAPERS + PLANES 


(For more data on advertised products fill in coupon on page 308) 








compare ... NEW PRODUCTS 
you'll sell KEYSTONE! =| ‘0esins 0" pase 208) 





For Year ‘Round 
COMFORT and 
SATISFACTION. 


i 


KEYSTONE . F — 4 Window Sill Caps 


Inexpensive window sill covering is 
l ouvered | ; ‘ easy to install from the inside of the 
i house, without special tools, needs no 


W | N ry) 0 W S | ae tis painting and adds a pleasing decora- 








tive effect. Made of heavy gauge non- 

‘ ‘ corrosive aircraft aluminum, Kenco 

; F ‘ sill caps are pre-formed in three differ- 

* bs ee j ent styles to cover all types of window 

; + sills. Kenwood Engineering Co., Inc., 

* ; Dept. AL, 265 Colfax Ave., Kenil- 
a worth, J. 


* For more data circle No. 16 on coupon, p. 308 


vy aal®) nan ever 


THE STANDARD of QUALITY! 


All we ask is that you give us an opportunity to show you 
the Keystone “Louvered” Combination Storm-Screen Win- 


dows ... and tell you how it will immediately appeal to Aluminum Foundation Vents 


your quality-wise, budget-wise customers The Max Air aluminum foundation 
vents are said to provide maximum 

free-air space for residential founda- 
WRITE or WIRE TODAY! tions and have a full %” fin on all four 
sides to speed wall construction. This 
KEYSTONE COMBINATION fin permits a better bond to brick and 
DOORS and WINDOWS - block walls and makes a solid wall with 
are produced by pioneers ; > a vents sealed in as an integral part, it 
in the aluminum industry. ; is claimed. The vents are designed 
All production from - in four patterns — large herringbone, 
making the extrusions on small herringbone, small diamond, and 
through to the completed a 1% big diarmond. They are available with 
product is engineered and ae y aluminum mesh screen attached se- 
controlled in our own > ; : curely at all points of contact. Ala- 
plants . . . there are no : bama Wire Co., Inc., Dept. AL, P.O. 
finer products. Box 562, Florence, Ala. 


For more data circle No. 17 on coupon, p. 308 


New Redwood Finish 


Said to “answer the problem of an 


exterior natural wood finish” is a new 

product, Kyanize Redwood Finish, a 

ure alkyd reinforced with Kyanize 

79, the weather barrier, a leaf-action 

bonding agent. Three-year exposure 

“BETTER Aluminum PRODUCTS” tests are claimed to show excellent re- 

sults: no drying out or crocking, good 

film retention and minimum darkening 

of color. Ruddy redwood color tone is 

reported to last longer and make any 

wood look good. Kyanize Paints, Inc., 
Dept. AL, Everett, Mass. 


Fer more data circle No. 18 on coupon, p. 308 
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ll Uf? ’em out! Then 
Behind Zip en re ~ then ZIP 


These 


Doors... 
{|| 











Chamberlin’s "=~ 
New Weather Strip 
for Removable Sash 


Sash removal is a cinch—they literally ZIP OUT... 
ZIP IN! Flexible, floating full width metal runways hold 
sash weather tight—automatically adjusting to frame 
expansion or contraction. Sash slide easily but won't 
creep or drop. No home adjustments. Add this more 
modern, more efficient weather strip feature to your 
present line of windows. 


Has Unequalled Advantages 
for the Mill for the Builder 


1 Designed to save material and 1 Sash con be primed, stored and 
labor costs at the mill, kept clean during construction, 
Glass breakage reduced. 


2 Designed to insure satisfied cus- 2 Roughing-in is as simple as AB C 
tomers and minimum service. —no special blocking. 


3 Bolances and all weather strip 
3 Chomberlin stands behind it, installed ot the mill, 





for the home owner 


are the finest Ep . . . Spon Gonhem 4 Wo need to remove stops ond 
. equi windows are fu ' Ecce . 
materials and workman- weather sipped. | | | ar wondwork seve 


7 Sash give ond take with the 5 Zip ovt the sash and it's a cinch to 
3 rye weather like a cushion. Slide eas- interchange and wash combination 
ship by craftsmen. Flush ily. Won't creep or drop. store window ond sereens. 

Window washing becomes an 


doors for every purpose. ‘inside’ job. Press sash left and it Sash con be taken out and con- 
rolls out. Zips beck in place. veniently painted. 














Another product of Chamberlin’s 57 years of 


fi M * ee t C fi N engineering and manufacturing experience 


DOOR COMPANY CHAMBERLIN 


CHAMBERLIN COMPANY OF AMERICA 


222 S. WILLIAMS ie et CHAMBERLIN COMPANY OF AMERICA , 


Direct Merchandise Div. 

Information 1254 La Brosse St., Detroit 32, Mich, 
BELLEVU E, MICHIGAN Chamberlin products for the millwork and hardware field include: Automatic 
Door Bottoms—Thresholds—Dor-Seals—(all types) Weather Stripping. 
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NEW PRODUCTS 


(begins on page 268) 





Boring Jig and Saw Kit 


New jig and saw kit is said to make 
door set replacements as easy as new 
work. New non-slip locking device on 
boring jig holds tool tight to the door 
and once positioned, face and side-of- 
door holes can be drilled without worry 
of creeping; perfect guard for home 
handyman and efficient aid for pro- 
fessional mechanic. Metallon Products, 
Inc., Dept. AL, 2050 E. 48th St., Los 
Angeles 58, Calif. 


For more data circle No. 19 on coupon, p. 308 


wee 


it 


Pouring Wool Bags 


New rectangular-shaped bags being 
used now for Fiberglas pouring wool 
insulation are easier to stack and store. 
Insulation also is packed under greater 
compression and each bag contains 
enough to cover 25 square feet of area 
to a depth of four inches, yet weighs 
only 31 pounds. The two changes, 
shape of bag and increased coverage 
per bag, make it possible to store 
more insulation in a given space. 
Owens-Corning Fiberglas Corp., Dept. 
AL, Toledo 1, Ohio. 


For more data circle Ne. 21 on coupen, p. 308 


Safety Door Holders 


Grand lever type door holders in a 
wide selection of styles and sizes to 
fit all swinging doors, indoors or out, 
extend only 1%” from the door when 
in use. Styled in bronze, malleable iron, 
steel, brass or cadmium plated, the 
door holders are said to be easily in- 
stalled. Grand Specialties Co., Dept. 
AL-D, 3101 West Grand Ave., Chicago 
22, Ill, 


For more data circle No, 20 on coupen, p. 508 


PLASTIC SPECIALTIES 


put “buy” in their eye for so 


many different reasons .... 


There's more profit waiting for you in the SOL-O-LITE line 
than in many others combined. Because they serve so 
many uses, these fine specialties just naturally build big 
volume all year ‘round. Display and advertise them for 
easy sales and quick turnover in every season. 


SOL-0-MAT 

Ribbed tough plas- 
tic makes perfect 
mats for kitchen 


KOVER-IT 


Transparent poly- 
ethylene covers 
are everyday fa- 
vorites for drop 


KoolShade Type SC 


sinks and cabinets 

quiet safety foot- 
ing on stairweys, 
floors in factories, 
autos 


STORM WINDOW KITS 


cloths and covers 

for furniture, 

boats, haystacks, 

equipment, auto seats, etc. Avail- 
able in 6x9 and 9x12 sizes or 
pre-folded 9-ft. widths 


KRAFT 





A new type of solar screening, offer- 
ing up to nine times greater corrosion- 
resistance, has just been added to the 
KoolShade Sunscreen line. The new 
sun-shading device, KoolShade Type 
SC, will sell for about 30% less than 
the standard KoolShade, despite its 
increased durability. Reflectal Corp., 
Dept. AL, 310 South Michigan, Chi- 


TORM — 
1— 
DOORS 


Growing in popu- 
larity every winter! 
Count on them for 
early promotions 
and all-winter pro - 
fits! 


cago 4, Ill. 


& 
Peet Fer more data circle No. 22 on coupon, p. 308 


Four attractively packaged types, 
all ready to install. Prices from 
39% to B0c provide broadest price 
range—satisfy any demand. 


ORDER FROM YOUR JOBBER .. 


prices, selling helps. 
LAMINATING 


SOL-O-LIT CORPORATION 


Pioneers in Plastic Window Materials 
4301 West North Avenve ¢ Chicago 39, Illinois 


Airform Legs 


New metal furniture legs are said to 
combine maximum rigidity with light 
modern appearance. Available in sets 
of four in 6”, 9”, 12”, 16”, 20”, 22”, 
and 28” lengths, the legs are made in 
five pastel colors as well as black and 
white, with a satin finished ferrule. 
Nord-Craft Industries, Dept. AL, Box 
565, Madeira, Ohio. 


For more data circle No. 23 on coupon, p. 308 








. or write for catalog sheets, 
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Pull-Down Fixtures 


Said to be the first pull-down light- 
ing fixture with reel hidden in ceiling 
attachment, a new model’s reel is con- 
cealed in the ceiling unit instead of a 
globe midway on cord. Can be pulled 
down 53” from ceiling or reeled up 33” 
for ceiling light. The 18” reflector is 
finished in either brass, copper, pink, 
white or black. John C. Virden Co., 
Dept. AL, 6103 Longfellow Ave., 
Cleveland, Ohio. 


For more data circle No. 24 on coupon, p. 308 


New Ace Nails 

Newly designed Ace drive screw 
nails and Ace fetter ring shank nails 
used for anchor plate, boxes, crates, 
dry-wall, flooring, pallets, pallet-bins, 
siding, underlayment, are now avail- 
able. Among the features claimed by 
the manufacturer for the nails are: 
uniformity and precision, high-carbon 
steel, sharp points, smooth flat heads, 
clean threads and fetters and smooth 
shank under head for machine nailing. 
Frank L. Robinson Co., Ace Fastener 
Div., Dept. AL, Latham Square Bldg., 
Oakland 12, Calif. 


For more data circle No. 25 on coupon, p. 308 


Figure 2 


Junkunc American 500 


Ideal for locking stores, or house 
doors, warehouses, garages, etc. is a 
combination safety hasp and cylinder 
key ball locking padlock set for 90 
and 180 degree doors of all kinds. Said 
to be easy to install but extremely 
difficult to force or jimmy open. Jun- 
kune Brothers, Dept. AL, 1145 West 
Garfield Blvd., Chicago 21, Il. 

For more data circle No. 26 on coupon, p. 308 
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New 
MULTI-WIRE 
EDGE 


° . shown in magnified 

view, adds strength and 

rigidity. seveennne thes 

flat, is easier to handle, 
cut, install 


BRAND 


INSECT WIRE SCREENING 


THIS IS THE YEAR for your store to stock Cort- 
land Brand Insect Wire Screening! Because this 
popular screening is going to be more profit- 
able thanks to Wickwire's Multi-Wire Edge. 


SHOW YOUR CUSTOMERS this strong 
Multi-Wire Edge. Point out how the 
screening lies flat . . . is easier to cut, 
handle, install. See for yourself how 
these Multi-Wire selling points increase 
your screening sales. 


All 3 Screenings Have 


@ CORTLAND BRONZE 
Special alloy screening that's rust 
sistant. Bright or ''Antique”™ finish. 


CORTLAND GRAY-WICK 


YOUR JOBBER can supply Cortland 
Brand Screening in 16 x 14 mesh, 24” 
to 48” widths. 100 linea: ft. rolls. Meets 
U.S. Department of Commerce National 
Bureau of Standards’ specifications. 


Multi-Wire Edge 


Durable, all-purpose zinc-coated scyeen- 


ing. Attractive light gray finish. 


CORTLAND ALUMINUM 


Light, rust-and-stainproof Alclad alumi- 


num wire screening. 


SRAND 


FREE MERCHANDISING KIT 

Contains streamers, folders, newspaper 
mats .. . everything you nead to become 
headquarters for Cortiand Brand products. 
Write for it now! 


Nails & Brads © Poultry Netting © Hardware Cloth 
WICKWIRE BROTHERS, INC., Cortland, N.Y. 


(For more data on advertised products fill in coupon on page 308) 








AMERICAN 
LUMBERMAN 


Here is a list of American Lumberman editorial reprints available at 
10¢ each. Please order by number—using the convenient coupon below. 


Inasmuch as no reprints are sent C.O.D., 
amount in coin or check. 


Twenty-six Ways to Build Morale and Teamwork 


The ABC's of Personal Progress—-by Art Hood 
A time-tested prescription for getting ahead 


“Sittin’ Pretty!’’—-by Art Hood 
The operating ratios of sound, conservative dealers 


The Mathematics of Pricing—-by Art Hood 
A practical formula for profitable retail pricing 


Making Merchandising Partners—-by Art Hood 
How wholesalers and dealers can work together for 
more sales 


Twenty Things to Do Before Cutting a Price 


Twenty Ways to Go Broke and Fast!——by Art Hood 
A check-list on the major causes of business failures 


<i Art Hood 


A Creative Salesman’s Pledge 
The principles of creative selling. . 


Why I Lost That Sale—by Art Hood 
A check-list of the reasons behind lost sales 


Too Many Retailers 
Why you should have additional consumer salesmen 


Competition Is More Than Skin Deep! 


Compare Your Operating Statement 


and Fields, Certified Public Accountants, Chicago 


A set of favorable industry averages with which you can 


compare your operations 


Banish Red Ink This Winter—by Art Hood 


How to increase your cold weather sales 


Never Underestimate the Power of the Women 
How to attract and serve women customers 


(Use this coupon to send your order) 


REPRINTS 


please enclose the exact 


by Art Hood 
How to get people to do what you want them to...... 


by Art Hood 


Management techniques for competitive price control. . 


Not Enough Consumer Salesmen! 
by Art Hood 
Why and how competitors capture business from your area. 


by Ira S. Fields, 


by Art Hood 


Slide-By Windows 


New Guardian Slide-By aluminum 
combination window, specially de- 
signed for sliding prime windows, con- 
sists of two storm sash and one screen 
panel, all mounted in rugged extruded 
aluminum frame. Storm units slide 
horizontally to provide draft-free ven- 
tilation at any time of the year, and 
the unit is completely self storing, so 
homeowner never needs to shift storms 
and screens with changing seasons. 
Alumatic Corp. of America, Dept. AL, 
2081 S. 56th St., Milwaukee, Wis. 


For more data cirele No. 27 on coupen, p. 308 


September 22, 1951 
February 11, 1952 


August 25, 1952 


February 9, 1953 


December 14, 1953 


.-January 25, 1954 
February 8, 1954 


February 22, 1954 


Miniature Chuck 


Miniature chuck for broken drills fits 

standard-angle and snake-drilling 
units, provides a positive lock without 
tools of any kind. Available in a wide 
range of sizes and threads, the design 
of the new unit facilitates drilling in 
tight spots. Size range, No. 50 to 10; 
or 1/16” to 3/16” x 64ths. Thread 
sizes, 10-32; %-28; 5/16-24; 9/32-40. 
Other sizes and threads on special 
order. Drilex Tools, Inc., Dept. AL, 
622 East Jericho Turnpike, Hunting- 
ton Station, L. L, N. Y. 
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May 8, 1954 


by Art Hood an 
March 22, 1954 


August 9, 1954 


Fields 
August 24, 1954 
September 6, 1954 


October 18, 1954 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 
139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Please send me reprints: (please circle) 
101 102 103 104 
108 109 110 WI 


105 
112 
Enclosed is 

NAME 

COMPANY 

ADORESS 

ciry 


Hydrox-o-lator 


New outdoor refuse disposer, Hy- 
drox-o-lator burns household trash 
without sparks or fly ash, with a mini- 
mum of smoke and odor, and without 
supplementary fuel. Unit has a charge 
capacity of 1% bushels; all steel con- 
struction with weather-resistant alu- 
minum coating; is 24"x34"x56",weighs 
approximately 72 pounds. Unit can be 
reloaded while burning, without snuff- 
ing out fire or excessive smoking, it is 
claimed. Outdoor Oven Fireplace Co., 
Dept. AL, Hartford, Conn. 


106 
113 
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New Electric Units 


Food preparation is all on same 
waist-high level in kitchen arrange- 
ment with new electric In-a-Wall oven 
and Liftop surface unit, both of which 
fit on 24” wide base cabinets. All ex- 
posed sides of oven are finished in 
stainless steel or plated antique cop- 
per, range top is available in stainless 


we ® 
New! Q terli nnd. 
steel or copperlux finish to match an- sliding door locks. ee 
tique copper. Chambers Ranges, Inc., —< inom 


Dept. AL, 2464 N. Meridian St., In- al 
dianapolis, Ind. ; | ss 


For more data circle No. 30 on coupon, p. 308 


Amdyco Colors and Forms 


New colors and forms developed for 
home craftsmen make it possible for 
a homeowner to make enough blocks 
to build any colored cement project for 
inside or outside his home. Two metal 
forms, Jumbo and Multi-Form, are 
provided and there are seven Amdyco 
colors. No special tools are needed. 
Colors can be used without forms or 
can be used with any type of ready- 
mix cement. American Dyewood Co., 
Dept. AL, Belleville, N. J. 


For more data circle No, 31 on coupon, p. 308 





= ( 
* ~~ . 
for by-passing doors | 
The first sliding door lock for by- Pace 
passing doors. Now closets can be 
locked and contents kept secure 
from pilferage. Designed on a revo- 
lutionary new principle. One half 
turn of key raises tongue to locked 
position or returns it to unlocked 
position. Cylinder is geared to 
tongue and action is positive. Simple 


to install—bore one hole. Fits 34” 
to 14," doors. 


Hi-Lok Hammer 

New Hi-Lok universal hammer fea- 
tures interchangeable heads for use 
on all types of jobs. Either non-slip 
safety grip or smooth finished handle 
is available. Heads of five materials, 
aluminum, brass, copper, nylon and 
plastic, may be interchanged in only 
10 seconds it is claimed. Available 
with choice of two hammer bodies, 
aluminum or steel. Hi-Lok Mfg. Co., 
Dept. AL, 1625 Massillon Rd., Akron, 
Ohio. 


For more data circle No. 32 on coupon, p. 308 





Tubular Sash 


Retaining all the advantages of 
aluminum construction, versatile, new 
Marmet aluminum tubular sash can be 
used in eight different series of ribbon 
windows, projected windows, curtain 


art 


for pocket doors 


wall, casements and ventilators. With 
all-approval electrical welds, sash is 
available with complete vinyl plastic 
weather-stripping and snapon bead for 
either inside or outside glazing. Mar- 
met Corp., Dept. AL, Wausau, Wis. 


A new type of lock for bathroom or 
bedroom doors, Privacy is assured 
by turning locking button on inside. 
Emergency button on outside per- 
mits unlocking with screw driver or 
coin, Neat, simple installation. Fits 


For more data circle No. 33 on coupon, p. 308 


1%” or 14%," doors. 
STERLING HARDWARE MFG. CO, 


Chicago 18, Illinois 


SEE OUR CATALOG IN SWEET'S: 
Architectural File © Light Construction File 


VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C. 


Wooden Leg Kits 


New peg-leg kits contain completely 
machined parts, come in a variety of 
styles and sizes for making every type 
of furniture from tables to Hollywood 
beds. Wooden peg-legs are of fine 
hardwood construction with positive 
metal-to-metal fastening. Perry Fur- 
niture Co., Dept. AL, 507 Monroe Ave. 
N.W., Grand Rapids, Mich. 


For more data circle No, 34 on coupon, p. 308 
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oot ¢ New Plastic Patterns 
Two new walnut patterns called 


Autumn and Tawny, added to the For- 
mica wood grain line, are said to give 
furniture manufacturers, decorators 
orlanor Te and contractors greater selection in 

Yow) p an extensive line of Raymond Loewy 

designed colors and patterns. The 

decorative sheets used in making 


these patterns are being printed by a 
; M immoull, pallos | new process—three-color, registered, 
‘ gravure printing. The Formica Com- 


pany, Dept. AL, Cincinnati 32, Ohio. 


For more data circle No. 35 on coupon, p. 308 





Built-in Wall Safe 


Built-in fire resistant steel wall safe 
fits standard 15%x8x10 block open- 
ing. Installation is easy as setting 
cement block in place. Features in- 
clude 12-gauge, asbestos-insulated 
door in gray baked enamel; rubberized 
coating on all sides; dehydrant for 
added protection and a key lock and 
door support chain. Safe for all valu- 
ables and legal documents. Seco Mfg. 
Co., Dept. AL, 5015 Penn Ave. S 
Minneapolis 19, Minn. 


For more data circle No. 36 on coupon, p. 308 





Prat ars 


Kimsul 


oo. Breakfast-area space for four, or 
LATION age orn play space in a children’s room is fur- 
nished with new unit called Dina-Pak. 
Kimsul Table and two benches accommodate 
. — : four, then fold against wall into a — 
exons neat cabinet in 15 seconds. Built of ea 
Kim h i steel with baked-on enamel, table and Pe. a 
~ Su benches are topped with heat-resisting > 
ANOn , plastic. Manufacturer says unit can 
be fitted to any wall in a few minutes 
time. Anco Window Corp., Dept. AL, 
2434 S. Harwood, Dallas, Tex. 


For more data circle No. 37 on coupon, p. 308 
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KITTY KIMSUL represents the “do-it-yourself”’ market Ceramic Tile Cement 
and helps you sell to it when you stock KIMSUL 


Insulation. 

Kitty will appear “in person” at “do-it-yourself” 
shows throughout the country. She'll be available 
to you on point-of-sale pieces (shown above) and on 
film for your local TV shows. In addition Kitty 
will appear in a new series of ads in the national 
consumer magazines your customers read 


Miracle Adhesives Corporation an- 
nounces a new ceramic tile cement, 
Flo-Eze, which is said to be easier to 
trowel, provide greater coverage, and 
is more waterproof. Miracle’s new 
Flo-Eze ceramic tile cement exceeds 
the requirements of the United States 
Department of Commerce, Commercial 
Standard CS-181-52 for “Water Re- 


sistant Organic Adhesives for Instal- 
KImsut is the ideal “do-it yourself” insulation lation of Clay Tile,” it is said. Miracle 


sive 9 ro. 
the easiest insulation of all to cut, measure and in- Adhesives Corp., Dept. AL, 214 E. 53rd 
| " cIMSU mpressed @ St., New York 22, 
stall. An —-. ee, Tee oe we i ; : For more data circle No. 38 on coupon, p. 308 
to % its normal size. Saves you storage — 
Rives you far more profit per square oot. 


Cpecial traffic buildan row. Kmoul 


Now you can offer your customers this denim cob- 
bler's apron—a regular $2.50 value—for only 89¢ 

They're being featured in KIMSUL'S national adver- 
tising. And since only KIMSUL dealers will have 
them, this terrific bargain will bring more customers 
ro your sales room, See your KIMSUL salesman for 
full details or write : Kimberly-Clark, Dept. A-95, 
Neenah, Wisconsin 








Picture Frame Moldings 
Ready-for-assembly picture frame 
moldings of close grain, easy-to-work 
Basswood are announced. Available 
in four attractive styles, the moldings 
may be painted, stained or given a 
natural finish. They are displayed in 
an attractive, self-serve case which 
offers customers a selection of the 
four molding styles in various lengths 
and occupies only a 9” x 12” floor 
space. The moldings are available in 
widths from %” to 2” and are de- 
a reopuct or signed in four popular styles. The 
KIM Kimberly-Clark moldings have proved popular for 
tray and mirror frames as well as 
picture frames. Waddell Manufac- 
INSULATION turing Co., Dept. AL, 1115 Taylor St., 

Grand Rapids, Mich. 


Kimberly-Clark Corporation + Neenah, Wisconsin For more data circle No. 39 on coupon, p. 308 
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Packaged Plastic Pipe 

Cresline 75# Pipe is now available 
on a convenient, disposable cardboard 
reel in sizes %” to 1%”. An attractive 
color combination of red, green and 
black spotlight Cresline’s guarantee, 
recommended working pressure and 
other information useful to the user. 
Crescent Plastics, Inc., Dept. AL, 955 
Diamond Ave., Evansville 7, Ind. 


For more data circle No. 40 on coupon, p. 308 


Roxon Volumaire 

New Volumaire conversion gun 
makes it possible to instantly and in- 
expensively convert high pressure 
paint spray systems to low pressure. 
Air at 50 psi and cfm is automatically 
converted by a venturi in the gun to 
1% psi and 60 cfm. Can be used in- 
doors as well as out, without masks, 
goggles or spray booths. Unit handles 
all standard paints, varnishes, lacquer 
emulsions, lacquers, enamels or white 
washes with either internal or exter- 
nal atomization, produces a round or 
flat jet %” to 16” wide. Roxon, Inc., 
Dept. AL, 50 Broad St., New York 4, 
a 


For more data circle No. 41 on coupon, p. 308 


Screw Driver Attachment 


Damage to drills is said to be un- 
likely when a Stanley H-180 screw 
driver attachment is used for driving 
wood screws. The Stanley Electric 
Tools’ attachment for drills—from 4” 
up—uses a cone friction principle 
rather than the dog teeth of most at- 
tachments. The special clutch action 
also allows the operator to control the 
speed of the screw driver while driving 
wood screws sized from #0 to #12. 
The Stanley attachment ends stripping 
of screw heads or threads and screw 
breakoff, it is claimed. The screw- 
driving chuck will take snap-in rts 
for ordinary slotted screw heads, Phil- 
lips heads, countersinking and hex- 
agonal-head screws and bolts. Stanley 
Works, Dept. AL, 111 Elm St., New 
Britain, Conn. 


For more data circle No. 42 on coupon, p, 308 
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Across the nation buyers prefer the charm and luxurious effect only 
provided in OLYMPIC SIERRA’S — carefully hand split from the heart 
wood of finest Western Red Cedar. It’s the most beautiful sidewall 
material ever to come out of prime, first growth Northwest 
forests... . Distinctively textured and pre-stained at the 
factory in 4 gorgeous, “SELL-ABLE” colors. 


Before You Buy or Stock Any Sidewall Material at Any Price 
Investigate Exclusive Olympic Sierra Hand-Hewn Shakes 


OLYMPIC STAINED PRODUCTS COMPANY 


1118 LEARY WAY - SEATTLE 7, WASHINGTON 


25 Years of Preserving Wood in Color for American Homes 


(For more data on advertised products {ill in coupon on page 308) 
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GREATER PROFIT 
LESS COMPETITI 














A Better Job... 
















eh 
in less time... 
at less cost... 
7 - om" 
with More Profit! ail 
eaten 
“SEALED” INTER-LOCK 
The exclusive Keystone self-leveling “bead” prac- is 
tically seals the panels. No other siding design 
lends itself to doing a faster job of application. KEYSTONE 
All materials to complete the job are Keystone INTERLOE - 
engineered and produced by Keystone to perfectly SELF LEVELING BEAD 
match the panels 
THE SWING IS TO ALUMINUM SIDING for 
NEW CONSTRUCTION and MODERNIZATION 
_—— at 
Economical, lasts longer than any other type siding. Furnished in a choice 
of colors. Enamel is roller coated to even thickness and baked on for a 
permanent satin finish . . . will not peel, chip or crack. Immediately in- 
creases the value of any building . . . improves insulation, never needs 
painting and there is practically no upkeep. 
os. 


Ideal for the “DO-IT-YOURSELF” Trade! 


LEKEYSTONE 


“BETTER Aluminum PRODUCTS” 





* - . 2 y ® " 
: es 


THE BEST... SELL KEYSTONE! f YOu Gre Interested in 


| dling our orders in your territory, write us immediately for details. 
Pee hy.) eit a aay : 5 ee ‘ 








| 
‘ ' , 4 so LL ¥! 6 . | rc: ) 2 ° Pe. 4 






~ % “ 
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Built-in Barbecue 


Jim Huntington has announced spec- 
ifications, plans and parts for “in-wall” 
interior or out-of-door built-in barbe- 
cues with Huntington cone-shaped 
heating unit. In-wall units can be or- 
dered complete with ash-door, char- 
coal-drawer, half or full metal doors 
(to cover wall opening when not in 
use) as well as other complete acces- 
sories, comes in two sizes, 23%” diam- 
eter or 16%” diameter cones. Electric 
spits are available. Huntington Iron 
Works, Dept. AL, 1428 Foothill Blvd., 
La Canada, Calif. 


For more data circle No. 43 on coupon, p. 308 





Kwik-Sand Roto-5 


A new tool, Kwik-Sand Roto-5 is 
said to be as useful in home or farm 
workshop as in large industrial enter- 
prise. A sanding device using five 
inch abrasive dises, it gives products 
of wood, metal, plastics, etc. a profes- 
sional finish quickly and with safety 
to operator. Basic sander comes with 
a spindle for drill press operation. In- 
terchangeable spindles for use on mo- 
tors, grinders or on speed lathe are 
available. Creative Products Co., Dept. 
AL-184, P.O. Box 66, Wilmette, Il. 


For more data circle No. 44 on coupon, p. 308 





Plated Hacksaw Frames 


The Star No. 15 hacksaw frames 
are now being finished with a rust- 
proof chromium plate instead of a 
synthetic lacquer. No. 15 frames are 
designed with a new, simpler mechan- 
ism for applying correct blade tension, 
changing blades, and adapting frames 
to fit 10 or 12” blades. These opera- 
tions are accomplished by sliding out 
a cam-action lever on the bottom of 
the handle. Clemson Bros., Inc., Dept. 
AL, Middletown, N. Y 
For more data circle No. 45 on coupon, p. 308 
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PLENTY 


one of 10 woods from the 


WESTERN YI NE region 


Light-weight, strong, little shrinkage, workable, nail- 
able, soft and uniform-textured, light colored—Sugar 


¢ 

Pine fits all these specifications! Most versatile of all & ea 

softwoods, Sugar Pine fills the bill for everything from apne ts = a anend af age in profits 

; a wt uminum 

house construction to foundry patterns—piano keys Sliding Doors. 24 stock sizes, instant 

to stadiums! assembly, weatherproof construction 
; ' Si plus unbeatable price make this 

Sugar Pine comes in 3 select, 5 commen, 4 factory 1955's outstanding profit package! 

grades. It’s in good supply and available in straight CHECK THESE EXCLUSIVE FEATURES: 


or mixed cars together with other woods from the oF oSemy extruded heavy gauge 
a 


4 . uminum gives Top Header added 
Western Pine region! rigid strength. 


e@ Completely weatherstripped. 
, @ Molded hard rubber top rollers 
IDAHO WHITE PINE ~ » give noiseless rattle-free 


. BS Top Rail action. 
the Western ines PONDEROSA PINE By @ Jamb cushioned with sponge rubber 
SUGAR PINE — absolutely shockproof. 
@ Laminated linen base rollers for 
easy-glide bottom rail. 
LaRcH @ Sliding screens remove in seconds... 
j all doors lift out easily for cleaning. 
DOUGLAS FIR e Non tripping threshold type track. 
WHITE FIR 


. ® Snap lock with hold open feature. 
A t d W d (Key lock ilabl 
the Associated Woods ( weswor sus ee 


RED CEDAR ~ Dealer and distributor inquiries invited 
LODGEPOLE PINE w7~ 





For information write to Dept, AL-9 
cami) a 

get the facts im SHARE OF _ Grass Doors, INc. 

to help you sell SUGAR PINE i THESE 2477 W. 4th Avenue 

Write for the FREE illustrated booklet to BOOMING Hialeah, Florida 


SP” is @ Registered Trademark WESTERN PINE ASSOCIATION PROFITS teh et BoA oe Tai a ee 
of the Western Pine Associatior Yeon Bidg., Portland 4, Oregon - 
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“STORMY AND WIZARD" 


GEE! 


“STORMY” 
WHAT A 
BEAUTIFUL 
STORM 


YOU BET 
"WIZARD" 
THAT'S AN 

ALL 
ALUMINUM 
COMBINATION 


By BaG 


ATTRACTIVE 
ALL-ALUMINUM 
KICK PLATE 





EXTRUDED BOTTOM 
EXPANDER 


? 


DIE CAST 
CORNER GUSSET 
Write for _— Information HALF MORTISE 
B4G Sales HINGES 


6905 _\ St. Pgh. 8, Pa. 
See us at Booth £566 NRLDA Show, Cleveland Auditorium Oct. 11-14 





Chicago, Ill. Beover Falls, Pa. 


Pittsburgh, Po. 
6905 Susquehanna St. 6412 Stoney Island Ave. 4th & 6th Sts 


Kansas City, ro New York 
Cc. L. Reberts C 771 W. Merrick Rd. 
2513 8. 27th s. Valley Stream 


“OVER A QUARTER CENTURY OF QUALITY PRODUCTS” 
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Window Display 


The Clay Equipment Corp. an- 
nounces the availability of a new 
dealer floor display for its do-it-your- 
self Air-Flo window frames. Any 
amateur builder can install one of 
these all-metal frames in a matter of 
minutes, it is claimed. He just cuts 
a hole in the wall and nails it in. 
These frames are all galvanized and 
are specifically designed for farm and 
utility buildings. Clay Equipment 
Corp., Dept. AL, Cedar Falls, Iowa. 


For more data circle No. 46 on coupon, p. 308 





Merchandising Kit 


A new merchandising package de- 
signed to help dealers get more profit 
from their rental floor sanders is be- 
ing offered by Minnesota Mining and 
Manufacturing Co., makers of 3M 
abrasives and “Scotch” brand pres- 
sure sensitive tapes. The kit contains: 
a supply of illustrated booklets on 
“How To Refinish Your Floors”; a 
wall hanger which holds the booklets, 
and lists the prices of the types and 
grits of sandpapers needed, as well 
as the specific sizes of cut sheets and 
dises to fit the dealer’s machine; and 
a colorful window streamer. The 
kits are available free from the Min- 
nestoa Mining and Manufacturing Co., 
Dept. A5-227-AL, 900 Fauquier St., 
St. Paul 6, Minn. 


For more data circle No. 47 on coupon, p. 308 





Caster Display 


Two new caster assortments, includ- 
penne weasel ASE ing a free, self-selling caster display 
eat Fr for dealers, are announced. The 

smaller assortment contains 22 cast- 
ers, and the larger assortment con- 
sists of 30 casters. Both assortments 
contain the six standard modeis which 
are required to provide the dealer with 
a representative stock. Gleason Corp., 
Dept. AL, 650 N. 12th St., Milwaukee 
3, Wis. 


For more data circle No. 48 on coupon, p, 308 





Self-Service Package 


Turnbuckles, Inc., has announced a 
new self-service package for its per- 
forated board fixtures. Made of trans- 
parent polyethylene, each package 
contains a supply of fixtures sorted 
by size and type which may be dis- 
played on perforated board, or in 
bin or on counter where space per- 
mits. Turnbuckles, Inc., Dept. AL, 
Osborn Bldg., Michigan City, Ind. 


For more data circle Ne. 49 on coupon, p. 308 





Dekadors 


A new line of ornaments designed 
primarily for garage doors, will add 
interest to inside divider doors, amuse- 
ment rooms and furniture. Dekadors 
are made of aluminum with positive 
fastener for quick and permanent in- 
stallation. They are prime coated for 
easy finishing to match the job. Rocco 
Products, 2916 Fourth Avenue South, 
Minneapolis, Minn. 


For more data circle No. 50 on coupon, p. 308 
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HORIZONTAL 
SLIDING 
WINDOWS 
Double Slide « Scen-A-Slide 





Features: 
e Complete package—glazed and 
screened 
Both sash operate 
Both sash removable 
Intergral nailing fin 
Minimum installation costs 
improvements: 
e Full width Viny! Weather- 
stripping 
e Extra deep Jamb section 
e Sweep Lock 
@ Double Sill 
», Sizes: two to nine feet wide 
" two to four feet high 


QUALITY... in a Horizontal Slide 


Metal Arts 


MANUFACTURING COMPANY 
P.0.Box 4144, Atianta, Georgia 


} 


THE PERFECT FASTENER PROVED MERCHANDISERS 
for Hollow Walls, Floors, Ceilings HELP you SELL MOLLY 


Molly is the screw anchor you can sell 
with confidence because more than Metal 
85,000,000 have been sold without a : 
dissatisfied customer. And Molly Merchandiser 
gives you more profit through more 
volume because brand name has 
been established through years of 
heavy national advertising. 


Compact display 
case has increased 
Molly sales as much 
as 50% for thou- 
sands of dealers. 

3,150,000,000 Eye-catching case 
ADVERTISING IMPRESSIONS ! contains 600 screw 


GB What dvertising eumpelen anchors and 12 util- 
at an advertising ca 
- it lugs, Act 
S RE a to help you sell — 150,000,000 ma ames yg 
>) book matches, plus ads in 31 ; 


Counter Display 
magazines like McCall's, Good 


Housekeeping, Saturday Eve- Assortment 

ning Post, Popular Science, etc. The Molly counter 
rs ; A total of 3,150,000,000 Molly \ —- display containing 
% advertising impressions! ho 200. screw anchors 


e : has been a cash 
Pcwen % REFUND >, ; asa2ueeenenwnwaaneoanene an register bell - ringer 


’ PSF A\S for years. It's at- 
PF Gumreniee’ by |= ‘FREE DEALER AIDS i 7 tractive, sturdy — 
Good Housekeeping A Window VoMN@T | and it sells! 
* * 


streamers 


and leaflets ASK YOUR JOBBER OR WRITE 


imprinted 


v 
AS ADvERTISED ire 


with your 


MONEY-BACK GUARANTEE ; name are 
85,000,000 ARE IN USE! in yours for 


asking. 


CORP. « DEPT. 1-20 « READING, PA. 
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NOW .. . brand stamped for easy, 
positive identification! 


A helping experience 


hand to recomends lumber 
IMPULSE manufactured by LIGHTSEY! 


BUYING: Mr. Delbert E. Messinger, Bangor, Pa., has sold 
* Lightsey Brothers yellow pine and hardwood for 15 
years. When the Blue Valley Farm Show Organization 
built this community house, floors were planned to with- 


stand heavy use of community functions, including an 
annual 4-day farm show drawing crowds of 125,000! 


MO NA RC he As Chairman of the Property Committee, Mr. Messinger 


selected first grade maple flooring, from Lightsey 


mec hanical Brothers, Miley, S. C., sup- a 
. . ‘ 
price-marking 








plied by Bangor Lumber Co, 





Clean, legible, Monarch price-marking helps sell merchan- 
dise. It informs, impresses, answers questions, speeds buying 
decisions. Carries your store name and prestige on every 
ticket. Does away with the price mistakes caused by 
smudged, crowded, pen or pencil price-marking. 

Monarch “‘Junior’’ price-marking machine price-marks 60 
sizes of 9 styles of Tickets, Tags and Labels, including SENSO 
gummed labels that stick securely to curved or flat surfaces 
without moistening. 

Send the coupon and find out, without obligation, about 
the Monarch “‘Junior,"’ so easy for any employee to learn 
quickly, so helpful in saving hours of clerical time. 


STORE NAME 

E49 8054/sront want ; 
a 48 57 When the dealer’s choice reflects directly on 

aie a ms 46° his judgment, dealers themselves rely on Light- 


—_, 
STORE NAME 


00 sey Lumber. Their experience shows that Light- 
$1. sey shipments arrive on schedule, in good con- 


dition, strictly graded to highest standards. 


Lightsey Brothers’ long experience — more 
Price than 40 years in the manufacture of lumber - 


Monarch “Junior” price-marking $7 500* recommends them to you 
machine, Hand operated. ¢o 8 Factory. 


"Prices quoted ore for the U.S., possessions ond : J Look for the brand mark: Manufactured by 
Mexico, State and City Tax when applicable, extra. LIGHTSEY BROTHERS, Miley, South Carolina. 


Let us give you complete information, price lists 
let Aare Mammals and name of our nearest representative. Phone 


Hampton 3881 or write 
the MONARCH Marking System Company 
216 South Torrence Street, Dayton 3, Ohio HTS EY 
Please send illustrated folder on Monarch Junior price-marking 1G 
machine; also sample Monarch Tickets, Tags and Labels. BROTHERS 


ADoRESS..... Band-sawn N. C. Pine, Southern Hardwoods, Cypress @ End- 
ere , matched Pine, Oak, Maple, Gum Flooring 


STORE NAME 





*OST OFrrice__ == ——————EE 
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New Gift Kits 

New do-it-yourself kits, Fixkit and 
Drill ’N Saw kits, are offered as gift 
items for fall and Christmas seasons, 
The 21 piece Fixkit includes sturdy 
steel box in hammerloid tile blue, 
B&D %” drill and variety of acces- 
sories including seven twist drill bits, 
flexible rubber backing pad, three 
sanding discs, grinding wheel, combi- 
nation wheel arbor. The Drill ’N Saw 
kit comes in the same blue box, con- 
tains new, more powerful B&D \” 
utility drill with geared chuck, 13 twist 
drill bits and the B&D saw attachment 
with 5” combination blade. Black & 


Decker Mfg. Co., Dept. AL, Towson 
4, Md. 


For more data circle No. 51 on coupon, p. 308 


Ualco Window Display 


A striking new Ualeo Aluminum 
Multi-Window floor display features 
three of the most popular of the line, 
the awning, the casement and the 
jalousie window. The awning window, 
in the center of the display, auto- 
matically locks in any position, offers 
all climate protection. The jalousie is 
used extensively as a face-lifter for 
old porches and to expand living 
areas; the casement is especially 
popular for its easy, economical in- 
stallation. Southern Sash Sales & 
Supply Co., Dept. AL, 818 Twentieth 
St., Sheffield, Ala. 


For more data circle No. 52 on coupon .p. 308 


Newspaper Advertising Mats 

Prepared newspaper advertisements 
of Orangeburg pipe and fittings are 
now available to Orangeburg dealers 
free of charge. Mats of the ads may 
be ordered by writing directly to the 
Orangeburg plant which serves a deal- 
er’s area. Orangeburg Manufactur- 
ing Co., Inc., Dept. AL, Thomas St., 
Orangeburg 6, N. Y. 


For more data circle No. 53 on coupon, p. 308 
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Three-Roll Counter Display 


A new three-roll counter display 
that holds one roll each of 48”, 36” 
and 30” wide R-V-Lite No. 15-V clear 
plastic window material is now avail- 
able. The display is offered free to 
dealers with their order for one each 
of the three rolls. The display rack, 
called the No. 150-VD, features two 


if 
ts... 


HIGHER 
PROFITS IS THE 


To anyone who can read a 
blueprint, Calder’s exclusive 
design indicates the way to 
faster, easier sales and higher 
profits. That’s because Calder 
overhead sectional garage 
doors feature the famous 
“Wedge Tight” action for built- 
in sales appeal to open and 
shut easier, fit tighter, last 
longer. 


in addition... 


...and commercial doors in varied 
styles to meet all door prob- 
lems. And Calder's engineering 
department is always available 
to help you with special door 
applications. 

SOLD DIRECT TO DEALERS 


WAREHOUSES IN: Lancaster, Pa.; 
Chicago, IIl.; St. Paul, Minn. 


KEYSTONE 
Address inquiries to Dept. 9 


MANUFACTURING CO. 
calder LANCASTER 4, PA. 


new roll widths—a 48” roll 50’ long, 
and a 30” roll 50’ long. The third roll 
is a standard 86” width, 150’ long. In 
addition to its use for storm windows 
and storm doors, the material is said 
to be ideal for slip covering sofas, 
chairs, mattresses, appliances, etc. 
Arvey Corp., Dept. AL, 3458 N. Kim- 
ball Ave., Chicago, Ill. 


For more data circle No. 54 on coupon, p. 308 


StanStrip 


New weatherstrip for the bottom of 
rer arage doors is pack- 
aged in po el oe ve bag for do-it- 
yourselfers, A live rubber product, it 
is said to cushion, seal and protect 
garage doors. The Standard Products 
Co., Dept. AL, Building Products Div., 
Port Clinton, Ohio. 


For more data circle No. 55 on coupon, p. 308 





Widely acclaimed as the 
easiest, fastest installing 
sectional door on the 
market. Backed by exten- 
sive national advertising 


in consumer magazines 


STURDY 
@ 
PARALINE 
FLUSH 
TRILINE 


ALL CALDER DOORS 
MAY BE ELECTRICALLY 
OPERATED BY REMOTE 
CONTROL 


ves complete 


Col 
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7 BESSLER 


DISAPPEARING STAIRWAY MODELS 
to meet EVERY need! 


AS LOW AS 


$5300 LIST 


Generous Trade 
Discounts! 


Write for 
Free Catalog 
and Wall Chart 


BESSLER 
DISAPPEARING 
STAIRWAY CO. 


1900-8 E. Market St 
Akron, Ohio 


FREE CATALOG 
AND 
WALL CHART 





BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 &. Market $¢., Akron 5, Ohio 
Please send free Catalog, Wall Chart, Prices and Discounts 


WORMED coccccece 


Address 























PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A Mm@iuM size, wedge-edjusted planer 
which is widely used in nearly all 

phases of the wood-working industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pleces of 

varying tiekness without danger of 

Wick-back. Fas built-in knife 

qrin@er, variable speed, in- 

sfantaneeus contre! of lower 

rolls, Whsfanteneous mi- 

crometer control of 

pressure bar, shearing 

baer and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity: 

4", 26" of 3" « 

e". A real pre 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—Neo. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 
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made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear... 


® Beautiful, Practical 
can be painted mn 
two tone colors to 
match or harmon 
ize with any color 


scheme you choose 


% 7 
DUD 
f y 


\ y, °~ a 
with the 
i! 





The Sure-Grip 
Protecto Plate 


Look for the 
EASY-CHANGE trademark 
branded on the edge 











Easy Change 


Locking Devies **for further particulars ask your 


Sash and Door Distributor or write - 


TRADE MARK REG 


THE COMBINATION DOOR CO. 
FOND DU LAC, WISCONSIN 


COMBINATION 
Caulking Cartridges 


cALPAE> 


i 

| FIT EVERY GUN! 

Spouted | 

Cartridges | 
Aiso Available 7 A 

With plastic nozzle 

’ supplied for other guns 


With hole-in-top for 
metal nozzle guns 


A plastic nozzle supplied with each cartridge of 
non-hardening, non-staining CALBAR Caulk 
makes it adaptable to every type gun on 

the market. Compare . super-elastic CALBAR 
Caulk is a quality product! Ask your jobber. 


—a PRaN’. & VARNISH co. 
Talehaelaitia-) oh am t-te alalia aaeleltar 


Our 35th Yeor . . . as the nation's leading caulk line! 
2612-26 N. Martha Street, Phila. 25, Pa. 
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Shipping Carton 


A new Sta-Dri Masonry Paint 
shipping carton is now available. Fea- 
tured on one side of the red, yellow 
and blue container are the identifying 
insignia of all the Sta-Dri line of 
paints, primer, surface treatments 
and finishes. The other side carries 
the familiar Sta-Dri brush stroke. 
This easy-to-spot carton holds 10 of 
the five-pound packages of Sta-Dri 
Masonry Paint. Mixed with water, the 
powdered Sta-Dri ingredients make a 
smooth coating easy to apply with 
brush or spray in any of 11 colors and 
white. Sta-Dri Paint will hold a wall 
of water nine feet high without leak- 
age, it is claimed. The American Sta- 
Dri Co., Dept. AL, 4019 38th St., 
Brentwood, Md. 


For more data circle No. 56 on coupon, p. 308 


Movie Scenarios 


Three one-minute movie scenarios 
in color are available to Masonite 
dealers for placement in local movie 
theaters or, in black and white, on 
sponsored television shows. They deal 
with Peg-Board panels and fixtures in 
the living room, workshop, garage 
and kitchen; exterior and interior ap- 
plications of Masonite Primecote prod- 
ucts, and construction details on 
Masonite Shadowvent siding. Other 
playlets also available concern a 
basement game room, kitchen remodel- 
ing, attic spare room, bathroom re- 
modeling, living room, extra storage 
space, garage storage, utility room 
and siding. Masonite Corp., Dept. 
TR-3-AL, Box 777, Chicago 90, Ill. 


For more data circle No. 57 on coupon, p. 308 


Door Holder Merchandiser 


Grand Specialties Company an- 
nounces a new display rack, containing 
a complete assortment of types, styles 
and sizes of Grand Safety Door Hold- 
ers, each individually packaged with 
screws in a clear transparent Poly- 
ethylene bag. A special feature is re- 
movable, replaceable steel reinforced 
rubber shoes that will not mar any 
floor or flooring surface. The easy per- 
forming foot operated Grand Safety 
Door Holder extends only 14” from 
the door. A shock-proof clinch spring 
holds the lever in a positive up position 
when not in use. Grand Specialties 
Co., Dept. DD-AL, 3101 West Grand 
Ave., Chicago 22, Ill. 


For more data circle No. 58 on coupon, p. 308 
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Gift Packaging 


Black & Decker has developed at- 
tractive gift packaging for the Fixkit 
and Drill’N Saw kit, both of which 
were recently announced. Individual 
cardboard cartons holding the steel 
kit boxes and their contents are white 
with colorful red and green decora- 
tions. The cartons were designed to 
make attractive mass or individual 
displays. The Fixkit carton features 
a family scene of wife and children 
presenting the Fixkit to Dad, while 
the Drill’N Saw kit suggests the many 
useful applications of the kit. The 
Black & Decker Mfg. Co., Dept. AL, 
600 East Pennsylvania Ave., Towson 


4, Md. 


For more data circle No, 59 on coupon, p. 308 


Boltaflex Covered Doors 


A decorative new line of folding 
doors are covered with boltaflex vinyl 
fabrics in a textured pattern. The 
Morgan-Craft folding doors may be 
obtained for any size opening up to 
12 feet high and 25 feet wide in single 
or paired doors. In nine soft colors, 
the doors are suitable for both home 
and institutional use as room dividers, 
passage doors and wardrobe closures. 
Morgan Builders Specialties, Dept. 
AL, 1321 Alameda St., Wilmington, 
Calif. 


For more data circle No, 60 on coupon, p. 408 


Water Repellent 


The introduction of a new water re- 
pellent product to its lines of chemical 
preservatives is announced by the 
manufacturer. A _ penetrating water 
repellent for the protection of exterior 
and interior wood, this new package 
goods product is known as Clear 
P.A.R. It is said to give wood a natu- 
ral, non-glossy appearance. One gal- 
lon of Clear P.A.R. will cover from 
150 to 200 square feet of smooth sur- 
face and will not leave brush marks 
or streaks, it is claimed. Protection 
Products Mfg. Co., Dept. AL, 1938 Fox 
St., Kalamazoo 99, Mich. 


For more data circle No. 61 on coupon, p, 408 


(For more data on advertised products fill in coupon on page 308) 





Big demand! 
Nice profit! 


Stock and sell 


Roddiscratt 


STOCK HARDWOOD 


MOLDING 
AND TRIM 


in 
Birch » Mahogany 
Oak + Walnut 


Now: the time to cash in on the big de- 
mand for Roddiscraft hardwood molding 
and trim. Builders’ finishing costs stay lower 
becduse stock patterns eliminate premium 
prices ordinarily paid for made-to-order 
items 

You offer a choice of contemporary or tra- 
ditional styles, Patterns are precision ma- 
chined from select hardwoods, No delivery 
problems — complete stocks are ready and 
waiting in our strategically located ware- 
houses. (There's one near you.) 

Sell Roddiscraft door and window trim 
packaged, cut to size or by the lineal foot. 
A complete line of accessory trim items is 
also available. Woods other than those listed 
above are available on special order 

For complete information, call your Rod- 
discraft warehouse or use coupon below 


Roddiscraft 


WAREHOUSES IN PRINCIPAL CITIES 
SCeeeeeeeeeeeeseeeeseeeeeeee 
. 


RODDISCRAFT, ROODIS PLYWOOD CORP. 
Marshfield, Wisconsin 


Please send me full information on Hoddiseraft 
hardwood molding and trim 


Name 
Firm Mame 
Addreas 


City Jone State 
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EZ-Way disappearing 
stairway creates 


$200 MORE IN 
TIE-IN SALES ! 


Because EZ-Way Disappear- 
ing Stairways give easy access 
to attics, it starts home own- 
ers thinking about ATTIC 
CONVERSION. You know 
what that means: more tie-in 
sales, often adding up to $200 
or more! 

And the snowball doesn’t 
stop rolling there—for just 
one or two EZ-Way units ina 
housing development creates 
a big demand for more! 

‘Take advantage of the eas 
sales-pulling power of EZ. 
Way Disappearing Stairways. 
Five handsome models—one 
even works in a closet! All are 
obviously safe and sturdy. 
Prices are sales-compelling! 
Write today for our free EZ- 
WAY PROFIT KIT withsales 
aids and more information. 


EZ-WAY SALES, inc. 


Box 300-3, St. Paul Park, Minn. 


Plan to visit us at the 
NATIONAL HARDWARE SHOW 


FLETCHER OCTOBER 17-21, 1955 


NAVY PIER, CHICAGO 
BOOTHS 50 AND 54 


THE GLASS CUTTER GLAZIERS PREFER 


It costs but @ few pennies, yet it is entrusted to cut hundreds of 
dollars worth of gloss. FLETCHER has specialized in glass cutters for 
more than fifty years. 

Be sure you get the best, Specify FLETCHER when ordering. 


AUTOMATIC GLASS CUTTING MACHINES 


Every retail hard goods store con profit 
ably sell glass. Any clerk can operate this 
machine and cut gloss to exact measurements 
1) requires no floor space and is always 
ready for use. See it demonstrated at the 


Hardware Show 


TOOLS FOR GLASS AND HARDWARE 


THE FLETCHER-TERRY COMPANY 


780 SOUTH STREET ¢ FORESTVILLE, CONNECTICUT 
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more and more dealers 
are saying: 


Here’s the “good line of 
hinges to handle”... that’s 
the trade’s way of saying, 
“We like to sell Griffin 
products.” Full line of 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 
tions you know your cus- 
tomers want. 


GRIFFIN 


“since 1899” 
MAMUFACTURING CO. ERIE, PA. 
Visit us at the St. Louis Show, Booth #243 


cat. #0087 
Tomplate Betts, Batten 
win pormeenty itacee Bengt 





OFFER YOUR 
CUSTOMERS 


LUMITE / 
SARAN “= 
SCREENING.. 


The longest lasting 
screen cloth 
in the low 

price bracket 


ONLY $6.75" (per 100 sq. ft.) 


from your wholesaler 


CHICOPEE MILLS, Inc., Lumite Division 
47 Worth Street, New York 13, N. Y. 


*Slightly higher west of the Rockies 


(For more data on advertised products fill in coupon on page 308) Sepiember 5, 1955, American |LUMBERMAN AND 





ENEW2 EQUIPMENT 


Wire Tie 


A new wedge-type, 5000-pound wire 
tie with ends that don’t have to be 
thrown away results in a low replace- 
ment job cost. Only inside rods are 
expendable; the outer rod units are 
re-usable. Inside rods feature a fast 
double lead thread for quick assem- 
bling and disassembling and are espe- 
cially eared to insure exact spacing for 
any wall thickness desired. Williams 
Form Engineering Corp., Dept. AL, 
1501 Madison Ave., S.E., Grand Rap- 
ids 7, Mich. 


For more data circle No. 62 on coupon, p. 308 


Steel Bridgings 


New steel bridgings are said to save 
time and money. Available in all sizes, 
exclusive locking end, with a yield 
strength of 288 pounds, made of 16 
gauge steel plated to prevent rust, the 
manufacturer claims Ponik steel bridg- 
ings require only two nails per piece 
and can be installed in 75% less time. 
Ponik Mfg. Co., Dept. AL, 4509 North 
126th St., Butler, Wis. 


For more data circle No. 63 on coupon, p. 308 


Hand Grip Roller Handle 


A new and improved wood grip 
handle has been perfected for the de- 
luxe roller of the E Z Paintr Corp. 
Here is a handle which is claimed to fit 
exactly the shape of the painter’s 
hand. The new Deluxe Rollerwood grip 
handle has a black and gold two-tone 
finish. E Z Paintr Corp., Dept. AL, 
4051 S. Iowa Ave., Milwaukee, Wis. 


For more data circle No. 64 on coupon, p. 308 


Striated Metal Corners 


New striated heavy-gauge aluminum 
corners for use with wood shake side- 
wall shingles are available in alumi- 
num-finish, prime painted or finished 
painted in colors to match all manu- 
facturers’ stained or painted shingles 
on the market. Vertical-striated lines 
blend perfectly with lines of shingles. 
Turned up bottoms assure snug fit, 
eliminate face nailing through corner. 
Can be used on either single or double 
course construction. Meldrum Mfg. 
& Eng. Co., Dept. AL, 473 N. Cleveland 
Ave., Midway, St. Paul 4, Minn. 


For more data circle No. 65 on coupon, p. 308 


Remotaire 


A new horizontal room conditioner 
for year ’round heating and cooling 
is said to be easily installed in con- 
cealed locations. The Horizontal Re- 
motaire is available in three models 
and four capacities, making it possible 
to select a model for almost any type 
of installation. The unit is said to be 
particularly suitable for installation 
in hotel or motel rooms, offices, retail 
stores and homes. American-Standard: 
Plumbing and Heating Div., Dept. 
AL, American Radiator & Standard 
Sanitary Corp., Pittsburgh 30, Pa. 


For mere data circle No. 66 on coupon, p. 408 





When answering advertisements please 
mention 


AMERICAN LUMBERMAN 


“Buyedip> jjom-oj)-)jom ya Bui 
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What's Your Answer? 

This Eighth Fall and Winter Merchandising issue of American 
Lumberman has been prepared to give you dozens of ideas to boost 
your sales and increase the efficiency of your store operation in the 
months to come. Here are some questions that will highlight a few of 
the ideas presented, as well as some of the goods and services manu- 
facturers are advertising in this issue. Why not use the quiz in one 
of your fall sales training programs? For answers see page 293. 


What’s Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


1. What is one of the surest ways to build up your “drop-in” 
trade? 
2. Who makes Bondex Heavy Duty, called the original cement 
paint? 
3. What is the best way to keep your salesmen’s enthusiasm at 
fever pitch? 
4. What company uses the slogan “Red Brand... the only fence 
line that sells on sight!”? 
5. What is one of the best ways for you to promote the sale of 
farm structures? 
6. What is StanStrip? 
7. What are three end-use benefits you can emphasize to in- 
crease your sale of garage packages? 
8. Who makes Tints-all, advertised as “the one tinting color that 
tints any paint”? 
9. What is called the “Key to Package Selling”? 
10. Who offers you free, a new 36-page Blue Book of Packaging? 





BUILDING PropuCTS MERCHANDISER (For more data on advertised products {ill in coupon om page 308) 





CHAIN DOOR GUARD 


Neat design. Narrow (%") 

chain holder fits modern 

trim. Case hardened steel chain. 
Extruded Brass and extruded Aluminum 
in standard finishes. 


Bright red cards 
feature new IVES 

No. 483 Chain Door 
Guard in transparent 
plastic bubble. Sells itself! 


MERCHANDISER D483 


Colorful counter salesman gets 
impulse sales. Holds six self-selling 
Chain Door Guard bubble cards. 
Available in Brass (D483), or 
Aluminum (D483A). 


YOU DISPLAY ‘EM THEY'LL 
SELL THEMSELVES! 


THE H.B.IVES CO. Soteencut 


For the best 
Storm and Screen Door Hardware 


With or without key .ocking, Fast, simple "ONE BORE” PUSH-PULL LATCH 

installation . . .\ust drill three 4" holes, Guaranteed qua.ity .. . 8 million in use 
Adjustable for %" to 'Ve" doors, re today. Fast application .. . just drill 
versible. one |" hole. Easy latching spring strike. 


NO. 90 DOOR CLOSER 
mr. a =| Self lubricated. Enclosed 
shock absorber spring. 


e@ 80 DOOR CLOSER 








AND CHAIN PROTECTOR 
With choin hold up spring. 
ae 7 - ) Self lubricated. 


IDEAL HINGES 
Plated or Stainless Steel or 
Solid Brass 
Available with Bronze Ollite 
Bearings. 





Write ter full description, price and delivery on these and other items. 








Now Stock Only 


ied (Larson) 4 


Sturdy-All Steel “C” Clamps 
No. 654 


It's the Sturdiest— 
Heaviest "C" Clamp Line Made Today 


Strongest by Test 
and Breakproof. 
Designed with a 
deep jaw. Fine 
pressure threads. 
The large eyebolt 
permits extra lever- 
age. 








\ Imm if 








5 Sizes: 
1", 2", 2'/2", 3" and 4” 
Bright Zinc Finish 


Now in Production 
our new Extension Clamps. 


Write today for colorful literature and prices 


CHAS. O. LARSON CO. 
STERLING * ILLINOIS 








IDEAL BRASS WORKS, Inc. 
Ideal 


250 E. Sth St. . St. Paul 1, Minn. 


(For more data on advertised products fill in coupon om page 308) Seplember 5, 1955, 





Choose Your Glue Line 


CAREFULLY! 


at 


Labor and materials 
are expensive and 
depend on the glue! 


Don't take chances with 
your customers 


Is Always Dependable ! 
Easiest to work with under all circum- 
stances — QUICK HOLDING, LIGHT 
CLAMPING, PERMANENT! 


WILHOLD 
The BEST Quality! 


The BEST Packaged Line! 


Tubes, Squeeze Bottles, 
Jars and Pails. 


The Most ATTRACTIVE Display! 
See the KK-1 Assortment Kit. 
FAIRLY PRICED © FULL DISCOUNT 
JOBBER DISTRIBUTED 
More Wilhold Give is sold through Jobbers 
and Deelers than any other Give Line! 
Ask for samples, literature and Jobber or Agent 

ACORN ADHESIVES CO., INC. 
Chicage 44, Iii. les Angeles 31, Calif. 














AMERICAN LUMBERMAN AND 


LITERATURE 


Blue Book of Packaging is the title 
of a new 36-page booklet on USS 
Gerrard Steel Strapping, round or 
flat. The booklet is being offered free 
of charge and may be obtained by 
writing to the manufacturer. Gerrard 
Steel Strapping, Dept. AL, 2933 W. 
417th Street, Chicago 32, Ill. 


For more data circle No, 67 on coupon, p. 308 


Paleo industrial fibers produced 
from redwood and redwood bark are 
described in an illustrated new bulletin 
F-19-2. Fiber PS is described as a 
more resilient processed wood fiber; 
redwood bark fibers PW, A and AR 
are described as permanently resilient, 
low moisture absorption and marked 
resistance to acid, fungus and bacteria. 
The fibers are used in commercial 
quantities as filtering agents, ceramic 
burnout fillers, thermal insulation, 
furniture stuffing, packaging, ete. The 
Pacific Lumber Co., Dept. AL, 100 
Bush St., San Francisco 4, Calif. 


For more data circle No. 68 on coupon, p. 308 


Summer and winter air conditioning 
is subject of new brochure §S§S-248, 
Spacesaver, “Waterless” year-’round 
residential air conditioning systems. 
Specifications on all combinations of 
Chrysler airtemp units are included 
as well as data on the new series of 
dual furnace combinations. For home- 
owners, builders, architects and others 
interested in year-round air condition- 
ing systems which use only electricity 
in the cooling cycle and gas or oil in 
the heating cycle. Copies available 
from Mr. John Hamilton, Merchandis- 
ing Dept. AL, Chrysler Airtemp, 1600 
Webster St., Dayton 1, Ohio. 


For more data cirele No, 69 on coupon, p. 308 


A Step by Step Guide is a booklet 
on paint removing, repairing, redec- 
orating, refinishing and proper care 
for brushes and rollers. It also con- 
tains many tips on general home up- 
keep. Designed as a give-away item 
for dealers, its information on princi- 
pal types of paint removers is of in- 
terest to homeowners. The Savogran 
Ce., Dept. AL, 25 Huntington Ave., 
Boston 16, Mass, 


For more data cirele Ne. 70 on coupon, p. 308 


Two fence folders, Fence Planning 
Saves... and Fences that Pay... 
are available with free merchandiser. 
The first explains planning entire 
fence layout to get best advantage 
from every field and pasture. The sec- 
ond gives concise steps on how to 
erect a good, long-wearing fence. 
Number of posts, depth of post holes, 
kind of wire and size of gates are 
among points illustrated. Agricultural 
Extension Section, Dept. AL, United 
States Steel Corp., Room 4787, 525 
William Penn Place, Pittsburgh 30, 
Penna. 

For more data circle No. 71 on coupon, p. 308 
MERCHANDISER 


BUILDING PRODUCTS 


Insulation Design for the Air Con- 
ditioned Home is a booklet on home 
design principles for maximum heat 
control in summer and winter. Helpful 
suggestions such as installation of 
kitchen exhaust fans and proper orien- 
tation of house location to reduce sun 
load, are illustrated. Containing il- 
lustrations, sketches and charts, it ai- 
so describes Fiberglas products for in- 
sulation including new foil-enclosed 
insulation. Owens-Corning Fiberglas 
Corp., Dept. AL, Toledo 1, Ohio. 


For more data circle No. 72 on coupon, p. 308 


Illustrated combination catalog and 
price list No. 18 on all EPCO products 
is available. Contains scale drawings 
and complete data on E-Z glide fiber 
and aluminum glass door track, Mag- 
na-Tite cabinet catches, Snug-Tite, 
E-Z roll and Screen-Master catches, 
Decorator cabinet door and drawer 
knobs and aluminum cabinet framing 
as well as other products in the line. 
Engineered Products Co., Dept. AL, 
P. O. Box 118, Flint 1, Mich. 


For more data cirele No. 73 on coupon, p. 308 





What's Your Answer? 


Questions on page 291. 


1. By establishing a bargain corner 
in your store or yard. As the article 
on page 132 says, “Everybody loves a 
bargain.” 


2. The Reardon Co., 
pears on page 74. 


whose ad ap- 


3. Using some type of incentive such 
as special contests and desirable prizes. 
See article beginning on page 156. 


4. Keystone Steel & Wire Co. See 
ad on pages 82-83. 


5. Direct mail, because farmers usu- 
ally file this material for future ref- 
erence. See article on Crop Storage 
beginning on page 204. 


6. Weatherstrip for the bottom of 
overhead-type garage doors. See ad on 
page 91. 


7. 1, Car protection, 2, extra storage 
area and 3, to increase the financial 
worth of the home now and in the 
future when adequate garage facilities 
may well become more of an influ- 
encing factor in the sale of both new 
and old homes. See article beginning 
on page 208. 


8. Sheffield Bronze Paint 
whose ad is on pages 120-121. 


Corp., 


9. Time payments—and a system of 
financing plans to attract consumer 
customers as explained in art'cle on 
page 222. 


10. Gerrard Steel Strapping. 
coupon in ad on page 265. 


See 





FOLDING 


Easy to Operate 
Balanced Spring Action 
Sturdy Space Saver 
Easily Installed 
Disappears into ceiling! 


A fully assembled, complete packaged unit. 
Meets all F. H. A. requirements. 
advertised! Product liability 
through jobbers only. 


GOOD DESIGN 
QUALITY MATERIALS 
SKILLED WORKMANSHIP 


Nationally 
Sold 


insured. 


Wire, ‘phone or write for special truck or carload 
prices, and complete specifications. 


MARION T. DAVIS & CO. 
Sales Representatives 
281 North Ave., N.E. 
Atlanta 5, Ga, 


Representatives wanted in open territories 


THE MARWIN COMPANY 


Manufacturers 


eee ee eee ee ae 


(For more data on advertised products fill in coupon on page 308) 








Symons Forms Do 
Another Good Turn 
For Ready-Mix 


A freak accident demonstrated the 
ruggedness and strength of Symons 
Forms. A 20-ton ready-mix truck, 
backing up to pour concrete at a house 
under construction, got too close to the 
edge of the excavation, softened by 
rains and toppled over on the Symons 
Forms. The forms supported the loaded 
truck’s full weight. After the removal 
of the truck, the contractor was able 
to straighten the poured walls by re- 
placing the waler and adding two 
braces. The completed wall showed no 
signs of damage. 


INCREASE YOUR BUSINESS 
with SYMONS FORM RENTALS 


Because concrete forming is one of the 
first construction steps, many Ready-Mix 
and Building Material Dealers are renting 
Symons Forms to local contractors. Con- 
tractors find that these strong, easy to erect 
forms save them considerable labor and 
time, and insure safety no matter how fast 
the mix is poured 


Symons Form Rental bring the Dealer— 
new ready-mix customers, added rental profits, 
repeat sales of hardware and ties, additional 
lumber and plywood sales, increased building 
material sales and customer satisfaction 


Samples, specifications, actual job photos, 
literature and forms layouts for building 
your own Symons Forms are available upon 
request. However, for guaranteed accuracy 
and low labor cost, we recommend factory 
made forms. Rentals apply on purchase of 
these pre-fab forms 





; » 
Syyons 


| SYMONS CLAMP & MFG. CO. 
| 4267 Diversey Avenue, Dept. 1-6 
| Chicago 97, Iilinols 


| Please send complete information on how | con 
| stert in the Symons Form Rental business 


Neme 








I 
| 
| Firm Name 
| 
j 


Address 














| 
| 
| 
! 
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NEW LITERATURE 
(begins on page 293) 





Catalog MST-1 offers an extended 
range of fasteners including machine 
screws and A & B tapping screws, 
Phillips and slotted, and stove bolts, 
available in steel, brass, silicon bronze, 
aluminum and stainless steel. It is 
the largest catalog issued in the ten- 
year history of the company. Southern 
anew oP, Dept. AL, Box 1360, States- 
Ville, ° 


For more data circle No. 74 on coupon, p. 308 


Data Sheets, Redwood Siding 
(8A4-1) and Board and Batten Walls 
(3A4-2), have just been revised. For 
dealers and their customers, they pro- 
vide an illustrated survey of the best 
methods of sidewall construction. For 
architect and builder, standard texts 
are supplemented to comprise more 
complete references. Correct handling 
and assembly of redwood siding are 
covered and nailing practices are 
dealt with in detail. California Red- 
wood Association, Dept. AL, 576 Sac- 
ramento St., San Francisco 11, Calif. 


Ver more data circle No. 75 on coupon, p. 308 





NEW PRODUCTS 


(begins on page 268) 





New Adhesive 


oes Adhesive No. 660 has been 
specially developed to meet the de- 
mand for a better water and alkali 
resistant adhesive, for installing Ken- 
rubber and Royal Kenflor at or above 
grade and for installing Cushion-Back 
Kenflor-by-the-yard on counter tops. 
Especially recommended for installing 
Kenrubber and Kenflor in laundry 
rooms, bathrooms, around drinking 
fountains and wherever water is apt 
to be spilled. Available in one and 
five gallon cans. Kentile, Inc., Dept. 
AL, 58 Second Ave., Brooklyn 15, N. Y. 


For more data circle No. 76 on coupon, p. 308 


Curvatop 


Plastic counter surfacing unit in a 
new 10-foot length features a smooth 
graceful curve from work surface to 
backsplash. The preformed unit can 
be bonded to existing surfaces or ap- 
plied over low cost sub-surfacing mate- 
rial. Available in 10 patterns and 
colors and standard countertop width 
of 25%” with a 4%” backsplash. Con- 
soweld Corp., Dept. AL, Wisconsin 
Rapids, Wis. 


For more data circle No. 77 on coupen, p. 308 


Getty Display Carton 


A new counter display carton is said 
to help sell more casement operators 
to do-h-pourceli customers. Each car- 
ton contains six (three left- and three 
right-hand) Getty No. 4706 H Replace- 
ment operators for metal casement 
windows, each packaged with easy-to- 
follow instructions. H. 8. Getty & Co., 
Inc., Dept. AL, 3348 North 10th St., 
Philadelphia 40, Penna. 


For more data circle No. 78 on coupon, p. 308 


(For more date on advertised products {ill in coupon om page 308) September 5, 


Dealer Pointers 





eats 





Dealer's Sign Promotes 
Community Events 


Although the interior of its new 
store is not completed, Morgan Con- 
struction Supply Co., Chesterton, 
Ind., attracts motorist’s attention 
to its showroom by its plastic, back- 
lighted sign, which promotes com- 
munity events. With the plastic let- 
ters, it’s a matter of just a few 
minutes to change the message. 





White Elephants are 
Good Traffic Magnet 


White elephant merchandise— 
odds and ends that accumulate in 
most building materials yards—is 
profitably disposed of through this 
bargain counter at the Wright- 


Bachman Lumber Co., Indiana- 
polis. 
Each item on the counter is 


price-marked—often with the be- 
fore-and-after sale price. An ef- 
fort is made to keep the display 
neat, but there is no limit on what 
type of small item appears on the 
counter. Some customers make a 
practice of stopping at the counter 
first just to see if there’s anything 
they need. 


1955, 
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for eye appeal 
with 


Do Wholesalers through- 2 1 Y 


out the United States call 
HOBBS WALL for their 
REDWOOD Lumber 


orders? 


HOBBS WALL LUMBER COMPANY 


The exclusive distributor for Willits Redwood Products 
Company, Hobbs Wall will supply all grades of kiln 
dried REDWOOD .... including the finest architectural 
selections, to any part of the United States. 


For the “BEST IN REDWOOD” ask your wholesaler to 


Be sure and order from 


HOBBS WALL 
mUy V:3 4 aeren HERE'S A MONEY MAKER THAT 


ACTUALLY PAYS FOR ITSELF! 
It's the new Structoglas door canopy kit and a 
self-liquidating display unit. 








405 Montgomery Street @ San Francisco, California 





isti Featuring a colorful Fiberglas-reinforced corrugated 
FOR Distinction ! g g 
and Beauty plastic panel and wrought aluminum brackets, the 


canopy is designed for do-it-yourself installation . . . 
more Business priced for quick sales. 


and Profit Packaged display includes six complete canopy kits, 


detailed projects booklets entitled 20 Plans” and 
= free literature on Structoglas 
canopies and awnings. 
2} © VY, You can't miss! The six canopy ~ 
[O) | =| bx kits and the “20 Plans” book- ‘ 


lets will write-off initial cost 
1003 1002 L014 1004 1005 O11 LOIO 1006 of display and give you a sub- 


de’cor LOUVERED DOORS are a growing stantial profit at the same time. 


market, appealing to more and more customers SEND COUPON TODAY 


Made t i t ith fast Midwest : ; 
pence ba) ell wn igegigcmual asp ae ee FOR DETAILS AND PRICES. 


SHULIOWAS 


division of 
international molded plastics, inc 
4252 west 35th street 
cleveland 9, ohio 


manufacturers 
of famous 
BROOK PARK 
plastic 
dinnerware 


de’cor ned ng offer many opportunities for 
extra, profitable business. The practicality and 
Grand Rapids craftsmanship of DE’COR shutters STRUCTOGLAS 4252 West 35th Street Cleveland 9, Ohio 


has made them leaders in this new field of window NAME 


treatment. new illustrated booklet, with complete oe TITLE 


Write for sales information and profitable dis- gremotion ile 


counts. Please use firm letterhead. describing 
Structoglos canopy 


ki d 
De’cor of Grand Rapids, Inc. polilaranicke 


DE’COR DOORS 1555 Eastern Avenue, S.E. (Pleese print) 
Grand Rapids, Michigan 








COMPANY 
STREET 
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. +» Making Modernaire the 
easiest window in the world to 
clean! Just press the button to 
disengage the sash! Window 
opens to nearly 130° for easy 
cleaning of outside glass from 
inside. 


4 ae tr 


EXCLUSIVE WITH 


AWNING TYPE 
Convertible 


WOOD WINDOWS 











More Built-in Advantages 


Than Any Other Window 
-.. and at LOWER COST! 


PUSH BAR, MANUAL or ROTO 
operation. 

Exclusive Slip-Out or Roll-Up 
Screen. 


Self-Storing Dual Glazing Panels. 
LU-RE-CO Sizes 

Cleer Ponderosa Pine. Woodlife 
treated. 

* Carton Pocked. Giass Bedded and 
Faced. May be Reglazed. 


“UNION MADE AND LABELED 


WRITE FOR NAME OF NEAREST 
M ERNAIRE JOBBER 


*KINSIMAN RD 














NEWS 





No Break in Market Foreseen 
Despite Drop in Home Building 


Government and industry experts 
are not surprised at the sharp de- 
cline in new housing construction 
in July. They contend it does not in- 
dicate a break in the market. 

The 11% drop, from 129,000 
starts in June to 115,000 last month, 
was attributed by the Bureau of 
Labor Statistics to some “voluntary 
adjustment” in mortgage credit. 

Will Curb Excesses 

The decline had nothing to do 
with Veterans Administration and 
the Federal Housing Administra- 
tion moves to increase down pay- 
ments and shorten the maximum 
length of repayment because the 
new VA and FHA regulations did 
not go into effect until July 30. Also, 
according to officials of both agen- 
cies the measures were aimed at 
curbing possible excesses, not at 
cutting down construction. 

FHA and VA officials saw nothing 
significant in the June-to-July de- 
cline, which was 20% for FHA-in- 
sured starts and 6% for VA. Hous- 
ing starts financed by conventional 
mortgages fell 7% from June. 

“Still Terrific” 

An official of the United States 
Savings and Loan League described 
the decline as “a return from a 
fantastic level to a terrific level.” 

He pointed out that the 115,000 
starts made in July was only 1,000 
below July of last year—the second 
year on record with 1,220,000 starts. 

July starts this year were at an 
annual rate of 1,202,000 units. 
Coupling this with the preceding 
six months and the outlook for the 
next five, experts estimate the 1955 
total will be 1,200,000 to 1,300,000. 
That would be the second or third 
best year on record. 

The savings and loan official con- 
firmed BLS reports that some “ad- 
justment” in availability of mort- 
gage money has occurred. He con- 
tended, however, that since the first 
of the year home mortgage credit 
has not been getting tighter, but 
“less loose.” 

Interest rates have gone up “a 
little bit,” he said, and down pay- 
ment requirements by private lend- 
ers have tended to rise. Lenders 
have also been inclined to shorten 
repayment terms, he added. 


Not Serious Break 


Builders, too, consider the drop 
neither big nor significant. 

“It is not a break and it is not 
unanticipated,” said one. 

A National Assn. of Home Build- 


(For more data on advertised products {ill in coupon on page 308) Se ptember 


ers official said, the annual rate in- 
dicated by July starts is “about 
right.” 

He said it bears out builders’ pre- 
dictions of about 1,200,000 starts 
for 1955. 


Changes Are Listed 
In FHA Regulations 


Federal Housing Administration 
issued rules and regulations ef- 
fecting changes in FHA insurance 
programs required by the housing 
amendments of 1955. 

The $5 million limit on FHA- 
insured mortgages for multifamily 
projects has been upped to $12.5 
million. According to FHA com- 
missioner Norman P. Mason, this 
will make financing more readily 
available for urban renewal and 
cooperatively-owned projects. 

Other terms of the law and the 
new regulation will: 

1. make a multifamily project 
of eight or more family units 
eligible for FHA mortgage insur- 
ance; the previous minimum num- 
ber of units was 12. 

2. permit cooperative housing 
groups to finance the purchase of 
existing public housing with FHA- 
insured loans. 


New NAHB Address 


The National Association of 
Home Builders has moved its 
headquarters into its new build- 
ing, to be known as the National 
Housing Center. The address is: 
1625 L St., N.W., Washington, 
D. C. 


New Fact Book 
On Lumber Industry 

A new 32-page booklet reviewing 
the entire lumber industry has just 
been published by American Forest 
Products Industries, Inc., in co- 
operation with the National Lum- 
ber Manufacturers Association. 

The introduction points out that 
lumbering is one of the oldest go- 
ing businessess in America. It 
states that in 1608 Captain John 
Smith brought to Jamestown, Va., 
“eight Poles and Dutchman for the 
purpose of erecting sawmills.” 

With tables and beautiful photo- 
graphs and interesting text the 
booklet shows where lumber comes 
from and the vital part it plays in 
the nation’s economy is briefly told. 
Late figures are also included on 
production and consumption of 
lumber. 
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progressive, profit-minded 


jobbers and dealers sell 


~ Mohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES! 


More and more builders, dealers 
and jobbers are switching over to 
Mohawk Flush Doors. Their reasons 
are clear—Mohawk's highly skilled 
craftsmen ...the use of only the 
finest materials and the most mod- 
ern door manufacturing equipment 
in the country—result in the Figbest 
quality interior and exterior doors for 
either commercial or residential use. 
Check Mohawk’s quality for your- 
self! Check Mohawk'’s prices 
too, before you order 

your next carload, 


Mohawk FLUSH DOORS 


ee 213 W. Ewing Ave., South Bend, Ind. 


via 











Why Dalton’s PISTOL GRIP HANDLE 


Deolers the Greatest Sales-Clincher Ever Built 


ws = i intoo Portable Electric Jig Saw 


Find — 
r 


4 Obsoletes the old, uncomfort- 





able method of running such 
a tool by gripping it around 
the motor housing. Pro- 
vides COOLER Handling! 
‘ . GREATER Sawing Ac- 
curacy through easier opera- 
tion and control. 


IN BIG DEMAND BY “DO-IT- 
YOURSELFERS.”“” ORDER FROM 
YOUR JOBBER TODAY! 
7 SAWS IN ONE! Does the work 
of a Rip, Crosscut, Coping, Scroll, 
Jig, Band and Keyhole saw. 
IT CUTS—Circles, straight lines, 
intricate designs in W. , Plastics, 
Metals, Composition Boards, Hard 
a Complete with Rubber, Leather and others. 
G@) 5 Different Other Features that Sell! 
WY | * Specially built motor ¢ Oilite 
bearings, hardened steel gears « 
Makes its own starting hole for inside cuts «¢ Aijr stream blows 
sawdust off guide line « Will even cut a 2x4! 


For Heavy-Duty Uses—Sell 


DALTON 


Fully-Mechanical 
SAWHORSE BRACKETS 


No Nails, Bolts or Mitering of Legs 
Sizes for 1x4's ond 2x4's 


Simply put lumber in jaws and leg sockets 
—tighten the wingnut! All steel. Use for 
Platforms, Scaffolding, Benches, Tables, 
etc. Disassemble on the job for transport- 
ing or storage. Now packaged in attrac- 
tive two-color display carton 








If not stocked by your jobber, have 
him order for you * 


DALTON MFG. CO., 20 S. Centra 
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susiness, PAYS OFF” 


Your Winslow representative can call on 
with "details and facts’, how you can 


u, at your convenience, and eet 
up @ profitable Winslow Ready-Mix 


plant at @ reasonable overall investment. 


Here are some 
typical dealer 
reports... 


“our Binanbatch in- 
vestment paid for it- 
self in approximately 

“big 
increase in tie-in sales 
since handling Ready- 
Mix in our yard”... 
“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits .. . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 


Send coupon for 
complete details. 


tion at 
Ohi 


hotograph, Ready-Mix  installa- 
uston Lumber Company—et Carey, 


Actual 


hio 





Name 
Address 
City 
State 


WINSLOW SCALE CO. 
P. O. Box 1198, Terre Haute, Ind. 
Please send information on Bin for Ready-Mix 





UICKLY, EASILY IN- 
TALLED! Any handyman 
following Instructions can 
install el-Bilt, Comes 
as complete unit. 





SOLD BY LEADING 


NR A A RM: CE 
Do-it-yourself natural! 


LEAD OFF YOUR 

FALL & WINTER 

HOME IMPROVEMENT SALES 
with 


WEL-BILT 


FOLD-A-WAY STAIRWAY 


Enables homeowners to con- 
vert unused attic space into 
badly needed living or stor- 
age area, during the fall and 
winter months. They can in- 
stali Wel-bilt easily — and 
you profit with companion 
sales of lumber, tools, all ac- 
cessories for attic remodel- 
ing! 


Proved completely safe 
and strong. Well de- 
signed and built of Idaho 
White Pine. Smooth, ef- 
ficient operation. 


Dealers! Ask your distributor for full details today. 


DISTRIBUTORS FROM OAST TO COAST 


THE WEL-BILT PRODUCTS COMPANY 
P. O. BOX NO. 95 


7 MEMPHIS, TENNESSEE 
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lo he in slyle ms for more hen a while | | 


USE LOUVERED DooRS A McCloud lankes he. 


| xecutive Office 
and SHUTTERS | 900 First hte ap Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 


McCloud, Calif. 
The ettractive things you build 


into them help to make your 
finest homes finer. 


A louvered folding door, standing 
between living room and dining 
area, gives privacy an added grace 
fulness. And when the table is 
cleared, the door tucks itself into 





the smallest space, making one 
large room again 


Louvered interior shutters, with 
movable louvers, make a picture 
window beautiful from both sides 
They provide complete flexibility 
of sun or shade an open view 
when they are pushed back to the 
sides, and privacy without that 
“shut-in” feeling when they are 
drawn together 


For further information, ask your lumber dealer, or 
write direct to us for complete descriptive literature 


We also manufacture a full line of outside blinds and | < , 4 ae iy 
shutters. Quality . ° 


WESTERN 


ARTHUR F. TYLER COMPANY sOFTWOODS rOMoLROSA rin 





SUGAR (Genuine Whit PINE 


‘ DOUGLAS FIR, WHITE FIR 
167 HAPGOOD STREET ATHOL, MASSACHUSETTS 





“PARKER” © BUILDERS'’-SHOWCASE-CABINET HARDWARE 


BRASS RAILINGS 

BUTTS & HINGES 

COAT & HAT HOOKS 
COAT & HAT RACKS 
CONTINUOUS HINGES 
DOOR HANDLES & PULLS 
DOOR KNOCKERS 

DOOR STOPS & HOLDERS 
DRAWER HANDLES & PULLS 
GLASS PARTITION POSTS 
KICK PLATES 

LETTER DROPS 

METAL THRESHOLDS 


DOOR CLOSERS 
PANIC BOLTS 
PERFORATED METALS 
PILASTER STANDARDS 
PUSH & PULL BARS 
PUSH & PULL PLATES 
REGISTERS & GRILLES 
RODDING & TUBING 
ROPE RAILINGS 
SHOWCASE FITTINGS 
SLIDING DOOR TRACK 
SPRING HINGES 
STANDEE POSTS 


HIGHEST 


QUALITY 


FASTEST 


DELIVERY 


BEST 


VALUE I WRITE FOR CATALOG 
S PARKER HARDWARE MFG. CORP. 23-27 LUDLOW ST. + NEW YORK 2, N. Y. © Phone Walker 5-6300 


TAKE ADVANTAGE of Russell & Pugh’s years of know-how 


Idaho’s Oldest Lumber Company. A dependable source for quality. 
RUSSELL and PUGH Lumber Company = sprinGsTON, IDAHO 








c ' 


Clearwater 
Spruce 


Douglas Fir 
and ch 


White Fir 
Idaho White 
Pine 
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new Getty display carton 


Here’s a brand-new counter display carton that can 
help you sell more casement operators to “‘do-it- 
yourself” customers. Each carton contains 6 (3 left- 
hand, 3 right-hand) Getty No. 4706-H Replacement 
Operators for metal casement windows. Carton is 
attractively printed in 2 colors. Top folds back present- 
ing a selling message to the customer. 


can help you sell 


Just a few minutes is all anyone needs to install these 
Getty metal casement operators. The new Getty Display 
Carton reminds your “do-it-yourself’’ customers to 
replace worn-out operators themselves—helps you make 
profitable extra sales. Each operator comes packaged 
with complete, easy-to-follow installation instructions. 


more casement operators 


Remember, more Getty Operators are used on casement 
windows today than all other makes combined. The 
Getty No. 4706-H Replacement Operator fits 95% of 
all metal casements made. It’s easy working, long 
wearing, available in a choice of bronze or aluminum 
lacquer finishes—the perfect low-cost operator for light 
metal casement windows. Ask your hardware whole- 
saler about this profitable new Getty No. 4706-H 
Display Package, or write us direct now, 


a & Co., Inc. 


3348 NORTH 10th STREET - PHILADELPHIA 40, PA. - Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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Sealine 


Contact your dealer or write to: 
CHICOPEE MILLS, Inc., Lumite Division 
47 Worth Street, New York 13, N. Y. 


*T.M.0.C.F. Corp 








iasi-Bild 


_ Easi-Bild Patterns 
are the key to the 
. *de-it-yourself’ 


% market 


New Counter Display Book illustrates 
250 different Build !t Yourself Patterns 
people want—provides 250 more rea- 
sons why home-owners will come into 
a lumber yard. 


Put this book on your counter and see how it 
MANUFACTURES CUSTOMERS out of people 
SEND TODAY FOR COMPLETE DETAILS 
PATTERN COMPANY 


P.O. BOX 215 
PLEASANTVILLE, NEW YORK 

















Transparent 
Piastic 


| SHATTERPROOF 

WEATHER-TIGHT 
Won't CRACK 
CHIP or PEEL 








side or 


In 
EASY TO INSTALL Outside 
Warp’s EASY-ON Storm Window Kits put Warp 
dealers in a position to beat mail order and chain 
store competition. Keep plastic storm window 
business at home where it belongs! 


72" x 36” Sea 


with moulding and nails 





39¢ EASY-ON is packed 36 Kits 
to a carton, complete with colorful 
counter display and window poster. 
Big Volume, Nice Profit Item. 


Carried by Leading Jobbers Everywhere 
Warp BROS.: Chicago 51, Ill. 


World's Largest Producers of Top Quality Window Materials Since 1924 





COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 
ASBESTOS SIDING 


MADE OF 
ALUMINUM 


USE 
OKOMO 


ORNERS 


for ASBESTOS SIDING 








LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 


BUGHER MFG. CO. 


211 S. Main Street, Kokomo, Ind. 


Send for Full De- 
tails, Samples and 
Prices 














-E-Z-ON- 


All Metal Interlocking 


WEATHERSTRIP 


The ideal weatherstrip to sell the do-it-yourself 
trade as well as to lumbermen, contractors and 
carpeiers. Comes packaged in sets and by the 
linear foot. Easily installed inside or outside, 
without removing sash. Makes a permanent home 
Priced attrac 
Fits all 


) improvement of lasting efficiency 
‘ tively low, yielding generous profits 
—- J standard windows and doors. Made of zinc and 


} 
') copper. Nothing to wear out or deteriorate 
xf * Packaged sets—easy to stock ond sell. Also sold 
j by linear foot for the trade Promotion litera 
ture avoilable Write for illustrated § circular 





ond wholesale prices 


AN N. BALTZ & COMPANY, INC. 
1009 Harvard Terrace * Evanston 6, Illinois 
Also E-Z-ON Caulking and Glazing Compounds 
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Automatic 

Hammers 
These automatic tackers save you time. 
money, and energy. One hand does the 
job. Staples are driven securely as fast 
as you operate tacker. Let Duo-Fast Tackers 
do your work for you. 


Free Service. You'll like the Duo-Fast Free 
Maintenance Service available to all Duo- 
Fast users. 
Rent ‘em — Loan ‘em — Sell ‘em 
Write today for the Duo-Fast Story. 


FASTENER CORPORATION 


860 Fletcher — Chicago 14 


Finest 
ESCREEN 
Rollers 


Convex Face 





Standard 2” dia. x 
1/16” face 


Primarily used in nage I the screen- 
ing into the frame slot. Can be 
supplied with 3/32” rounded edge. 


Concave Face 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positionsd. 
Standard stork sizes are . Ves; 
.125 and .170 width of facé. 


Flanged 


and 
width 


Standard 
1-5 - 
of face 


stock size is 2” 
diameters by 9/16” 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


GOX 1650, WEW HAVEN, COMM, U.S. A 
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Displays Fencing on a Pallet 


A long, low pallet platform at 
the Hankins-Paulson Lumber Co., 
Uniontown, Penna., makes an ex- 
cellent place to display wire fence 
rolls and gates during the spring 
and summer months. 

White cards with clear, black 
lettering are attached to the top 
of each fence roll and tell prices 
of the fencing per foot and per 
roll. 


Panels for Literature, 


Many dealers who have swing- 
ing panel units for product and 
sample displays do not realize that 
the units can also be converted to 
display literature. 

The girl in this photo is examin 
ing the literature selection in the 
swinging panel unit at the Arnold 
Lumber Co., Red Lion, Penna. 








NDISER 
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Wouldn't you 
rather sell what 
everyone wants? 


3 noumes, 9 produ | quot m 


There’s no confusion of grades 
and types in the royal family of 


plywoods, The « 
the name SU 


uality that built 


ER - Harbord, 


exists in all these: 


@BOAT PLYWOOD 
e@ SELECT 
CABINET PANELS 


# BOAT PLYWOOD 
@ SMOOTH PANELS 
@LAPPED SIDING 


@ GROOVED 
PANELING-SIDING 


@ KNOTTY 
@ KNOTTY PLANKED 
@ CLEAR 


Allsolid core, 100% 
waterproo!, ape- 
cially selected ve- 
neers, precision 
manufactured, 


Extremely tough, 
amooth, resin-im- 
pregnated overlays 
on SUPER-Har 
bord cores. Perfect 
paint surface 


Exciting new dec- 
orative paneling for 
indoor or outdoor 
use, Natural wood 
beauty at low cost. 


D Coll your. neanest’-Honbor max: 


ABERDEEN, WASH 221 
Harbord Mercantile 

Post Office Box 940 
CHICAGO CA 6-0134 
Harbor Plywood Corp 
1444 West Cermak Road 
HOUSTON CA 7-824) 
Harbor Plywood Corp. 
303 St. Emanvel Street 
JACKSONVILLE EL 4-6229 
Harbor Plywood Corp. 
2355 Dennis Street 

SAN FRANCISCO VA 6-241) 
Harbor Plywood Corp. 

of Cal., 3095 Third Street 
TAMPA 68-1868 
Harbor Plywood Corp. 

802 North Rome Ave 


ATLANTA LA 0215 
Harbor Plywood Corp. 
1161 Ridge Avenue, 5.W, 
CINCINNATI MA 1.2797 
Harbor Plywood Corp. 
511 Baymilier Street 
INDIANAPOLIS ME 7-3434 
Harbor Plywood Corp. 

of Indiana 
1001 East New York Street 
LOS ANGELES mi 1654 
Harbor Plywood Corp. 

of Southern California 
235 South Alameda Street 
SEATTLE EV 2228 
Harbor Plywood Corp 
North 34th and Fremont 
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- 


Convertible Truck Bodies 
Earn Their Keep Year ‘Round 


bed. Of the 17 trucks operated by the building supply 
dealer, five are convertible for multiple duties. 


“We try to keep our business flexible to avoid sea- 


“Trucks are too expensive to allow any seasonal idle- 
ness,” says Henry A. Metz, vice-president, Elkton 
(Md.)} Supply Co., “so we make sure they work year 
around by having extra bodies on hand to convert 
them to lumber, ice or oil as business demands.” 


During the summer, the truck above is an ice hauler, 
serving resort trade; in the fall, the ice body goes into 
storage and the oil tank, at left, is put on the truck 





Lasts up to ™& times longer 


SABRE-TOOTH BLADE 


_Sensational new nickle-chrome steel Roc-Edge 
blades are tougher, keener, truer and 
sell for amazingly low prices. 


sy ens ]9 rk J59 ons JO9 


DISPOSABLE 


blade blade 


New Merchandiser gives you 
Blade Department in 6” x 12” 
space. Invest only $24.38. 

Fill 90% of blade requests. 


c SMALL INVENTORY 
} " ya” FAST TURNOVER 
] 


A 


blade 
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At your wholesaler 
or write... 


ROCCO PRODUCTS ins cin inns ce: 


, 





sonal lulls,” says Metz, “and a big part of this is keep- 
ing our equipment flexible also.” 





INCENTIVES 
(begins on page 156) 





keep the employe and his family 
abreast of contest developments. 
Generally speaking, the more 
prizes that can be awarded the 
better. For this reason, the profes- 
sionals who run incentive prize 
contests promote a system where- 
by contestants may select prizes 
from their premium books any 
time they have accumulated the 
stipulated number of points for 
the specific prize desired. Pack- 
aged vacation trips are a popular 
prize in major contests. A dealer 
might offer these on a paid trans- 
portation plus time-off basis. 


Final suggestions. Here are 
some ideas dealers have used as 
the basis of prize contests among 
employes: 


. Improve Title I sales 


. Improve sales of long-profit 
items 


3. Improve sales of slow-moving 
items 


4. Improve sales of specialty 
products 


5. Improve collections 


3. Increase number of new cus- 
tomers 


. Increase average sales per 
customer 


. Decrease absenteeism and 


tardiness 
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QUALITY CONTROLLED 
PLYWOODS 


FIR 
GUM 


Dependable Shipments 
12 Convenient 


Warehouses 
MICH. IND. TEXAS CALIF. MO. 


WIRE — PHONE — WRITE 
For Immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 4-3450 
TWX 500 


























@ The quick, clean, easy way to put 
up tile boord, any thickness — 
permanently! 


@ Never sets brittle...won't dry 
out and pull away. 


© Waterproof. Contains special 
rubber base. 


@ Economicol. Covers 150 sq. ft. per 
gallon. 


® Available in quarts, gallons, 5 
gallons. 


\ a 
ORDER FROM YOUR WHOLESALER - 


OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N HADLEY ST ST. LOUIS 6, MO 
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LETTERS 


To the Editor, We have your let- 
ter of the 28th regarding your Fall 
Home Improvement Days promo- 
tion. However we do not know how 
to go about making definite ar- 
rangements with you for this pro- 
motion and would appreciate any 
further enlightenment you can give 
us in this respect. 

We have several yards at which 
we would like to participate in this 
promotion. What do we do? Of what 
does this promotion consist? 

S. BE. Knudsen, 
Thompson Yards, 
P.O. Box 940, 
Aberdeen, S. D. 








Fundamentally, the idea back of this 
promotion is simple and one widely 
used in other retail stores. It’s just 
this: periodically stores need a fresh 
display dress, preferably tied to cus- 
tomer buying habits. A grocery store, 
for example, frequently stages a 
promotion tied to the picnic season, 
the Fourth of July, etc. 

In a sense, these stores capitalize 
on a customer’s needs at a particular 
time of the year. They display ap- 
propriate signs, key advertising, and 
group suitable products for maximum 
impulse buying by the prospect. 

We are doing essentially the same 
thing in our promotion, There’s a 
theme “Fall Home Improvement 
Days,” and then suitable posters for 
merchandising fall items; (1) fix-up 
needs (2) home improvement packages 
(3) financing posters and (4) special 
materials (bargain poster and Christ- 
mas lay-by). 


Specifically we’d work this promo- 
tion along this line. 


(1) Review available materials and 
select the pieces required and the 
quantity required to do an impressive 
job in the yard. Note that the pieces 
are large and medium and small. 
Select the most suitable. 


(2) Order and set up enough theme 
posters to carry the overall message 
throughout the store. The small units 
are especially effective strung from 
overhead wires. 


(3) Arrange and group repair and 
maintenance merchandise together, 
preferably up front in the store. Use 
appropriate display materials (insula- 
tion, exterior paint, etc.). 


(4) Promote improvement packages 
(kitchens, etc.). Suitable materials are 
available in kitchens, add-a-room, 
recreation rooms, etc., we would use 
this material with a model kitchen, 
blowup from manufacturers on other 
improvement packages. 


(5) The “special” poster can be used 
with lumber and plywood shorts, shop- 
worn merchandise, etc. Many dealers, 
as you know, now have bargain barns 
or special counters for this class of 
merchandise. 


(6) All out emphasis on financing 
with wide use of banners would be very 
beneficial. Probably no industry under- 
any its financing more than a lum- 


er yard. 
The Editors 














Representing 
HARDEL MUTUAL PLYWOOD CO, 
HOFF LUMBER COMPANY 
STEWART BROWN LUMBER CO. 


Wire or Telephone 


Pamucde 


PACIFIC 
MUTUAL 
eleole], meiek 
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CROP STORAGE BUILDINGS 
(begins on page 204) 





In slack periods, the firm’s crew builds farm build- 
ings; in the busy season, they handle farm construc- 
tion and remodeling jobs. These farm building jobs 
helped boust sales 30% in one year. 

Besides stirring up impulse sales with mass dis- 
plays of prefabricated farm structures, some dealers 
use a personal approach. 

Herb C. ei manager, Central Lumber Co., 
Grand Forks, N. D., drives out and visits prospects 
in the Red River valle “y, 

About two years ago about 80% of the firm’s busi- 
ness was with city trade, then Tinnes began calling 
upon farmers several afternoons a week. Not only 
did these calls develop orders for immediate delivery 
of building materials, they also increased the num- 
ber of farmers who dropped in to see Tinnes in the 
yard. 

“Getting to know the farmer personally is impor- 
tant,” Tinnes says. “He’s never too busy to chat a 
few minutes and he’ll tell you about his plans. With 
a sustained program you can meet a lot of farmers 
in a month and develop plenty of sales leads.” 


Use Direct Mail 

Several dealers use a combination of direct mail 
and newspaper advertising to promote farm build- 
ings, but in the long run, it’s the direct mail piece 
the farmer usually files for future reference. 

Peterson-Huston Lumber Co., Vinton, Iowa, uses 
direct mail to effectively promote farm structures. 
The firm periodically mails out an eight-page bro- 
chure showing various types of portable buildings 
available in the yard and quotes a price for each. 

Aggressive rural building materials dealers are step- 
ping up their promotion campaigns now to let the 
farmer know they are ready to help him with farm im- 
provement problems. 








Jeffreys - McElrath 
MANUFACTURING COMPANY 


P.O, Box 137 — Tel. 3663 MACON, GEORGIA 
@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory — 


M lile, Go. . 
Mrerlent do. Chece'cn City, Va. 





Repevite, Va. 
Oxford, N. C. 











“Pimecreate 
America’s Finest 


SHUTTERS 







7 Sold only through dealers! 
@ PRICED FOR PROFIT 
—— @ COMPLETE CUSTOM PROGRAM 
@ SOLD NATIONALLY AT ALL 
-— FINER STORES. 











write: 
"A" box 421 
minneapolis, 











minnesota 











lumber dealer. These structures cut labor costs and speed 
the handling of feed on poultry farms. 











TWX $€270 





PHONE IVanhoe 9- 9-3 


Beil Ba. 








FEED BINS built of plywood can be prefabricated by the 











GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


Mfrs. of (PINUS 

Genuine WH ITE p | N STROBUS) 
Also some Norway and Spruce 

AIR-SEASONED — WATER-CURED 


Rough or Dressed 
Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 — Member N.A.W.L. 
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Built in 68 stock sizes from 8’ x 6° 6” to 
24’ x 24’ for all residential, commercial 
or industrial needs, Furnished with section 
panels open, solid, flush raised or orna- 
mental as per individual specifications. 
Write for complete details. Also ask for 
information on Sawhorse Trestles, Scaffold 
and folding ladder brackets. 


WAGNER MANUFACTURING CO. 


Box AL55, Cedar Falls, lowa 








READYBUILT 


Reg. U.S. Pat. Off. 


Fireplaces 


* 


No Home Com- 
plete Without a 
Fireplace! 


. 


. 


Shipped Com- 
plete, Ready to 
be Installed! 

* 


Adds beauty, cheer and comfort to any 
home, old or new. 

The modern fireplace that fulfills all 
modern day requirements — used with gas 
or electricity. 

Large variety of attractive models in 
brick, stone, wood, etc., available. 

Furnished complete — ready to be in- 
stalled by a handy man—shipped anywhere. 


DEALERS, BUILDERS and HOMEOWNERS 
write for catalog and full information 





The READYBUILT PRODUCTS COMPANY 


| 1705 McHenry St., Dept. AL, Balto. 23, Md. | 
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RADIO AND TY 


(begins on page 92) 





varying degrees of success. The 
best programs depend on the per- 
sonal approach and plenty of 
demonstrations. 

By personally demonstrating 
building materials on a weekly do- 
it-yourself show, C. C. Spelts, vice 
president, Spelts Lumber Co,, 
Kearney, Neb., is turning part of 
his television audience into cus- 
tomers. 

“We sold several profitable base- 
ment jobs,” Spelts says, “after we 
devoted one show to demonstrating 
how the homeowner could build a 
room in his basement.” 

The five-minute show costs the 
firm $50 weekly, but Spelts feels 
it is the most effective method of 
reaching a large audience in the 
area, 


Dealer’s Show Sets Record 

Walt’s Workshop, a weekly, 30- 
minute TV program, sponsored by 
Edward Hines Lumber Co., Chi- 
cago, holds the record as the long 
est continuous’ single-sponsored 
program in this country. For the 
past seven years Walt Durbahn 
has been showing handymen how 
to build everything from a bird- 
house to a room addition. 

Drawings and instructions for 
the projects Walt shows on TV 
are available free at the Hines 
yards. Since they aren’t available 
by mail, the handymen pick them 
up at the yard along with neces- 
sary building materials. 

Cooperative TV Show 

If you can’t afford to sponsor 
a program like Walt’s Workshop, 
you can join manufacturers or 
other dealers in a cooperative tel- 
evision show. 

In Detroit, Mich., Erb-Kidder 
Lumber Co., Redford Lumber Co., 
Renier Lumber Co. and Scheuren 
Mok Lumber Co. joined forces to 
form the Greater Detroit Do-It- 
Yourself Council and sponsored a 
weekly 30-minute show for home 
handymen. Viewers were invited 
to visit the sponsors’ yard closest 
to their home and pick up plans 
and instructions. 


(For more data on advertised prod 





ts fill in 


NOT 2, 
NOT 4, BUT 


wheels per door! 


Sliding —_— 
doors operate - a Wis am 

more smoothly if 

you insist upon hard- 

ware with a pair of 4-wheel 
hangers. Eight wheels per door... 
that’s Kennatrack |! 


Kennatrac 


SLIDING DOOR 
HARDWARE 


Secret of quick, 
trouble-free slid- 
ing door installa- 
tions is selecting the 
right type of hard- 
ware. SEND FOR 
FREE COPY of 
the KENNATRACK “Buyer's 
Guide.’’ A book that takes the 
guesswork out of sliding door in- 
stallations! Kennetreck Corpor- 
ation, Elkhart, Indiana. 
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Classified Advertising 


HELP WANTED 











An old established fact of standard 
and architectural mill work serving Ohio, 
Pennsylvania, and West V wants a 
and billey competent ty — ye detailer, 





HELP WANTED 


BUSINESS OPPORTUNITIES 





MILLWORK MANAGER 

Wholesale Warehouse ration. Small cus- 
tom chor. . Minneapolis, - area. Address 
Box G- Ameri Lumb Inc. 
Wanted, lumber "salesman Cleveland, My 
and surrounding territory. Alse epleomen, ies 
Buffalo territory both commission basis. Ref- 
oquteed. Address Box G-44, American 











qvenses r 








id and public buildings. LS 
sate working conditions to the oo pe n 
ate ¢, experience, sa et 
anh. American Lumberman, ise. rene 


Ricinates <<fiiiennen between 30-45, retail 
lumber yard, Kansas town of 15,000 population 
Top salary and | beaus for right man. Address 
Box G-40, A Inc, 








Progressive Florida Lumber and Building Ma- 
testes Company interested i cmeeras, one 
A © young men rienc r 

end Buliding BMetoriais — sone except 


rials — none except 
- competent and hard ochors need > 
gir: Address 4 P-42 American Lumberman 








Large long-established Denver building materi- 
als distributor has fine opportunity for experi- 
enced in its Sash and 
Doors Department including | moldings and 
Gere. Advancement p 

rite + ha experience and —~ to 
Box G-41, American Lumberman, Inc. 








Reg SF 2 2 DETAILERS & BILLERS 
ve millwork concern 4 
cated tm © ge oN 
ced in architectu “mill 
7 -y ae churches, public and offic 
buildings. Permanent sodden a excellent won 


ing conditions cy ~- offered. Give 
complete resume, and le 
of detailing he} * "Al “inquistes confiden al. 
Reply to Box G-22 American Lumberman, Inc. 





Wanted, experienced invoice clerk capable of 
invoicing stock millwork. Good opportunit 
for advancement with old, well establishe 
millwork concern. Write or call: 

Scott Graff Company 

Duluth, Minnesota 


WANTED. — Yard Foreman —Man ‘familiar with 
avr: and inspecting low punggede masdupeds. 


ve experience 
lished operation, Chicago District. ” Steady 
paced my Py Must be sober and re! —a Ad. 








LUMBER SALESMAN 


For grow company in one of povenss open 
territories. ellent Till connections in south 
and west. Present salesmen earning top 
money 


"Snare. Thrash Jamies Corporation 
Meridian. Ctestesipgt 


MILLWORK 
Man wanted who is thoroly experienced to 
cupervag® pa purchases and tpeeaterina of stock 
and detail special; must be familiar 
with and ate —- from oye ng 
Address Box G-25 ‘Tenoslomn Uoutboonan Inc. 








General Man or wanted for wholesale con- 


rdwood = 





a 
operating own modern dry kilns, Good sa 
with percentage of profits for right man S we 
must be capable of complete management. 
Write full ye Interview will be 
arranged, | ote poe. Address Box 





"WANTED 
Sepertonced man with retail yard 
. kee, viciiy. Sigh for aevegeenes. 1 
eo e ee and sa expect 
Address Bex G-26 American Conbeenen. ine. 





WANTED 
retail yard and some Millwork ex- 
perience. Location Southeastern Wisconsin 
Give ) particulars firs’ tee: Address Box G-27 





Wantiiadienen er of retail setes > oye, smal] 
town in Central Illinois. Salary and commis- 
a Address Box F-47 American Lumberman, 
inc. 
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SITUATIONS WANTED 


MILLWORK SURVEY & DETAILING 
A firm of mill men offers a em survey 
and detailing service. Years 





BUILDING SUPPLIES. Central Colorado. In 

important A? Netted $11,000 last year with 

sales, hig her this year. Choice location, top 

r interests force sale. 

~ only ree Terms to right buyer. Dept. 
222333 for | further | a yaeraa 


RENTAL. No. Central Cailterma is 
Nets over $18,000 cc Handles 

rental of is i m7 t and =. 
ing klieg lights. ee excellent opportuni 
Priced d right. Write Dept. #22131 for full oa 





— FABRICATION & CONSTRUCTION CO., 
Los eles, California, area. Netted $21,500 
last_year with sales higher this year. - 





Results arepioed. Your inquiries invited. 
Address Box F-4 Ine. 








oo lumb 55, i position 
er or assistant. wat consider buy- 

smal rd between Pennsylvania and 
Kadress Box F-51 American Lum- 








SALES REPRESENTATIVES 
WANTED 


in redwood fences. Over 

back orders. Priced to sell at only $28 000 
Dept. #22248-A. a 

GLASS & MIRROR COMPANY, Los Angeles. 
California, a “en oa $1 1,250 per aon. Se No 


building, com ty ui Priced at one 
oo including ss" inventory. Dept. 











LINOLEUM COMPANY, , Memphis, Tennessee. 

area. Nets $12,000 Food - Top franchise. 

Eupetont location. Priced to sell at only $24.- 
including inventory. Terms. Dept. #6493-A. 





Metal Moulding Salesman 


Full time or side line. To call on lincleum— 
hardware—turniture stores—cabinet shops— 
dealers — manufacturers and whole- 


of complet —w of aluminum and 
stainless steel mouldings. a territories 
ational er 1144 


N 
Aum Creek Drive, "Columbus 4%. 
Representative for advertising estab- 
uahed’ 36. years: Ce doctons in ‘Ne ork, New 
ew 
r. England states 





bonus. 
Se Son F-1. American Lumberman. Inc. 


Sales representative wanted to sell to retail 
lumber yards throughout the country. Ep 
quality imported hardware such as butts, shelf 

brackets, etc. 
and a Geasvees commission 





are volume items and 
List lines carried 





ears business. Address Box G-45, 

an BAK 
Manufacturers Agents to represent America’s 
meet revolutionary Porta Picnic ‘Table. 
youber, oo = — steel pl on 
t e 
Lous “Corporation, ‘Inc.. 234 fouth Fountain 


St., Marshall, Michigan. 


SALES REPRESENTATION 
AVAILABLE 


Manufacturer's Agent successfully one 
oduct to lumber dealers, millwork “cad be ild- 
materials jobbers in w 

sires second product, ess “——" ‘G48. 
American Lumberman, Inc. 


MISCELLANEOUS WANTED 


Wanted — Building or home im 
terial wanted obsolete, surplus, factory 


ory ec: 
$eever CSOs N. Saginaw Ra, i greed ah 
MACHINERY WANTED 


Wanted to Buy 


Heads for A-20 Yates. Matcher heads, pro 
file, ete. All milled bits ee same. State aibes 
size and price. Advise if straight yd ny 


spindles on sideheads. If can 
Tivos Se Box G-31 American ye 4 Inc. 


MISCELLANEOUS FOR SALE 























LUMBER & BLDG. SUPPLY DEALER. North 
Central California. near San Francisco Bay 
area. Netted $15,120 last year with sales 
higher this year. lient reputation. Corner 
location. Priced to i | at only $25,000 plus 
inventory. Dept. 


LUMBER & BLDG. MATERIALS, Eugene, Ore- 
m, area. Also handles feed aon y 
ranchises. $60,000 volume. All buil 

cluded. Priced at only $26,500. Dept. #22 7A. 


LUMBER COMPANY, West Central Oregon. 
Nets ener Le mage ne, Top fran 
chise. andles everything for building? Build- 
ings included. owee retiring. Priced low. 
Terms. Dept. #221 10-A 


LUMBER YARD. ‘Central Mississ’ Mississippi. Com- 
pletely Bon: ag & Nets $5.762 per year. Lo- 
cated way. Present owner ill, 
must sell. Dept. be tay 


LUMBER SUPPLY CO. in central Alabama. 
Lumber supply and sale of related merchan- 
dise. High % of business ag | oa Centrec- 
con codace Tani Ualon TE caaiaee ak 

ern concrete u plus 
A tg sprdel_ucke ond evra allen bee, 
ishe ears wit t income rea 
PAD priced low to sell quickly. In- 
quire “ow for free valuable information. Dept 

















MANUFACTURER, PREFABRICATED GLASS 
CONSTRUCTION BLOCKS. So. California. Ex- 
clusive ents. tested high quality. 
h returns with little adve ° 


All reasonable offers 
be given consideration. Dept. $22220-K. 


METAL SCREEN MFG. & INSTALLATION, 
nessee, in to a; Nets $8,000 or more — 
year, Man m. | ‘er 100x48x273 land 


with buil h 
‘uded Priced right. ten sua 


included. 

PLUMBING CO., So. California, in top trade 

city. Netted $6, 549 last year. Excellent re — 

tion. Established 1928. Priced at only $1 

F. P. Dept. #22315. 

PLUMBING, CONTRACTING, APPLIANCES, So. 

} yee of wo — {yess 
appliances own for x w e 

offices. 5 room house included. ot feat 

Gross profit of 


eq t complete. $40,059 
last year. Id for a person with plumbing 


experience. Dept. #6589-A. 
FREE BULLETINS ON ABOVE BUSINESSES. 
CHAS. FORD & ASSOCIATES 


6425 Hollywood Bivd., Los el 
87 Wines Se Atiawie, Ger on 














Property Management 
If you need full ‘in or part time management 
for your Southern California real estate or 





CARPENTERS APRONS 
Write fer prices and infermation. 
THE MINNESOTA SPECIALTY CO. 

Minaneepelis. Minn. 





DOUBLE YOUR —o from uy a news- 

advertising our cost 
PTimber-r- -r’’ cartoons. Fan hee preots write 
to ony LILLY ADVERTISING, Box 167, Long 
Beach 1, California 


September 5, 


we are properly qualified and ac- 
credited. 


REALTY DIVISION 
HAYWARD ER & INVESTMENT 


P. = "Don 18 1551 


Los Angeles 53. California 
Attention: Leo E. Hubbard—Licensed Broker 
Realtors — Business ities 


Property Managemen 
In Los des neo 1910 
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BUSINESSES FOR SALE 





BUSINESSES FOR SALE 





For Sale or Lease 
her yard & 


area. coe ake ere 


mately = 10 
pro: 


dress Box E43. ae Lumberman, Inc. 





Old established retail Lumber and Building 
material yard and planing mill, located in 
Central New York on the Ls .C.R.R. and Barge 
Canal, in a community of 33,000. Present op- 
erators wish to retire. Write Box F-23, Ameri- 
can Lumberman, Inc. for complete information. 





FOR SALE Profitable lumber and ene and —» 

y te hardware in 
center of the most productive farming area in 
Northern Illincis. Complete stock. Business 
has large farm pickup trade. Gumnsee is clear. 
No ind d d pportunity for 
Address Box Pu. American 








energetic man. 
erman, Inc. 





Small lumber mill for sale in Black Hills. Can 
produce over 1!/, million feet annually. Good 
equipment and steady production. r is 
purchased from government as cut. Total in- 
vestment de on lumber stock carried 
from $75,000.00 to $100,000.00. Address Box 
G-37, American Lumberman, Inc. 





FOR SALE—Profitable lumber and building 
supply business including hardware. Located 
in heart of expanding building area in North- 
ern section of Illinois. Complete stock, excep- 
tionally good buildings. Must sell account of 
ill health. Wonderful op SR, for energetic 
ary Address Box American Lumber- 
man, Inc. 


Retail lumber yard will be for sale soon. Lo- 
cated in northeast Missouri, ~" han I area. 
No real estate; no In 
ventory about $75,000.00. haben’ Box G48, 
American Lumberman, Inc. 








SOUTHERN CALIFORNIA LUMBER YARDS 
POR SALE 
Advise amount you wish to invest; 
our ad in previous issues. 
Twohy Lumber Co., Licensed lumber yard 
brokers for over na vem. 714 W. Olympic 
Bivd., Los Angeles 15. 


also see 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 


ww. 14h 





For Sale: Lumber and Building Supply in 
Pueblo, Colorado. Best location in Pueblo. 
Will lease real estate, etc. Sales volume extra 
ood. Reason for selling, nearly sixty years 

r business. Address . G. Brown, 


Lamar, Colorado, Owner 





Go retail lumber yard in Southwestern 

Michigan, situated on busy highway. Only 

yard town. Reasonably priced, good vol- 

a Address Box G-33 Ame 
c 


American Lumbermen, 


Lumber and Building Material Yard. Southern 
Michigan. Rich in agriculture, resorts and 
industry. Age t. Liberal 
Terms. Address —_ G-34 American Lumber- 
man, Inc. 











FOR ‘SALE: California retail lumber and build 
ing material yard in thriving San Joaquin Val- 
ley. Established 10 years. Attractive store, 
ample sheds, highway frontage, convenient 
spur. Investment over ¥ Will sell for 
000. Closed due. to owner's health. Ad- 
dress Box G- Inc. 








Retail Lumber Yard, Planing Mill and Build 
Contracting Business in fast growing N: 
Central Kentucky City. Will sell eonte 
and equipment and lease real estate, or sell 
as a whole. Reasonable price and reasonable 
terms. Owner wishes to retire. Address Box 
G-3%6 American Lumberman, Inc. 





WANTED — RAILS 





YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck. Good Will inve yard. Been in business 
for 40 years. aS taveenery. PR Box F-25, 





FOR SALE: Lumber, Paint and Hardware busi- 
ness in Northwest lowa town on Highway 75. 
Modern, compact. clean stock, in good farming 
community. Good lumber sheds, new cement 
and storage shed, metal roof in best repair. 
Average annual sales $100,000.00. Phone 
29-2451, Sergeant Bluff, lowa, ask for M. D. 
Sugees. 


FOR SALE — Retail lumber, hardware and 
building material yard, two blocks of capes 
highway occupied for 24 years by leading 
lumber yard. Office building with warehouse 
attached, 8265 sq. ft. of which 2700 sq. it. 
office space is air conditioned. Lumber shed, 
11.750 sq. ft. enclosed with two 20 ft. drive- 
ways through building. Private siding. 
Commercial National Bank of Charlotte 
rust Department 
Charlotte, North Carolina 





RAILS, New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kiln Trucks, in stock 


$6.00 each. 


M. K. FRANK 
480 » Somague Ave. « New York 17, N. Y. 


164, 20%, 2H, WH, ISH, 40% and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





BOOKS FOR SALE 





FOR SALE 


inates Caleulator’s Handbooks. Tables giv- 

ng number of booed feet in given number of 

=» Rao Guaranteed a + Ten Day Free 

rial—Price $3.00. Address Lumber Calcula- 
tor's Handbook, Olivia, N.C Cc. 








Cut Door Stock 


Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


A} Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-253! TWX EG-049-0 





USED MACHINERY FOR SALE 





We are changing to a 72” carrier and lift 
truck package and otter for sale | two 

old Ross cyotte carrier Series 70 model 

60° capacity. Price $3175.00 {.c.b. our plant. 
This machine is like new and a bargain at 
the above price. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Il. 





FOR SALE 


We will shortly release for sale a 6-10-Al 
Stetson-Ross Planer in ) pra ly new condi- 
tion, rt and with all 3-R 
suggested attachments. Also one V-$4"-C 
Mershen resaw migd by 8. A. Woods. Write 
us for details. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Ave., 


Chicago 14, Illinois 
Phone Lincoln 98-1700 





FOR SALE 


#60 Diehl Glue Jointer, ball bearing. direct 
motor drive with 5 HP motors on arbors, 4 
speed feed motor with drum control, 4 knife 
round heads, 220 volt, 60 cycle, 3 phase cur- 
rent. M tely rebuilt and in ex- 
cellent shape. Has ‘a brand new #815 Porter 
turnover attachment to turn stock of moeximum 
length of 





Our machine requirements changed immedi- 
ately after installing this machine, It has not 
been used more than days. We will dem- 

this in operation if requested, 
Price $4,000.00 cash on sk f.o.b. truck or car 
Howell, Michigan. 


THURESON LUMBER COMPANY 
HOWELL, MICHIGAN 





For Sale: One complete cone. 8 foot band, 
7 foot horizontal resaw. Mill in good working 
order and available at once. Address Box 
G-49, American Lumberman, Inc. 





ASSURE the ‘SUCCESS 


FOR BAGGED GOODS. SHINGLES 
LATH, CASE GOODS 


TILT TRUCK up onto nose plate wheels for 
running under of out beneath the pallets. 
A light pull will tilt up to 1000 Ibs., loads 
into perfect-balance rolling position. 


SATISFACTICN GUARANTEED! 
isfied after 10 day trial, 
for your money beck. 


of YOUR CONVENTION 


Plan your convention or sales meeting 
at this paradise on the ocean. The com- 
plete air-conditioned Convention Hall 
will comfortably accommodate over 700 
persons for meetings . . . 450 for ban- 
quets. Other meeting rooms for smaller 
groups. 

You will find at the Colonnades every- 
thing needed to make your convention a 
success. Write for more detailed infor- 
mation to: 


The Colonnades Hotel, Dept. AL-9 
Box 676, Riviera Beach, Florida, Phone Palm Beach 4-§221 


f not sor- 
return truck(s) 


ANTHONY TRUCK CO., Paducah, Ky. 
Send price and literature to: 





UNDER 


Firm 


Address City 
By J 


SUILDING 
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ers of all lumber tems. > 
Contact us on your 
need 














Call STEM for Kiln Dried Hardwood 


7 


Promptly 


Soft textured hardwood lumber— 
carefully manufactured and kiln 
dried at our own mill. Headquarters 
in the central west for all foreign 
and domestic species. We have the 
hard to get items in any thickness 
for overnight shipment 


FOR INFORMATION 


Steamed American Wainut - Wild 
Cherry + Plain, Quartered, rift 
sawn soft textured White Oak 
and Red Oak + Honduras, African, 
Philippine Mahogany «+ African 
Limba + Burma Teak + Delta 
Red Gum + Tidewater Red and 
Pecky Cypress + Birdseye Maple 
Butternut + Hard Maple «+ North- 
ern Birch + and many others. 


Chester B. Stem, Inc. 
527 Grant Line Road 
New Albany, Ind. 


ON 


“What's New” Items 


WHAT'S NEW 


FOR 


Advertised Products 


Refer to Advertiser's Index on opposite page. 


right which 


ot the 
er listed at the end 


vem 


INFORMATION ON 





English Type 
RAIL and HURDLE 


PROFITS FOR DEALERS! 

YOU SELL FENCE 

We Carry Inventory 
ALL TYPES—From large Estates to 
Small Homesites. 
FOR LONG LIFE~ Entire Fence — 
(both posts and rails) can be treated 
with aationally known— 

PENTA PRESERVATIVE 


OOD PRODUCTS CO., Toledo, Ohio 


2,3, 40r5 rail. Can be painted 
B or allowed to age naturally 
without cost for upkeep. 
SCREEN TYPE PICKET 
FENCE shown in catalog. 


in the service of 


LUMBERMEN 


@ Specialists in protection for 
the lumber industry. 
@ professional safety engineers 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 





Lumbermens MW “U1 NY 


Operating in New York state as 
(American) Lumbermens Mutual Casualty Company of Illinois 
James $. Kemper, chairman H. G. Kemper, president 
Chicago 40 


7 8 9 WW 42 «+13 
25 26 27 28 29 30 3 
43 44 45 46 47 48 49 
61 62 63 65 66 67 


79 80 8) 83 84 85 


Code letter 


fill in the appropriate 


code letter here. 


Issue of September 5, 1955 


Code letter 
Code letter 


Code letter 


Code letter 


Position 








(Please Print) 





CS 


? 7 


Zone Stote 





Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, III 
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New fields to conquer: It’s been said that the only reason a 
great number of American families don’t own a rhinoceros is be 
cause they haven't been offered one for a dollar down and a dollar 
a week, 

” ” * 


That much belabored businessman hired a pretty but not so 
smart secretary and after a week of her complete incompetence de 
cided he would have to fire her. He called her into his office and 
explained that he would have to let her go as she had proven that 
she knew absolutely nothing about punctuation 

She shook her pretty head and pouted, “You're just using that 
as an excuse. I've been here a week and haven't been late once!” 


* > * 


She: “What are we going to do this evening?” 
He: “Let's take a few drinks and find out.” 


* + ” 


Professionally acute: Housewife: “It’s so good of you, doctor, 
to come this far to see my husband.” 

Doctor: “Not at all. I had a patient next door so I just thought 
I'd kill two birds with one stone.” 


* * * 


If you know everything there is to know about a certain category 
and if you get to New York at the right time and if you happen to 
get on that program you have a chance to win $64,000. 

But, here's a flash! If you stay right where you are, feet on 
desk, steno on knee, you can still make money. And with just one 
word MAUK, 

The MAUK Lumber Co. has served retailers for more than 
fifty years, specializing in service and with a reputable record for 
supplying retailers with a quality and variety of lumber and build 
ing materials of superior merit 

The answer to your success in business can be the name that is 
known for success to retailers all over the country MAUK 
l umber Co, 
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Simple Celia says she can’t play golf because she doesn’t even 
know how to hold the caddy 
..€¢ «# 


Employee asked his boss, 
silver wedding anniversary 
Boss snarling, “Do I have to put up with this every twenty-five 


” 


years’: 


“Could I have Tuesday off? It’s our 


, =e 

Do You Know Dept.: 

Do you know the best way to judge the quality of a nightgown’ 
1t body temperature 

Do you know the best way for a showgirl to climb the ladder of 
success? On the riaht kind of leas 

Do you know the way to get the most out of your yard? Stock 
VAUK Lumber Co. products 


*_ * * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohie 
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Your last quarter’s sales 
can top them all ! 


In 1954, these popular, fast-selling 
Christmas figures helped hundreds 
of builders and dealers to boost their 
slow season into an all-time high 
for that period. 


We know a word to the wise is 
sufficient —in your case. The popu- 
larity of these indoor and outdoor 
figures keeps on growing. 


ee 


You sell finished figures—or un- 
painted figures (together with painting pattern and the 
paints). You can make these for yourself —or buy them 
from us. To the real do-it-yourselfer—you sell an Easi- 
Bild* Pattern and the materials and paints. 


From a full-size pattern, the outline is simply traced onto 
*\42" Homasote Type RD and cut out with a saw. The 
pattern is simple and foolproof — specifies all the ma- 
terials, including the painting scheme. 


You have a three-way opportunity to make the last quarter 
of the year the biggest it’s ever been. 


Extensive advertising will support your sales effort. Be- 
ginning in September issues, you will see advertisements 
on these Christmas Figures in Better Homes & Gardens, 
Sunset, Living For Young Homemakers, Popular Me- 
chanics, Popular Science, Mechanix Illustrated, Science & 
Mechanics, The Home Craftsman, Family Handyman and 
Homecraft-Home Owner 


Every advertisement is couponed; every inquiry in your 
territory comes to you. Every inquirer from your territory 
gets your name. 


Get ready to cash in on this dependable profit- 
making opportunity by writing us today. 
Kindly address your inquiry to Dept. J-14. 

*T.M. Reg. Easi-Bild Pattern Company 
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SLIDING DOOR 
HARDWARE 
Destqued exclusively for smart interiors 


The modern 
space-savers 
for the office 
as well as the 
home. Doors 
glide silently 
with finger-tip 
control. 


* 
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This innovation in swift, efficient door action follows 
the modern trend in architectural design. Each door 
glides into its own recessed pocket instead of out into 
the room like the conventional swinging door types 


Large Nylon wheels 1% inches in diameter carry the 
door load with ease and require fewer revolutions in 
operation. Wheels have solid rivet axle and all hard 
ware is zinc plated. Track is 16-gauge Steel Hot Gal 
vanized and fits all doors, regardless of thickness. 
Furnished in 44, 56, 60 and 68 inch lengths. 
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SPECIFICATIONS 


RECOMMENDE 
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ses three books at the left are a “must” for 
anyone who is interested in good masonry 
construction, One describes the type of work- 
manship recommended to secure dry brick 
walls. The second describes the specifications 
recommended to secure dry brick walls. The 
third describes the type of workmanship recom- 


mended for good concrete-block walls. 


Each of these books has been endorsed by 
foremost authorities. Each has received a cita- 
tion of merit from the Producers’ Council and 
the American Institute of Architects. Each is 
fully illustrated, clearly written. Each contains 


a wealth of really valuable information. 


These books are not advertisements for our 
product, Brixment. They are published and 
made available to members of the building 
trades solely as an industry service. Mail the 


coupon, today, for your free copies. 


LOUISVILLE CEMENT COMPANY, LOUISVILLE, KY. 


Manufacturers of 
BRIXMENT FOR MORTAR 


Louisville Cement Company—Dept. 2 
Second and Walnut Streets, Louisville 2, Kentucky 


Gentlemen: 


Without cost or obligation, please send me a copy of each 
of your three books on masonry construction. 


Name 
Firm 
Mreet 


City 





